	
	
	
	
	
	Sales Management
	
	
	
	
	

	01.
	………simply stated it is the exchange of goods or services for an amount of money or its

	
	equivalent.
	
	
	
	
	

	
	a.
	Services
	b. Buyer
	c. Sales
	d. None

	02.
	Sales is basically a
	
	
	
	

	
	a.
	Problem b. Need satisfying process  c. Problem solving activity   d. b&c

	03.
	Problem/discomforts deprivation means presence of
	

	
	a.
	Need
	b. Desire
	c. a&b d. None
	

	04.
	………may be implied
	
	
	
	

	
	a.
	Need
	b. Desire
	c. A&b d. None
	

	05.
	……may be dormant
	
	
	
	

	
	a.
	Need
	b. Desire
	c. a&b d. None
	

	06.
	Active Need turns into
	
	
	
	

	
	a.
	Want
	b. Desire
	c. a&b d. None
	


7. …… backed by money generates demand. a. Desire b.Want c. a&b d. None 

8. Want backed by money generates 

a.  Desire b. Need
c. Demand
d. None
9. ………..is the management process of establishing directing and coordinating the sales development activities for the company procedures. 

	
	a.
	Buyer management
	b. Sales management  c. a&b d. None

	10.
	…….steps can be identified in any type of sale.

	
	a.
	3
	b.4
	c.5
	d.6
	

	11.
	………term generally describes the time and or process between the first contact with the

	
	customer to when the sale is made.
	

	
	a.
	Life cycle
	b. Product cycle
	c. Sales cycle  d. a&b


12. SFA sands for 

a. Sales Fourthcoming Automation Systems 

b. Sales Force Automation systems 

c. Sales Force Arithmetic system 

d. None 

13. Contact ratio is one of the measure of 

a.  Sales cycle
b. Sales performance  c. Profit
d. None
	14.
	Lead Generation ratio is one of the measure of
	

	
	a.
	Sales cycle
	b. Sales performance
	c. Profit
	d. None

	15.
	Lead conversion ratio is one of the measure of
	

	
	a.
	Sales cycle
	b. Sales performance
	c. Profit
	d. None

	16.
	Qualification ratio is one of the measure of
	
	

	
	a.
	Sales cycle
	b. Sales performance
	c. Profit
	d. None

	17.
	Proposal ratio is one of the measure of
	
	

	
	a.
	Sales cycle
	b. Sales performance
	c. Profit
	d. None

	18.
	Closing ratio is one of the measure of
	
	

	
	a.
	Sales cycle
	b. Sales performance
	c. Profit
	d. None


19. ……..is achieved by dividing the number of contacts actually made to total number of call attempts. 

a.  Contact ratio  b. Closing ratio
c. a&b d. None
20. If one makes 100 calls and engage 10 people in a conversation, then contact ratio is a. 100% b. 20% c. 10% d. None 

21. ……….ratio is found by dividing number of sales leads by number of sales contacts. 

a.  Contact ratio  b. Lead generation ratio
c. Lead conversion ratio
d. b&c
22. If one engages 100 contacts in s substantive conversation, from which 20 indicates that they wish to learn more about the offerings the lead generation ration is 

a.  100%  b.20% c. 25% d. None 

23. …………….measures the new leads that are converted into sales opportunities. 

a.  Lead generation ratio b. Lead conversion ratio
c. a&b d. None
24. IF we have 20 leads and 10 of these become prequalified sales opportunities the lead conversion ratio is 

a.  20%   b.10% c. 50% d. None 

25. ………….measures the success at bringing new sales opportunities through the initial 

relationship building and qualification process.
a.  Qualification ratio
b. Quality ratio
c. a&b d.None
26. If one has generated 10 new sales opportunities & 4 become fully qualified and viable prospects, the qualification ratio is 

a.  4:10   b.40% c. a&b d. None 

27. ………….measures the number of proposals presented against the number of viable prospects you have identified in the qualification stage of sales cycle. 

