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an by sales concept. Discuss objectives of Sales Management.

Total Marks: 70

Q. 1. What you me
Or
Define Sales Concept and discuss its scope.

Q. 2 Discuss steps involved in Sales planning process.

Or

Discuss Sales Forecasting Methods.

Q. 3 Discuss objectives of Sales Budget.

Or

Write a detailed note for Sales Budget-as controhdevice.

Q. 4 Discuss sales compensation plan and its objectives

Or

Discuss planning for an ideAlNcompensation plan and factors affecting the plan.

Q. 5 Write a short Note (any one ).

A. Principles of Sales Analysis B. Methods of Sales Analysis.
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