
Basant Semester Examination 2022-23 

Paper Title: 
Paper Code: -GE6B074 

Sales and Marketing Management 
No supplementary answer book will be provided 

Max.Marks: 100 Time: 03 Hrs. 
Q.No Part No. I Question in Hindi/ English !Marks 

(Attempt All Questions. Answer Every question in 15 words) (10*2) 
( mft 1n-tl' ~ 3m"{ t1 g~cti 1n-tl' cJ;T 3m~ 1s ,~ ~ t1 ) 

I. I 
Define sales management. 
~wcli)"~q;tl 
Explain sales forecasting 

II. 
~CJ:.<Tiij~lii ~~m~I q;t 

111. 
Explain sales budget. 

~~~~~1$~1 

IV. 
What is sales quota? 

~w~~ 

V. 
Explain any one source of selection. 
~~~"Q"q;mcf~~l~lq;tl 

1. VI. 
What do you understand by on the job training? 
~ 'Q'Hl~l'~ t 3fl'Q'~ ~~~~ t? 
What are 4 P's in marketing and what new 'P' is added in 
concept? 

VII. 
ftlqo1.,:i # 4 P ~~ 3rt°{ ~#mm~ 'P' ~ 

'lJm~ 

VIII. 
Explain market segmentation. 
~ fcmr.;r.r qi)- ~~~I$~ I 

IX. 
What are the two factors in pricing strategies? 
~~ ~01.flfi?I~ #m ~~t? 
Who are the middlemen? X. 
;:j't.~<Jil.f~ 

(Attempt All Questions. Answer Every question in 50 words) 
( mft 1;11.fl' ~ 3m"{ ti g~cti 1n.fl' cJ;T 3("cH so,~~ ti) 

(5*4) 

I. 

Define personnel selling. Discuss its nature and objectives. 
cfilfflcfi ~q;)-~q;t1 ~~ m:mm'Cf{ 
~cJitl 

II. 
Explain the term salesmanship and it's different types. 

2. ~~~;:i~ ~liG m~f~f~;:;nrq;ru~ ~1u;~1 <fitl 
Brief the importance and objectives of training of sales 

Ill. persons 

~~~~ 3rt"{ :mmcli)"~#i@nt I 
IV. What are the objectives or benefits of Market segmentation? 
~~~:m~~mlr~~ 



Explain the advantages of service marketing with examples 
V. 

m:rrfclqc1o1 ~~q;)-3Gl~{CI ~~11~1$4 I 
(Attempt All Questions. Answer Every question in 100 words) (4*5) 

(mft'~"1"~3m~ t, g~cfi ~ill'ilrr3dH: l00 u~3l't1) 

I. 
Explain the qualities and functions of sales manager. 

~ ~ ~ 7fUT 'Qcf ffl ~ (11$4 
.:) 

11. 
Describe the different types of tests used in recruitment 

~~~~t;lqif{~~qif~cnti 
.:) 

Describe various tools of promotion. 
3. Ill. 

~~~w.r.rrq;r~~ I 
Discuss the process of market research with a suitable 
example. 

IV. 'Qcfl3q1cfc13Gl~{CI ~~ifraR" ~~~ 

~~~ 
(Attempt Any 2 Questions. Answer Every question in 300 words) (2*10) 

( Fct;rtfl ~ ~-TI" iliT 3m~ t I g~cfi ~-TI" ilIT 3('(1~ aoo ,J'i4l 3l' ti ) 
Explain the terms "marketing and selling". How do these 
two function differ in scope and activity?; 

I. "fclqc1o1 Jtttfttsfl'r• ~fi4l~ &ff&~I cfitt ~~cfinl 

ffim 3fk illfc!lfclfu~ ~ ffir;;r~ 

Discuss the importance of distribution.Elaborate 
different types· of distribution channels. 

4 II. fclct<c1 ~~ ~~ cfit1 ~ t;lqif{ ~ fcla-<01 

~ q;r fclfa H t cfCr.f cJit I 
Discuss the concept of consumer behaviour. Highlight it's 
importance 

111. ~c4ai;1< cfi'r-JrcnlRUTT~~~, ~~ 
~~r~ 

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

( ~ 3ft' 'Q"cti ~ ... cliT 3c-cl~ t1 g'l.f cliT 3c-cl~ 500 ~~ ~ t1 ) 
(1*20) 

Explain in detail the evaluation and supervision of sales 
personnel. 

I. ~ cfiffl41 ~ '"(<"<f icho1 3fR" ~cm ~faH ~ 
~~~1$1:!I 