a.  Proposal ratio b. Closing ratio
c. a&b d. None
28. If we have fully qualified 10 sales opportunities ^ 6 of these turn into viable sales proposals, the proposal ratio is 

	
	a.
	6: 10
	b. 60 %
	c. a &b
	d. None

	29.
	……….measures the number of closed sales made against the outstanding proposals

	
	a.
	Closing ratio  b. contact ratio
	c. a&b d. None

	30.
	If we have 10 viable proposals outstanding and close 4 of these, then the closing ration is

	
	a.
	4: 10
	c. 40 %
	c. a&b d. None


31. On the basis of process, sellers and buyers relationship and volume of sales, 

………...types of sales can be identified. 

a.  Two
b. three
c. Five d. Six
32. ………..consists of the sales of goods or merchandise from a fixed location such as department stores. 

a.  Retailing
b. Enterprise  c.a&b  d. None
33. B2C stands for 

a. Business –to – correspondence 

b. Business – to – Customer 

c. Business –to – consumer 

d. None 

34. Consumers can receive the goods from a retailer by 

a.  Counter service
b. Delivery
d. Door – to – door sales
d. all the
above.
35. ………. Where goods are out of reach f buyers and must be obtained from the seller. a. Customer service b. Counter service c. a&b d. None
36. ………….is common for small expensive items and controlled items like medicine and liquor. 

	
	a.
	Counter service
	b. Door – to – door sales
	c. self drive    d.None

	37.
	In telecom sector, the following sales happen over the counters now.

	
	a.
	FWT
	b. New mobile connection
	b. Recharge vouchers d. All the above.

	38.
	………..where goods are shopped directly to consumer’s homes or work places.

	
	a.
	Counter service
	b. Delivery
	c. Door to door sales
	d. Self service.

	39.
	………….where the salesperson sometimes travels with the goods to takes order for sale.

	
	a.
	Counter service
	b. Delivery
	c. Door to door sales
	d. Self service

	40.
	DSA concept in BSNL is an example of …………..
	
	

	
	a.
	Counter service
	b. Delivery
	c. Door to door sales
	d. Self service

	41.
	………….where goods may be handled and examined prior to purchase.

	
	a.
	Counter service
	b. Delivery
	c. Door to door sales
	d. Self service

	42.
	In Sales management, BSNL has …verticals
	
	
	

	
	a.
	Two
	b. Three
	c. four
	d. None
	
	

	43.
	………….. cater to retail selling.
	
	
	

	
	a.  CFA
	b.CM  c. a&b d. None
	
	
	

	44.
	………..deals with corporate / enterprise customers.
	
	

	
	a.
	CFA
	b.CM  c. Enterprise  d.None
	
	
	

	45.
	BSNL Mobile services was launched during
	
	
	

	
	a.
	October 2001 b. October 2002
	c. October 2003
	d. None

	46.
	In ………as a part of Project shikar, a new sales set up designed.
	

	
	a.
	October 2010 b. October 2009
	c. October 2008
	d. None


47. Consumer mobility & consumer fixed access verticals have dedicated ……rank officers at corporate as well as circle level to plan, manage and effect retail sales. 

a.  GM
b.DGM
c. a&b d. None
48. BSNL has put in place Franchisee sales and distribution policy during a. 2008 b.2009 c. 2008 d. 2005 

49. Franchisees are appointed through………route by respective SSAs 

a.  EOI    b. Direct
c. a&b d. None
50. FOS stands for 

a. Feet Of Street 

b. Feet On Stress 

c. Feet On Street 

d. Franchisees On Street 

	51.
	Franchisee shop to open
	
	
	

	
	a.
	0800 -20 hours  b. 0800 – 22 hours
	c. 1000 hours – 2200 hours   d. None

	52.
	Franchisee can appoint…………… of sub franchisees/retailers on non executive basis.

	
	a.
	Two number
	b. Three number
	c. any number
	d. None

	53.
	Any …..pass can become a DSA.
	
	
	

	
	a.
	10th fail
	b. 10th passc.12th fail
	d. 12th pass
	


54. DSA stands for 

a. Direct Servicing Agent 

b. Direct Selling Agency 

c. Direct Selling Agent 

d. None 

55. Retired BSNL Employees/spouses can also become 

a.  Franchisee
b. DSA c. a&b d. None
56. ………no.of DSAs can be appointed by SSA Heads. a. Two b. Three c. any d. none
57. Any other outlets such as shopping mall can also be appointed as DSA to sell BSNL services with the approval of concerned 

