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Instructions:
1. All questions are compulsory.
2. Figures to the right indicate marks.
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English Version

What is sales organization? Discuss the departments of ideal sales organization.
OR
Discuss the duties and powers of sales manager.
Explain the steps of selling procedure.
OR
Explain the meaning and functions of sales management.
Explain the objectives and scope of sales force.
OR
Explain the price policy of sales policy structure.
Explain the factors affecting sales force.
OR
Explain the sources of selection of salesman and procedure of selection procedure of salesman.
OR
Importance of salesman training and methods of training.
Explain the various methods used to motivate the salesman.
OR
State the characteristics of ideal remuneration system and Explain the different Remuneration
Methods.
OR
Explain different methods to control the salesman.
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Marks: 70
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