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Instructions:

a. Attempt any 4 questions
b. Write to the point and be specific to the context of the question.

Ql. Following is the f'orccast given to tIle Arca Manager of Noida. Kapil b\ tIle arca sales CXCCLlli\.cs

who rcpon to him. Reflect on the Brc)\\ tIl projections givcn by the ASI-is. What is the total grt>\\ Ill
I'orecast for Noida? How can Kapil make this II)recast more accurate? (3+3++ marks)•

Area Sales Executive 'uarter 4 of 2023 Quarter 4 of 2024

Sanieev 1848 1747

Vina' 1 020 1950

Bhuwan 5 0 5 15200

Q2. Snow white Paper Company is located in an agricultural belt about 300 kilometers away from
a metro city. The company is into writing and printing papers. Its primary raw material is \wheat

straw. Last year, the company had a turnover of Rs. 134 crore on a volume of 45.000 tons of paper.
While preparing the business plan for the current year, the top management was concerned to resolve
the problem of finished goods distribution
The paper industry is dominated by selling agents who bring the manufacturer like Snow White and

the buyer like printing/ publishing companies, and note bookers, together. They make a commission
of about 2 percent on all transactions. Snow u"hite depends on about 1 10 agents to canvas business
for it from users. The agent arranges for the bu)'cr to pay the company For its produce by an advance
draft. It is expected that the agcnt provides the credit support to the buyer. Agents are not exclusive
to Snow white and work for other paper mills also and normally play the mills against each otnel
They have a grip on the business and are reluctant to put the mills directly in touch with the buyers.
The company sells 23% of paper directly to government organizations.

Discuss how Snow white can become less dependent on the selling agents and plan its sales. prot its
and customer service better? ( 10 marks)

Q3. Sumit Products 1,td. is a conrpany thaI pI-OCIUCCS and markets steel cups. tcaspoons. knives zl11d

forks for the catering industr}’. ’l'lrc conrp£IIly \vas established in 1968 in response to thc changes thllt
were taking place in the catering industl')'. 'l'Ire growth of the fast-food sector was seen as an

opportunity to provide disposable eating utensils which would save on lnan}lower and allo\\ tIll
speedy provision of utensils to cater to the fast customer flow. In addition. Sulnit Products has

benefitted from the growth in supermarkets and sells consumer packs through t-our largc supcrmal'kcl
groups. The expansion of sales and outlets has led Rakesh, the sales manager to recommend to S

Kumar, the GM, that the present sa]es force ol- two regional representatives be increased to eight



Rakesh bclicvcs that the new recruits should be experienced in selling fast moving
consumer products essentially that is what his products are. S Kumar believes that the new recruits
should also be fami]iar with steel as a product since that is what they are selling. He favours
recruiting from within the steel industry, since such people are familiar with the supply, production
and properties ol-steel and are likely to speak the same language as other people working at the firm.

a) Discuss the factors which should be considered when recruiting salesmen?
b) 1)o y(lu agrcc \\ itIl S. Kumar, Rakesh Kumar or neither? Elaborate? (5+5 marks)

Q4. Briefly explain different types of sales quota. Which sales quota is suitablc for an FMCG
conrpany salcs I'cprescntat ives? Justify your answer. (7+3 marks)

Q5. Suggest and justi Fy a conlpensntion plan which will be appropriate for
(2.5+2.5+2.5+2.5 marks)

a) Sales person employed with a bank and selling credit cards
b) Sales person selling air conditioners to company dealers
c) Sales person selling generators to industrial houses

d) Sales person employed by a hotel, selling hotel services.