a.  GM
b. CMD
c. CGM
d. None
58. SCA stands for 

a. Service Customer Agent 

b. Service Center Agent 

c. Service Consumer Agent 

d. None 

59. CSC stands for 

a. Consumer Service Center 

b. Common Service Center 

c. Customer Support Center 

d. None 

60. BSNL has also allowed to appoint SCA of……..of department of Information technology 

being set up in rural areas across the country as DSAs. a. CSC b. Franchisee c. a&b d. None
61. DIT stands for 

a. Department of Information Transmission 

b. Department of Information Technology 

c. Department of Incident Technology 

d. None 

62. DIT is setting up ……….CSCs. 

	a.
	1,21,000
	b. 1,12,000 . C. 1,10,000
	d. 10000

	63. BSNL has also appointed …….across the country.
	

	a.
	EPIN franchisees
	b. EPIN DSAs c. a&b
	d. None


64. All recharge vouchers, Sancharnet card, VCC card etc have a ……..for use of respective service. 

a.  Secret Password
b. Secret PIN  c. a&b d. None
65. Any Indian registered company/registered cooperative society/registered NGO can
become ……………franchisee.
a.  Circle level    b. All India level
c. a&b d. None
	66.
	For Circle level franchisees, the commission structure depends on the type of agreement

	
	a.
	Exclusive
	b. Non exclusive c. a&b.
	d.none.
	
	

	67.
	CSCs are supposed to act as a
	
	
	
	

	
	a.
	Single window service b. Double window service
	c. a&b d. None

	68.
	CSCs should open from
	
	
	
	

	
	a.
	6 AM to 8 PM b. 8 AM to 6 PM
	c. 8 AM to 8 PM
	d. None of the above.


69. BSNL has opened …….dial up service across the country. a. 1500 b.1300 c.1800 d.2000 

70. 1500 dial up service is supposed to be 

	
	a.
	SSA level
	b. Centralized for circle
	c. Centralized for India
	d. none

	71.
	Sales forecasts are also called as
	
	
	
	

	
	a.
	Sales udan
	b. Sales smile
	c. Sales projections
	d. Sales executions
	

	72.
	………..are the predictions that sales people and sales managers are required to make

	
	about future business level.
	
	
	
	

	
	a.
	Sales funnel
	b. Sales smile
	c. Sales projections
	d. Sales executions
	


73. ……..describes the pattern, plan or actual achievement of conversion of prospective into sales, pre enquiry the then through the sales cycle. 

a.  Sales funnel   b. Sales smile  c. Sales projections   d. Sales executions
74. SFA stands for 

a. Sales Fire Automation System 

b. Sales Factory Automation System 

c. Sales Funnel Automation System 

d. Sales Force Automation System 

75. ………….is a system that automatically records all the stages in a sales process. 

a. Sales Fire Automation System 

b. Sales Factory Automation System 

c. Sales Funnel Automation System 

d. Sales Force Automation System 

76. ………….is an element of SFA 

	
	a.
	Sales Lead tracking system   b. Sales report c. Sales funnel d. None

	77.
	……………is an element of SFA
	
	

	
	a.
	Sales forecasting b. Sales report
	c. Sales funnel d. None
	

	78.
	………..is an element of SFA
	
	
	

	
	a.
	Sales report
	b. Order management c. Sales funnel d. None
	

	79.
	………….is an element of SFA
	
	

	
	a.
	Sales report
	b. Product knowledge c. Sales funnel d. None
	

	80.
	……….is a business report of sales results, activities trends etc.
	

	
	a.
	Sales report
	b. Product knowledge c. Sales funnel d. None
	

	81.
	The sales report traditionally completed by a
	

	
	a.
	Sales manager b. Sales Executives
	c. a& b d. None
	

	82.
	…………..is a linear equivalent of the sales funnel principle.
	

	
	a.
	Sales report
	b. Product knowledge c. Sales funnel d. Sales pipeline

	83.
	The length of the sales pipeline is the……….
	
	

	
	a.
	Sales cycle time
	b. Sales report c. Sales funnel cycle time
	d . None

	84.
	The sale pipeline depends upon
	
	

	
	a.
	Business type
	b. Market situation
	c. effectiveness of the sales process   d. all

	85.
	…………..is the geographical area of responsibility of a sales person or a team or a sales

	
	organization.
	
