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MANAGEMENT OF SALES FORCE
Paper—BC-409

Time Allowed : 3 Hours] [Maximum Marks : 80

Note : Attempt five questions in all. Question No. 1 is
compulsory carrying 20 marks. All questions carry

equal marks.
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Compulsory Question ( 31f-ard T9)

1. Answer the following parts of question. It should

not exceed one page :
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(a) What do you understand by Sales force

management?
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(b) What are the Classifications of Jobs?
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(c) What do you understand by Sales forecasting?
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(d) What do you understand by Fringe Benefits?
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(e) Explain main Training contents. 5x4=20
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Explain the meaning, importance and functions of

Sales Force Management. 15
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Discuss different methods of making Sales forecasts.

Who is responsible for Sales forecasting? 15
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What is Sales budget? Discuss the steps involved in
preparing Sales budget. 15
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What principles should serve as Guidelines for setting
up the Sales organisation? Discuss various Sales

organisational structures. 15
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Discuss various methods generally adopted for

Training salesman. 15
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What do you mean by Sales Force Compensation?
Explain the requirements of a sound Compensation

plan. 15
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Explain the process of Salesforce control. Describe
the importance and limitations of sales force control

in sales management. 15
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Explain the role of Information technology application

in Sales force management. 15
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