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Note : (i) Attempt any three questions from section A.
(ii) Section B is compulsory.
(iii) All questions carry equal marks.
SECTION - A
1.

(a) What do you understand by the term
"Personal Selling" ? Explain the situation
conducive for Personal Selling by giving
suitable examples.
(b) What are the qualities of a good sales
person ? Discuss.

2.

(a) What are the reasons for sales displays
increasingly becoming vital for marketers in
managing their merchandise ? Briefly
explain various types of sales displays.
(b) Explain the various techniques of
Interviewing for selection of sales persons.
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3.

(a) What is Sales Organisation ? Discuss the
need for Sales Organisation.
(b) What are the major reasons for setting sales
quotas ? Comment on the attributes of a
good sales quota plan for an FMCG
salesman.

4.

Write short notes on any three of the following :
(a)

Diversity of selling situations

(b)

Non-verbal communication

(c)

Methods of Identifying Training Needs.

(d)

Direct and Indirect compensation

(e)

Purpose of a sales budget

SECTION - B
5.

Read the case given below and answer the
questions given at the end.
Rajan, the regional sales manager of
Hercules Motorcycles Ltd. (HML), has just
completed the monthly meeting in his office with
his six dealers of Chennai. Rajan is quite upset as
the meeting did not go well as planned. The
problem started with the targets for the next
month he gave to the dealers. None of them was
willing to accept it saying that the targets were
too stiff and not achievable. The dealers were also
not convinced about the ability of the proposed
promotional support for the month helping them
achieve the targets. The problem is compounded
as 25 per cent of the margins to the dealers are
directly linked to achieving their monthly targets.
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This is third month running that Rajan is
facing the target issue with the dealers. Rajan
strongly believes that (HML) and its sales
management team understands the company
needs, the competition and the prospects better
and hence they can decide the targets for the
dealers.
The dealers have been missing the targets
in the previous two months. In the first month
only two dealers beat the targets and in the second
month only one dealer could meet his target. In
the current third month targets just given to them
are even stiffer as Rajan is under pressure from
his VP-marketing to make up some of the losses
of the previous two months. He is planning to
meet five of his Bangalore dealers the next week
and is sure to face a similar situation.
Questions :

(a)

What should be the course of action taken
by Rajan, to ensure that the targets are met ?

(b)

Suggest a system of sales planning for the
future to avoid such situations in future.
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