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Before answering the question-paper, candidates must

ensure that they have been supplied with correct and

complete question-paper. No complaint, in this regard

will be entertained after the examination.

Note : Attempt Five questions in all, selecting one

question from each Unit. Q. No. 1 is

compulsory. All questions carry equal marks.
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Unit II  ( II

4. Discuss sales organization structure in detail.

16

5. Explain the following : 16

(a) Sales Forecasting

(b) Sales Budgeting.

Unit III  ( III

6. Explain sales quota with its purpose and types.

16



(8-0526-18/17)Z-52365A 2 Z-52365A 3 P.T.O.

1. Explain the following : 8×2=16

(a) Personal Selling

(b) Role of a salesman in tourism sector

(c) Sales Budgeting

(d) Sales Planning

(e) Mention any two tools of motivating sales

personnel

(f) Sales Territory

(g) Sales Force Evaluation

(h) Difference between sales and marketing.

Unit I  ( I

2. What is Sales Management ? Explain its

objective and functions. 16

3. Explain in detail challenges of sales management

in tourism. 16
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7. What are the objectives and benefits of

designing a sale compensation plan ? 16

Unit IV  ( IV

8. Explain the role of information technology in

managing sales. 16

9. Discuss the ethical issues in sales management.

16
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