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NEW
Part-III 3-Tier
2016
SALES ORGANISATION AND MANAGEMENT

(Honours in Marketing Management)
PAPERf-X:VI
Full Marks : 100
Time : 4 Hours
Ti_:.e figures ‘in the right-hand margin indicate full marks.

Candidates are required to give their answers in their

own words as far as practicable.

Nllustrate the answers wherever necessary.

1. Answer any five of the following questions : 5x4
- (a) What is the necessity of sales organisation ?

{(b) Mention the factors determining sales organisation

structure.

{Turn Qver)



{c) Write down the objectives of a sales force.

{d) How will you assess training and development of sales

forces ?
(e) What are the steps involved in selling process ?
{fi, What are thé benefits of direct marketing ?
(g) What are the essential gualifications of a salesman ?
(h) How do you assess product knowledge ?
{i} What is relationship managei:nent?
() Enumerate follow-up actions of sales order.
2. Answer any five of the following questions : 5x8
(a) How do you compensate sales forces situation wise ?
(b} Enumerate norms of Customer Call.

(c) How do you differentiate‘ between centralized and

decentralized organisation of sales?

(d) Enumerate Sales-Job analysis in designing sales

forces.
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(e) How do you motivate sales representative to enhance

the business ?
() What are the benefits of direct marketing ?

(g) What is the relationship between persohal selling and

customer relationship management ?

(h} Write down the essential t;'lualities and functions of

a sales man.

(i) How do you relate produc_t' knowledge and customer
knowledge ?

{i) Briefly analyse Integrated direct marketing.

3. Answer any two of the following questions : 2x15

(a) (i) Write down the methods of approaching a

customer by a salesman.

(i) How do you evaluate performance of sales

representatives ? ‘ 8+7

(b} (i) What is effective sales process?

(iij How do you assess customer knowledge ?

8+7
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(c) Write short notes on any three of the following :

3xD

{ij Line Authority in a Sales Organisation.

(ii) Strategies in designing sales forces.
{iii) Styles of selling.
(iv) Selection of Sales Forces.

(v) Recruitment of Sales Forces.

[ Internal Assessment — 10 Marks]
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