M. COM. SEM - II (CHOICE BASED CREDIT SYSTEM) (2012
COURSE) : SUMMER - 2019
SUBJECT: ELECTIVE-B GROUPS: MARKETING-III

Day: Saturday Time: 03-00 PM TO 06.00 PM
Date: 13/04/2019 Max. Marks: 60
S-2019-0481
N.B:
1) All questions are COMPULSORY.
2) Figures to the right indicate FULL marks.
Q.1 Define ‘Sales Territories’. Which factors should be considered while (16)
determining sales territories?
OR
a) State the meaning and importance of sales planning. (08)
b) Explain the objectives and merits of sales budget. (08)
Q.2 State the different tools of financial and non-financial motivation to sales (16)
force.
OR
a) What are the functions of sales organisation? (08)
b) State the qualities to be possessed by a good sales manager. (08)
Q3 What is ‘Training to Salesmen’? Explain different methods of training to (16)
salesmen.
OR
a) Describe the methods of evaluating sales force performance. (08)
b) State the merits and demerits of internal source of recruitment of sales force. ~ (08)
Q4 Write short notes on ANY THREE of the following: (12)
a) Types of sales planning
b) Sales forecasting
¢) Sales contests
d) Salesmen’s expenses and allowances
e) Sales meetings




(T TR

2)
)

gd v Aistam STavEes 38,
IoeiiehSies 37 TN W A,

.3

TR

q.3

q.¥

)

)

)

)

)

g)

%)

‘Tsha yeo= sarEr @, foshd TRV AR ST Hivie uesk
IEEEGRZIERZIUGIGH
o

fersra fornsmn 31ef 9 wEew @
IEE R HSEEEIEREGHIE R DR AT

foska com wPmon dwEd I S fafaw e =
ITTfiehdeR TmeN |,
e

fosha Fee! IV S U BETAT ?
3edt fosha STaRTIeRT=AT 3t STEVIR o1 T

Tershearan IReor wgorst h 7 foshearn afieror <varen fafag wegdt
Y H.
e

frshies RN JoaHTIe o= TEgdt aui .
feshieamen 3iwita fee geedi= ot 9 gy 9.

TSGR HIvTEE! i =R At fog.
[EFERERIEEICR N

(RERESEUIL

[EERE=P

foshe @ 9 T

[EER R

(28)

(0¢)
(o)

(%8)

(0¢)
(0¢)

(28)

(0¢)
(0¢)

(%)




