4)
7. What are the various functions of a sales man-

ager? Explain in detail.

s fagpa veee & IR orf @ €2 e far
¥ quie BifT|
Unit-1V / 3®RE-IV 15
8. Discuss the various methods and uses of sales

and cost analysis.

fagsar e e faweor & fafim faférdt e et
Jyaifiranstt & fagaa S|

9. "The business units develop their sales force
by carefully selecting, Compensating, and train-
ing them”. Explain.
" EARI® 3Bl 310 fashadbaisii dI AagHYdd
fe52r e TG, wfree, vd ufdTeror gRT & e
1" THese|
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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.

e Ut w21 & IR Afel yee 6.1 sifard 2
36 HRTp TP B § Uh U fbar ST
gl

1. Write short notes on the following:4x10=40

frefafed w dféra Cwfordt fofee :
(a) Sales are symbols of efficiency
faga, & poar & wid &
(b) Job analysis
® fageryor

P.T.O.



(2)
(c) Evaluation of salesmen performance
fasamalatt o HRIiGMdT B Jedid
(d) Contents of Sound training Programme
JHITENC HIRTET0T BRIHH & F-I dd
(e) Psychological qualities of sales person
Rigpaatat & FdeIRE 1o
(f) Fringe Benefits
MfaRs @y
(g) Sales Budget
fama ss1c
(h) Sales Territory
fawa e
(i) Media Research
HIETH TNer
(j) Factors of Sales Forecasting
fapa qafgee & gcd
Unit-I / $&T5-1 15

How can a Sales Manager supervise, improve

and control his/ her sales persons? Discuss.

s fama veors foha UeR oo fasmaasaisit &
TIIeT0T, GUR TF 701 R T &7 faaed difeme|

Explain the meaning of ‘Sales Analysis” and

describe its importance for management.
“fapa fawaiwor” &1 3ref IATEE 9T TP YT &
fore mea @ faaT Sl
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Unit-II / $oiR-11 15
Explain the meaning of “Sales Forecasting”.
Discuss the various methods of sales fore-

casting.

faga qatgem o1 uRenfya Bifse| fagsa yafgam @
faftm faferat &1 wwemgEl

Explain the various methods of remuneration
of salesmen and select one method which in
your opinion would provide maximum moti-

vation to salesmen.

famamtial & wRsithe o fafi= Jfcal @1 Twemge
a1 39 ¥ =T v Jfa &1 gAG BifSTE S S
g H fawasital @ STimad IR Y& dR [
gl

Unit-III / 3PR-111 15
Explain with the help of a diagram the organi-
zational structure of a company selling con-

sumer goods .

fora o1 FEraar | UHRHT a3 BT b B arell
Th BT & HGAHS Gid Pl [gdaHT DHifore|
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