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I. Answer anyjour of the following:

a) What is training? Discuss the objectives of training.

b) What are the objectives of motivation?

c) What are the functions of sales manager?

d) What do you understand by sales Quota? Discuss its importance?

e) What are the characteristics of a good compensation plan?

f) What do you understand by product wise organization of sales department? When
would a company go for product wise organization of sales department? (4x5)

UNIT-I

II. What is recruitment? Discuss its characteristics and sources? (20)

III. Explain the process of direction. What are the techniques of direction? (20)

IV. Explain the process of training. Briefly discuss the importance and limitations of
training programmes. (20)

V. What is the process of motivation? Discuss its importance and objectives. (20)

UNIT-II

VI. What do you understand by performance appraisal? Discuss the objectives and
process of performance appraisal? (20)

-
•

VII. What are the objectives of compensation plans? Discuss the steps involved in
designing a compensation plan? (20)

VIII. What do you understand by sales territories? Discuss the factors, affecting the
allocation of sales territories. What are its advantages? (20)

'

IX. What is sales and cost analysis? What are the uses of sales and cost analysis. (20)

0-0-0
(Hindi and Punjabi versions enclosed}
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