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Note : Answers may be wrltten ezther in Enghsh or in Hindi; but the same medium should be

used throughout the paper.
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I Attempt All questions. All questions carry equal marks.

All questions from each section shquld Be' avttempted"togethe‘r ..a't.()ne -p'lace. .
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1. - Write short notes on any three of the following : ' ' ' | '5,5,5

(@) " Relationship between sales job description, specification and evaluation

" PTO.




2) IR o
® A-CME-E approach A | o
(©) Concept of market loglstlcs
| (d) Stages in t__he selectlon-process,'
; (e) .Markei logistics |
() 80-20 Principle.
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- Define the relatlonshlp between the concept of sales management personal selling and '

salesmanship. Also explain the importance of sales force management. 15
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How is the structure and the size of the sales force determined ? Explain the various methods

used for laying down the sales structure for an FMCG organisation. S 15

mﬁnﬁﬁm%mﬁ%&ﬁa&ﬁahm%7®w®ﬁsﬁ

e fow fa o o B Ry e o ot & Ak s




.,(3)__ | : : '5199.
“De51gmng a good compensatlon plan is unportant for both the company and the sales employees.” | :

Do you agree 7. Also, discuss the various benefits of using straight salary plan . 5,10
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“Afair and accurate evaluation of the company’s sales foree is a critical and difficult task.”

Comment upon the statement How can the salespersons performance be measured ? 5.10
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Section-C
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v '(a) - What gmdelmes should be used to eliminate the pexsona] biases and prejudlces of i interviewers

so that they can conduct an interview 1mpart1ally ? ' 75 .
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(b) Explain the factors aﬁ”ectmg the de51gn of territories. ‘Explain the various stages involved

in the breakdown method for determining the basic territory. . 7.5
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Deﬁne the concept of sales budgeting. What are the various types of budgets prepared
in the sales department ? . E : 1.5
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“Some people believe that fixing sales quota is a futile exercise.” Do you agree with
the statement ? Explain giving the various objectives realised through sales quota 7.5 _
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: Attempt any two of the following : = - o f 7575

What are the various functions performed by retarlers ? Drfferentrate between store based

_and non-store based retarlmg

What is the xmportance of sales- forecastmg ? Explarn the different methods used for '

_ forecasting sales. . -
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“The majority of sales representatives require encouragement and special incentives

. to vyork at their level best.”.Do you agree ? Grve reasons and br1eﬂy state the various

non—monetary mcentrves for sales people.
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