	
	
	
	

	
	a.
	Sales report
	b. Territory
	c. Sales funnel d. None of the above.

	86.
	………….is the mobile related queries centralized number
	

	
	a.
	1952   b. 0441952
	c.09400024365
	d. None of the above,

	87.
	Sales are possible through line provided on BSNL website
	

	
	a.
	www.bsnl.co.in
	b. www.bsnl.org.in
	c.a&b
	d. None

	88.
	The web site for the web self care is
	
	
	

	
	a.
	www.bsnl.co.in
	b. www.bsnl.org.in
	c.a&b
	d. None

	89.
	In WEB self care service, we can purchase
	
	

	
	a.
	VCC card
	b. Call now
	c. FLPP&mobile recharge vocuers   d. all

	90.
	Nodal officer for the sales teams can be nominated by
	

	
	a.
	Heads of the circle
	b. Heads of the SSA
	c. a &b d. None

	91.
	Minimum……..inventory has to be stocked by the SSAs.
	

	
	a.
	3 months
	b. 6 months
	c. a&b d. None
	


92. In October……… BSNL decided to appoint sales staff in each SSA. a. 2010 b.2000 c.2008 d.None of the above. 

93. Each circle has been asked to appoint --------sales teams. 

	
	a.
	250
	b.300
	c. a&b d. None of the above.

	94.
	Each team comprises of ………terminals.
	

	
	a.
	4
	b.6
	c. a&b d. None
	

	95.
	4-6 sales teams have to report to an officer of ………… rank.

	
	a.  GM
	b.CGM
	c. AGM
	d. None

	96.
	Existing line staff accepting sales duty is being designated as……………

	
	a.
	Sales manager b. Sales personnel
	c. Retailer manager   d. None

	97.
	Special teams are being appointed under
	

	
	a.
	Project Udaan b. Project Vijay
	c. a&b d. None


98. Under ………….travel & meal allowance varying from Rs. 1300 – Rs. 2600 is allowed to sales team. 

a.  Project Udaan b. Project Vijay
c. a&b d. None
99. RFP stands for 

a. Request For Planning 

b. Request For Programming 

c. Request For Proposal 

d. None of the above. 

100. EOI stands for 

a. Expression of Individual 

b. Expression of Interest 

c. Entertainment of Interest 

d. None of the above. 

101. BSNL has segmented enterprise customers into ………..categories. 

a.  Two   b. Three
c. four d. None
102. The customers of Large corporate entities, turnover greater than Rs. 500 crores per annum are called as 

	a.
	Platinum
	b. Gold
	c. Silver
	d.None

	103.
	BSNL should provide highest degree of focus to …………..customers through a

	dedicated national team.
	
	

	a.
	Platinum
	b. Gold
	c. Silver
	d.None

	104.
	The customers of medium sized corporate entities, turnover between 50 – 500

	crors/annum are called as……….
	
	

	a.
	Platinum
	b. Gold
	c. Silver
	d. None

	105.
	BSNL should provide higher service level through in house account management

	team based in the circles for ………………customers.

	a.
	Platinum
	b. Gold
	c. Silver
	d. None

	106.
	The cusomters of all corporate customers that are not a part of the platinum or

	gold
	and their turnover will be Rs. 10 crores/annum.

	a.
	Platinum
	b. Silver
	c. Gold d. None

	107.
	BSNL should use appropriate channel partners to ensure that sufficient attention

	is devoted to ………….customers.
	
	

	a.
	Platinum
	b. Silver
	c. Gold d. None

	108.
	………..unit is responsible for generation and carrier whole sale revenues for

	BSNL’s national long distance network and international long distance network.

	a.
	Sales unit
	b. Sales funnel c. Career whole sale  d. None


109. NLD stands for 

a. National Live Distance 

b. National Long Distance 

c. National Long Distortion 

d. None of the above. 

