BUSINESS ADMINISTRATION

Second Paper
(Sales Promotion and Sales Management)
OBJECTIVE PART-1 Maximum marks : 40

1/(i), What is Promotion Mix ?
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(i) Define Personal Selling.
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(i) What is the main difference between Sales
Management and Marketing Management ?
T e e faom ey F ger s w2
{W) Define Functional Sales Organisation. .
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1{:«’} ! What is meant by Turnover of Salesmen ? -
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1\(:'9 What is Prelimjna_ry mterview?
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(vij) What is meant by On the job training of salesmen?
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@ Define Sales Literature.
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@ Explain Profit sharing plan of remuneration to
salesmen. v
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What is meant by Performance Appraisal of
Salesmen?
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(i) What are the non.
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(i) What is Presale Preparation?
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(iv) Briefly describe the Process of control on sales

operations.
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(v) Explain in brief the managerial qualities of a slaes

manager.
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DESCRIPTIVE PART-II

Maximum marks : 60 Section-A (@UE-3)
3:-"befine Sales Promotion and describe the factors

responsible for its growing importance in the modern
age.
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: Or

" -'Ijescribe in brief the various methods of the evaluation

of sales promotion programme. .
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Section-B (@UE-9)

.-'éﬁstomer Relationship Management is a key skill

Explain. Also describe the
tionships.
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needed by salespersons. -
measures to build sound customer r¢ a
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__Briefly describe the various methods of motivating the
salesmen.
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Section-C (@US-¥H)

. What is meant by Sales Forecasting ? Describe the
various factors affecting sales forecast. Also discysg

the various steps involved in sales forecasting.
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Or

~What do you mean by Consumer Psychology? Analyse
briefly the various methods of studying consumer

psychology.
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