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N.B.N.B.N.B.N.B. :— :— :— :— (i) Solve any five questions.

(ii) Figures to the right indicate full marks.

(iii) Illustrate with examples.

1.1.1.1. What is sales meeting ? Explain types of sales meeting in

detail. [16]

2.2.2.2. What is Recruitment and Selection ? Explain sources of Recruiting

sales people in detail. [16]

3.3.3.3. Define personal selling ? Explain characteristics of successful

salesman. [16]

4.4.4.4. Explain Ethical and Legal Issues in sales management in detail.

[16]

5.5.5.5. What is sales control ? Explain purpose and methods of sales

control. [16]
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6.6.6.6. Write short notes on (any four) : [16]

(a) Sales Call

(b) Sales Forecasting

(c) Functional Sales Organisation

(d) Objectives of Sales Management

(e) Sales Contest

(f) Sales Budget.
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