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OBCQ/M-20 12394
MANAGEMENT OF  SALES  FORCE

AGPSM-BC  (Voc)605

Time : Three Hours] [Maximum Marks : 80

Note : Attempt Five questions in all. Q. No. 1 is compulsory.
All  questions  carry  equal  marks.
dqy ik¡p  iz'uksa  ds  mÙkj  nhft,  A  iz'u  la[;k 1  vfuok;Z
gS  A  lHkh  iz'uksa  ds  vad  leku  gSa  A

1. Write  short  notes  on  the  following  :
fuEufyf[kr ij laf{kIr fVIif.k;k¡ fyf[k, %
(i) Sales  

oS;fDrd  foØ;
(ii) Selling  expenses  budget

foØ;  O;;  ctV
(iii) Significance  of  sales  ethics

foØ;  uhfr'kkL=k  dk  egÙo
(iv) Sales  force  automation 5×4=20

foØ;  'kfDr  la;a=khdj.k  A

2. “Sales Management is an importance part of business
enterprise.”  Explain  this  statement. 15
foØ; izca/ O;kolkf;d miØe dk ,d egÙoiw.kZ vax gS A bl
dFku dh O;k[;k dhft, A
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3. What  do  you  mean  by  structure  of  sales  organisation  ?
Describe  the  factors  the  determine  the  structure  of  sales
organisation. 6+9=15
foØ; laxBu dh lajpuk ls D;k rkRi;Z gS \ foØ; laxBu <kaps
dks fu/kZfjr djus okys dkjdksa dh O;k[;k dhft, A

4. What is the meaning of sales force management ? Explain
the  different  sources  of  recruitment. 7+8=15
foØ; 'kfDr izca/ dk D;k vFkZ gS \ foØ;drkZvksa dh HkrhZ ds
fofHkUu Ïksrksa dk o.kZu dhft, A

5. Describe  in brief  the importance of  sales training.  Explain
different  methods  of  training  salesman.8+7=15
foØ; izf'k{k.k ds egÙo dk laf{kIr fooj.k nhft, vkSj foØ;
izf'k{k.k dh fofHkUu fof/;ksa dh O;k[;k dhft, A

6. What do you mean by sales compensation ? Explain
the requirements of a sound sales force compensation
plan. 5+10=15
foØ; 'kfDr ikfj Ükzfed ls vkidk D;k vfHkizk; gS \ ,d Ükzs"B
foØ;'kfDr  ikfj Ükzfed  ;kstuk  ds  vko';d  rRoksa  dh  O;k[;k
dhft, A

7. Write  notes  on  the  following  : 7½×2=15
fuEufyf[kr ij fVIif.k;k¡ fyf[k, %
(i) Sales  quota

foØ;  dksVk
(ii) Sales  Territory

foØ;  {ks=k  A
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8. “It is in the interest of business to fulfill its social
responsibility towards different interested groups.” Explain
this  statement. 15
^̂ fofHkUu  oxks±  ds  izfr  lkekftd  mÙkjnkf;Ro  dks  iwjk  djuk
O;olk; ds vius fgr esa gS A** bl dFku dh O;k[;k dhft, A

9. Write  notes  on  any two  of  the  following  :7½×2=15
fuEufyf[kr esa ls fdUgha nks ij laf{kIr fVIif.k;k¡ fyf[k, %
(i) Objectives  of  sales  force  management

foØ;  'kfDr  izca/  ds  mn~ns';
(ii) Personal Selling

oS;fDrd  foØ;
(iii) Significance  of  sales  ethics.

foØ;  uhfr'kkL=k  dk  egÙo  A
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