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This question paper contains 33 questions out of which the candidate
needs to attempt only 25 questions.

Question paper is divided into two sections.

SECTION A

Multiple choice questions / Fill in the blanks/Direct questions :
contains total 12 questions of 1 mark each. Answer any 10 questions.

Very short answer type questions : contains total 7 questions of
2 marks each. Answer any 5 questions.

Short answer type questions : contains total 7 questions of 3 marks
each. Answer any 5 questions.

SECTION B

Long answer /| Essay type questions : contains total 7 questions of 5 marks
each. Answer any 5 questions.



Qs A

SECTION A
fa=¢i @ g1 3 3o Hfaw |
Attempt any ten questions.
1. $esh H, 1AW i SR Bl T B S |
(%) =@ (@) @
() At (7) i
In Retail, order sizes tend to be small but
(a) Regular (b)  Consistent
(c) Occasional (d) Many
2. U %A, TSR o 3cTal bl foshd HAT 7 |
(%) TEf@Eaa (@) A ®IY
(M) i (F) dHEIY
A franchisee sells a franchiser’s products
(a)  Regularly (b)  Exclusively
(c) Occasionally (d)  Wholesale
3. o wfcifiard SO S g |
(%) <rafafy (@) weamEty
() STeuEty (F) 3w |
Sales Contests are __ incentive programmes.
(a) Long term (b) Medium term
(c) Short term (d)  All of the above
4. Toa 9@ *1 * faawer wum % fore 3ot 2 |
(%) Wl Afsha
(@) == sk
) fosea gt
(&) foashashaledi @ Yeamed
(¥) S wf
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Job description statement of salesforce is useful for
(a) Recruitment Process

(b) Selection Process

(c) Sales Training

(d)  Evaluation of Salespeople

(e) All of the above

Ix10=10
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5. 1@ fasha e 9= 999 31feh & fou 3@ 2

(%) B PR o TSI (@) W PR & TSl
(1) & PR o TSI (") ST ° | S5 Tl
Line sales organization structure is most suitable for
(a)  Small size organizations (b)  Medium size organizations
(c) Large size organizations (d) None of the above
6.  IUIHT I Se-Seft § % U TiEdH 8l @R |
(%) STE-STE (Tsfierarn) s
(@) ST A ° Fead
()  Hifea gamn
(%) SIS e & e

(¥) g @t

The lifestyle of consumer is changing due to

oy

(a)  Increase in mobility

(b)  Increase in disposable income

(c) Media exposure

(d) Increase in international business
(e) All of the above

7. wuSd T Tofud Ush $-hiHE HIUT B |
(%) Juwa.T. (@) 9.
() (F) 9ra
Snapdeal is an E-commerce company based in
(a) U.S.A. (b) UK
(c) Germany (d) India

8.  guTd & e qen fasharehdtati sl &1 =1 SATee 1 UM Bram 8
() fopa o1 & foareT 4 g
(@) ot fsaTe 4 gaw
(M) (®) 9 (@) g
(%) ST H ¥ B T
Effective territory design and allocation of salespeople to territories
results in
(a) Improved salesforce performance
(b)  Improved company performance
(c) Both (a) and (b)
(d)  None of the above
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T AEFT 9 H ITAM FRU AW drel Tl qlie 7, et @, fafagd

(gTaehta), Fellatell® aon fFmffad § & we -
(%) SAFATHR (@) TR
() IR (9)  SSYITEhR

Some of the commonly used routing patterns are straight line, hopscotch,

cloverleaf and one of the following :

(a) Rectangular (b)  Square

(c) Circular (d) Hexagonal

fra e % fou Sugw 4@ 2

(%) shal dEIR (@) foshar 9w

(m)  wfet ST (") 3uIh H | g A8
Sales quotas are not suitable in

(a)  Buyers market (b)  Sellers market

(c) Competitive market (d) None of the above

Tt aTREfies JSHT dIR A T Y9H =0T 7
(%) Tafsre 3eeai w1 fafo

(@) A s foaTr 1 gearend

() oa 3rerET qTiefies o Tl w1 o
(|)  AIcI A= ST 1 Hur

The first step in designing an effective compensation plan is
(a)  Set up specific objectives

(b)  Examine the existing job descriptions

(c) Decide levels of pay or compensation

(d)  Decide indirect payment plan

TershereRatet w1 Ifta % IV HEAU 7 |
(%) fouom wafewer & aftedHt

(@) weR-fauet St sew

(M) fosRa w1 A oS (Tafdre) wehfd

(F)  TA-3TAT YTeh Joho

(¥) 3wy @t

It is important to motivate salespeople due to

(a)  Changes in marketing environment

(b)  Conflicting company objectives

(c) Unique nature of the sales job

(d)  Separate motivational package
(e)  All of the above

P.T.O.



feb=g1 aier yo=1 & 3w o / Ix5=10

Attempt any five questions.

