SALES MANAGEMENT - 2016
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Mote-  Attempt all the questions.
Section-A (Objective Type Questions)
Nute-  Attempt any five questions,
Q1 Choose the correct answer
i) A design program is a part of
(a) Sales training (b} Sales sirategy
(c) Evaluation of sales (d) Control of sales
(ii) The budget that is usually the most difficult 1 forecast is the :
(a) Production budget (b) Expense budget
(¢) Sales budget {d) Manufacturing overhead budget

iy Field sales force is also called as .
(a) Inside sales force (b) Outside siles force
{c) Channel intermediaries  (d) Nominal sales force

(ivi  Consumer promotion technique according to which seller sells
two or three units of product at reduced price is classified as

ta) Price packs ib) Cemts oft deals
{c) Advertising specialities  (d) Both (a) and (b)
(v} How does a company estimate sales
(a) It examines past sales history of similar products
(b) It conducts market rescarch of survey consumers
(¢) It discusses manufacturing capacity with the plant manager
{d) Both (a) and {b)
(vi)  Course of sales and profits of a product over its whole life is
called:
{a) Product life evele i by Customer life time value
(¢} Product Management  (d) Marketing Management
(vii)  Standard amount that must be sold by sales person of company’s
total product is classified as
{a) Sales contex! (b) Expenses quota
{¢) Production quota id) Sales quota
(viii) Market consisting on set of customers for which company wants
to pursue its business is called
{a) Penetrated Market i by Potential Market
) Tareet Market {d) Available Market
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Note- Attempt any three questions, Each question carry ma rks.
QI FE 39 2 fewey faed dfen Uz Aee?

What is the difference between selling and marketing?

QI TS T Hfer W
Explain the selling process.
QIV @ 39 % ®=2ld 3% Toh?
What is the control of sales”?
QV #1231 & WIS 2 GEEvE A del wHE?
What are the strategies 1o motivation ol sales forces?
QVI & W 29 U d7 HE gige fHEvm dew @
What problem does a manager face while fixing sales quota?
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Note-  Attempt any three questions, Each question carry 7 marks,
QVIl TFEH g BT Ug TR 3F Hed A=
Explain the scope and nature of sales management.
QNI 87 §5 W 3NEE? ®2 AN AfE #wEifEd gee W WEH=g
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What is performance appraisal? What are various criterial used for per-
tormance evaluation of sale people? Give example.
QIX FZ 39 Uow AEAVA? §T HYEH § 7§ T T a4 froeew?

What is sales motivation? What methods do vou suggest B get best
resulis?
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Lxplain various effects of sales strategy.
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Discuss the two promaotions for each of the following products that vou would
recommend. Give resons also
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() Relrigerator (b) Beauty Parlour {c) Coflee



