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Note : Attempt five questions in all. Question No. 1 is

compulsory carrying 20 marks. All questions carry

equal marks.

dqy ik¡p iz'uksa ds mÙkj nhft,A iz'u la[;k 1

20 vad dk vfuok;Z gSA lHkh iz'uksa ds vad leku
gSaA

Compulsory Question (vfuok;Z iz'u)

1. Answer the following parts of question. It should

not exceed one page :

fuEufyf[kr iz'u ds Hkkxkaas dks la{ksi esa mÙkj nhft,A ;g ,d
ist ls vf/d ugha gksuk pkfg, %

(a) What do you understand by Sales force

management?

fcØh cy izca/u ls vki D;k le>rs gSa\

(b) What are the Classifications of Jobs?

ukSdfj;ksa ds oxhZdj.k D;k gSa\
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(c) What do you understand by Sales forecasting?

fcØh iwokZuqeku ls vki D;k le>rs gSa\

(d) What do you understand by Fringe Benefits?

fizQat csfufiQV~l ls vki D;k le>rs gSa\

(e) Explain main Training contents. 5×4=20

eq[; izf'k{k.k lkexzh dh O;k[;k dhft,A

2. Explain the meaning, importance and functions of

Sales Force Management. 15

fcØh cy izca/u ds vFkZ] egRo vkSj dk;ks± dh O;k[;k
dhft,A

3. Discuss different methods of making Sales forecasts.

Who is responsible for Sales forecasting? 15

vyx&vyx rjhdksa ls fcØh ds iwokZuqeku dh ppkZ dhft,A
fcØh iwokZuqeku ds fy, dkSu ftEesnkj gS\

4. What is Sales budget? Discuss the steps involved in

preparing Sales budget. 15

fcØh ctV D;k gS\ fcØh ctV rS;kj djus esa 'kkfey dneksa
ij ppkZ dhft,A

5. What principles should serve as Guidelines for setting

up the Sales organisation? Discuss various Sales

organisational structures. 15
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fcØh laxBu dh LFkkiuk ds fl¼karksa dks fdl fn'kk funsZ'k
ds :i esa dke djuk pkfg,\ fofHkUu fcØh laxBukRed
lajpukvksa ij ppkZ dhft,A

6. Discuss various methods generally adopted for

Training salesman. 15

izf'k{k.k foØsrk ds fy, vkerkSj ij viukbZ tkus okyh
fofHkUu fofèk;ksa ij ppkZ dhft,A

7. What do you mean by Sales Force Compensation?

Explain the requirements of a sound Compensation

plan. 15

fcØh cy eqvkots ls vkidk D;k vfHkizk; gS\ lVhd
{kfriwfrZ ;kstuk dh vko';drkvksa dks le>kb,A

8. Explain the process of Salesforce control. Describe

the importance and limitations of sales force control

in sales management. 15

fcØh cy fu;a=k.k dh izfØ;k dks le>kb,A fcØh izcaèku
esa fcØh cy fu;a=k.k ds egÙo vkSj lhek dk o.kZu dhft,A

9. Explain the role of Information technology application

in Sales force management. 15

fcØh cy izca/u esa lwpuk izkS|ks;ksfxdh vuqiz;ksx dh Hkwfedk
Li"V dhft,A


