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4. Write short notes on the following:
W wfera feooft Ry
(1) Role of Finance Manager \
fOT srderss @t syfivepy
- (1) Sources of Working Capita]

S. Define ‘Production Management’. Clearly explain the functions of production manégement.

Wm‘aﬁqﬁqméﬁmmqma%Waﬁwmﬁwl

6. What is Inventory Control? Explain the importance of inventory control.
‘ mﬁuaww%?mﬁmwa%mﬁwaﬁﬁm

e | What do you mean by Material Management? Discuss the scope of material management. i
RilDIRC ﬁmwm%?%m%ﬂaﬁﬁaw | ]
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3. What are the sources through which salesman can be recruited? Discuss merits and demerits
of each of them.

ﬁmwhﬁﬁ%—ﬁﬁﬁhﬁﬁwﬂmmmﬁ?mwﬁﬁm—ﬂﬁmwmm

4. What are the basis of departmentalisation of sales organization? Describe each and every merit '
and demerit of them.
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5. What do you mean by Sales Forecasting? Discuss its importance and limitations in the modern
business.
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6. Clearly explain the various types of “Sales Quota”.

“fasp Brer’ @ AT g & we w7 ¥ Ay |

7. Describe various methods or techniques of sales control.

faspa fog=or @1 faf=r fafr ar gaiiet &1 avf= S|

8. Discuss the importance of buying motives in sales. Also explain the difficulties in detenmmng
buying motives.
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