' et AR 4 prmv

This question papt

B.Com. (Pt )

316111 (vi)
B.Com. (Part 1) FXAM

Busi. Admn- 11 (ot)
l.’if\'f'lf).'\', 2016

e oA Errmmmeree
f10+248 Pattern) (¥ geealty o4 {rpnmeri®)

BUSINESS ADMINISTRATI 9)3
Secunid Papuer

(vi) Sales Promotion and Sales Management
Time : Three Hourg Mazimum Sarks @ 100
Answers of all the guestions (Short answer 2% well
as descriptive) are to be given in the main answer-
book only. Answers of short answer type questions
must be given in sequential order. Similarly all the
parts of one question of descriptive part should be
answered at one place in the answer-book. One
complete question should not be answered at different
places in the answer-hook.
@ (TIETEFE A4 AEE) F E T GHA
w—gﬁmﬁﬂhﬁlwﬁ?-ﬁ?ﬁ
$ FOER @ ¢ T v FE 0w ELE i
o & srta g o e ani # 2, S
i we-aem WA W T FE F E & A

WH W OFATEAR T FL

P.T.O.

g wonds. Eac

pestion NO

Q

5{‘ \\'ﬂnis-.
s w1 u?

SWEE Alax i Muarks 1 49

s N 1 should not exep

POSEECR IR TAN DR ® eReped

o t‘rquc,ﬁ-th\ul .

h quesion
& iy o !

= L

carrivs 2 marks. Answer of

kL

shonld not exceeq

Rach question carries 4 marks,

3 o W IR 20 TR R g
qeq 2 §® W ¥ W sy

'qmﬁlﬁ
jﬂm:iﬂﬁﬂsomﬁﬂaﬁmmm

13t e
mnﬁk’\‘

i

{7

(1

{iv)

(v)

(vi)

(vit)

(viif)

(x)

(x)

3161-I1(x)

qﬁa-'.m4aia:aﬂ%1

Define sales promotion.
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What 13 personal selling ?
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Explain dealer promotion.
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What is premium ?
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Define selling as a career.
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What is customer relations 7
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Explain the term ‘remuneration’.
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Define ‘sales quota’.
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What is ‘sales call’ ?
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Explain ‘salesman’s report’.
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Distinguish between advertising and personnl
selling.
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List out the main methods of sales promotion
of industrinl prndluutﬂ.
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Under the product knowledge what aspects will
you keep in mind 7
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(iv) Explain a planned selling approach,
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PART-II : DESCRIPTIVE
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Explain the meaning and characteristics of a
sales territory,
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Maximum Marks : 60
Attempt three questions in all, selecting one
question from each Section.
Each question carries 20 markas.
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3. Describe the functions of sales promotion
department. . 20
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Write short noies on ihe following 10+10

43 Consumers buring motives
4 Control of sales operations.
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