5. 
Write short notes on (i) Product Decision 

(ii)Sales contest (iii) Training Program (iv) Organising 
Display 

II. ~cqcft fi;l~Q (i)~~(ii)~c;iffi4ifJlat 

(iii)~I chl~sfi~ 

( iv)m\.fq;r 3U~~;;to1 



Basant Semester Examination 2020 

Paper Code: GE6B074 

Paper Title: Sale~ and Marketing Management 
No supplementary answer book will be provided 
Max.Marks: 100 

All questions are compulsory choices are internal 

Q. No. Part no. Question in Hindi/ English 

. , Define Market Segmentation . 

1 ~~qil"~cpt 

Write short notes on, "Sales Forecasting Concepts" 

2 ·~ ~c1f:1q1~ 3TcJl:ITTUTT3TT11 1R~~~-

Write a short note on selling and business style. 

3 •$R am~WffilR~URT~~I 

Mention the Market selection process. 

4 •~~~cpl~cptl 

What is online trading? 

5 311~(11~~ ~~t? 

Define sales management. 

6 ~ ~cp)-~cptl 

Explain Four P"s of marketing. 
... ~ 
7 '11~~•1 ttJmtft ·~, 

Define Industrial buyer behaviour. 

8 arlUlrlq> ~ ~q~I~ cpl"~cptl 

What is marketing Research? -
9 '11~~'1 ftl:ffl~t? 

Define the importance of sales motivation. 

10 ~murrt~cm-~c15tl 

Explain the methods in setting sales quota. 

I ~fflf.fmftt"q;Bt~~I 

Time: 02 Hrs. 

