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

Marks

(Attempt All Questions. Answer Every question in 15 words) (10*2)
(Wt Wt & 3o &1 W AT WAt 1 3e 15 oreat F &)

Define sales management.

[RERRCEEIR e ey

Explain sales forecasting

Tasr e qateaTe r sarear ¢

Explain sales budget.

s aoe wwemE

What is sales quota?

ICEDEd g2

Explain any one source of selection.

m#%@rwmﬁmﬁl

What do you understand by on the job training?

me#mwmﬂb

VIL.

What are 4 P's in marketing and what new 'P' is added in
concept?

faqurer 7 4 PRI § 3R JrauRom o Sl @ ' Sier
T E?

VIl

Explain market segmentation.

TR AT Y gHEm

IX.

What are the two factors in pricing strategies?

e AR TorRifaat ¥ & ara T

X.

Who are the middlemen?

ACTEY FleT &2

(Attempt All Questions.

Answer Every question in 50 words)  (5%4)

(mmﬁtmélmma’fmmma@ﬁél)

Define personnel selling. Discuss its nature and objectives.

FIfAS s Fr aRefRa =t THHT TpHTer 3R 3eat o
el Y|

Explain the term salesmanship and it's different types.

' mﬁaﬁweraaﬁrmﬁmmﬁmﬁ|

Brief the importance and objectives of training of sales
persons

mm*mmmﬁwmﬁml

What are the objectives or benefits of Market segmentation?

mﬁmasmzrmmwa‘?




V.

Explain the advantages of service marketing with examples

QT YT & ATet & 30T B d SRS

(Attempt All Questions. Answer Every question in 100 .W(.)rfis)
(T weaAT & Fear &1 YeAF WAl FT Sea¥ 100 AT A &1 )

(4*3)

Explain the qualities and functions of sales manager.

fasha Jetreh & 7701 vd F TSy

Describe the different types of tests used in recruitment

it & w3y Raffiest g & wrerott &t vt Y

Describe various tools of promotion.

" | AR & faffiesr A=t FTavia |

Discuss the process of market research with a suitable

U IYYF IGTEX0T & Y &SI HeJHETe T Fishar
9T Tt )

example.

(Attempt Any 2 Questions. Answer Every question in 300 words)
(et af weat &1 3eax &) wAF weat FT 3eaR 300 e F 1)

(2*10)

Explain the terms "marketing and selling". How do these
two function differ in scope and activity?;

“faqurer 3R fashr ereel fr sarear w8 AT F
FEEaT IR TR AR R

| faavoT & Aged W Tt St R YR ¥ R{aror

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

AeTell & TR & quier Y|

Discuss the concept of consumer behaviour. Highlight it's
importance

IYSHIFAT SGFR T HTYROT 1 Tt | $8F Ageq
TR WhIRT 31|

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

(1*20)

(Tt #ft v a1 3E &1 T FT e s00 e} H )

Explain in detail the evaluation and supervision of sales
personnel.

fershr 74T & Hedisna 3 sddeor a Rear @
AT

feoaof faf@w (i)3eare; ot (i) Rrsfr yia o

Write short notes on (i) Product Decision
(ii)Sales contest (iii) Training Program (iv) Organising
Display

(iii) 9 TRY&TOT A
( iv)SeeTeT &1 3TASTeT
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Max. Marks: 100
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Time: 02 Hrs.

Q. No. | Part no. Question in Hindi/ English Marks
Define Market Segmentation. 3
| | 9R fore o afeed #
Write short notes on, “Sales Forecasting Concepts” 3
2 | R qEiTAA Sy W B A fed.
Write a short note on selling and business style. 3
I ‘e 3R AR $ell | TE Bl AR foid |
Mention the Ma;ket selection process. 7 V 3
4 | “TTHE T UTRAT BT Iowil B
| What is online trading? 3
5 |SiFeTE TR
Define sales management. \ 73
6 | TP e @ wfonia # |
| Explain Four P" of marketing. R
7 | AR ERE t
- Define Industrial buyer behaviour. B % 3
g | e Wi FaeR @ aferfi B |
_ What is marketing Research? \ 3
o R w Y |
Deﬁn; the impo;fance of sales ;;otiv:;éion. - | -3 |
10 | TR Som 3 e @ wfeTRE |
Explain the methods in setting sales qu(_)t_;. ‘5 o 1
| oY v e e 35 s e ]




What is consumer behawour? What are the factors

influencing consumer behaviour?