13. & fasha grad <t o 9f 2 2

What is meant by territorial sales organization ?

14. Tasea @red & Tl 9 It &1 3g@ HIfT |

State any three functions of sales organization.

15. @1 fIshd Tied |iaqT o1 1 31 § 2
What is meant by line sales organization structure ?

16. TS HIoht SATIR & &Y o AT <hl SATEAT HITWT |

Explain the advantages of organized retail format.

17. 24 x 7 ST H Uh 98 AR H1 TAMIG Thal Feohl AR 2 | 3Th dehel

T Aries Frafrd e & | g @ § sE samh § @ 9 U fet
TG 4 3 HAThe @A T & | 24 x 7 T T FH h HRUT T =
HUT I R ?
24 x 7 is a large well established individual retailer in Bangalore. He has
a regular clientele of hundreds of local citizens. Recently two major
national retail chains have opened supermarkets in the same locality.
Being an owner of the 24 x 7, what will you do and why ?

18. &F 1 YOY T H HHUMAT gRT AT 61 W arel ol gl @ Fuensti |
JehRTSl ST |

Highlight any two major problems faced by companies in managing the
territory.

19. AR (&) fasha o foe eam o w@q I wal (feafaat) =1 3ga@ hivT |

State the pre-requisites to be considered in field selling.

fab=g1 aier yo1 & 3¢ o / 3x5=15

Attempt any five questions.

20. fasha geus & fou fashaerdieti & o faspa wier FHufwor w0 steavass 8 2

Why is it important for a sales manager to set quotas for salespeople ?
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21.

22,

23.

24.

25.

26.

=81 ier 3971 & 3¢ ST |

fosraeran § TR &1 =1 A & ?

What is the significance of motivation in salesmanship ?

“gfe o1a fasharshal i e dad <4 &, 1 3TIeh! Teh TTST JTeh [oshaehdl Ha
smam |7 feeaeft Shifs |

“If you pay a salesperson enough, you will have a well-motivated
salesperson.” Comment.

foshaeRatatl & IagR & MEIM ¥ e YR e Tgwqul § difh
TISHTCHe 36391 ! ITH TohaT ST &k ? THEMST |
Explain how organizational rewards are important to direct the

behaviour of salespeople towards the attainment of organizational
objectives.

TR STTYUROT <1 =T 319 2 2 3TN <hl Tgdl 9 HETST |

What is meant by extrinsic motivation ? Explain with the help of
examples.

&7 TesTe o 1 wrEfafy s 9ol hifsg |

Describe the procedure for designing a territory.

YA § HIohl SR o THGYT hl THST |

Explain the Retailing scenario in India.

Qs d
SECTION B

Attempt any five questions.

27.

28.

308

ToaTtra fesht (Sfen) mefia o oy o diamd @=n 2 2

What are the benefits and limitations of automatic vending machines ?

A ATfehe TAT FTFT Hfehe H 3T TIC T |

Differentiate between super market and hyper market.

7 P.T.O.
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29.

30.

31.

32.

33.

308

Fi¢ 39 100 Toshaeraistl aTcll Teh g1 SEUSE HFdH] o STHITH IcaTql ohl Toh
HEwaqUl AT $hT3 oh Toshd UfNTemeh s fohU STd €, df ofma 3eht fomiy
TSTequT SATaIhATaTi 1 R Sy T ?

If you are appointed as a sales trainer for a consumer products strategic
business unit of a large multi-national company with 100 salespeople,

how would you decide their specific training needs ?

TS AT TTF ThR o Tashd TSI o ATHI qAT BT shl THLATSY |

Explain the advantages and disadvantages of line and staff type sales

organization.

foe=amt ST foh weh fosheendl 1 1 fosha STICY W9 &t o I9U=d W g0
Y &I B |

Discuss why a salesperson’s job is not over even after getting an order.

foshal AT ehien fagior st fafemt @ wepmsr Sifere |
Highlight the methods for setting the sales volume quota.

fasraenal & fou ‘yer=fd 1 3/9Et’ Wk 9 o ®9 § =1 gH1 G182

How is ‘opportunity for promotion’ considered as a motivational force to

salesmen ?



