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1. Section A consists of EIGHT short answers qaestThe candidate has to answer any FOUR questions
The answer shall not exceed 1 page each.

2. Section B consists of FOUR questions. Each gpresbnsists of either or choices and the candidate
to answer either (a) or (b) from each question. dimawver shall not exceed 5 pages each.

3. Section C consists of case which s compulsory.
SECTION - A (4x3=12Marks)
1. Write any FOUR of the followin:

a) Selling process
b) Communication

c¢) Sales Job Analysis
d) Sales Organisation

e) Selection
f) Media scheduling

g) Advertising
h) Message design

SECTION - B (4x 12 = 48 Marks)

2. a) Discuss in detail various theories of selling
OR
b) What is salesmanship? Elaborate the typicahggtirocess.

3. a) Without sales job analysis recruitment anéct®n cannot be done properly. - Comment.
OR
b) How are sales personnel trained ? Is there @ toeevaluate training programmes'?

4. a) What is the current. promotion Scenario iidn- Discuss.
OR

b) Suggest appropriate promotion strategies for

i) Automobile companies ii) Cosmetics manufactures

5. a) What is media planning and s4eduling? Whabfa influence the choice of a particular media?
OR
b) Why do we need to evaluate the effectivenessleértising and other promotion programmes?

SECTION-C (15 Marks)
6.Skill Development Vs Employee

A large south based fast moving consumer goods GEM@mpany wanted its employees to have highly
specialised, focused sales training- so that the dould achieve faster sales growth, utilisinghsskills.

To this end it had hired' the services of a prersédes training agency and asked 9o fits execufivestly
engineers and commerce graduates) to undergongdioi a period of 15 months. The company supported
the programme by meeting all the expenses chargéiebagency in addition to a special allowance for




buying books, study material, stationery, etc., fraaming was offered in company's own premises in
Chennai. The executives were allowed to focus emptibogramme in the afternoon hours, in additiotwio
off days on weekends. The whole exercise was nteamidate their skills in 'sales' as quickly assjtas.
The programme went on smoothly and concluded adgntly. The results were beginning to manifest
themselves in more than one way. As per the recardat®ns of the training agency and the newly
trained executives, (he company is about c to laumsw brands into the market.

Rahul, a bright and aspiring young engineering gadel full of energy and ideas- for whom management
had high hopes- resigned in August 99, exactly &ter months of the sales training programme. Rahu
found that the intra organisation training, theailwable 6 year work experience and the newly aequir
sales training certificate presented a 'fairly &tisre portfolio of credentials, which he took ttaege
multinational firm. The offer from the MNC seemetksbistible and Rahul had no hesitation in quittimg
company that had spent nearly fifty thousand rupeelsis sales training just four months back. Rabwl
his part, had expressed a desire to stay, but #magement told him that there were no anticipated
openings at middle management level and he mighd tawait for his turn patiently.

Rahul's manager Vikram is caught in a dilemma nags of Rahul meant a ten-month setback for the
project. Rahul was working on. He also felt tha éxtensive sales training Rahul had receivedeat th
company's expense was little utilised compare tat@ahul would have contributed had he remaineld wit
the company. Another pressing problem stared Vikirathe face-many others may be waiting in the
gueue. Rahul had shown the other trainees thia¢ ifitm would not recognize and reward his captdd]
other employment could be easily found.

Questions:
1. As Rahul's manager, what would you do to retéinf?
2. What changes would you recommend in the compamployee development programmes?

3. Does it make sense to develop employees at aorigpaxpense, only to lose them afterwards'? What
policy guidelines would you advance so as to betrefinees as well as the company?