ST SR T 27 IR SaER P ST A T

BT T 87

What is personal selling? Explain the types of personal

selling.

ST Ry T 2 T T 5 Yo B AT A

What is the marketing plan? What is the process involved

in marketing planning?

Elaborate the trends in sales Management.

ﬁﬁwﬂamaﬂﬁﬁmﬁl

What are the factors that 1nﬂuence consumer buymg

behaviour?.

TP @ AGER P IR B dTel BRE T 82

TR T T &7 U FierT 8 e wfEaT 3T R?

10

10

For Question no. 4 Attempt Any Two.

Explain Marketing orientation and give the functions of a

marketing Manager.

15

ezmﬂﬂasmam@m

Defme Sales Forecastmg" Explam any three methods of |

What are the different types of electronic payment

system? Explain with relevant examples.

estimation of Sales Forecast.

fersh! qaiqAm & aforfee B foht & qaiqam & o +f

A R T ATEAT B

15

15
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All questions are compulsory choices are internal
In Question No. 4 Attempt any Two

Q. Marks
No. Part No. Question in Hindi/ English
Discuss any 3 qualities of a good salesperson. 3
e o1 fdbar & el o ol <t =raf R
i,
What is market-targeting? How is different from market 3

segmentation? Explain with the help of an example.

TOR-Aferd &1 g2 IR faHe T 59 UaR g 82 te
IEIERUI DI gl 4 WY Diforg| |

Define demonstration. List any 3 examples of the same. 3
1. TG Dl IRHTR B | 3HS bl 3 ITeRon Bt gt
EEIEY

How does regular contact and grievance handling help in 3

keeping customers happy?
fFrafird Sudh SR Rrerad Teits Tee! &) gu @ 3 H
HEE PRl 37

Discuss the various techniques of closing a sale. 3

5. | fawl 2 37 ot faftra aoHia! ot wef o3 N




What are the important quantitative and qualitative measures

used to evaluate salesmen?
A BT Yl B & R Iudi fpu o ardl
He@yul AETHS 3R TS ST 1 82

Explain effective negotiation skills which help in a

negotiation situation.

THT STaeid DIel B RS B Wl ATl ) ufd #
GG TRl g

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

that of a consultant to the customers? Explain.

WY X o U AeqAT UTgeh! P fofT Teb ord e
3R T YAGHR DI YHSHT HF AT 82

What are the requirements for effective segmentation?

THTd! fuTeH & fore o Srawgsdand g2

10.

What do you understand by sales negotiation? How does it

differ from selling?

farsh! aTaf & 3119 1 YHFd § 2 8 fon! | fod U fira
87

Discuss the various types of objections faced by a
salesperson.

TS fAspd GRT AT S & arelt fafid UHR @ 3ty
@1 T4 Pl

Nowadays, many job-related difficulties are faced by a
salesperson in their selling career. Explain.

A4 P $A ohd U [kl I U foe! SRR &
Fpdt B Yafd B BTl BT GHT BT USa B




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

¥ ¥ AIDAS Rigia 3R fa F Tie g3 Rieid #
3R &7 3TN Ui ! fopdt oft faept 1 FRUfT 61 IeTerun

Td gU Y B

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

wy X 5 @ie uipa & fafte =Ror & fagae &R
AfTd fes} &1 arde Aed P9 fHF gl 82

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

T TdfaeRu  Rigial &1 quiF Sifel afe s
HfdRTd IUHEST P Ffdad $EeR ST b o
RreR ts faw! afda g1d df o st faspt udfd
IS B §11A?

10

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

Yoo o Ui nawadmarst Ht Uge &d Pt ol
TPdt 27 Iud St dra ot et fose! uineror sriwpy
& FEoTg o B9 uuIfad el 82 307 W B I & forw
FTERUNHD IGIgUN T JART B |

10

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

A dieqd Piel $I FuiiRa far s 2 o @ w2
TR 76 &, Sl T APt Teeh SR & e g g

15




T AP 3R dDpATD! YT B @ ¢ | AT [ YR
P Bice Tl Gira- fewga S 3R Hi?

