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UNIT -1 , ’
Sales process is not a single act but a sequencé of logical steps.” Discuss this statement
and critically analyze each stage of the selling process with examples.
Explain the concept and importance of sales territories.
Explain the new critical role of sales persons and also write qualities of effective sales
executives.
What is sales forecasting? Write in detail about various methods of sales forecasting?
Write a detailed note on international sales management, highlighting challenges faced by
multinational sales teams in achieving sales targets across diverse markets.

UNIT - II

Examine the various components of a sound compensation plan for salespeople. How can
compensation strategy influence motivation and retention in a competitive market?
Discuss the importance of sales force recruitment. What are the various sources of

recruitment?

“Motivation is the key driver of sales performance.” Critically discuss this statement in

light of Maslow’s and Herzberg’s theories of motivation.

Explain the various methods of evaluation and control of sales force in the organizations.

What are the objectives of conducting training for sales force? Explain various methods

of training to sales force.
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