Marks 

3 

3 

3 

3 

3 

3 

3 

3 

3 

3 

5 



What is consumer behaviour? What are the factors 5 
p 

influencing consumer behaviour? 

~~~t?~~cptwnfc@q;B~ 

2 ~~t? 
2. ' ' 

What is personal selling? Explain th~ types of personal 5 

selling. 

3 ~Fc@q(l ~~t, ~Fc@q(l ~~WlimciTT ~l~I <Ptl 

What is the marketing plan? What is the process involved 5 

in marketing planning? 

4 lll~R:11 ~~t? ffiqa11 ~-q'~~cFirt? 

Elaborate the trends in sales Management. 10 

1 ~mil:R~~cpt~ q5tl 

3. What are the factors that influence consumer buying 10 ,, 
behaviour?. 

2 ~~~cpt>PTTfcraq5R~~~t? 

For Question no. 4 Attempt Any Two. 

Explain Marketing orientation and give the functions of a 15 

marketing Manager. 

l ffiqa11 ~ciit ~l~I q5t $ ffiqa11 ~~ffl~ 

What are the different types of electronic payment 15 

system? Explain with relevant examples. 

4. $J)~TRcf5 lfTifR !4°11~ ~~m~t? !.l1~frtq5 

2 3C::l~{afr~m~ tll1~1$~1 

Define Sales Forecasting? Explain any three methods of 15 

estimation of Sales Forecast. 

~ <{cl fjl1 H cJ51" ~ q5t? ~ "$ <{cl f:19 H t fcpm 1ft 

3 rrR' ~ ciTT ~I~ I q5t I 



\ 
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Max. Marks: 100 Time: 02 Hrs. 

Q. 

No. 

. 

1. 

All questions are compulsory choices are internal 
In Question No. 4 Attempt any Two 

Part No. Question in Hindi/ English 

Discuss any 3 qualities of a good salesperson. 

~~ ~a;a1 ~~cfR1]UIT<fft~c61RiltU 
1. 

What is market-targeting? How is different from market 

segmentation? Explain with the help of an example. 

~-"ffi&@"qifJ i? ~ fct'l-ffuf1' ~ ~ UcPR fmf i? ~ 

'3Gl(HUI cf>'t ~tiil<-ldl ~~ cf>1fZ,tQ I 

2. 

Define demonstration. List any 3 examples of the same. 

Q G~f1 cffl' qft~ cfR I ~ ~ 3 '3 GI (HUIT ct1 ~ 

~11~QI 

3. 

How does regular contact and grievance handling help in 

keeping customers happy? 

f.)q~d ~JITT ~l&>llld~4cR ~lt;cf>l·q;l~~~~ 

ll'GGcITTcffi? 

4. 

Discuss the various techniques of closing a sale. 

5. ltw't ~ cpB cf>'t ~ a q,;fl<f>l. cf>'t ~ ~ 

Marks 

3 

3 

3 

3 

3 



! 

What are the important quantitative and qualitative measures 3 

used to evaluate salesmen? 

=itcti~-1 <f)J Jj_fQicfH m~i~ J4lfHI ~uTAQ@ 

J.l(;(tjCIOf J.ll~lcGcf> '3fR 'JOllcGcf> ~ q:rrr ~? 
' 6. 

Explain effective negotiation skills which help in a 3 

negotiation situation. 

"Q"'4Tcft ai1a=cfla ct,~~k1 ~ ~1@1 ~'51) ai1a=cfla cp't~ ~ 

~"cf>«ITi 

7. 

How does a salesman play the role of a revenue generator and 3 

that of a consultant to the customers? Explain. 

~ctR~~ =itcti~.:i ~lt;ct,l 4>~~m;RQ Gt~c-l 

afR-qct> ttcil (;cf>R ~ ~ ~ frr~ i? 

8. 

What are the requirements for effective segmentation? 3 

"Q"~ fchfruR ~ ~ cffIT '3f lq ~qcf> d IQ ~? 

9. 

What do you understand by sales negotiation? How does it 3 

differ from selling? 

~ maf "=it" 3{Jq q:rrr =aJ.f~d ~?~~"=it" fcITTJ m ~ 

i? 

10. 

Discuss the various types of objections faced by a 5 
salesperson. 
~ Fa~a, ~ =a1J.111 clft"GJRct@t~mctft ~1qRt41 
ctt ~ <P1 rui cu 

I. 
2. 

Nowadays, many job-related difficulties are faced by a 5 
salesperson in their selling career. Explain. 
~ fcl;- t-=it' ~IGlcfH1 Qcf> fc)~a I cf)) ~ ~ ct,~~H ~ 
11 ct, :fl ~ ~ ~ ct, RH I ~lff "cf;l =a I J.f 11 cf>BT ~ i I 

2. 



3. 

4. 

1. 
3. 

2. 

4. 

1. 

What is the difference between AIDAS' theory of selling and 5 

the buying formula· theory of selling? Explain by talcing the 

example of any sales situation of your choice. 

~ ~ AIDAS ft&id 3fR ~ ~ ~ ~ ft&id ~ ~ 
JRR i? ~ ~ cfft" ~ ifi ~ cfft" ~ cf>T '3GltHUI 

"ffa~~<ITTI 

How does the relative importance of advertising and personal 5 

selling vary across the different stages of the purchase process? 

Explain. 

~ <ITT fcl> ~ Qffi>ql ~ ~ ~ * ~~141 3fR 
~fcta11a ~cplmQ"af ~~~maT~? 

.Describe the principals of effective presentation. How would 10 

you plan your sales presentation if you were a salesperson 

responsible for selling personal computers to individual 

consumers? 

How can training needs of salespersons be identified? How do 10 

the learning styles of salespersons affect the design of the sales 

training programme? Use illustrative examples to substantiate 
your answer. 

~ct-14-tf1 cfft" ~&JUT \'.Silq~qQ5dl3IT ctl 4$ilH ~ ct,'l '5fT 

~q5cfl ~? ~ct-1Q-t<1 ctl tfl{g~ cfft" ~ ~ ~arur cf>ltfw~ 
m- ~Gll~-1 cITT ~ U~ ~ ~? JfCR ~ ct,'l ~ ~ ~ 
'3Gl~~Ullti-f<f> '3Gl~~off <f>TUtWT~I 

How are sakes volume quotas set? You are a large publishing 15 

house, publishing scientific and technical booked for a 

nationwide customer base. What type of field sales 

organisation would you design and why? 



~ q ~ 1 M q:, '37R a cf5 41 ct,'1 Q cf5 I ~H cfR" ~ ~ 1 3IBl ~ m 

q,J~~~llo~ R5"1l~~~JfR"qtjf7 

Write short notes on the following: 15 

(a) Preparation of sales budget 
(b) Motivation tools for salespersonnel 
(c) Interview as a tool as sales-force selection 

~JJR1~a ~~~fffi§': 
' 