Write short notes on the following:

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

fafaied w wféra ey ford:

@) s Foe TR BT

&) forspt gl & forg IRom IuR0n

) faeh)-9e 999 S FU H T USRI &S 7 H TP R

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

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

e &5 3 eawamar | &2 dyife & e & fafvd
TRl R 79 B IR @ ¢ & 39 5y ysR ot &
o1 B R S

g&@mw@ﬁmq@ﬂ%gﬁaﬂ%a@
pUHL

(i) RIS g USSR S Tl |
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Discuss any 3 qualities of a good salesperson.

U 37w faghan & =gl <t 7707 1 == spiforg |

What is market-targeting? How is different from market

segmentation? Explain with the help of an example.

SISR-Afad 1 82 SR fayeF | f59 toR R &2 e
JETERT ] HgTgdl 9 W FHifor|

Define demonstration. List any 3 examples of the same.
Tei Y uRHITR X | 39 et 3 ITeruil @) =
CEIFY!

How does regular contact and grievance handling help in

keeping customers happy?
Frafira dudh ok Risma vae T &) @u @ 3 H
HEE BT 82

Discuss the various techniques of closing a sale.

faspl 4 A @t ot doite) &t i




What are the important quantitative and qualitative measures

used to evaluate salesmen?
AN BT i B & forw IuanT fHu oA ard
HRaquf AT 3R UTHS U T 87

Explain effective negotiation skills which help in a

negotiation situation.

THIS STaeid BINTa &1 Sre S o) giaed @ Rufd d
HEG Bl §

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

that of a consultant to the customers? Explain.

WY B3 fh T A TTeah! & T Uep Ieied Tve?
3R TP GARHR B! HfAHT HY FUTdT 82

What are the requirements for effective segmentation?

UHTdT fAuTeH & foe s sawgdan g2

10.

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

faent aral ¥ 3y a1 TwEd § 2 g% fawpl A 159 R A
87

Discuss the various types of objections faced by a
salesperson.

T fddhdl gRT YHAT 61 oI arel! fafis YR &Y smafem)
@1 ggi BIfog|

Nowadays, many job-related difficulties are faced by a
salesperson in their selling career. Explain.

qamd & $8 eI Teb fachar &) v fagt siaw
il A Faiferd 3 SIS BT THAT ST USaAT )




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

991 & AIDAS Rigia 3R bt & @ 7 Rigia § /0
3R 82 SU- T Bt bt +ff et Y RIRY #7 Sarerw
Ad U T He

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

Wy ™ & g ufbar & faftm ol § g iR
SfdTd fawt 1 A1le Aew HA R far g

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

THTEl Ugfaaxur & Rygial &1 v iR afy em
AfdRTa Iuviaastt ) Afkg doex 397 & R
foreR T ot afda g1 @ oy oo e} Ry
TISHT By T2

10

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

AT BT URIEr SrauBars $ ugaH $Q 3 o
Aol g2 AU @t dan 3 et e uler srfen
& fSOIg B 8 THIfdd Feht B2 907 IR FT g F g
IETERUNHD ISTEN DT YOI HY |

10

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

% aeqH Hrel B Rufivd fear s 22 omw v w2

15

HEPTRA 7€ €, Sl U 1P 1 SR & R b U




T AP 3R dh-1h! UHTIH PR e ol 34 fHF ISR
F1 Biee fas! Wa fEoms H3 R i

Write short notes on the following:

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

fafifed w dfém ey ford:

(@) farsht S5 AUR HAT

(@) farspt ST & forg Rom Iuaor

(¥ fespl-ae =07 & FU F T SUH0N & FU H WEHR

15

Why are sales territories required? Discuss the various steps
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.

farent &= B smazawmar i 82 awe &= fRae & faftm
TN R TG Y AR A ¢ fF 0 59 yoR ot ax
o1 &1 R st

gq?mﬁﬁﬁmmﬁqﬂ%gﬁﬁaﬁaﬁ
|

(ii) R g UTSSR o9 arelt du|

15
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