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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. 

uksV % ;g iz’u i= lŸkj ¼70½ vadksa dk gS tks rhu ¼03½ [k.Mksa 

^d*] ^[k* rFkk ^x* esa foHkkftr gSA f’k{kkfFkZ;ksa dks bu 

[k.Mksa esa fn, x, foLr`r funsZ’kksa ds vuqlkj gh iz’uksa ds 

mŸkj nsus gSaA 

Section–A / [k.M&d 

(Long Answer Type Questions) / ¼nh?kZ mŸkjh; iz’u½ 

Note : Section ‘A’ contains four (04) long answer type 

questions of fifteen (15) marks each. Learners are 

required to answer two (02) questions only. 



 [ 2 ] MS–508/MM–2208 

A-96 

uksV % [k.M ^d* esa pkj ¼04½ nh?kZ mŸkjh; iz’u fn;s x;s gSaA 

izR;sd iz’u ds fy, iUnzg ¼15½ vad fu/kkZfjr gSaA 

f’k{kkfFkZ;ksa dks buesa ls dsoy nks ¼02½ iz’uksa ds mŸkj nsus 

gSaA 

1. Discuss in detail the process of personal selling.  

O;fDrxr foØ; dh izfØ;k dks foLrkj ls le>kb,A 

2. Discuss the different qualitative and quantitative 

methods of sales forecasting. 

xq.kkRed ,oa ek=kRed foØ; iwokZuqekuksa ds ckjs esa foLrkj ls 

le>kb,A 

3. Why is recruiting and selecting right sales person 

important for any organization ? 

fdlh Hkh laLFkk ds fy, lgh foØ; dfeZd dh HkrhZ o p;u 

dh D;k mi;ksfxrk gS \ 

4. Discuss in detail the importance of selecting the right 

channel partner in designing adistribution channel. 

forj.k ek/;e lajpuk esa mi;qDr okfgdk lg;ksxh dh egŸkk 

dks le>kb,A 

Section–B / [k.M&[k 

(Short Answer Type Questions) / ¼y?kq mŸkjh; iz’u½ 

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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uksV % [k.M ^[k* esa vkB ¼08½ y?kq mŸkjh; iz’u fn;s x;s gaSA 

izR;sd iz’u ds fy, ik¡p ¼05½ vad fu/kkZfjr gSaA 

f’k{kkfFkZ;ksa dks buesa ls dsoy N% ¼06½ iz’uksa ds mŸkj nsus 

gSaA  

Briefly disucss any six of the following : 

fuEufyf[kr esa ls fdUgha N% ij la{ksi esa ppkZ dhft, % 

1. Sales Quota. 

foØ; dksVkA 

2. Maslow’s Need Hierarchy theory. 

ekLyks dk vko’;drk inØe fl)kUrA 

3. Importance of Warehouses. 

xksnkeksa dh mi;ksfxrkA 

4. Direct Marketing. 

izR;{k foi.kuA 

5. AIDAS theory of selling. 

AIDAS foØ; fl)kUrA 

6. Retailing. 

[kqnjk foØ;A 

7. Supply Chain Management. 

vkiwfrZ Ük`a[kyk izcU/kuA 

8. Market potential. 

cktkj dh {kerkA 

Section–C / [k.M&x 

(Objective Type Questions) / ¼oLrqfu”B iz’u½ 

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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uksV % [k.M ^x* esa nl ¼10½ oLrqfu”B iz’u fn;s x;s gSaA izR;sd 

iz’u ds fy,  ,d ¼01½ vad fu/kkZfjr gSA bl [k.M ds 

lHkh iz’u vfuok;Z gSaA 

Write True or False against the following. 

fuEufyf[kr ds lkeus lR; vFkok vlR; fyf[k,A 

1. Salary acts as a motivator for employees in the 

organisation. 

osru] laxBu esa deZpkfj;ksa ds izsj.kk lzksr dk dk;Z djrk gSA 

2. The risk involved in high in Frnachising. 

Ýsupkbftax esa vR;f/kd tksf[ke varfuZfgr gksrk gSA 

3. The biggest drawback of warehouses is increase in 

distribution cost. 

xksnkeksa dk lcls cM+k nks”k forj.k O;; esa c<+ksŸkjh gSA 

4. ‘Cash and Carry’ wholesalers provide credit services to 

small businesses. 

^dS’k ,oa dSjh* Fkksd foØsrk NksVs O;kikfj;ksa dks m/kkj dh 

lqfo/kk iznku djrs gSaA 

5. Delivery does not have a strategic role in sales 

management. 

foØ; ds izcU/k esa forj.k dh j.kuhfrd Hkwfedk ugha gksrh 

gSA 

Fill in the blanks. 

fjDr LFkkuksa dh iwfrZ dhft,A 

6. FOB pricing stands for ........... 

FOB dk iw.kZ :i gS 
----------------

A 
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7. Joining with foreign companies to produce or market 

product and services is called ......... 

fons’kh dEifu;ksa ds lkFk feydj oLrq vFkok lsokvksa dk 

mRiknu o foi.ku 
----------------

 dgykrk gSA 

8. A ............. is an estimate of maximum sale opportunity 

in particular market segment open to all sellers of a 

good or service. 
---------------

 vf/kdre foØ; laHkkoukvksa dk og vkdyu gS tks 

fdlh oLrq vFkok lsokvksa ds leLr foØsrkvksa dks fof’k”V 

cktkj [k.M esa miyC/k gSA 

9. Herzberg gave ............. theory of motivation. 

gtZcxZ us izsj.kk dk 
-------------------

 fl)kUr fn;kA 

10. Direct marketing has ................. number of 

intermediaries. 

izR;{k foi.ku esa 
------------------

 la[;k esa e/;LFk gksrs gSaA 
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