110. ILD stands for 

a. International Long Distance 

b. International Live Distance 

c. International Long Distortion 

d. None of the above. 

111. ………………….at BSNL Head quarters deals for NLD & ILD with back end support from maintenance region. 

a. Primary GM Business Planning 

b. Director (EB) 

c. CGM of the concerned circle 

d. CGM of STR. 

112. BFSI stands for 

a. Banking, Financial services& Insurance Sector 

b. Banking, Fiscal services & Insurance Sector 

c.
a&b   d. None of the above.
113. NAM stands for 

a. National Account Manager 

b. b. National Address Manager 

c.
a&b   dd. None of the above.
114. KAM stands for 

a. Key Account Manager 

b. Key Address Manager 

c.
A&b   d. None of the above.
115. SI stands for 

a.  System Integrator 

	b.
	Service Integrator
	c. a&b d. None

	116.
	For capturing ………customers, BNSL has appointed channel partners in the

	circles.
	
	

	a.
	Gold   b. Silver
	c. Platinum    d. None


117. The channel partners are given an exclusion list mentioning ………..cusomters. 

a.  Gold   d. Platinum    c. a&b d. None
118. ……….types of channel partners are appointed. 

	a.
	Two   b. Three
	c. Four
	d. Five

	119.
	………..partner required to have minimum 5 numbers of sales personnel and 10

	numbers of field engineers.
	
	

	a.
	Tier I channel b. Tier II channel
	c. a&b d. None

	120.
	…………….partner required to have minimum 5 numbers of sales personnel /field

	engineers.
	
	

	a.
	Tier I channel b. Tier II channel
	c. a&b d.None

	121.
	……channel partner primarily engaging in the sales and marketing of BSNL voice

	and data services.
	
	

	a.
	Tier I  b. Tier II
	c. A&b d. Noe
	

	122.
	………..channel partner primarily may be engaged in the sales and marketing of

	BSNL voice products.
	
	

	a.
	Tier I  b. Tier II
	c. a&b d. None

	123.
	…………channel partner will also be allowed to deal in a limited range of data

	services like 2G, 3G data circuits and BB services.

	a.
	Tier I  b. Tier II
	c. a&b d. None


124. What does CP stand for? 

a.  Channel Partner
b. Circle partner
c. a&b d. None
125. OEM stands for 

a. Original Equipment Manufacturer 

b. Ordinary Equipment Maintenance 

c. Original Equipment Maintenance 

d. Ordinary Equipment Manufacturer 

126. AMC stands for 

a. Arithmetic Maintenance Contract 

b. Annual Maintenance Contract 

	c.
	A&b
	d. None
	

	127.
	The channel partner give a commitment to provide AMC for a minimum of

	…….years period.
	

	a.
	Two
	b. three
	c. four d. five


128. Incentives to CP must be applicable only on 

a.  All services    b. BSNL portion of services   c. BSNL exclusion portion of services
d. None 

129. For Retail/bulk inventory management the software used is 

a.  Sancharsoft   b. CDR
c. Sancharnet  d. Wings
130. Sancharsoft .software is used for 

a.  Franchisee
b. retailer
c. DSA
d. All
131. The software for project udaan is ………….software 

a.  Sancharsoft   b. CDR
c. Sancharnet  d. Wings
132. …………has developed and launched ………. software in January 2010 

a.  ITPC ,Wings  b. ITPC Sancharsoft  c. CDOT^, Wings
d. None
133. For Enterprise or complex or bulk sale low volume, high margin 

a.  B2B   b.B2C c. C2C d. None
134. For Retail sale, high volume low margin 

a.  B2B   b.B2c  c. C2c d. None
135. SIM Inventory management software is available in 

a.  Sancharsoft   b. Wings
c. Sancharnet  d. None
136. In Retail sales organization at Circle level the officers are 

a.  GM
b. DGM
c. a&b d. None
137. In Retail sales organization at SSA level 

a.  GM
b.AGM
c. a&b d. None
138. …….of staff in each SSA is to form sales teams. 

