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UNIT -1
Discuss the functions and qualities of an effective sales executive, (14
Describe the steps in setting up a sales organization. (14)
What is ‘sales forecast’? Explain the methods of sales forecasting. (14)
Explain in detail the stages of selling process. / (14)
Write notes on:-
a) Setting sales quota .
b) Sales budget (2x7)
UNIT 11

What do you mean by ‘recruitment’? Elaborate on the suitable sources of recruiting a

sales force. (14)

Explain in detail the process of selecting sales personnel. (14)

‘Less motivated people can nullify the reputation of an organization’. Comment.

Describe the kinds of motivation suitable for an effective sales force. (14)

Explain the features of a good compensation plan for sales personnel and the factors

affecting it. (14)

Discuss the methods of evaluating the performance of sales force and the techniques to

maintain control over it. | (14)
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