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Part-III 3-Tier
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SALES ORGANISATION AND MANAGEMENT
(Honours in Marketing Management)
. PAPER—MH-7
; Full Marks : 100
, Time : 4 Hours
Tl'he figures in the right-hand margin indicate full marks.

I‘I_Candidates are required to give their answers in their
own words as far as practicable.

Hiustrate the answers wherever necessary.

1. Answer any five questions : 5x4

(a) What do you mean by Sales Organisation Structure?

(b) What do you mean by 'Szles Quotas'?
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(c) What are the functions of a salesman?
{d) What do you mean by Product knowledge?
(e) Write a short note on integrated Direct Marketing.

() What are the benefits of Straight salary compensation
plan?

(e} What are the factors are to be considered in the

process of recruitment of sales forces?
(h) Write a note on 'Relationship Management'.
(i} What is a sales Territory?

(ji Write the importance of followed up of Sales Order.

2. Answer any five questions : 5x8
(a) Discuss the procedure of supervising the sales force.

(b} Write down advantages of training programme of sales

force.

{c) Discuss the varinus methods of motivating the sales

people.
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(d)! Mention the factors to be considered in determining

. sales organization structure.
|

(¢} What are the benefits and limitations of Personal
‘ Marketing?

(fi How can a buyer-seller interaction be made fruitful?
(2) What are the benefits of Direct Marketing?

(h) Give a comparison between Straight Salary plan and

| Straight Commission plan of compensating sales
1 people.

Briefly discuss the methods of approaching a
' customer.

Outline the benefits of Decentralized Sales

|
: Organization in comparison to Centralized

! organization.

3., Answer any lwo questions : 2x15

|
|
i\ What factors are to be considered for

(@ )

! compensation plan for the sales force?

"‘ (i) Discuss any two methode of compensating sales
people. 4411

C/18/B.Com. /Part-TII(H)/ 3T(N}/MH-7 Furm Qv



(b) Discuss the different methods of determining the

size of the Sales force.

(c) How do you evaluate performance of Sales

Representative?

(d) Briefly discuss the direct and indirect methods of

supervising sales people.

[Internal Assessment — 10 Marks]
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