a.  20 %   b. 30 %
c. 15% d. None
139. Land line, leased line, PCOs and BB business will be done by 

a.  CFA   b. CM c. a&b d. None
140. GSM Mobile, CDAM and WiMAX etc business will be done by 

a.  CFA   b.CM  c. a&b d. None
141. IN BSNL BD cell had been started during 

a. 2000   b.2001 c.2008 d. 2010 

142. At corporate and circle level the officers for BD is 

a. GM level unit  b. DGM level  c. AGM level  d. None 

143. In 2008, a new unit……….started at corporate level. 

a.  CFA   b.CM  c. Enterprise Business d. a&b
144. In ………, enterprise vertical defined across the country headed by director BSNL 

board. 

a.  2008   b.2009 c.2010 d. None 

145. GM (EB-city) for 

a.  4 big cities
b. 4 small cities
c. a&b d. None
146. All circles now have ………….for sales 

a.  GM enterprise b. CGM enterprise
c. a&b d. None
147. SD stands for 

a.  Service Delivery
b. Stores Delivery
c. a&b d. None
148. SA stands for 

a.  Service Assurance
b. Service Agreement c. a&d. None
149. …………is basically a need satisfying process or a problem solving activity. 

	a.
	Sales  b. Sales funnel c. a&b d. None

	150.
	Sales , simply stated that it is the ……..of goods or services for an amount of

	money or its equivalent.
	

	a.
	Transportation
	b. Exchange   c. Purchase   d. a&b


151. ………..deprivation means presence of need. 

a.  Problem
b. Discomforts
c. a&b d. None
152. ……is basically a need satisfying process or a problem solving activity. 

	
	
	a.
	Sales
	b. Purchase
	c. a&b d. None
	
	

	
	
	
	
	

	153.
	Sales is a process which involves the……..
	
	

	
	
	
	a. buying
	b. selling
	c. a&b
	d. None
	

	154.
	One buys a product or service which solve his problem or satisfies a………

	
	a. Need
	b. desire
	c. want
	d. none
	
	

	155.
	…….principles in particular are fundamentals to sales success.
	

	
	a.2
	b.3
	c.4
	d.5
	
	
	
	

	156.
	To gain credibility and foster customer loyalty sales professionals must practice

	principles of ethical conduct such as
	
	
	

	
	a. Fairness & integrity
	b. Fair – rein
	c. a&b
	d. None

	157.
	There are ……….essential elements of knowledge.
	
	

	
	a. 4
	b.5
	c.2
	d. 6
	
	
	
	

	158.
	………….is the first of five essential elements of knowledge.
	

	
	a. Self knowledge
	b. product knowledge c. Market knowledge
	d. none

	159.
	………..is the second of five essential elements of knowledge.
	

	
	a. self knowledge
	b. product knowledge c. market knowledge
	d. none

	160.
	………….is the third of five essential elements of knowledge.
	

	
	a. self knowledge
	b. product knowledge c. market knowledge
	d. none

	161.
	…………is the fourth knowledge of essential elements of knowledge.

	
	a. Industry knowledge
	
	b. Market knowledge
	c. a&b
	d. None

	162.
	……….is the fifth knowledge of essential elements of knowledge.
	

	
	a. Industry knowledge
	
	b. Professional knowledgec. a&b
	d. None

	163.
	There are …………..components of professional knowledge.
	

	
	a. 2
	b.3
	c.4
	d.5
	
	
	
	


164. The first component of professional knowledge is 

a. understanding the hallmarks of professionalism. 

b. understanding time and terriority management 

c. a&b
d. None
165. The second component of professional knowledge is 

a. understanding the hallmarks of professionalism. 

b. understanding time and terriority management 

c. a&b
d. None
166. The third component of professional knowledge is 

a. Having a sound base of knowledge in the sales process. b. . understanding time and terriority management 
c. a&b
d. None
167. The fourth component of professional knowledge is a. possessing a firm foundation in the principles. 

b. . understanding time and terriority management c. a&b d. None
168. Say true or false: In retail seller goes to buyer. a. True b. False 

