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Time : Three Hours | [Maximum Marks : 75

Note : Attempt all the sections as per

instructions.
e . wd @l 3 HdergaR '@ Sifsel
Section-A/@Us-JA
(Very Short Answer Type Questions)
(31fy g I weA) |

Note : Attempt all five questions. Each
question carries 3 marks. Very short

answer is required not exceeding 75

words. 5x3=15
P.T.O.
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1. What do you mean by channels of

distribution?
fa=or afeeni | 31U Tar a9 &2
2. What are the functions of Sales
executives?
faspa sftreRal & o & &2
3. What are the different types of middle
man?
fediforat & s vor T &2
4. Explain the meaning of Sales
management.
fama wa=er &1 3rf JuasEd|
5. Describe the essential qualities of a
successful salesman.
U et fashdl & JEeds T &1 quiF il
Section-B/@us-d
(Short Answer Type Questions)
(71g ITIa we)

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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Explain the main features of a good
salesman's training programme.
v 37 fagpan wfdreror srdww @t [ fagraansi
&1 qof= Difa
Describe the concept of Physical
distribution system.
difes faa=or gomelt @ s@EROm @1 ol
Hifae|
What are the different types of sales
organizational structure? Discuss the
advantages of any one type of sales
organizational structure.
fa T o & i ver T é?
frd v & JoATe WA & amHl B
faaan st

Section-C/3dvs-H

(Descriptive Answer Type Questions)

(faega sada we=)

Note : Attempt any three questions out of

the following five questions. Each
question carries 15 marks. Answer is
required in detail. 3x15=45

HNe: Peffaadasai i Rt &

IR A 7AS 7T 15 S & o) fawga
IoR 3nfdE 2
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Write a detailed note on channel of

9,
distribution policies and strategies.
faa=or mremmt @ AR 3k oFfaal ) TS
faga fewoh fofRael

10. What are the factors that determine
the channel decision for an industrial
product?

s 3itefirs 3 & faazor Fofa & FeiRa
T & fore B & a@ B 8?

11. Discuss the scope and importance of
sales organization. What are the duties
of a sales manager?

R dea & a7 3R AEw saEAl fama
TIPS P T HAA &?

12. What role does personal selling play
in ensuring relationship marketing or
relationship selling?

Fafrera fauom ar wrfed fad & giafiaa
A o st s & an yfyer & de

13. Write a note on recruitment and selection
of salesmen.
fapaaansit & vl 3R 799 ) ve ok _
fofawi
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