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PartA

‘ Wrtte short notes on all the questw;zs
Each questton carrtes 1 weightage. .

) 'Ii_.‘ProspectVsSuspect : _ .-: -_T;
'Sales force mduct.lon oo | T
AIDAC. |

'j'SaIes quota.

- Sales control

.c‘a-c.‘-'-'.e ¢ o

' Type_s of se}.es force compensetton plans - | B S
B E T R '_ | ERE -:""‘.('ﬁ_rx_l';'sweightage)
Answer any four questzons
B Each questwn carries 3 wetghtage
7 Enumerate a;nd eXplam the type' of sales orgamsatmns
8. Dlﬂ'eren‘tlate between recrmtment and selectlon of saies force _ o
9. Why macement of sales force is 1mportant 7. Explam C
K 10 Wmte a note on nght set of clrcumstances theory ._
'. 1 1_.. ;Explaln the procedure for settmg up of sales terrltory -
' 12. Wnte a mote on sales audlt and its 1mportance |

o _' (4x8=12 Weig}ttage)‘

- Tern over




18
14,
: 15 ' stcuss the methods of motwatmg sales force o

16.
17.

j 1'8_.

Do you think sales meetmgs are needed ? Explam its relevance .

Answer any three questwns S
Each questzon carnes 4 wezghtage :

“Sales force are tramed and not born D:scuss

Explam any three trammg programmes axmed at the sa]es force. -

How Would you restructure a sales temtory ? Explaxn

L . @ X4 =12 weig}'.xtag'e)l
= Compuzsory qqq}m)n. =
Case analyms T E

_ Sales manager of a perfume company was asked to pro;ect hls requxrements for next year -
'alongwﬂ:h the manpower reqmrements He gave a sales projection of 15% growth from the
s exnstmg sales and also asked. for two more sales executives to complete the requlrements The

.management decided to inform him of a 10% growth with no man power addltmns As a sales . -

- manager explam how you w1ll ensure the target (Use hypothetxcal 1nformatlon)

(6 Welghtage) s
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