169. Say true or false: In enterprise, buyer goes to seller. 
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a. True b. False 

170. In Retail sales, scale is………. 

	
	a. Large
	
	b. small
	c. a&b
	
	
	
	d. None
	
	
	
	
	

	171.
	In enterprise sales, scale is……
	
	
	
	
	
	
	
	
	
	

	
	a. Large
	
	b. small
	c. a&b
	
	
	
	d. None
	
	
	
	
	

	172.
	In retail sales, the volume is………..
	
	
	
	
	
	
	
	
	
	

	
	a. big
	b. small
	c. a&b
	
	
	d. None
	
	
	
	
	

	173.
	In retails sales, the margin is………..
	
	
	
	
	
	
	
	
	
	

	
	a. small
	
	b. big
	c. a&b
	
	
	d. None
	
	
	
	
	

	174.
	In enterprise sales, the volume is…..
	
	
	
	
	
	
	
	
	
	

	
	a. small
	
	b. big
	c. a&b
	
	
	d. None
	
	
	
	
	

	175.
	In enterprise sales, the margin is…….
	
	
	
	
	
	
	
	

	
	a. small
	
	b. big
	c. a&b
	
	
	d. None
	
	
	
	
	

	176.
	In retail sales selling process is determined by ……..
	
	
	
	
	

	
	a. seller
	
	b. buyer
	c. a&b
	
	
	
	d. None
	
	
	
	
	

	177.
	In enterprise sales, the selling process is determined by the ………
	
	

	
	a. seller
	
	b. buyer
	c. a&b
	
	
	
	d. None
	
	
	
	
	

	178 There are ………….types of sales.
	
	
	
	
	
	
	
	
	
	

	
	a. 2
	b. 3
	
	c. 4
	d. 5
	
	
	
	
	
	
	
	
	
	
	
	

	179.
	The objective of …………….is to sell BSNL services door to door extending ultimate

	
	convenience to BSNL customers.
	
	
	
	
	
	
	
	
	
	

	
	a. DSA
	
	
	
	b. Franchisee
	
	
	c. a&b
	
	d. None
	
	

	180.
	The key issues of concern to a company appointing retailers are
	
	

	
	a. Reach
	
	b. Retailer service
	c. broad control
	d. cost of retailing
	

	
	e. stock ownership
	f. all
	
	
	
	
	
	
	
	
	
	
	
	

	181.
	The key issues of concern to a retailer are
	
	
	
	
	
	
	
	

	
	a. location of outlet
	b. stock availability
	
	c. Layout of out letd. margins
	

	
	e. incentives
	
	f. promotional push
	g. exclusive or multi brand outlet. H. all
	

	182.
	In sales management BSNL has verticals
	
	
	
	
	
	
	
	

	
	a. CFA
	
	
	
	b. CM
	
	c. Enterprise
	
	d. all
	
	
	
	
	

	183.
	All India franchisees are appointed on………….
	
	
	
	
	

	
	a. exclusive basis
	b. Non exclusive basis
	
	c. a&b
	
	d. None
	

	184.
	BSNL owned sales set up
	
	
	
	
	
	
	
	
	
	
	
	

	
	a. CSC b. 1500
	
	c. Web self care
	
	d. all
	
	
	
	
	

	185.
	……….service can handle queries related to various services of BSNL such as billing,

	new facilities on demand areas, new booking etc.
	
	
	
	
	

	
	a. 1500
	
	
	
	b. 1600
	
	c. 1700
	
	
	
	d. 1800
	
	
	
	
	

	186.
	For mobile related queries centralized number is
	
	
	
	
	

	
	a. 09400024365
	b. 0940023456
	
	
	
	c. 0940023546
	
	d. none
	

	187.
	…………..sales is a complex sales or big ticket sales where buyer takes control of the

	selling process.
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	
	a. Enterprise
	
	b. Retails
	c. DSA
	
	
	
	d. None
	
	
	
	
	

	
	
	
	
	
	
	
	Answer Key
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	
	
	
	
	
	
	

	01. C
	
	02.D
	
	03.A
	04.A
	
	05.A
	
	06.C
	
	07.B
	
	08.C
	09.B
	10.D
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