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Note : This paper is of seventy (70) marks containing
three (03) sections A, B and C. Learners are
required to attempt the questions contained in these
sections according to the detailed instructions given
therein.
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Note : Section ‘A’ contains four (04) long answer type
questions of fifteen (15) marks each. Learners are
required to answer two (02) questions only.

A-96 P.T.O.



[2] MS-508/MM—2208

A @rs P H AR (04) < I wE 7
TAe Y @ v g (15) @ fwiRd g
iRl &1 s § ®ad a1 (02) Tl & ST o
g |

1. Discuss in detail the process of personal selling.

AfdTTd fIhy &7 UfshaT o1 faR & GHeISU |

2. Discuss the different qualitative and quantitative
methods of sales forecasting.
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3. Why is recruiting and selecting right sales person
important for any organization ?

ot ff wven & forv 9! oy affe @ 9l 9 93q
B T ST 8 ?

4. Discuss in detail the importance of selecting the right
channel partner in designing adistribution channel.
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Note : Section ‘B’ contains eight (08) short answer type
questions of five (05) marks each. Learners are
required to answer six (06) questions only.
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Briefly disucss any six of the following :
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1. Sales Quota.

faspar ier |
2. Maslow’s Need Hierarchy theory.

HIXCT T ATdRYhdl UghH Rﬁc&l'\‘ll
3. Importance of Warehouses.

el BT I |
4. Direct Marketing.

ycgel fauur |
5. AIDAS theory of selling.

AIDAS faga Rigr |
6. Retailing.

Gl fad |
7. Supply Chain Management.
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8. Market potential.
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Section-C / YUvs—1T
(Objective Type Questions) / (@IS TF)

Note : Section ‘C’ contains ten (10) objective type

questions of one (01) mark each. All the questions
of this section are compulsory.
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Write True or False against the following.
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1. Salary acts as a motivator for employees in the
organisation.

JaH, Ao H HHAIRAT & IRV 9Id B SR Gl & |
2. The risk involved in high in Frnachising.
BASoT 7 e SRaw SfafiiRd BT 2|
3. The biggest drawback of warehouses is increase in
distribution cost.
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4. ‘Cash and Carry’ wholesalers provide credit services to
small businesses.
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5. Delivery does not have a strategic role in sales
management.

fosg & gt  fomRor @1 orifad e e e
gl

Fill in the blanks.
Red wer=t & gt I |

6. FOB pricing stands for ...........
FOB Em' TT W % ................ |
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7. Joining with foreign companies to produce or market
product and services is called .........
faqel HrRl & W Mad] o] Sar Hawi @
8 A Is an estimate of maximum sale opportunity
in particular market segment open to all sellers of a
good or service.
"""""""" i fashd \FWIaIRl BT a8 3Aded © ol
fopefl a%g A WAl & T fasmarel bl faRre
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9. Herzberg gave ............. theory of motivation.
golgH = YR T Rigra fear)
10. Direct marketing has .............. number  of
intermediaries.
yeger fagor # R # AR B £ |
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