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Maximum Marks: 25								Date:
		                                                                                                            
Notes: 
Question No. 1 is compulsory. 
Answer any 2 Questions from Question 2 to Question 4.

	Question No.
	
	 Max.
Marks

	Q1
	 Write short Notes on- (Attempt One)
a) Explain the Business Customers’ Purchase influences citing relevant examples.
b) Sales Force Evaluation
c) Sales Force Motivation.
d) Sales Process 
	5

	Q2
	Illustrate and explain the Selling Skills relevant to the Bajaj Finance Sales Team that is planning to enter the Tier -3 Markets in the Western India? How can you motivate the Sales Team to achieve their targets? Explain using any Motivation model? 
	10

	Q3


	What factors influence the design of a sales organization? What type of a sales organizational structure can be proposed for the following type of firms 
a) NBFC selling financial services to Rural customers. 
b) Publishers selling motivational/self-help books to educational institutions as well as direct customers  
	10

	Q4
	a) Use Skip Miller Model to suggest evaluation parameters for the position of Area Sales Manager in your Function (Mention your Function).
b) Assume you are a Regional Manager in a company in business of selling office equipment in all major cities in India. What characteristics would you look for, and what criteria would you use, when promoting a sales manager to District Sales Manager?  
	10
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