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Instructions to the candidates :

1) All questions are compulsory.

2) Figuresto theright indicate full marks.

Q1) A) Fillintheblanks. [9]
), Is most important quality of effective sales manager.
d Product Knowledge b) Podtiveattitude
c) Product development d) Good personality

i)  Looking after motivation of salesforceisthe primeresponsibility of

a CE b) Cost manager
c) Salesmanager d) Marketingmanager

i)  InSWOT analysis ‘W’ stands for

a Work b) Worth
c) Width d) Weakness
iv) Itisprime duty of to collaborates with customer to satisfy
demand.
ad Sdesperson b) Marketing Team
c) CRM d CPM
V) Is the performance expectation that salesman must achieve
during giventime.
a SalesBudget b) SaesQuota
c) Saesreport d) Salesmanua

PT.O.



B) Matchthepairs. [9]

a CRM 1) Anaysisof sales
b) Pogtiveattitude 2) Setof strategies
c) Sdesplanning 3) Geographical area
d) SdesTerritory 4) Quality of salesmanager
e Saesaudit 5) Improves seller-customer
relationship
Q2) Write short note on (any 2) [10]
a) Sales Report by Sales Person.
b)  Online sales promotion.
c) Ethicsinsaesmanagement.
d) Criterion for selection of transportation for Goods.
Q3) Answer thefollowing (any 4) [20]
a Qualitiesof salesmanager.
b) CSR need of an hour.
c) SalesQuotaand saesterritory.
d) Saesaudit.
€) Importance of physical distribution of Goods.
f)  Need of warehousing.
Q4) Answer thefollowing (any 1) [10]
a) Explainindetail functionsand responsibilities of modern sales manager.

b) Write adetail note on Customer Relationship management (CRM) with

examples.
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