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Q.1 Attempt ANY ONE of the following (1000 Words): (10) 

     A)             What is sales planning? Explain importance of sales planning.  

      B) What is’ sales organization’? explain various factors determining structure 

of sales organization 

 

   

Q.2 Attempt ANY TWO of the following (800 Words): (10) 

   

A) State the factors influencing the size of sales organization.  

B) What are the steps in the selection of sales force?  

C) State the merits of internal source of recruitment.  

D) State importance of sales budget.  

   

Q.3 Write Short Notes on (ANY TWO): (10) 

   

A) Qualities of sales manager  

B) Non-financial incentives  

C) Training to sales force  

D) Types of sales planning  

 


