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B.Com.(Part-III) Examination, 2015

(Vocational Course)

 First Paper

(Management of Sales Force)

Time Allowed : Three Hours ] [ Maximum Marks : 100

Note : Answer five questions in all. Question No.

1 is compulsory. In addition attempt one

question from each Unit.

kegâue heeBÛe ØeMveeW kesâ Gòej oerefpeS~ ØeMve meb.1 DeefveJeeÙe& nw~

Fmekesâ Deefleefjòeâ ØelÙeskeâ FkeâeF& mes Skeâ ØeMve efkeâÙee peevee

nw~

1. Write short notes on the following:4×10=40

efvecveefueefKele hej mebef#ehle efšhheefCeÙeeB efueefKeS :

(a) Sales are symbols of efficiency

efJe›eâÙe, keâeÙe& kegâMeuelee kesâ Øeleerkeâ nQ

(b) Job analysis

keâeÙe& efJeMues<eCe
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7. What are the various functions of a sales man-

ager? Explain in detail.

Skeâ efJe›eâÙe ØeyevOekeâ kesâ efJeefYeVe keâeÙe& keäÙee nQ? Gvekeâe efJemleej

mes JeCe&ve keâerefpeS~
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8. Discuss the various methods and uses of sales

and cost analysis.

efJe›eâÙe leLee ueeiele efJeMues<eCe keâer efJeefYeVe efJeefOeÙeeW leLee Gvekeâer

GheÙeesefieleeDeeWbb keâe efJeJesÛeve keâerefpeS~

9. "The business units develop their sales force

by carefully selecting, Compensating, and train-

ing them’’. Explain.

‘‘JÙeeJemeeefÙekeâ FkeâeF&Ùeeb Deheves efJe›eâÙekeâlee&DeeW keâes meeJeOeeveerhetJe&keâ

efkeâÙes ieS ÛegveeJe, Øeefleheâue, SJeb ØeefMe#eCe Éeje ner efJekeâeme keâjleer

nQ~’’ mecePeeFS~



(c) Evaluation of salesmen performance

efJe›eâÙekeâlee&DeeW keâer keâeÙe&#ecelee keâe cetuÙeebkeâve
(d) Contents of Sound training Programme

ØeYeeJeMeeueer ØeefMe#eCe keâeÙe&›eâce kesâ ØecegKe lelJe
(e) Psychological qualities of sales person

efJe›eâÙekeâlee&DeeWbs kesâ ceveesJew%eeefvekeâ iegCe
(f) Fringe Benefits

Deefleefjòeâ ueeYe
(g) Sales Budget

efJe›eâÙe yepeš
(h) Sales Territory

efJe›eâÙe #es$e
(i) Media Research

ceeOÙece MeesOe
(j) Factors of Sales Forecasting

efJe›eâÙe hetJee&vegceeve kesâ Ieškeâ
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2. How can a Sales Manager supervise, improve

and control his/ her sales persons? Discuss.

Skeâ efJe›eâÙe ØeyevOekeâ efkeâme Øekeâej Deheves efJe›eâÙekeâlee&DeeW keâe
heÙe&Jes#eCe, megOeej SJeb efveÙeb$eCe keâj mekeâlee nw? efJeJesÛeve keâerefpeS~

3. Explain the meaning of ‘Sales Analysis” and

describe its importance for management.

‘‘efJe›eâÙe efJeMues<eCe’’ keâe DeLe& yeleeFS leLee Fmekeâe ØeyevOeleb$e kesâ

efueS cenlJe keâer efJeJesÛevee keâerefpeS~
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4. Explain the meaning of “Sales Forecasting”.

Discuss the various methods of sales fore-

casting.

efJe›eâÙe hetJee&vegceeve keâes heefjYeeef<ele keâerefpeS~ efJe›eâÙe hetJee&vegceeve keâer

efJeefYeVe efJeefOeÙeeW keâes mecePeeFS~

5. Explain the various methods of remuneration

of salesmen and select one method which in

your opinion would provide maximum moti-

vation to salesmen.

efJe›eâÙekeâefce&ÙeeW kesâ heeefjßeefcekeâ keâer efJeefYevve jerefleÙeeW keâes mecePeeFS

leLee GveceW mes efkeâmeer Skeâ jerefle keâe ÛegveeJe keâerefpeS pees Deehekeâer

jeÙe ceW efJe›eâÙekeâefce&ÙeeW keâes DeefOekeâlece ØesjCee Øeoeve keâj mekeâleer

nw~
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6. Explain with the help of a diagram the organi-

zational structure of a company selling con-

sumer goods .

efÛe$e keâer meneÙelee mes GheYeesòeâe JemlegDeeW keâe efJe›eâÙe keâjves Jeeueer

Skeâ keâcheveer kesâ mebie"veelcekeâ {eBÛes keâer efJeJesÛevee keâerefpeS~

(2) (3)


