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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 questions from each section should be attempted together at one place.

4. Answers may be written either in English or Hindi; but the same medium should
be used throughout the paper.

et @ forw fAdw

1 3@ YHE-F & fee @ ew R e wm w aom agwae fafa

2. |l waeh o WAl TR Wi aiRe | el wE @ SRR 3 €

3 UAE @ ¥ Y gael @ UE 6 W™E W UE A e A S e o

4. =@ WET-UF @ I AW W B R v ww 7 Sfsrg, AfFT ot IW @ e v
& B AT |

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

+  Concept of sales force turnover

. Sources of sales force recruitment
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* A-C-M-E-E approach

*  80-20 Principle

*  Market potential, sales potential and sales forecast
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Section B

Explain the objectives of sales force management. What are the various challenges
faced by the sales managers in the 21% century. (15)
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OR
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
organisation. (15)
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Define the various goals of a good compensation plan. Explain the situations
suitable for a straight salary plan and a straight commission plan. (5,10)
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3
OR

Define the concept of sales force motivation. What is the relevance of Maslow’s

need hierarchy theory in motivating the sales-force ? (5,10)
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Section C
(a) What are some of the problems or dangers in using tests as part of the sales

(b)

(@)

(b)

force selection process ? (7.5)
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What guidelines should be used to eliminate the personal biases and prejudices

of interviewers so that they can conduct an interview impartially ?  (7.5)
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OR

Why is it important to evaluate the performance of the sales force ? Explain

the steps involved in performance evaluation of a sales person. (7.95)
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Explain the factors affecting the design of territories. Explain the
various stages involved in the build-up method for determining the basic
territory ? A (7.5)
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5. Attempt any two of the following : (7.5,7.5)

(i) “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 ?

(i) Why is it important for an organisation to forecast sales ? Explain and evaluate
the various methods of forecasting sales.

(i) What are the objectives of sales quota ? Briefly explain two types of quotas.
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