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Note :— Attempt all the Sections as per instructions.
Tt @i * FRwER @ Fifag)
Section-A (@U—3)
Very Short Answer Type Questions
(s =g Fwia we) .
Note :— Attempt all the five questions. Each question carries

3 marks. Very short answer is required not
exceeding 75 words.
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1. What is the relationship between Marketing and
Selling ?

farm iR fawa & dw w3 Ty § 2

2. Mention the objectives of sales management.
faha yau 3 IR w1 T Fifau

3. Compare centralization and decentralization in sales
organisation.
fawg @ § F<Eo 9w fah=tas &t
Jerres fad=m wifag)

4. Differentiate between sale and salesmanship.

fakg am fowg son & @9 =R Hifau)

5. What do you understand by the term distribution
management ?

faeor waym Q 99 &= guma ¥ 2

Section-B (GWUg-m)
Short Answer Type Questions
(7Y ST T
Note -~ Attempt any two questions out of the following

three questions. Each question carries 7%z marks.
Short answer is required not exceeding 200 words.

frafafes @7 st § @ fdt @ wedll & 3w
dfoe v lF w7V S w1 ¥ afuwan 200
wi=Rl § @y I ondfemm ¥ |
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6. Why are salesforecasts important for a company ? 11. What is sales promotion ? Briefly describe the

. material used in sales promotion.
& A % foe fawa qaigam w1 geegi € 2
7. Describe the needs and i ; ‘Fﬂﬂ?ﬂﬁaﬂt%7ﬁﬁﬂﬁ?ﬂﬁﬁgﬂ?ﬁmﬁ!ﬂiﬁ
- vescrbe the needs and importance of quotas. e U S v

F1 (Quotas) T FEAVIHA qM A W T _ B
Fifo | 12. What are the desirable characteristics for recruiting

the sales persons ?
fawa sv=mi@l =t wdt & R—vm seaea fasans
F1 IO RIS

13. What are the basic contents of sales reports ?

fawa fOR =t §o@ fawg el (Basic Contents)
Fm ¥ ?

8. Should Middlemen be eliminated ?
1 AR ®l WErR #Y 2A =ifey ?
Section-C (@U3-1)
Long Answer Type Questions
& 3aig ugw)

Note .— Attempt any three questions out of the following
five questions. Each question carries 18.marks.
Answer is required in detail.

frafafaa dfa vt § @ fesdt iyl @ S
TSIt T ¥ 15 it o1 &1 fasga o enifer
(J

9. Discuss the various functions of sales managers.

ﬁwgwﬁ%ﬁﬁaqmﬁmaﬁhm

10. Describe the relationship that sales organisations
have with final buyers.

“fawa de @1 sfaw Ra @ We W Ty &
IS AR #wifagy
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