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SALES MANAGEMENT
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Time : Three Hours Maximum Marks : 80

Section A

Note : All questions are compulsory.
Define the following

1. CRM

2. Sales Control

3. Direct Marketing
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0.

Sares Budget
Personal Selling
Recruitment
Sales Quotas
Sales Territories.

Section B

Note : Aitempt any five questions. Each question

9.

10.

12.

13:

carries 8 marks.

Fxplain sales operations of a two wheeler

company.

How sales targets are determined ?

. Explain sales force compensation policies.

Differentiate Sales and Marketing.

Discuss Sales Promotion in detail.
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15.

16.

. BEXplain D>AIes VIanagciicit.

What are different methods of Sales

Forecasting ?

Discuss Sales Force Control in detail.

Section C

Note : Attempt any fwo questions. Each question

17,

18.

carries 12 marks.

Telemarketing becoming an important tool of

selling. Explain.

Discuss Recruitment Process. What strategies
a company should adopt to overcome the sales

force turnover ?

. What do you mean by Personal Selling ?

Discuss its merits and demerits.
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20. Explain different theories of selling.
(Hindi Version)
Qug ‘I’
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frefafea =t afvm <ifsg
CRM
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9. T I WX FA w1 fawa sowrw @
o wifeT |

10. oo wgg #9 fruffe Rl s € 2

1. fosa se afaqfd ifeal & avv #ifse |

12. fowa qan famom § emw wife |

13. fosh wi=fa 1 foga oo =ifsm |

14. fawa waeu =t =mEn Fifw |

15. fosra qafgam =t fafe= fafied fafeu |

16. fosra s@1 Fraw &1 fama ol wifsg
@vs 9’

e T @ oy # oI A | wew wE
12 &% # 8 |

17. efmmfen fora w1 weqel swewr @ @
g 1 Wl Fifeg
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18.ﬂ?ﬁmwavhﬁﬁrqnﬁam'aazﬁ
A | FEgm oA o fou = wE FHEE
F WHEIGE SOl GEY ?

19, fyaTa foeg Q oMU = T9Fd & 7 T
qor den efeul fafew |

0. T & fafvy= fag waET |

B-2740 6 150


http://www.tcpdf.org

