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Second P’aper : (6) Sales Promution and Sales Management

b

Part-I: OB)JECTIVE Maximam Marks : 49

Answer of Quustion No. (i) to (r) shold not excecd 20 words. Each
question earries 2 marks. Answer of Question No. 2(5) to () should not
eXxeeed 3 wards. Each yoestion carries 4 marks,
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What do you imean by salesmanship 7
&= wen & s 0 s E 7
What du you mean by sales promotian programme ?
fasFa T=gA Frlwm § =mrn 3 S 5 7
What do you understand by *‘Puhlja.;fI&fmiun“ ?
BEEC N L D B o
What 15 "Fremiom’  ,0nline.com
“ifan g ¥ 2
Whal do you mean by Consumer Promotion 7
TR AR AT 1 qHEd F

aar do you mean by Sales Volume Quota 7
T afesm e snofm 8 sy v mowd ¥ 2
What is Point of Purchase Display 7
fom g wame = 1 7
Lixplain the meaning of selling.
frdam %t aper o
What du you mean by motivaling salesman 7
fasrasat Afiloon A s = 314 § 2
Dcfine ‘Buying Motive'.
" AT ) wipfen i

AWeriising aod safes promation are supplument w each other,”

Comiment.
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T Ao T WA vw-gEt & g #1 wuEed
Brcily distinguish between sales management and marketing
managemeégl.

fera vy wd faqvm werw & Heé § s gy



Qiiﬁ‘ B.:;.(_ ribe the objectives of evaluation of sales promotion
1 programme., rtuonline.com

fwa vaga wdwd & eaimt & Tiw W b wifan
(iv} Describe the process of controlling salesmen,

fadraail W Fre=rm W H whear s
(v} FEnumerare the measurcs eken by Government of India for

gxpon sales prometion,

Wi AR e P Psra wagn & o forty et =61 waged |

PART-I1 {DESCRIFTIVE)
Maximom Mark : 60
Attempt three guestions, selecting one question from each Scetion.
Each question carries 20 marks.
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Section-A ( UE—H )

Whaat do you understand by consemer promotion methods 7 Dnscuss
various types of consumer promoton methods. S413

Jsiaar HagA faftrl & s v vt € 2 fafiew v # s
vt P w1 S

Or{ 37ET ) -
What do you mean by Sales Prometion’, £-I3'¢‘LLI'.-:E the imporlance
of sales promoticn in the modern age. b

e gaEw ¥ 5 T W & 7 myfE gqn o ewg d9gd h
o H fad=w wife)

Section-B (WTE-7A)
“A good salezman is born and not mede.” Explain this statement.
Describe in brief the essential quslities of an ideal salesman.
“uw wrs e ww F v &, v e o s g6 w9 F
AR g aneyl fakm F avevas ofi @ de o o FiaE

Or ( 3remT )

What do you mean by selling T Explain the importance of seliing
in a planned economy. '
fawon | arre w7 evma € 7w g sedowasn W fagra =7
HE FAEd |



Section-C { WIE-H )
5. What do you mean by objections of customers 7 Narrate the factors
that are zequired to keep in mind while handling 1he objections of
Lu\ﬁﬂlﬂh rtuonline.com
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O ( 3147 )
Whit do vou mean by consumer paychalogy ? Describe the various
methods of studying consumels psvcholapy. rtuonline.com
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