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NOTE:  Q.1 is compulsory, attempt any four questions from the remaining. All questions carry equal marks
           
Q1: 
Objective Questions (Provide answers on your answer sheets)
a) The job of the sales executive is more action oriented and less planning oriented (True/False)
b) The main concern of sales management is the “present” – the “here and now (True/False)
c) The Type A personality generally lives at a higher stress level (True/False) 

d) The ____________ reports to the sales manager 

· Area sales manager

· Country sales manager

· District sales manager 
e) The Type B personality generally lives at a lower stress level (True/False)
f) Training sales personal is important for companies to be successful in market (True/False)

Q2.
Explain and differentiate between two types of personalities i.e. A and B? 

Q3.
Discuss the types of sales force structure available for companies? 

Q4.
Explain the Concept of Sales Management. Elaborate purpose of sales? 

Q5.
Briefly explain steps involved in developing sales promotion? 

Q6.
Discuss in your own words qualities of effective sales executive? 

Q7.
How personal selling strategy is formulated? Comment
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