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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.

AC ;I8 U U9 ST (80) 3 BT ® I 9 (03) WUl
‘@, @ qa m H el 21 R @ g9
grel # fQy v favga e & ogeR &yl @
SR <1 B

Section-A / Gvs—h
(Long Answer Type Questions) / (€78 I<<II T9)

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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1. What is Prospecting ? Describe the sources and

techniques of identifying and qualifying prospects.

qaeuT 1§ ? URacd (Prospects) B UEAA 3IR
IR B FWER & Al UG dbelbl B AU
DINTY |

2. Describe the methods of designing territories. Give
examples.

&3 B TG Y@ B WDI FT GUH DI | ISTER0T
QITSTT |
3. What is meant by an environment threat or

challenge ? How can sales managers respond to such
challenges ?

U6 TRl @R AT gER § 3T R’ AR 7
fdsh! Tererl bl Uil gAIadl BT g ¥ el Fehal
g ?

4. Describe the various qualitative methods of sales
forecasting.

fqh! gaiga @ =T oA el @1 o
DI |
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Section-B / Yrs—Yg
(Short Answer Type Questions) / (75 ITRIT U%)

Note : Section ‘B’ contains eight (08) short answer type

qre

questions of eight (08) marks each. Learners are
required to answer four (04) questions only.
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fRrenfiat o 379 W dad IR (04) T B IR <A
g |

What do you understand by Sales Budgeting ?

fagl & qolc & 3T T I € 7

What is span of control ? How does it determine
whether a vertical or horizontal organizational
structure should be used ?

f5=zor @ eafy @1 ¥ ? y' 9 AUiRd @ear B o
TR I & GeAIdd OXa & ST fhar
ST A1RT 7

Briefly describe the major steps in the sales force
staffing process.

fashT et T fcham # J@ dHedl bl |ey H qui
HINTY |

Briefly describe the various methods of training of
sales recruits.

9T & Wwel & Ul & AT alel o7 9oy |
quiF BIf |
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Describe the development of motivation theory in sales
management.

fder! yawe | IR RIGT & f9am &1 aoie aiforg |

Discuss the role of fringe benefits in a sales
compensation plan.

fqehr Harraor Ao H fbol ™ B qHeT W oFdl
DI |

Identify the major environmental challenges faced by
international sales managers.

IRRICIT fOp Yol & |He M dlell U
qaieRUTg IRl @1 Seer@ B |

Outline the steps involved in the development of a
sales evaluation program.

Ue 9 [eidd HRIGH 9 H WA dedl @
ANl IR |

Section—-C / U1
(Objective Type Questions) / (A&ITS )

Note : Section ‘C’ contains ten (10) objective type

questions of one (01) mark each. All the questions
of this Section are compulsory.

gue T H g9 (10) TS WA A W 2| IS
T o forv ve (01) o FeiRd B 39 @ @
wff e et B

State whether the following are True or False.

fAfoRad &AM I Jrar 3RTy forfRgu |

Systems selling is a team approach to selling.
(True/False)
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yorelt (RieeH) gfeaor fag & forg va 3 gfear

2 (T / 9a)
A sales lead is any specific person or organization that
might need a given good or service. (True/False)
U% fat ofis g A afed a1 dred ® AW Sare @
a7 P! GG Bl & | (5 / 3rc)
Spotters are people who identify and qualify sales
leads. (True/False)
Wied 9 AN & oI 9! ofle @ gggmd qer S
o £ | (7 / 3r)

‘Pull tactics’ aim to create end users demand that
forces to carry and keep restocking a firm’s products.
(True/False)

‘Yol AR B e Al SWIGAIS Bl AN B
N & foly @R & 9N @ 3R % & Serel B
Tl XE @ fory fdgqe v ¢ | (7 / 1)

Market potential is the highest possible expected
industry sales of a good or service in a specified
market segment for a given time period. (True/False)

fafre IR wvs § v AfYed v @ fov S @
I UG [AR B AR Iwadd fAd R @l
AT PR B | (g / 3rc)

Sales force composite is the forecast arrived at by
combining salespersons’ estimates of expected sales.

(True/False)
fardien &1 sy & foru fdshr el &1 AT fasn!
91 At 2T § | (AT / 31e)
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A ‘staff function’ is a primary organizational activity.
(True/False)

Wh fhaThels’ e MAfMed Tio q= fhar 2|
(F / 3r7c)

Channels ‘break the bulk’ and meet the small-size
needs to consumers. (True/False)

99l Alh Bl G ABR H FEABY SYHIGN B
SR Q0T R |

Normally a wholesaler sells directly to consumers.
(True/False)

TG U 2 ARy A STAaTan d7 a7 2 |
GRVAERY)

Efficient inventory management is important to strike a

trade-off between ‘stock-out’ cost and ‘carrying’ cost.
(True/False)

RIS 3T AN a1 ‘SRR AN Bl Aqferd e

& oy BRI 3T YIS JMIRIF @ |
(Fa / 3rc)
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