
[This question paper contains 4 printed pages.] 

Sr. No. of Question Paper 5253-A D Your Roll No .•............•. 

Unique Paper Code 241551 

N arne of the Course B.A. (Prog.) Advertising, Sales Promotion and Sales 

Management 

N arne of the Paper Sales Force Management 

Semester v 

Time : 3 Hours Maximum Marks : 7 5 

Instructions for Candidates 

1. Write your Roll No. on the top immediately on receipt of this question 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 («is .aT) 

1. Write short notes on any 3 of the following : (5,5,5) 

• Benefits of a good territory design 
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• Problem of misdirected effort 

• Sources of recruitment of salespersons 

• Concept of market logistics 

• Stages in the selection-process 
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SECTION B (~ ~) 

2. Explain the objectives of sales force management. What are the challenges faced 

by the sales managers in the current era of globalization ? (5, 1 0) 
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OR 

"Retailers are a vital part of the business world", briefly explain the importance 

of retailing in marketing. What are the different types of store based retail

outlets? 
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3. Define the concept of salesforce motivation. What is the relevance of Maslow's 

hierarchy of needs theory in motivating the sales-force? (5,10) 

OR. 

"Money spent on training is an investment in human resource". Comment on the 

statement, bringing out clearly the objectives and the importance of sales force 

training programs while explaining any three training techniques. (5,5,5) 
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SECTION C (~ ~) 

4. What is the sales-forecasting? Explain the different methods used for forecasting 

sales. (5,10) 
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OR 

What is the relationship between sales potential, sales forecast and sales quotas ? 

Explain the guidelines that must be followed by a sales manager in arriving at an 

effective sales-quota. (5, l 0) 
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5. "Designing a good compensation plan is important for both the company and the 

sales employees". Do you agree? Also, discuss the various benefits of using 

straight salary plan. (5,10) 
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OR 

"A fair and accurate evaluation of the company's sales-force is a critical and 

difficult task." Comment upon the statement. How can the salespersons' 

performance be measured ? (5,10) 
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