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MANAGEMENT OF SALES FORCE
Paper-BC-409

Time : Three Hours] [Maximum Marks : 80

Note :

e -

Attempt five questions in all. Question No. 1 is compulsory
carrying 20 marks. All remaining questions carry equal
marks.
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Compulsory Question ( 31fard W)

1. Answer the following parts of question. It should not exceed
one page :

(a)
(b)
(c)
(d)
(e)

Explain 'AIDAS' theory of selling.
Define recruitment.

What do you mean by sales budget?
What is sales territory?

What do you mean by sales force control? (5x4=20)
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What do you mean by sales force management? Explain the

importance and functions of sales force management.
15
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"Salesmen are made not born." Discuss various qualities of
successful salesmen in this context. 15
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What is sales forecasting? Explain its objectives. Also discuss
the various factors which affect the sales forecasting. 15
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What are the factors to be considered for setting up a sales
organisation? Explain and evaluate line and staff sales
organisation. 15
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6. What do you mean by selection of sales force? Explain
various stages involved in the selection of sales force for a
consumer goods company. 15
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7. 'Financial and non-financial incentives are required to
motivate the sales personnel for hard work.' Explain this
statement. 15
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8. Explain the requisites of successful quota system and also
explain various methods of determining sales quotas. 15
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9.  Write short note on the followings :
(a) Sales Force Control Techniques.
(b) Sales Force Automation. (8+7=15)
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