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PERSONAL SELLING AND SALESMANSHIP-2 (DISC. SPE. ELE -1)
Time: 2:30 Hours Marks: 70
Instructions:

1. All questions are compulsory.
2. Figures to the right indicate marks.
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ENGLISH VERSION
Que.1 State the qualification of a Sales Manager and elaborate on his functions. (20)
OR
Que.l (A) Explain the steps of selling procedure. (10)
(B) Explain the objectives and scope of Sales Forces. (10)

Que.2 Discuss in detail about (A) Managerial Sales employees (B) Non Managerial Sales Employees in  (20)
a Sales force organization.

OR
Que.2 (A) Explain the concept of management. State Luther Gullick’s classification of management.  (10)
(B) Discuss the departments of an Ideal Sales Organization. (10)

Que.3 As per your thought which is the most appropriate technique of selecting the salesman. State the (15)
recruitment selection process.
OR
Que.3 “Born Salesman are good, but trained Salesman are even more effective.” Statethe various
important techniques of training salesman.
Que.4 State the characteristics of an Ideal remuneration system of salesman with its different techniques.  (15)
OR
Que.4 Explain different methods of control the Salesman.
sk sk sk sk skeoske st sfeske sk st sk sk sk skeskeo sk seoske sk sk skeoske sk sk



