Important Note : 1. On completing your answers, compulsorily draw diagonal cross lines on the remaining blank pages.

50, will be treated as malpractice.

2. Any revealing of identification, appeal to evaluator and /or equations written eg, 42+8
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SECTION - A
Answer any FOUR questions from Q

(03 Marks)
What is budget bogey? (03 Marks)
What is expense quota? (03 Marks)
What are perks? (03 Marks)
What is Sales Management in Internation (03 Marks)
State the Roles of Sales Manager. (03 Marks)
What is digital signature? \ (03 Marks)

Person?

(;of fixing sales quota? Why doiq\ $ based on the judgment of
(07 Marks)

What are the various metl
the sales force need moderat10n‘7

Explain the need hlprarq

y theory of Abraham Maslow. How does th mechamsm of hierarchy
work on 1nd1v1dual -

et (07 Marks)

Explain the saln}s m@hégement process in detail. (07 Marks)

[llustrate th ‘ﬁlﬁ\étions of a sales manager. “\ (07 Marks)

Analyze'the advantages and disadvantages of payment by card. (07 Marks)

SECTION - C
Note : Answer any FOUR questions from Q.No.I to Q.No.7.

What are the emerging sales management trends? How are they affecting the role and functions
of a sales manager? (10 Marks)

Describe the methods of handling customer objections. (10 Marks)
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Examlke the various factors that a sales manager should take into account before decddmg ona
(10 Marks)

DISCUSS thew\a{lous methods of non-financial compensation plan. (10 Marks)

W \\\\\*

What are the kmds of organizations for which a geographical sales orgamzational design is
suitable and What benefit does one get by such a design? \ NN (10 Marks)

Explain the type‘;é . ol (10 Marks)
Explain the growth 6fj \ i ia. “ N (10 Marks)

: SECTION-D &
: \SE STUDY - | cOmpugg.g,\,

quite a bit of trouble. Orders ha\’\
eyebrows and worker what’s happenAn "ihey are- askmg questions you can’t answer — not yet.
. ,t‘icm vle an, Of course, you have to define the problem

before you can find a solution. So you teli the 1‘\: ’manager you are paying him a district office
visit to review the sales plan and quota while talkmg with the sales group during your visit, you
soon discover that few of the dlstrlct § “sales eople really understand the sales plan, their
individual quotas, the directions they sh@uld m: Vé in or on which accounts they should

concentrate. Your review the dlstrlct }ﬁanager s hle of -memos and mtemal correspondence for

You hold a candid discussi
knows he needs help, and ;;é pgcts your managenal skills. He Thag bcnsed that the sales force does
not always follow his 1n§tru€;’t10ns The files you have read shg\ t\ow hard he has tried to

his attempts have failed. Andre is being h@nest with you. He really

communicate. Unhappil
does not understand(f\h

Questions: o7
a. Have you $l étft‘:d the right person for the job?
b. What are’ 3,/(0\3) going to do now?

(10 Marks)
_ (10 Marks)
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