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GSM/D-21 876
MARKETING
Time Allowed : 3 Hours] [Maximum Marks : 80
Note : Attempt five questions in all. All questions carry equal marks.

F °iel U & SW AU @t g & o gEE g

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

St faa § 3TeT &1 Ty @1 oafaas faed & e iR drmet
1 U HIfST

2. Explain the different types of Salesmen. Describe how sales job is
performed by them.
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3. What is meant by Sales Planning? Explain the characteristics and
components of Sales Planning.
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4. What do you mean by Sales Organisation? Explain its features and
various steps involved in setting up a Sales Organisation.
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5. What do you mean by Recruitment? Discuss the features and various

sources of Recruitment of Salesmen.
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6. Define Sales Budget. What are the advantages and essentials of an
effective Sales Budget?
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What 1s Sales Training Programmes? Explain various steps in Sales Force

Training Programmes.
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What do you mean by Sales Force Compensation? Elucidate the main
objectives and importance of a good remuneration plan.
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What do you understand by Sales Contests? Explain the advantages and
limitations of Sales Contests.
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Explain in detail the Ethical aspects of Sales Management.
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