Second Paper : (vi) Sales Promotion and Sales Management

Time : Three Hours
PART-I (OBJECTIVE)

Maximum Marks : 100
Maximum Marks : 40
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Define sales promotion. {4 Haga =t uRwfya wifed |

What is personal selling? dafwe faswa s g2

Explain dealer promotion. S9KI Haa1 Hl W SHifed |

What is premium? SiHas a1 €7

Define selling as a career.

oo T Siegft & w9 H' @ uftfye wifed)

What is customer relations? U8 wvarsi ¥ &1 3914 €7

(vii) Explain the term ‘remuneration’. ‘Tfisifie’ Vegraei ! W Sifsd |
(viii) Define ‘sales quota’. ‘fosea s’ it qftariia & |
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What is ‘sales call’ ? ' foma geman’ #7 €?

Explain ‘salesman’s report’. ‘Tl % Wftags’ &l TR wifag |
Distinguish between advertising and personal selling.

T v SFafo fama o 9 #iferd |

List out the main methods of sales promotion of industrial products.
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Under the product knowledge what aspects will you keep in mind?
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Explain a planned selling approach. oy
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Explain the meaning and characteristics of a sales territory.
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PART-II (DESCRIPTIVE) Maximum Marks : 60
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3. Describe the functions of sales promotion department. 20
Tersha Haga faum & =& =1 5fofg #Hfwa OR ( 37emET)
What do you mean by consumer promotion methods? Discuss various
types of consumer promotion methods. 6+14
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4. Define effective speaking. Explain the role of selling in a planned
ECONOMY. 6+14
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Discuss a sound motivation process. 20
T 3=t srfuson whsean =1 3v FifeE
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5. Whgat factors should be considered while setting sales quota? Also state
the limitations in setting the sales quota. 10+10
fasha wter Freffia 00 990 fom ool &t o 8§ @ oRw fiEa =
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Write short notes on the following : 10+10
(i) Consumers buying motives (ii) Control of sales operations.
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