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Note: Answers may be written eirhier in English or
in Hindi; but the same medium should be
used throughout the paper.
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Answer all questions.
All questions carry equal marks.
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1. Explain any tiree of the following statements
briefly : . 3x5=15

(8 “Salesmen are bhorn and not made”.
Comment on this statement,
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“ls aggressiveness an asset or a liability”,
explain it with regard to personal selling ?

“The majority of sales representatives
require  encouragement and  financial
incentives to work at their best tevel. This is
especially true of field selling.” Do you
agree 7 Give reasons. o
Explain  the iceberg or “80-20” sales

principle ?
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What is sales force management ? List the

aclivities  involved in  sales  force

management ?

What are the various sources of recruitment

of sales force ?
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List  down  the advanmtages  and

disadvantages of selling as a career ?

What are buying motives and their uses in

personal selling ? Also explain Maslow’s

Theory of need hierarchy ?
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Write the quantitative and qualitative

- performance standards for evaluating and

supervising sales force performance.

Explain the various methods that can be
adopted by a salesperson in the “Approach”
stage of personal selling process ?
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Why " do ' prospects raise objections ?

Discuss ~ briefly the various types of
objections raised by them ?

Discuss the procedure commonly adopted
for selection of sales personne) ?
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What is a Sales budget ? What is the
purpose of preparing a sales budget ? Also
mention the methods of sales budgeting ?
Explain the meaning and objectives of
forming sales territories ? What are the
common shapes wused for designing
territories ?
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Write short notes on any two of the followmg

(®)
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Mention the types of compensation plans

available for salesman ?

What is a ‘sales presentation’ ? If you are a

sales representative for an electronic dish
washer, what guidelines you will keep into
account for designing an effective sales
presentauon ?
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forecast and sales quota.

{(b) ACMEE model of training,
(c) Missionary Selling.
Sales Quotas.
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Relationship between sales potential sales -
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