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Q.1(a) What do you mean by sales management? [6] 
(b) What are the basics of AIDAS theory? [6] 

   
   

Q.2(a) What is selling? outline the objectives of a sales department  [6] 
(b) What are the steps in selling process and how should a salesman obtain an effective sales? [6] 

   
   

Q.3(a) Illustrate the need for sales organization. [6] 
(b) Explain various types of sales organization. [6] 

   
   

Q.4(a) What are sources of recruitment of sales people? [6] 
(b) Discuss the advantages and disadvantage of internal source of recruitment. [6] 

   
   

Q.5(a) Distribution acts as a link between sourcing and marketing comment. [6] 
(b) Discuss the recent developments in sales and distribution scenario.  [6] 

   
   

Q.6(a) What are the things involved in channel management decisions? explain. [6] 
(b) Discuss the basics of managing channel conflicts in an organization.  [6] 

   
   

Q.7(a) Explain Sales Territory concept. [6] 
(b) Design sales territory for a FMCG, Explain the steps. [6] 
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