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 (b) Explain the process of setting sales volume quota.      [10] 

 

Q-6. (a) In the light of the changing role of the salesperson, 
explain the qualities of good sales personnel.         [10] 

 (b) You are a large publishing house, publishing scientific 
and technical booked for a nationwide customer base. 
What type of distribution channel would you design and 
why?              [10] 

 

Q-7. (a) What are the various steps of Territory Planning? Do 
these steps remain the same irrespective of the 
product/market? Explain by taking the example of:      

  (i) Soft drinks 

  (ii) Industrial Lubricants            [10] 

 (b) Explain various roles performed by intermediaries while 
selling goods.                             [10] 

 

Q-8. (a) List and Explain major causes of conflict among channel 
members.                             [10] 

 (b) What are the external and internal sources of recruitment? 
If you have to recruit sales professionals for a highly 
technical product, what sources would you consider and 
why?              [10] 
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Before answering the question, candidate should ensure that they 
have been supplied the correct and complete question paper. No 
complaint in this regard, will be entertained after examination. 
 
Note: – Attempt Five questions in all. All questions carry equal 
marks. Question no. 1 (Section–A) is compulsory. Select Four 
questions from (Section–B). 

 
Section – A 

 

Q-1.  Read the case given below and answer the questions at 
the end of the case:                     [20] 

    PERFECT PRODUCTS LTD. 

  PERFECT Products ltd. is a company that produces & 
markets steel cups, teaspoons, knives & forks for the 
catering industry. The company was established in 1960 
in response to the changes that were taking place in the 
catering industry. The growth of the fast food sector of 
the market was seen as opportunity to provide disposable 
eating utensils which would save on manpower and allow 
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the speedy provision of utensils for fast customer flow. In 
addition, PERFECT products has benefitted from the 
growth in supermarkets and sells consumer packs through 
four large supermarket groups. 

  The expansion of sales and outlets has led Mukesh 
Mehra, the Sales Manager, to recommend to Sharad 
Kapoor. The general Manager, that the present sales force 
of two regional representatives   be increased to eight. 

  Mukesh Mehra believes that the new recruits should be 
experienced in selling fast moving consumer goods since 
essentially that is what their products are. 

  Sharad Kapoor believes that the new recruits should also 
be familiar with steel products since that is what they are 
selling. He favours recruiting from within the steel 
industry since such people  are familiar with the supply, 
production and properties of steel and are likely to talk 
the same language as other people working at their firm. 

   

  Questions: 

 (i) What general factors should be taken into account when 
recruiting salesman? 

 (ii) Do you agree with Sharad Kapoor or Mukesh Mehra or 
neither? 
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Section – B 

 

Q-2. (a) Explain AIDAS theory of selling and the buying formula. 
Explain by taking the example of any sales situation of 
your choice.                     [10] 

 (b) How personal selling helps in achieving the objectives of 
marketing?                                [10] 

 

Q-3. (a) Describe the principals of effective presentation.         [10] 

 (b) How would you plan your sales presentation if you were a 
salesperson responsible for selling personal computers to 
individual consumers?                                                  [10] 

 

Q-4. (a) How companies can setup sales territory.  What are the 
considerations and factors affecting?          [10] 

 (b) Write short notes on:            [10] 

  (i) Sales Display 

  (ii) Sales Contest 

 

Q-5. (a) Write short notes on:            [10] 

  (i) Interview as a tool as sales-force selection 

  (ii) "Sales close" techniques 


