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Instructions for Candidates · · 

1.. Write your Roll No. on the top immediately on receipt of this questioQ paper. 

2. Attempt all questions. All questions carry equal marks. 

3. All question from each section should be answered together at one place. 

4. Answers may be written in Hindi or English but the same medium should be 

followed throughout the paper. 
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SECTION A (~ 31) 

1. Write short notes on any three of the following : 

(a) Maslow's need hierarchy and its relation to sales management 

(b) Sources of recruitment of sales employees 
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(c) General motivators and specific motivators 

(d) Market potential, sales potential and sales forecast 

(e) Different types of sales quotas 

(f) Concept of market logistics 
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SECTION B (~ a) 

(5,5,5) 

2. Distinguish between Recruitment and Selection. What are the steps involved in 

the Selection process? (5, 1 0) 

OR 

Why is motivating a sales force important for the management? What are the 

causes and symptoms of plateauing of sales people? (5, 1 0) 
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3. Define the various goals of a good compensation plan. Explain the steps in 
designing a sales compensation plan. (5, 1 0) 
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OR 

"The importance of sales force evaluation increases with the size of the sales 

force and management's distance from it", Comment upon the statement while 

explaining the various methods of evaluating sales force performance. (5, 1 0) 
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_ SKCTION C (~ ~) 

4. What is the importance of sales forecasting? Explain the following methods : 

(a) Delphi technique 

(b) Sales force composite 

OR 

Why is sales budgeting important for sales organization ? What are the objectives 

of sales quota? Briefly explain two types of quotas. (5,5,5) 
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5. Explain the factors affecting the design of territories. What are the methods used 

for determining the basic territory? (5, 1 0) 
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OR 

What are the various functions performed by retailers ? Differentiate between 

store based and non-store based retailing. Explain the various types of non store 

based retail options. (5,5,5) 
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