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Note : Attempt all the sections as per instructions.
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(Very Short Answer Questions)
(ot wg swla 9w )
Note : Attempt all five questions. Each question carries
4 marks. Very short answer is required not
exceeding 75 words. 5x4=20
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1. What do you mean by Sales Management?
T wa & ST Fr SN &7
2.  What is Sales Compensation?
fama efogfd @ 27
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3.  What do you mean by Showroom and Exhibition?
MEN F TARY A IH F A9 87
4. What are the functions of sales executives?
e sfamd @ aF-99 8 3 &7
What are the types of Marketing channels?
farrm afewast @ P9-a9 & g &7
Section—-B
(@s-3)
(Short Answer Questions)
(g Swrta wv9)

Note : Attempt any fweo questions out of the following

h

three questions. Each question carries
10 marks. Short answer is required not
exceeding 200 words. 2x10=20
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6. What do you mcarn- by marketing management”’
Distinguish between sales management and
marketing management.
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What are the objectives of Sales management
positions?
BT S wE 3 A @ IR ¥
What do you mean by Personal Selling? Explain the
advantages and disadvantages of personal selling.
Yafyes Ea ¥ omwe A wd @7 s e
$ @ od FfE @ oaviE S
Section-C
(av=-9)
(Detailed Answer Questions)
(Rreg o W)
Note : Attempt any three questions out of the

following five questions. Each question carries

20 marks. Answer is required in details.
3Ix20=60
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9. Define sales organisation. Discuss the need and

importance of sales organisation for a big industry.

fama " 1 afewfaa i) o a2 3am & fao
faepa dmas 4 AEYEAl Ud HEd &1 e #ifs

NS-3007 (P.T.0.

E

:.'1'1. What do you mean by
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10. What do you mean by Recruitment and Selection?
Distinguish between recruitment and selection.
Explain the selection process of salesmen.
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distribution channels?

Discuss the various factors to be considered in

ecting channels of distribution.
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What do you mean by Sales Training? What is the

12.
various methods of

importance of it? Discuss the

sales training.
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13. . Discuss the types of middleman. What are their
characteristics? Explain the concept of physical
distribution system. o
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