Second Paper : (6. Sales Promotion and Sales Management)

Timie : Three Hours
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OBJECTIVE PART-1

Maxuonum Marks : 106G
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Maximum Marks : 40
Auswer of question no.1 (i) to (x) should nat excced 20 wordy. Each
question carries 2 marks. Answer of question ni 2{H to (v) should not
exceed Shwords. Each question carries 4 maths
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Whar do your meas by “Sales Promction ™
o Tanq A & P weEe E 2

What do you mean by consumer sweep stake?

IR S B T A d B
What 1s meant by solo exhibiton?
UFel el | = a7

What is personal selling?
At g w3
Explain the primciple of unity of command
iy =1 o % fegia & srEEd
What is meant by job-description?
#Iq Taaw # way ameg &7

What 18 meanl by personality lesi?
afwra St A 7)) o 2

What is meant by positive molivation?
g Ao A 0 S R

What do vou mean by fringe bepefits?
JFPE R Y 0w 7

What do you mean by personality?
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iy Distinguish berween seles promotion avd salecsman-ship.
Fuael T T Fa e 4 T wagdy ) rwoniine.com
(1)  Statethe charectesistics of sales management.
tors war w1 om0 Soora FieR |
(i) Explainthe line and staff organization
T il AR G AR |
(rv)  State the olyectives of sales of forecasting,

o EhEm & 3ivm TR
(v}  State the sources of prospecting.
arw F1 €@ ¥ Hm e
DESCRIPTIVE PART-U
Maximum Marks:60
Attemopt three question in all, selecting one questien from each section,
Each question earfes 20 marks. rtuonline.com
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Section—A ( WUE-37 )
Discuss the various 1ypeés end methods of salcs promotion.

famn waga & fefvm wor o fafedl & g it | 10+ 10

OR
What do you mean by trade fair and exhibition? What are their rypes?
Discuss the importance of them, |
mrioe TR o e e w maere €7 F fews yen @ w7 A
TS & faErE e 545-10
Seclion-B ( WU=-9 )
Mantion the gualities of 2 successful sales mana™h
T T fTEa TEAEE F T T Tees Tty 20
O
Whalt do you mean by sefccton of zalesman? Explain the impontance of
sound selection process’
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Section-C ( @UE-H{ )
5. Describe the main steps of a selling process.
e fawa 3w & vg savi=on & aviq ifad)
OR r’cucmnline.corr'il
Whal are the major methods of controlling the sales caat? Explain,
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