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Note : This paper is of eighty (80) marks containing three 

(03) Sections A, B and C. Learners are required to 

attempt the questions contained in these Sections 

according to the detailed instructions given therein. 

uksV % ;g iz’u i= vLlh ¼80½ vadksa dk gS tks rhu ¼03½ [k.Mksa 

^d*] ^[k* rFkk ^x* esa foHkkftr gSA f’k{kkfFkZ;ksa dks bu 

[k.Mksa esa fn, x, foLr`r funsZ’kksa ds vuqlkj gh iz’uksa ds 

mŸkj nsus gSaA 

Section–A / [k.M&d 

(Long Answer Type Questions) / ¼nh?kZ mŸkjh; iz’u½ 

Note : Section „A‟ contains four (04) long answer type 

questions of nineteen (19) marks each. Learners are 

required to answer two (02) questions only. 
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uksV % [k.M ^d* esa pkj ¼04½ nh?kZ mŸkjh; iz’u fn;s x;s gSaA 

izR;sd iz’u ds fy, mUuhl ¼19½ vad fu/kkZfjr gSaA 

f’k{kkfFkZ;ksa dks buesa ls dsoy nks ¼02½ iz’uksa ds mŸkj nsus 

gSaA 

1. Discuss the various factors that go into making an 

effective sales presentation. 

,d izHkkoh fcØh izLrqfr cukus esa mi;qDr fofHkUu dkjdksa ij 

ppkZ dhft,A 

2. Describe the objectives, criteria and basis for territory 

formation. 

{ks= xBu ds mís’;ksa] ekunaM vkSj vk/kkj dk o.kZu dhft,A 

3. Outline the steps involved in the sales management 

planning process. 

fcØh izca/ku ;kstuk izfØ;k esa ‘kkfey dneksa dh :ijs[kk 

jf[k,A 

4. Describe the various quantitative methods of sales 

forecasting. 

fcØh iwokZuqeku ds fofHkUu ek=kRed rjhdksa dk o.kZu 

dhft,A 

Section–B / [k.M&[k 

(Short Answer Type Questions) / ¼y?kq mŸkjh; iz’u½ 

Note : Section „B‟ contains eight (08) short answer type 

questions of eight (08) marks each. Learners are 

required to answer four (04) questions only. 
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uksV % [k.M ^[k* esa vkB ¼08½ y?kq mŸkjh; iz’u fn;s x;s gaSA 

izR;sd iz’u ds fy, vkB ¼08½ vad fu/kkZfjr gSaA 

f’k{kkfFkZ;ksa dks buesa ls dsoy pkj ¼04½ iz’uksa ds mŸkj nsus 

gSaA 

1. How is sales budgeting linked to sales forecasting ?  

foØ; dk ctV dSls fcØh iwokZuqeku ls tqM+k gqvk gS \ 

2. What are the major tasks of a sales organization ? 

fcØh laxBu ds izeq[k dk;Z D;k gSa \ 

3. Identify and briefly discuss the selection tools that 

have been most used to screen and select sales 

personnel. 

mu p;u ds rjhdksa ij laf{kIr :i ls ppkZ dhft, tks 

fcØh dfeZ;ksa ds ijh{k.k ,oa p;u esa lcls vf/kd bLrseky 

gksrs gSaA 

4. Explain how formal sales training programs should be 

evaluated. 

vkSipkfjd fcØh izf’k{k.k dk;ZØeksa dk ewY;kadu dSls fd;k 

tkuk pkfg, \ le>kb,A 

5. Discuss the role of sales contests in motivation sales 

personnel. 

fcØh dfeZ;ksa dks izsfjr djus esa fcØh izfr;ksfxrkvksa dh 

Hkwfedk ij ppkZ dhft,A 

6. Outline the criteria for a good sales compensation plan. 

,d vPNh fcØh eqvkotk ;kstuk ds fy, ekunaM dh 

:ijs[kk jf[k,A 
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7. Highlight the critical importance of international sales 

opportunities. 

vUrjkZ”Vªh; fcØh ds voljksa ds egRo ij izdk’k Mkfy,A 

8. Describe sales quotas and performance measures and 

how they should be established. 

fcØh dksVk vkSj izn’kZu mik;ksa dk o.kZu dhft, vkSj ;g 

crkb, fd mUgsa dSls LFkkfir fd;k tkuk pkfg,A 

Section–C / [k.M&x 

(Objective Type Questions) / ¼oLrqfu”B iz’u½ 

Note : Section „C‟ contains ten (10) objective type 

questions of one (01) mark each. All the questions 

of this Section are compulsory. 

uksV % [k.M ^x* esa nl ¼10½ oLrqfu”B iz’u fn;s x;s gSaA izR;sd 

iz’u ds fy, ,d ¼01½ vad fu/kkZfjr gSA bl [k.M ds 

lHkh iz’u vfuok;Z gSaA 

Indicate whether the following statements are True or False. 

bafxr dhft, fd fuEufyf[kr dFku lR; gSa ;k vlR;A 

1. Canned sales presentation refers to a structured sales 

script memorized by the sales person. 

fMCCkkcan fcØh izLrqfr] fcØh O;fDr }kjk ;kn fd, x, ,d 

lajfpr fLØIV dks n’kkZrh gSA 

2. Cold calling refers to unsolicited sales calls. 

dksYM dkfyax vokafNr fcØh dkWyksa dks lanfHkZr djrk gSA 

3. MAN is an approach to qualifying prospects. 

MAN izkWLisDV~l dh ;ksX;rk vkadus dk ,d n`f”Vdks.k gSA 
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4. „Push tactics‟ refer to utilizing advertising and other 

promotional tools to „Push‟ merchandise into the 

distribution channel. 

iq’k j.kuhfr forj.k pSuy esa epsZMkbt dks ^iq’k* djus ds 

fy, foKkiu vkSj vU; izpkj ek/;eksa ds mi;ksx dk mYys[k 

djrh gSA 

5. Sales potential refers to an individual firm‟s share of 

the market potential. 

fcØh dh {kerk] cktkj dh {kerk esa] ,d dEiuh dk fgLlk 

gksrk gSA 

6. Delphi techniques refers to a group of experts used to 

make long range projections. 

MsYQh rduhd yEch vof/k ds vuqekuksa dks cukus ds fy, 

bLrseky fd, x, fo’ks”kKksa ds lewg dks n’kkZrh gSA 

7. „Percentage of sales method‟ is a popular sales 

budgeting technique. 

^fcØh fof/k dk izfr’kr* ,d yksdfiz; fcØh ctV rduhd 

gSA 

8. The formal organization is sometimes called the 

„grapevine‟. 

vkSipkfjd laxBu dks dHkh&dHkh ^xzsiokbu* dgk tkrk gSA 

9. Amway, Avon and Modicare  do not sell their products 

through direct selling (multilevel marketing). 

,eus] ,ou vkSj eksnhdspj] izR;{k fcØh (direct selling)  ds 

tfj, vius mRiknksa dks ugha csprs gSaA 

10. The supply chain constitutes a  value delivery network. 

vkiwfrZ Ük`a[kyk ,d ewY; forj.k usVodZ dk xBu djrh gSA 
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