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Note: 

1. The paper is divided into three sections: SECTION-A, SECTION-B and SECTION-C. 

2. There are seven questions in SECTION-A, attempt ANY FOUR. 

3. SECTION-B has five questions, attempt ANY THREE. 

4. All the questions of SECTION-C (Case Study) are compulsory.

SECTION-A (10 Marks each)

1.
How is relationship selling different from transaction oriented selling?
2.           Explain why a salesperson’s job is not over even after getting an order? 
3.           Explain the difference between a marketing strategy and sales strategy?
4.           What is a sales budget? What are the purposes of sales budget?
5.          
Explain the meaning of sales territory and the reasons to establish sales territories?
6.           Explain the methods of setting sales volume quotas?
7.          
Write short note on:-
              i) 
Executive opinion method of sales forecasting
             ii) 
Exponential smoothing method of sales forecasting
SECTION-B (15 Marks each)
8.       
What are the methods used to determine the optimum size of the sales force? Explain any one of these methods?
9.       
Mention the various internal and external sources used by companies for locating or identifying the prospective candidates. Why are employee referral programmes or schemes becoming one of the most popular methods of locating sales recruits?
10.     
Explain the advantages of straight salary and straight commission plan? How the combination of two is the most beneficial option for both sales persons and sales companies?
11.    
What are the types of channels of distribution used in consumer durable and FMCG sector? Explain the procedure for appointing these intermediaries?
12.         Write short notes on:-
i) JIT method of inventory management
ii) Sales Work plan
iii) Efficient customer response concept of supply chain management
SECTION-C (15 Marks)

Case Study (Compulsory)

Hindustan Hotel promises a remarkable stay with its central location in the metropolitan city of Bengaluru. Flaunting a convenient location, the hotel is easily accessible to many tourist places. The hotel boasts of well-designed and fully furnished rooms which provide a comfortable stay to the guests. Ample car parking space, spacious banquet hall and total air conditioning are some of the modern amenities that are provided at the hotel. 
The lodging facilities have two categories, viz. Executive Deluxe and Executive Suite. The tariffs for executive deluxe are single bed Rs. 4500/- and double bed Rs. 5250/-. Executive Suite’s tariff is              Rs. 6000/-.  Marketing of the hotel’s services is handled by a marketing manager. The selling function is taken care by a sales manager and four sales executives.

The sales manager with the help of inside company salespersons carry out prospecting and qualifying of potential customers. For this, they use the internet, talk to existing customers (i.e. the guests); advertise online and in business magazines as well as hire hoardings at key locations. Prospective customers with good business potential are then handed over to the sales executives. Bengaluru metropolitan is divided into four categories- north, east, west and south. The four sales territories were assigned to the four sales executives based on relative abilities of the sales executives.
On receiving the information about the prospects, the sales executives approach them and make sales preparations. They use AIDA (attention, interest, desire, and action) formula for presentation. This formula was discussed in their training programme. Thereafter, they handle the objections from the prospective customers and try to close the sales by using closing techniques. However, the business received by the sales executives has been 50 to 60 percent of their sales targets. This has resulted in a strained relationship between the sales executives and the sales manager.
13.
Case Questions: 

i. 
Why the sales executives are unable to achieve the sales targets? 

         (6)
ii. 
If you were the marketing manager what would you do and why? 

         (9) 
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