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Q.1(a)  What do you mean by sales management? Why should it be followed? 
        fcdzh ds izca/k ls vki D;k le>rs gSa\ D;ksa bls ckn gksuh pkfg,A 

   (b)  Briefly explain nature and scope of sales management. 
               fcdzh izca/k ds izd`fr vkSj xqatkb'k dks la{ksi esa fy[ksaA 

    (c)  What is personal setting and write its objective? 
           O;fDrxr fcdzh D;k gS\ blds mn~ns'; dks fy[ksaA       

Q.2(a)  What are the process of Recurring and selecting sales Personnel?  
         fcdzh deZpkfj;ksa ds HkrhZ vkSj p;u dh D;k izfdz;k gS\ 

   (b)  How sales personnel are important in sales and distribution management? 
               dSls fcdzh deZpkjh egRoiw.kZ gSa] fcdzh forj.k izca/k esa\ 

       (c)   How would you conduct sales training programmers’ for developing skills 
of sales personnel? 
               dSls vki fcdzh deZpkjh ds dkS'ky dks fodflr djus ds fy, fcdzh izf'k{k.k dk;Zdze 

lapkfyr djsaxs\ 

Q.3(a)  How would you motivate sales personnel? 
        fcdzh deZpkjh dks vki dSls izsfjr djsasxs\ 

   (b)  Can you explain compensation plans? 
               D;k vki eqvkotk ;kstuk dks foLr`r dj ldrs gS\ 

   (c) How titrations allocating to the sales personnel?  
               fcdzh deZpkjh dks {ks= dSls fu/kkZfjr fd;s tkrs gSa\              

Q.4(a) Briefly explain sales cost. 
             fcdzh ykxr dh O;k[;k djsaA 

       (b) What do you mean by cost Analysis? 
      Ykxr fo'kys’k.k ls vki D;k le>rs gSa\ 

       (c) What is sales Share? 
      fcdzh 'ks;j fdls dgrs gSa\ 

Q.5(a) How would you develop market? Through sales personnel. 
             cktkj dks vki dSls fodflr djksxsa]fcdzh deZpkjh ds }kjk\ 

       (b) Explain the various marketing channels. 
      foi.ku ds fofHkUu pSuy dh O;k[;k dhft,A 

       (c) What are the Functions and importance of marketing channels? 
      foi.ku ds dk;Z vkSj egRo D;k gSa\ 

Q.6(a) How channel intermediaries play an important role in marketing? Explain. 



             pSuy e/;LFkrk dSls ,d egRoiw.kZ Hkwfedk vnk djrk gS] foLrr̀ djsaA 

       (b) Distinguish between wholesale and Retailing. 
             Fkksd vkSj [kqnjk fcdzh ds chp D;k varj gS\ 

       (c)  How Would each of the following factors influence the choice of a channel                                 
of distribution? 
              fuEufyf[kr djdksa esa ls izR;sd ds forj.k ds ,d pSuy dk pquko dSls izLrkfor djsxk\ 

            (i)   Perishability of the product  mRikn dh Hkaxqjrk 

     (ii) Style element    'kSyh rRo 

     (iii)Size of purchase  xzkgd dh la[;k 

       (iv)The number of customers  xzkgd dh la[;k 

Q.7(a) What do you mean by logistics? 
             jln ls vki D;k le>rs gS\ 

       (b) How would you create channel intermediaries? 
      vki  pSuy e/kzqFklwFk dSls crkvksxs\ 

       (c) Why information system is necessary in marketing? 
      lwpuk ra= foo.ku esa D;ksa vko';d gS\ 

 

   

   

                                               
    

   

 

 

 

 

 


