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5. “Sales Budget is a key budget in the whole Before answering the question-paper, candidates must

ensure that they have been supplied with correct and

budgeting process.” Elaborate the statement and . e
complete question-paper. No complaint, in this regard

also outline various steps in framing sales will be entertained after the examination.
budget. , . L .

Note : Attempt Five questions in all, selecting one
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1.

Attempt all questions :
(1) Explain ‘AIDAS’ theory of selling.

(i) Write a note on sales forecasting of new

product.
(ii1)) What is Sales Territory ?
(iv) What do you mean by sales contest ?
(v) Write a short note on sales meeting.
(vi) Explain the term motivating sales force.
(vii) What do you mean by sales ethics ?
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Unit I (3&T2 1)

What do you mean by Sales Management ?

Explain its objectives and functions.
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“Salesmanship is an art of persuading
prospective buyers to buy the product.” Explain
the statement and discuss the various steps to

be taken by the salesmen in making sales.
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Unit I1I (T8 1II)

6. What do you mean by Recruitment ? Discuss
various sources from which salesmen can be
recruited also outlines the benefits of internal

source of recruitment.
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7. Explain the essential features of an ideal
remuneration plan for salesmen. Also explain

various factors affecting compensation plan.
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Unit IV (3&TE 1V)

“Born salesman, one good but trained salesman
is better.” Discuss. Explain the methods usually

employed to train salesmen.
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“Sales people should be promoted at the right
time.” Do you agree ? Describe the various
promotional policies to increase the moral of

sales force.
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