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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. What is Prospecting ? Describe the sources and 

techniques of identifying and qualifying prospects.  

iwoZs{k.k D;k gS \ izkWLisDV~l (Prospects) dks igpkuus vkSj 

;ksX;rk dh laHkkoukvksa ds lw=ksa ,oa rduhdksa dk o.kZu 

dhft,A  

2. Describe the methods of designing territories. Give 

examples.  

{ks=ksa dh :ijs[kk jpus ds rjhdksa dk o.kZu dhft,A mnkgj.k 

nhft,A  

3. What is meant by an environment threat or  

challenge ? How can sales managers respond to such 

challenges ?   

,d i;kZoj.kh; [krjs ;k pqukSrh ls vki D;k le>rs gSa \ 

fcØh izcU/kdksa dks ,slh pqukSfr;ksa dk tokc dSls fey ldrk 

gS \ 

4. Describe the various qualitative methods of sales 

forecasting. 

fcØh iwokZuqeku dh fofHkUu xq.kkRed fof/k;ksa dk o.kZu 

dhft,A  
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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. 

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. What do you understand by Sales Budgeting ? 

fcØh ds ctV ls vki D;k le>rs gSa \ 

2. What is span of control ? How does it determine 

whether a vertical or horizontal organizational 

structure should be used ? 

fu;a=.k dh vof/k D;k gS \ ;g dSls fu/kkZfjr djrk gS fd 

Å/okZ/kj ;k {kSfrt laxBukRed lajpuk dk mi;ksx fd;k 

tkuk pkfg, \ 

3. Briefly describe the major steps in the sales force 

staffing process.  

fcØh cy LVkfQax izfØ;k esa izeq[k dneksa dk la{ksi esa o.kZu 

dhft,A  

4. Briefly describe the various methods of training of 

sales recruits.  

fcØh ds jax:Vksa ds izf’k{k.k ds fofHkUu rjhdksa dk la{ksi esa 

o.kZu dhft,A  
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5. Describe the development of motivation theory in sales 

management.  

fcØh izcU/ku esa izsj.kk fl)kUr ds fodkl dk o.kZu dhft,A  

6. Discuss the role of fringe benefits in a sales 

compensation plan. 

fcØh eqvkotk ;kstuk esa fÝat ykHk dh Hkwfedk ij ppkZ 

dhft,A  

7. Identify the major environmental challenges faced by 

international sales managers.  

vUrjkZ”Vªh; fcØh izcU/kdksa ds le{k vkus okyh izeq[k 

i;kZoj.kh; pqukSfr;ksa dk mYys[k dhft,A  

8. Outline the steps involved in the development of a 

sales evaluation program.  

,d fcØh ewY;kadu dk;ZØe cukus esa ‘kkfey dneksa dh 

:ijs[kk jf[k;sA  

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 

State whether the following are True or False. 

fuEufyf[kr ds lkeus lR; vFkok vlR; fyf[k,A 

1. Systems selling is a team approach to selling.   

     (True/False) 
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iz.kkyh ¼flLVe½ n`f”Vdks.k fcØh ds fy, ,d Vhe n`f”Vdks.k 

gSA     ¼lR;@vlR;½ 

2. A sales lead is any specific person or organization that 

might need a given good or service.  (True/False) 

,d fcØh yhM dksbZ Hkh O;fDr ;k laxBu gS ftls mRikn ;k 

lsok dh vko’;drk gksrh gSA    ¼lR;@vlR;½ 

3. Spotters are people who identify and qualify sales 

leads.     (True/False) 

LikWVlZ os yksx gSa tks fcØh yhM dks igpkurs RkFkk mŸkh.kZ 

djrs gSaA    ¼lR;@vlR;½ 

4. „Pull tactics‟ aim to create end users demand that 

forces to carry and keep restocking a firm‟s products.  

     (True/False) 

^iqy ;qfDr;ksa* dk mís’; vUr mi;ksxdrkZvksa dh ek¡x dks 

cukus ds fy, O;kikj dks tkjh j[kus vkSj QeZ ds mRiknksa dks 

cgky j[kus ds fy, foo’k djrk gSA   ¼lR;@vlR;½ 

5. 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) 

fof’k”V cktkj [k.M esa ,d fuf’pr le; ds fy, m|ksx ds 

mRikn ,oa lsokvksa dh vkisf{kr mPpre fcØh cktkj dh 

{kerk dgykrh gSA    ¼lR;@vlR;½ 

6. Sales force composite is the forecast arrived at by 

combining salespersons‟ estimates of expected sales.   

     (True/False) 

fcØhdrkZvksa dk Hkfo”; ds fy, fcØh vkdyu dk ;ksx fcØh 

cy lfEeJ gksrk gSA    ¼lR;@vlR;½ 
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7. A „staff function‟ is a primary organizational activity.    

     (True/False) 

^LVkQ fØ;kdyki* ,d izkFkfed laxBu lEcU/kh fØ;k gSA   

    ¼lR;@vlR;½ 

8. Channels „break the bulk‟ and meet the small-size 

needs to consumers.  (True/False) 

pSuy Fkksd dks lw{e vkdkj esa cnydj miHkksDrkvksa dh 

t:jr iw.kZ djrs gSaA  

9. Normally a wholesaler sells directly to consumers.   

     (True/False) 

lkekU;r% ,d Fkksd O;kikjh lh/ks miHkksDrkvksa dks csprk gSA   

    ¼lR;@vlR;½ 

10. Efficient inventory management is important to strike a 

trade-off between „stock-out‟ cost and „carrying‟ cost.   

     (True/False) 

LVkd vkmV ykxr rFkk ^dSfjf;ax* ykxr dks larqfyr djus 

ds fy, dq’ky buosUVjh izcU/ku vR;Ur vko’;d gSA   

    ¼lR;@vlR;½ 
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