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l. Answer the following questions: 1x8 = 8

(a) Define sales management.

(b) What do you mean by personal selling?

(c) What is the full form of AIDAS?

(d) Define sales budget.

(e) What is visual Merchandising?

(0 Define compensation.

G) What do you mean by recruitment?

(h) What does ACMEE stand for?

SRM-1



2. Answer the following questions: 2xg = 16
(a) write two advantages of decentralised sales force management.
(b) Give two characteristics of retail units.
(c) What are (a) Order getters (b) Order creators?

(d) Mention one advantage and one disadvantage of zero based budgeting process.
(e) What is incremental productivity approach of determining sales force size?
(f) What is personal interview?

(g) What is meant by prospecting in personal selling?
(h) State two objectives for evaluating sales persons.
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3. Answer any five questions from the following: 4x5 = 20

(a) What are the four advantages of sales forecasting?

(b) What are the factors affecting sales management?

(c) Write a short note on the monetary benefit.

(d) Discuss the objectives of personal selling.

(e) Explain a few challenges faced by Indian Retail Industry. 
.

(0 What are the objectives of sales management?

(g) State any four methods of sales forecasting.
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4. Answer any two questions from the following: 8x2 s 16

(a) What are the factors which influence sales forecasting?

(b) Describe the size'and structure of a sales force'

(c) Explain the steps involved in developing a compensation plan.
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5. Answer any two questoins from the following: l0x2 = 20
(a) Explain the functions of a sales manager.

(b) Describe the different types of sales budgets, also mention the advantages of sales
budget.

Or

, (") Explain the sales planning process.
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