~~~~~ 

~ ~ cf5 flfqf $ faq 'WJJT '3 qq5;io1 

2. ~ ~--areTflR~~*~ '3Qct>xo1 ~~*~~ 

Why are sales territories required? Discuss the various steps 15 

to scientific territory planning and suggest what type of 

territory planning would you recommend for 

(i) A company selling textile machinery components to large 

textile units. 

(ii) A Company selling infant milk powder. 

~ ~cp't 3flq~4cf5dl ~i? c)~l~cf5 ~ ~~lGH ~~ 
~ lR ~ <ITT 3fR ~ ?; fcp 3IBl ~ UcPR "$T ~ 
lflu111 cf>'t fllcmR~I ~ 

(i) ~ ¢491 ~¢1~<.fl· cffl' ¢49I J.J~fl+il ~ ~ ~ ~ 
$q;ft1 

(ii)~~~ 41'36-l ~~ci>q;ft1 

3. 
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I. 

All questions are compulsory choices are internal 
In Question No. 4 Attempt any Two 

Part No. Question in Hindi/ English 

Discuss any 3 qualities of a good salesperson. 

~ ~ fclsb c1 I ~ ~ ~ 1jUTT cf>'l Tfm ct>1 fut Q I 

I. 

What is market-targeting? How is different from market 

segmentation? Explain with the help of an example. 

~-ma@~i?~~~~1l<f>R~t?~ 

JGl6-<01 qfl ~61lldl ~ ~ c6lfutQ I 

2. 

Define demonstration. List any 3 examples of the same. 

MG~R cf;1' 'llfhfl~ cfR I~~ 3 JGl6-<Uff cf>'l ~ 
dHl~QI 

3. 

How does regular contact and grievance handling help in 

keeping customers happy? 

All~d ~ 3fR ~l<Pllld ~~ ~lt;ct>l cf>)~~~~ 

l'.JGGqRaf!? 

4. 

Discuss the various techniques of closing a sale. 

5. ~~cf;Bctt~aq;;flq;)"cf>'t~<R 

Marks 

3 

3 

3 

3 

3 



What are the important quantitative and qualitative measures 3 

used to evaluate salesmen? 

~ffi~--1 q;1 J{c.--llicfH ~~~ J4l!l41 ~\ifR<TTa 
Ji $cq 'l,(Jf 'l 1::1I ~cf> ~ 'JOII ~ cf> ~ cftIT i? 

6. 

Explain effective negotiation skills which help in a 3 

negotiation situation. 

u~ cs11aifta <ffl~lct ctft ~1@I ~uft cs11ail1a ~~~ 

lfG'GcITToli 

7. 

