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Sales Management
(BCL-2002)

Time : Three Hours | [Maxinum Marks : 100
Note : Attempt all the Sections as per

instructions.

e . uft wosl & Feger & S|

Section - A/ @Ug - 31

Note : Attempt all five questions. Each
question carries 4 marks. Very short
answer is required not exceeding 75
words. 4x5=20

Me: TN diE wEE & IR A TS U 4
3! @1 &1 3ferdan 75 Il ¥ i @Y IR
anfem g1

PIT.OI

1. What are the objectives

of sales
management?
fosma v & B9 A 3w B
2. Explain the purpose of sales organisation,
faha Wsa & ey @ avft S|
3.  What do you mean by personal selling?
e fama ¥ s a1 swerg 22
4. Explain the functions of a sales manager.
v foha wevers & S @1 avfT S|
5. What do you mean by salesmanship?
faha e ¥ e @ e &
Section-B /@guz-g
Note :

Attempt any two questions out of the
following 3 questions. Each question
carries 10 marks. Short answer is

required not exceeding 200 words.

10x2=20

He . FrafRed @9 ot Y A B @) gu

& IR Aol TS T 10 3@ @ 2
Fitrdan 200 Tl ¥ 67Y IR anfir 2

6. What do you mean by recruitment? What

are the main sources of recruitment of

salesmen? Explain.
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Hell 1 319d a1 37T B2 v A B W &
T Wrd & &2 gufa dfse

What are the types of sales organisation
structures? Explain sales department
external relations.

fama dne il & F-aF A ver ¥ fma
fawm & argg Il © av| S|

what do you mean by training
programme? Discuss the contents of
a good training programme for sales

managers.
ufdter simA @ US O T e fama
ge-ural 2q e 3res aererr dfdd # o aral
B afnfera &< aifedi

Section-C /J@vs - 94

Note : Attempt any three questions out

of the following 5 questions. Each
question carries 20 marks. Answer is
required in detail. 20x3=60

o da A A fedi R ael &
Fax Sifsel weds wed 20 3wt @ 2l fawa
Fax aniféra €1
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10.

11.

12.

13.

What do you mean by distribution?
Discuss distributive network relations.
fra=o1 A smumr g sz @7 feaRor Aead
Tl &I guiF quia St

What are the theories of personal
selling? Discuss the main qualities of
sales executives.

e fawa & ah-aa @ g €2 faban
& T&T 1O & JoiA Hifore)

What do you mean by distribution
network management? Explain the types
of marketing channels.

x0T Jead e & UG FIT AT 8?
o arfediai & 9K gaEdl

What do you mean by sales organisation?
Discuss the need and importance of sales

organisation.

facha T W 3Tud aar 3w & fawa e
& 3Maedhdl vd Heed I auid DTl
Discuss the different methods of
compensation for sales personnel.
fama-eidel & afagld &= & faids faftr
&1 guf S|

NS-3007/4


https://www.ccsustudy.com/

