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Note : This paper is of eighty (80) marks containing three
(03) Sections A, B and C. Learners are required to
attempt the questions contained in these Sections
according to the detailed instructions given therein.
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Note : Section ‘A’ contains four (04) long answer type
questions of nineteen (19) marks each. Learners are
required to answer two (02) questions only.
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1. Discuss the various factors that go into making an

effective sales presentation.
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2. Describe the objectives, criteria and basis for territory
formation.

&7 Mo & S, AMGS AR AR $T U BIfoY |

3. Outline the steps involved in the sales management
planning process.
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4. Describe the various quantitative methods of sales
forecasting.
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Section-B / Yrs—Yg
(Short Answer Type Questions) / (g STRIF U%H)

Note : Section ‘B’ contains eight (08) short answer type
questions of eight (08) marks each. Learners are
required to answer four (04) questions only.
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How is sales budgeting linked to sales forecasting ?

fashar &1 aoic S fae! QEA | ST 89l & ?

What are the major tasks of a sales organization ?

fash! e & WHE a1 J7 E ?

Identify and briefly discuss the selection tools that
have been most used to screen and select sales
personnel.
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Explain how formal sales training programs should be
evaluated.
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Discuss the role of sales contests in motivation sales
personnel.

fasr Sl ®r URT F A faw R @
AP W 7@l BIT |

Outline the criteria for a good sales compensation plan.
Teh el Il gemawn Al & fou AMEe @
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7. Highlight the critical importance of international sales
opportunities.

SRR fdd] & SIaRI @ 7o W YSHI Sifelv |

8. Describe sales quotas and performance measures and
how they should be established.
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Section-C / Yvs—TT

(Objective Type Questions) / (A& )

Note : Section ‘C’ contains ten (10) objective type
questions of one (01) mark each. All the questions
of this Section are compulsory.
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Indicate whether the following statements are True or False.

g AT f f=ferRad wom 9 € a1 3/ |

1. Canned sales presentation refers to a structured sales
script memorized by the sales person.

Rearda Rl Wy, g aafem g1 a1e fby Y 0
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2. Cold calling refers to unsolicited sales calls.

dlog Bl JAaisd fam! Dicll Bl A BT & |

3. MAN is an approach to qualifying prospects.
MAN URUGCH @1 Gl 3l & T e & |
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‘Push tactics’ refer to utilizing advertising and other
promotional tools to ‘Push’ merchandise into the
distribution channel.
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Sales potential refers to an individual firm’s share of
the market potential.
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BT |

Delphi techniques refers to a group of experts used to
make long range projections.
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‘Percentage of sales method’ is a popular sales
budgeting technique.
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g

The formal organization is sometimes called the
‘grapevine’.

NTERe T bl HH-HW Yudrg=’ el o 2 |
Amway, Avon and Modicare do not sell their products
through direct selling (multilevel marketing).

TH, Ta 3R Alcidas, Tae fddl (direct selling) @
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The supply chain constitutes a value delivery network.
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