How does a salesman play the role of a revenue generator and 3 

that of a consultant to the customers? Explain. 

~~~~ ~ctt~1 ~1$cf>l·~~~~ uFRc-! 

3ITT: ~ ~ct1$cf>R ct,'t ~~Fl~~? 
8. 

What are the requirements for effective segmentation? 3 

u~ fct'4fuR ~ faq cftIT -311 q ~4 ct> a IQ ~? 

9. 

What do you understand by sales negotiation? How does it 3 
differ from selling? 

~<ITTTT~'3fltlcftIT~'l~a ~?~~~f<ITTfm~ 

i? 

10. 

Discuss the various types of objections faced by a 5 
salesperson. 
~ m wa I ~ ~ ctft "IT-t cf@T fclfmnr<t>R ctft '3114Rlti,· 
ctft ~f $1 fGt Q I 

I. 
2. 

Nowadays, many job-related difficulties are faced by a 5 
salesperson in their selling career. Explain. 
~Fl>~ -31IGtcf>ct ~ mwa, <m '3ftA~ cf>~ll~ ll 
-=frcITTt ~ mffira ~ <t>R,11~q1· cf)f ~~~~I 

2. 



3. 

4. 

I. 
3. 

2. 

4. 

1. 

What is the difference between AIDAS theory of selling and 5 
the buying fonnula theory of selling? Explain by taking the 
example of any sales situation of your choice. 

ffi ~ AIDAS ft&id ~ ~ ~ ~ ~ ft&id sq qlJJ 
3RR~? ~~~~ ~~cf>'t~q;1 '3Gl6.tUI 
~~~~I 

How does the relative importance of advertising and personal 5 
selling vary across the different stages of the purchase process? 
Explain. 

~ cfR fct> ~ ~ ~ ~ ~ -ij ~~141 afR 
ad~ma ~q;Jmqar lfITTcf ~~moT~? 

.Describe the principals of effective presentation. How would 10 
you plan your sales presentation if you were a salesperson 
responsible for selling personal computers to individual 
consumers? 

How can training needs of salespersons be identified? How do 10 
the learning styles of salespersons affect the design of the sales 
training programme? Use illustrative examples to substantiate 
your answer. 

~ffi4~1 cf>'t ~aruT '3tlq~~cf5dl~ cf>'l 46~11 ~ cf>'t uJT 
~~? ~ffi4~1 cf>'t~cf>'ttat~~af'Ol cf;lmf>J.1 
~ ~"11~1 cffl' ~ ~1-0fc@ ~ ~? ~ ~ cf>'t ~ ~ ~ 
.JG 16 '{ Ull (i-f q; ,3 GI 6 '{ UIT cf)J "Q1WJ cfR I 

How are sakes volume quotas set? You are a large publishing 15 
house, publishing scientific and technical booked for a 
nationwide customer base. What type of field sales 
organisation would you design and why? 



~ q~11.,q7 3iR dcf>..ftc6l Qct,lli!H ~~~I 3fTtl ~ V<P'R 
q>1 ~ ~ WRR ~GIi~~ ctM 3fR ~? 

Write short notes on the following: 15 

(a) Preparation of sales budget 
(b) Motivation tools for salespersonnel 
(c) Interview as a tool as sales-force selection 

f.!IJJRI~ a IR~~~= 

~~afufcfflq,Rf 

(Gft) ~~~~wrr JQct,-{01 

2. ~ ~-~~$~1t~ '3Qcf>~DI $~1l~~ 

Why are sales territories required? Discuss the various steps 15 
to scientific territory planning and suggest what type of 
territory planning would you recommend for 

(i) A company selling textile machinery components to large 
textile units. 
(ii) A Company selling infant milk powder. 

~ atrr~ ~,ql(qct,a, qtjli? a~,f.!lq, &tr f.!lq1u1-1 ~~ 
~ ~ ~ ~ 3fR ~ ~ ~ 3fJq ~ V<P'R qft &hr 
~~ ~q,1R!i!I ctM 

(i) ~ ~ ~q,1~4f q;) ~I &ili!fl+ft ~ ~ ffi cf@t 
cj,q;fl1 

(ii) ~ ~U Q Id$-{ ffl q'Rft cj,q;fl I 

3. 
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