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Note :— Attempt all the Sections as per instructions.
ol wvel A R T wi )
Section-A (13'53—3{}
VYery Short Answer Type Questions
(e =g ITa T

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 ?

famom ol fasha & st @ T 2

2. Mention the objectives of sales management.
faFa vory & 3Rwl 71 W Fifau

3. Compare centralization and decentralization in sales
organisation.
foshg @ 4 FFTE aw fad=meo &t
e fadem shifag)

4. Differentiate between sale and salesmanship.
fakg am fawg son # @9 3R Hifau)

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

faaro waym § o9 w3 guma ¥ 2

Section-B (TWUg-)
Short Answer Type Questions
(A T v9)
Note :— Attempt any rwo questions out of the following

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

frafafen @7 9wl 4 @ el @ wedll &
feT v dF 9 7V @ @ &1 sAfuwan 200
=l # @Y S ondfam ) |
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6. Why are salesforecasts important for a company ? 11. What is sales promotion ? Briefly describe the

& A % fou fawa qaigam w1 geagi £ 2 material used in sales promotion.
' i ﬁﬂ?ﬂﬁm%?ﬁﬁmﬁ?ﬂﬁﬁgﬂ?ﬁmﬁﬁm
7. Describe the needs and importance of quotas.

Hfara svi Fifsng)
®1 (Quotas) I HEAVIHA IM TEE T FUF _ B
| 12. What are the desirable characteristics for recruiting

the sales persons ?

fasa =il #t wdt @ 1%«111 sty fordroanat
1 U HIFAC)
13. What are the basic contents of sales reports ?

fora 9 =+t 7w fawg @oml (Basic Contents)
Mg ?

8. Should Middlemen be eliminated ?
1 HERR] I WHIQ H 31 =Ry ?
_ Section-C (E'U@v'ﬂ)
’ Long Answer 'l(‘g;% Questions
(ﬁ&& )
Note .— Attempt any@ee questions out of the following

five questions. Each question carries 18.marks.
Answer is required.in detail.

frafafaa W= avi § ¥ fesdl T wedl & 3w
I 9eF WA 15 it @1 ¥ faegm s enifer
(L

9. Discuss the various functions of sales managers.

o yel & fafis vl =t =re Fifa

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

“fawa we w1 afam Ra @ Wy S gEy &)
IR AT wifauy
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