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4. Discuss the importance and process of Sales 32575
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5. What is Sales Organization ? Explain the (Regular & Re-appear)
principles and structures of a Sales Organization. SALESMANSHIP IN TOURISM
16
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. Before answering the question-paper, candidates must
ensure that they have been supplied with correct and
6. Explain the recruitment, selection and training complete question-paper. No complaint, in this regard
process of sales force in a tourism firm. 16 will be entertained after the examination.
TF Ted i ¥ U@ wH w1 o, WA @R
T URRAT W AR ®itT | Note : Attempt Five questions in all, selecting one

question from each Unit. Q. No. 1 is

7. Define Sales Territory and Sales Quota. Discuss compulsory. All questions carry equal marks.

their role in sales force management. 16
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1.

Compulsory Question
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Discuss the following : 2x8=16
(a) Define Sales Management.
(b) What is Personal Selling ?

(c) Mention any two functions of sales

management.

(d) What do you understand by Sales

Forecasting ?
(e) State any two types of Sales Quotas.
(f) What is the role of Information

Technology in Sales Management ?
(g) Write any fwo ethical issues in sales.

(h) Mention any two principles of Sales

Organization.
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Define Sales Management. Explain its objectives
and functions in the context of a tourism

company. 16
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Describe the Personal Selling process. Why is

it important in tourism sales ? 16
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8. Describe the process of evaluating sales force

performance. How can sales expenses be

managed effectively ? 16
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Discuss ethical issues in Sales Management.
Also explain the role of Information Technology
in managing sales. 16
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8. Describe the process of evaluating sales force

performance. How can sales expenses be

managed effectively ? 16
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Discuss ethical issues in Sales Management.
Also explain the role of Information Technology
in managing sales. 16
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