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SALES MANAGEMENT

Paper–MC–408

Time Allowed : 3 Hours] [Maximum Marks : 80

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

compulsory. Attempt remaining four questions, out

of remaining seven questions carrying 14 marks each.

dqy ik¡p iz'uksa ds mÙkj nhft,A iz'u la[;k 1 vfuok;Z
gSA 'ks"k lkr iz'uksa esa ls pkj iz'uksa dk iz;kl dhft,A
izR;sd ds 14 vad gSA

Compulsory Question (vfuok;Z iz'u)

1. Answer the following questions : 6×4=24

fuEufyf[kr ç'uksa ds mÙkj nhft,%

(a) State objectives of Sales management.

foØ; çca/u ds mís'; crkb;sA

(b) Buyer-Seller Dyad.

Øsrk&foØsrk ;qXeA

(c) Need for Sales Budget.

fcØh ctV dh vko';drkA

(d) Purpose of Routing.

:¯Vx dk mís';A
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(e) Shortcoming of Sales contests.

fcØh çfr;ksfxrkvksa dh dfe;k¡A

(f) Purpose of Cost analysis.

ykxr fo'ys"k.k dk ç;kstuA

2. Distinguish between advertising and personal selling.

Explain functions of Sales management. 14

foKkiu vkSj O;fÙkQxr fcØh ds chp varj Li"V dhft,A foØ;
çca/u ds dk;ksaZ dks le>kb;sA

3. Explain the process of Personal selling. 14

O;fÙkQxr foØ; dh çfØ;k le>kb;sA

4. Explain the Importance and Process of Sales planning.

14

fcØh ;kstuk ds egRo vkSj çfØ;k dh O;k[;k dhft,A

5. Explain the meaning and various methods of Sales

forecasting. 14

fcØh iwokZuqeku dk vFkZ vkSj fofHkUu rjhdksa dh O;k[;k dhft,A

6. Explain the meaning and importance of Sales Quota.

Explain different types of Sales quotas. Which type of

Quota is suitable for selling medicines. 14

foØ; dksVk dk vFkZ ,oa egRo le>kb;sA fofHkUu çdkj ds
foØ; dksVk le>kb;sA nok cspus ds fy, fdl çdkj dk dksVk
mi;qÙkQ gS\
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7. Explain the need for training the Salesforce. Also discuss

various methods available for training salesforce. 14

lsYliQkslZ dks çf'k{k.k dh vko';drk le>kb;sA lsYliQkslZ dks
çf'kf{kr djus ds fy, miyC/ fofHkUu rjhdksa ij Hkh ppkZ
dhft,A

8. What are the challenges involved in the performance

appraisal of sales force. Also discuss various qualitative

and quantitative methods of evaluating salesforce

performance. 14

fcØh cy ds çn'kZu ewY;kadu esa D;k pqukSfr;k¡ 'kkfey gSa\
lsYliQkslZ çn'kZu ds ewY;kadu ds fofHkUu xq.kkRed vkSj ek=kkRed
rjhdksa ij Hkh ppkZ dhft,A


