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Paper : GECCOM2 (B)

( Sales Management )

1. oo frma Sior @ ‘R B 1x6e,

Write True’ or ‘False’ of the following :

@) & Fifos s R, R @B o
S | |

Ensuring growth is a prime objective of
sales management.

(b) R&! =AfFam stamefpms T fH-9op |

Pre-approach “is the first step in the
selling process.

(c) ﬁ@ﬁ@‘cﬁuﬂﬁﬁﬂﬁiﬁi"ﬂ?ﬁﬁﬁﬁ%ﬁtﬂ

Sales" department shapes the overall
performance of an organization.

(d) mewmqmaww
R w1y |

Knowledge of market is not an essential
content of a good training program.

(e) mwﬁﬁvﬁq%mmmﬁ@?w
SIS O oy |

Promotional Pricing policy has no

implications on sales function of an
organization,
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) ﬁzﬁﬁﬁﬁ%ﬁﬁmmﬁwwzﬁ@aﬁ
TR 5o |

Training content in sales training

mainly comprises of the basic sales
technique.

2. oo @R /@ @E 1R /s 5y Gt o
4x2=8

Write short notes on any two of the
following :

(a) RER e aefs _
Formulation of sales strategies
(b) & ReeE %
Sales department relations
) & =qg =rosad

Compensation of sales personnel

3. (@ Jfess TEm ww il Reem @eers
Jfee RET R g 401 2+8=10

Define personal selling. Explain the

role of personal selling in marketing
strategy.

< / Or

(b) Tfeers RE o [{E IR e TS
[ <AL 10
Explain the relationship between
personal selling and sales management.
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Discuss the various stages of the g,
cycle. &g

Y9/ Or

b B AT ST oy e

WWWEQ{]WMGI
TRT T2

How can saleg man

analytics to improve
their sales teams?

TR
IRr

dECrs use datg and
the performance of

(B) 17531 ozt spmops f50

impo
network relg

tion.
6. () ﬁ@qﬁﬁmﬁ@ﬁq@
' T S oo
s il ! 2+6=8
What is g

ales o)

i €rsonnel? Dj s the
Crucial rele of s Discus

€S personnel.
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Y€/ Or

(b) RA 39 @ FRfE @GPz T 790 g

Explain the recruitment strategies, for
sales personnel.

7. (@) R el s e 5 gl [t afrw
IO wierfy @ wicETselk- ]l 2+8=10

What do you mean by sales training
program? Discuss the significance of
sales training program.

2§/ Or

(b) & G el @eiRE [fes @ es e
SIS FAL

10

Discuss 'the various strategies
motivating the sales team.

for

2030 747 FrEFiT AR 20 TEORTT oS o
Additional Questions, 20 marks for 2023 Batch

8. (o) & Aoy @ frl RF qwens [isa
TMIPTR, I 0 2+8=10

Define sales budget. Explain the
various components of sales budget.
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Y / Or

(b) ﬁ@ﬁ@ﬁiﬁﬁﬁ?ﬁ?%mﬁzﬁq
CPIOPTZ I 1| 2+8<]
What do you mean by sales quotas?

Explain the various types of sales
quotas.

9. (a) W& wwgpiyza A < ez S
1 | 1C

Discuss the advantages and dis-
advantages of sales organizations.

S/ Or
(b) R&Fr® <35 Remam sk fmy < s e
NISq SIseFrR @i = 2+8=10

Define cost analysis in sales. Discuss

the: wvarious significances of cost
analysis.
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