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Part
N Q. No. Question in Hindi/ English
0.
(Attempt All Questions. Answer Every question in 15 words) (10*2)

(TefY weat & 3T & | g d® vt FT 39T 15 ereaf A &)

Define sales management.

E fSshT gerereT &l aReTRT Y|

What are the objectives of personal selling?
E gieraaTd fashr & 3egRat &aT §7?
Mention any two sales forecasting methods.
fil. ) gy feehr qateAre faft &1 oo X
What is a sales budget?

iv. fshr sotc & grar &2

Name two qualities of a good sales manager.
v 3= f¥shl gaereh & al ol &l &A1 gdrl|
Define market segmentation.

vi. IR TAHATSTT I IRATRNT HY|

What is the marketing mix?

vii. ot fAsoT F=r g ar &2

Define sales quota.

vii. fSshT prer s aRena |

What is buyer behavior?

Ix. TER #T SYGgR AT g &2

State the importance of marketing research.
X. fauutet 3TEU & Hgcd H TAW|




(Attempt All Questions. Answer Every question in 50 words) (5*4)

(TefY weat & 3 & | T dw vt T 397 50 e A &)

What are sales meetings and sales contests?

Discuss the role of a showroom in sales.

fasht & e & offAer o =t i

What are the factors affecting buyer behavior?

TER & TGN Hl JHAd e dTel HRb Pid-plad F g7

What are different types of salesmen?

AfFeT 9pR & fashdr Sld-dld & 81T 872

V.

Discuss the importance of motivation in sales management.

TSPl JaesT A OO & Aged 9 IaT |

(Attempt All Questions. Answer Every question in 100 words) (4*5)
(Tt weaAt & 39X &1 TeAF oAt &1 3w 100 erseY H &)

Explain the purpose of sales organization.

fSshr TeToeT & 3carT F FASTI

Describe the theories of personal selling.

giFdara o & feurdr &1 aofea |

Explain the recruitment and selection process of sales personnel.

foshr e fr ol 3R gger ufehar &1 g#s|

iv.

Explain the concept of physical distribution.
HIfde [aaor 1 TUROT S FAST|

(Attempt Any 2 Questions. Answer Every question in 300 words) (2*10)
(Freel Y weail 1 3aX & | Tedeh weat &7 3% 300 erseY # &)

Explain the importance and evolution of marketing concepts.

TAYUTd 3TURUM3T & #Agcd 3R [THT 1 gHsU|

Discuss different types of sales organizations with examples.

P 9pR & o Feraal 9T 3SeI0T @igd IaT |

Explain various methods used for evaluating sales forecasting.

farshl qaTeTATe & FHediehel & Taffest il &l THST

(Attempt Any 1 Question. Answer the question in 500 words) (1*20)

(FeY 3fY U wesT &7 3aX & | 9T 71307 500 reaf # &)

Explain the significance and impact of different pricing strategies.

Rfes Feg fAuRor EfaEt & Agca 3R gema @ FHIC

Discuss the role and challenges of marketing services.

faqurer a3t &1 sffdenr 3R oAt o ==t #X|




