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BCQ/M-20 12369
MANAGEMENT OF SALES  FORCE-II

ASPSM  B.  Com.  (Voc)-605

Time : Three Hours] [Maximum Marks : 80

Note : Q.  No. 1  is  compulsory. Attempt four questions  from

the  remaining  questions.

'

1. Explain  the  following  in  brief  :

fuEufyf[k{k .k ,
(i) Importance  of  Sales  Planning

foØ;  fu;kst dk   e
(ii) Objectives  of  Sales  Budget

foØ;  ctV  ds  mn~ns';
(iii) Process  of  framing  sales  territories

= h
(iv)

foØ;  dksVk  fu/kZj.k  ds  fl¼kar
(v) Methods  of  determining  sales  and  cost  analysis

foØ;  o  ykxr  fo'ys"k.k  ds  rjhds  A

(3)L-12369 1

Stu
de

nt
Suv

idh
a.

co
m

Download all NOTES and PAPERS at StudentSuvidha.com

dow
nloa

ded
 fro

m

http://studentsuvidha.com/
http://studentsuvidha.com/


2. What is Sales Planning ? What steps are involved in

sales  planning  ?

fcØh  ;kstuk  ls  D;k  vfHkizk;  gS  \  foØ;  ;kstuk  cukus  dh
izfØ;k ds dkSu&dkSuls pj.k gSa \

3. What  is  Sales Budget  ?  Discuss  the main  factors  that

should  be  considered  while  preparing  Sales  Budget.

foØ;  ctV  D;k  gS  \  mu  izeq[k  dkjdksa  dk  o.kZu  dhft,  tks
ctV fu/kZj.k esa egÙoiw.kZ Hkwfedk fuHkkrs gSa A

4. What is a Sales Territory ? What objectives are served by

sales  territories  ?

fcØh {ks=k ls D;k vfHkizk; gS \ fcØh {ks=k fu/kZj.k }kjk dkSuls
mn~ns';ksa dh iw£r  dh tkrh gS \

5. What  are  the  objectives  of  Sales  Quota  ?  Also  suggest

measures  for  effective  administration  of  sales  quota.

foØ; dksVk fu/kZj.k ds D;k mn~ns'; gSa \ foØ; dksVk ds izHkkoh
iz'kklu ds fy, mik;ksa dks Hkh lq>kb, A

6. Explain  the  different  methods  of  sales  forecasting.

foØ; Hkfo"; dFku dh fofHkUu fof/;ksa dk o.kZu dhft, A

7. What  is  meaning  of  cost  and  sales  analysis  ?  What  is  its

importance  ?

foØ;  ykxr  fo'ys"k.k  ls  D;k  vfHkizk;  gS  \  blds  egÙo  dks
le>kb,  A
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8. Discuss the merits and demerits of Quota system in Sales.

foØ; ds {ks=k esa foØ; dksVk ds ykHk o gkfu;ksa dk foLr̀ r o.kZu
dhft, A

9. What are the major ethical issues involved in management

of  sales  force  ?  Explain.

foØ;  cy  ds  izcU/u esa  izeq[k uSfrd  igyw dkSuls  gSa \  o.kZu
dhft, A
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