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	JAIPURIA INSTITUE OF MANAGEMENT, INDORE
Post Graduate Diploma in Management (Batch 2025-27)

	Course Title: Sales Management and Business Development, 
(Course Code: 40103)
End-Term Examination, Term - III (April 2026) 

	 Time Duration : 2 Hours                                                                                          Total Marks: 40



General Instructions:
1. Answer the questions as directed. The break-up of the marks is given wherever necessary.
1. Marks against each question are indicated to its right.
1. Answer all the questions of a ‘Section/Question’ at one place in continuation.
1. Answers should be brief and to the point. 
1. Do not write on the question paper except your roll number.


Scenario: "TechNova Cloud" is launching an entirely new B2B Software-as-a-Service (SaaS) product aimed at mid-sized logistics companies. Because the product is disruptive, there is absolutely no historical sales data available. The Total Addressable Market (TAM) in their launch region consists of approximately 4,500 logistics firms. The VP of Sales has mandated a flat sales target of 25 closed deals per quarter for each of the 8 sales representatives, regardless of their specific prospect lists.

Q1 Critically evaluate the VP's decision to allocate flat sales targets to sales representatives. Discuss the potential behavioral and financial consequences of this approach. (5 Marks) (CO3)

[bookmark: _GoBack]Q2 Given the lack of historical data, Recommend the most appropriate sales forecasting method(s) for this new product launch. Justify the use of this method to arrive at a realistic sales forecast for the first year. (5 Marks) (CO3)

Scenario: "GreenBites" is an organic snack manufacturer that historically sold its products exclusively through local supermarkets using a purely geographic sales organization structure. Recently, they expanded their business model to include direct-to-consumer (D2C) online sales and large institutional B2B clients (hospitals, corporate cafeterias, and hotels). The existing sales representatives in each geographic territory are now required to manage supermarket buyers, pitch to corporate HR heads, and manage localized online fulfillment. This has led to severe inefficiencies, lost B2B contracts, and frustrated sales reps.

Q3. Evaluate the effectiveness of the current geographic sales structure in the context of GreenBites' recent business expansion. Explain the specific structural challenges that are causing the loss of B2B contracts? (5 Marks) (CO3)

Q4. Appraise the management of a new sales organization structure that aligns with their multi-channel approach. Explain how reporting lines and responsibilities will be divided to maximize efficiency. (DO NOT draw. Only explain) (5 Marks) (CO3)

Scenario: You are the manager of a steel company “National Steel”. You have 3 salespeople reporting to you. It is year end and you have to do their performance appraisal. Following details are presented to you:
	
	Sales Volume
(Weight: 12)
	Accounts Receivables
(Weight: 3)
	New Customers
(Weight: 5)

	Salespersons
	Target
	Actual
	Target
	Actual
	Target
	Actual

	Jagriti
	25,00,00,000
	17,50,00,000
	4,50,000
	4,45,000
	10
	9

	Ambuj
	28,00,00,000
	28,00,00,000
	3,40,000
	3,40,000
	8
	7

	Suraj
	24,00,00,000
	25,50,00,000
	5,00,000
	4,45,000
	10
	11



Q5. Measure the performance of each of the salespeople reporting to you. (3+3+3=9 Marks) (CO3)
Q6. Based on the performance, justify your decision to promote a salesperson. (1 Mark) (CO3)
Q7. Explain how you would motivate your salespeople apart from salary (5 Marks) (CO3)
Scenario: "AutoDrive Motors" is a luxury car dealership facing a severe talent crisis. The sales compensation package currently consists of fixed base salary (equivalent to 80,000 USD annually) and a small, flat year-end bonus that is only paid out if the entire dealership hits its annual quota. Lately, individual sales performance has completely flatlined. The dealership's "star performers" are actively resigning and joining competitors who offer aggressive, uncapped commission structures. Conversely, the junior sales reps are highly anxious and paralyzed by a recent economic downturn, fearing they will lose their jobs if luxury spending drops further.

Q8. Evaluate the current compensation plan and its impact on motivation of salespersons. Assess the reasons behind compensation failing for both the star performers and the junior representatives simultaneously? (5 marks) (CO3)
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