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| nstructions to the candidates:

1)
2)

QL) A)

All questions are compulsory.

Figures to the right indicate full marks.

Fill in the blanks: [9]

)

i

Ismost important quality of effective sales manager.
a Product knowledge b) Positiveattitude
c) Product development d) Good personality
Looking after training isthe prime responsibility of

a CEO b) Cost Manager

c) SalesManager d) Marketing manager
In SWOT analysis ‘S’ stands for

a Sengtive b) Strength

c) Timemanagement d) Threats

It is process of interacting with customers.

a Branding b) Packaging

c) CRM d) CPM

Isthe performance expectation that salesman must achieve

during giventime.

a8 SalesBudget b) Sales Quota
c) Sdesreport d) Saesmanud

PT.O.



B) Match the Pairs:

) CRM
i) Initiative

i)  SalesPlanning
Iv) SalesTerritory
v) Sdesaudit

Q2) Write short noteon (any 2) :

a SdesManud

b) Onlinesalespromotion

c) SadesAudit
d) Ethicsinsdling

Q3) Answer thefollowing (any 4) :
a CRM an effectivetool of marketing
b) CSR need of an hour
c) SalesQuotaand Salesterritory

d) SalesTeritory

[5]
Analysisof sales
Set of strategies
Geographical area
Quality of sales manager

Improves seller-customer
relationsnip

[10]

[20]

€) Importance of Physical distribution of Goods

f) Need of Warehousing

Q4) Answer thefollowing (any 1) :

[10]

a) Explainindetail functionsand responsibilitiesof sales manager.

b) Stateand explain required qualities of sales manager.
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