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MDQ/M-24 5594
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.
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Compulsory Question ( 3tfFard o)
1. Answer the following questions : 6x4=24
freafafead g & s <
(a) State objectives of Sales management.
fowa UeET & Ie¥d daedl
(b) Buyer-Seller Dyad.
Har-fasear I
(c) Need for Sales Budget.
foshl aSie 1 SATEeg el
(d) Purpose of Routing.
wfT H 32
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(e) Shortcoming of Sales contests.
ot wfaenfiranst st i)
(f) Purpose of Cost analysis.

g fagewor 1 gEsE|

Distinguish between advertising and personal selling.
Explain functions of Sales management. 14

fomo ot =aftd fasmt & 9 o w= wifvu fowa
YU o hEl hl GEEEI|

Explain the process of Personal selling. 14

i fasra &t Ui gwssd)

Explain the Importance and Process of Sales planning.
14

fast AT & HWew SR URRA W e situ

Explain the meaning and various methods of Sales
forecasting. 14

faent qafqEm @1 o1 @R fafa= qlel 1 =ren S

Explain the meaning and importance of Sales Quota.
Explain different types of Sales quotas. Which type of
Quota is suitable for selling medicines. 14

fawa & #1 g T§ Hed gusmedl fafi= yeR &
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7.  Explain the need for training the Salesforce. Also discuss
various methods available for training salesforce. 14

THHIE ki G0 i TEIHal THARS | HoThE i
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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
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