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Question 1 (Compulsory)

1. Differentiate between selling, sales and salesmanship (6 Marks)

a.  The core objective underlying the choice of sales organization structure is efficiency and
effectiveness. Exhaustively discuss (8 Marks)

b. The Sales Department is one of the key departments in any organization. Discuss the
functions and the importance of this department in any organization. (10 Marks)

c. Define Sales Management By Objectives (SMBO) and discuss its importance in a
business firm (8 Marks

Question 2

a. Define sales Management. Discuss any Four elements of sales management in an

organization (10 Marks)

b. Controlling is the sales Manager’s way of checking regularly that the sales activities are

moving in the right direction or not. Discuss the procedures used in the control system
(10 Marks)

Question 3

a. Every business firm has certain objectives to achieve. The objectives maybe very explicit
and definitive or they may be implicit or general. Discuss the typical objectives of every
business firm (10 Marks)

b. Salesmanship is both an Art as well as a Science. Discuss (10 Marks)

Question 4
a. Elaborate various steps involved in sales process with suitable examples (5 Marks)

b. Discuss the importance and nature of personal selling in different situations

(10 Marks)

c. Giving examples describe the Five (5) types of salesmen ( 5 Marks)
Question 5

a. Differentiate between selling and marketing (10 Marks)

b. A marketing manager is someone who is charged with the responsibility of stimulating
demand for the firm’s products or services. Discuss the main functions of a Marketing

Manager
(10 Marks)



