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MARKETING

Time Allowed : 3 Hours] [Maximum Marks : 80

Attempt questions in all. All questions carry equal marks.

1. What do you mean by Personal Selling? Describe importance and

limitation of Personal Selling.

2. Explain the different types of Salesmen. Describe how sales job is

performed by them.

3. What is meant by Sales Planning? Explain the characteristics and

components of Sales Planning.

5. What do you mean by Recruitment? Discuss the features and various

sources of Recruitment of Salesmen.

Note : five

dqy iz'uksa ds mÙkj nhft,A lHkh iz'uksa ds vad leku gSaA

oS;fDrd foØ; ls vkidk D;k vfHkizk; gSA oS;fDrd foØ; ds egÙo vkSj lhekvksa

dk o.kZu dhft,A

foØ;dÙkkvksa ds fofHkUUk izdkjksa dh O;k[;k djsa vkSj ;g Li"V djsa fd foØ;dÙkkZ

fdl izdkj ds foØ; dk;Z djrs gSa\

foØ; fu;kstu D;k gS\ foØ; fu;kstu dh fo'ks"krkvksa vkSj vaxksa dk o.kZu dhft,A

foØ; laxBu ls vkidk D;k vfHkizk; gSa\ foØ; laxBu dh fo'ks"krkvksa ,oa bldh

LFkkiuk esa vkus okys fofHkUUk pj.kksa dh O;k[;k dhft,A

HkÙkhZ ls vkidk D;k vfHkizk; gS\ HkrhZ dh fo'ks"krkvksa vkSj foØ;drkZ HkrhZ ds

fofHkUUk L=kksrksa dh O;k[;k dhft,A

ik¡p

4. What do you mean by Sales Organisation? Explain its features and

various steps involved in setting up a Sales Organisation.

6. Define Sales Budget. What are the advantages and essentials of an

effective Sales Budget?



fcØh ctV D;k gS] fcØh ctV ds D;k ykHk gSa vkSj ,d izHkkodkjh foØ; ctV dh

vfuok;Zrkvksa dh O;k[;k dhft,A

foØ; izf'k{k.k D;k gS\ foØ;dÙkkZvksa ds izf'k{k.k dk;ZØe ds fofHkUUk pj.kksa dh

O;k[;k dhft,A

foØ; 'kfDr ds ikfjJfed ls vkidk D;k vfHkizk; gS\ ,d Js"B foØ; 'kfDr

ikfjJfed ;kstuk ds mís'; vkSj egÙo dh O;k[;k dhft,A

fcØh izfr;ksfxrk ls vki D;k le>rs gSaA fcØh izfr;ksfxrk ds ykHk vkSj lhekvksa dk

o.kZu dhft,A

foØ; izca/ ds uSfrd igyqvksa dk foLrkj ls o.kZu dhft,A

7. What is Sales Training Programmes? Explain various steps in Sales Force

Training Programmes.

8. What do you mean by Sales Force Compensation? Elucidate the main

objectives and  importance of a good remuneration plan.

9. What do you understand by Sales Contests? Explain the advantages and

limitations of Sales Contests.

10. Explain in detail the Ethical aspects of Sales Management.
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