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Note: Attempt all the sections as per instructions.
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Section—A
(Evs-31)
(Very Short Answer Type Questions)

(afa =g Swlg 9w)

Note : Attempt all five quéstions. Each question carries
3 marks. Very short answer is required not

exceeding 75 words. 5x3=15
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1. What do you mean by sales management?
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2.

(2)

Describe the essential qualities of a successful
salesman.
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What do you mean by channels of distribution?
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Describe the different sources of recruitment of
salesmen.
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Explain the importance of personal selling.
e fa & 7o H aqwEd |
Section—B
(Evs—a)
(Short Answer Type Questions)

(wg Iadig ue)

Note : Attempt any two questions out of the following

three questions. Each question carries 7.5 marks.
Short Answer is required not exceeding 200
words. 2x7.5=15
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Note :
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(3)

What are the factors that determine the channel
decision for an industrial product?
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What role does personal selling play in ensuring
relationship marketing or relationship selling?
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What do you understand by Salesmanship? Explain
the different types of salesmanship.
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Section—C
(@re-)
(Descriptive Answer Type Questions)

(erfa g Sl we)

Attempt any three questions out of the following
five questions. Each question carries 15 marks.

Answer is required in detail. 3x15=45
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10.

11.

12.

13.

(4)

What is sales organisation? Describe its need in the
modern commercial world.

fespe HTe 4 ¥7 amgf e gfvar ® gEl
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What are the different types of sales organisational

structure? Discuss the advantages of each type of
sales organizational structure.
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Write a note on channel of distribution policies
and strategies.
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Explain the main features of a good salesman's
training programme. Explain in brief the Limitations
of salesmian's training.

U o= Fashar AfeoT Hidshy i g fasrarelf &
qoi Hifore | dag F faphar afkwerer @ dmet
R |

What are the different types of middleman? Explain
their characteristics.
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