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(foØ; rFkk forj.k izca/)
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Note : This paper is of sixty (60) marks divided into three (03)
sections A, B, and C. Attempt the questions contained in
these sections according to the detailed instructions given
therein.

uksV % ;g iz'u&i=k lkB (60) vadksa dk gS tks rhu (03) [kaMksa d] [k
rFkk x esa foHkkftr gSA izR;sd [k.M esa fn, x, foLr`r funsZ'kksa
ds vuqlkj gh iz'uksa dks gy djuk gSA

Section - A @ [k.M&d

(Long Answer Type Questions)@(nh?kZ mÙkjksa okys iz'u)

Note : Section 'A' contains four (04) long-answer-type questions
of fifteen (15) marks each. Learners are required to
answer any two (02) questions only. (2×15=30)
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uksV % [k.M ̂ d* esa pkj (04) nh?kZ mÙkjksa okys iz'u fn;s x, gSa] izR;sd
iz'u ds fy, iUæg vad fu/kZfjr gSa A f'k{kkfFkZ;ksa dks buesa ls
dsoy nks iz'uksa ds mÙkj nsus gSa A

1. What do you understand by Sales Management? Further,

discuss sales-control and explain its process.

foØ; izca/ ls vki D;k le>rs gSa\ blds vfrfjDr foØ; fu;a=k.k
rFkk bldh izfØ;k dh O;k[;k dhft,A

2. Discuss the environment of sales. Elaborate the role of
technology in personal selling.

foØ; ds i;kZoj.k dh O;k[;k dhft,A oS;fDrd foØ; esa rduhd
ds egRo dh foLrkj ls ppkZ dhft,A

3. Discuss distribution system and its structure. Explain the

functions of a distribution system.

forj.k ra=k ,oa blds <k¡ps dh ppkZ dhft,A forj.k ra=k ds dk;ks±
dh O;k[;k dhft,A

4. Discuss the role and functions of marketing channels. Explain

the concept of channel design.

foi.ku okfgdkvksa dh Hkwfedk ,oa dk;ks± dks Li"V dhft,A okfgdk
izk:i.k ds fopkj dh O;k[;k dhft,A

Section - B @ [k.M&[k

(Short Answer Type Questions) (y?kq mÙkjksa okys iz'u)

Note : Section 'B' contains eight (08) short-answer-type
questions of five (05) marks each. Learners are required
to answer any four (04) questions only. (4×5=20)
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uksV % [k.M ̂ [k* esa vkB (08) y?kq mÙkjksa okys iz'u fn;s x, gSa] izR;sd
iz'u ds fy, ik¡p (05) vad fu/kZfjr gaS A f'k{kkfFkZ;ksa dks buesa
ls dsoy pkj (04) iz'uksa ds mÙkj nsus gSa A

Briefly discuss any four (04) of the following :

fuEufyf[kr esa ls fdUgha pkj (04) ij la{ksi esa ppkZ dhft,_

1. Conflict Resolution Mechanisms.

fookn fuLrkj.k ra=kA

2. Customer Service Methods.

xzkgd lsok dh jhfr;k¡A

3. Channel Design Segmentation.

okfgdk izk:iksa dk foHkfDrdj.kA

4. Logistics Functions.

O;oLFkk ls lEcfU/r dk;ZA

5. Quotas.

dksVk

6. Methods of Sales Forecasting.

foØ; iwokZuqeku dh fof/;k¡A

7. Sales Organisation.

foØ; laxBuA

8. Performance Appraisal of Sales Persons.

foØ;&dkfeZdksa ds dk;Z&fu"iknu dk ewY;kaduA
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Section - C @ [k.M&x

(Objective Type Questions) @ (oLrqfu"B iz'u)

Note : Section 'C' contains ten (10) objective-type questions of
one (01) mark each. All the questions of this section are
compulsory. (10×1=10)

uksV % [k.M ^x* esa nl (10) oLrqfu"B iz'u fn;s x, gSa] izR;sd iz'u
ds fy, ,d (01) vad fu/kZfjr gS A bl [k.M ds lHkh iz'u
vfuok;Z gSaA

Indicate the correct answer-option;

mÙkj ds fy, lgh fodYi dk pquko dhft,_

1. Which of the following is not a major objective of the sales
function?

(a) Demographic Expansion (b) Sales Volume

(c) Contribution to Profits (d) Growth

fuEufyf[kr esa ls foØ; fØ;k dk ,d egRoiw.kZ mís'; D;k ugha
gS\

(v) tukafdd foLrkj (c) foØ; ek=kk

(l) ykHkksa dks ;ksxnku (n) fodkl

2. Which of the following refers to 'key account management' in
sales management?

(a) Accounts of maximum sales

(b) Strategy to serve high potential customers

(c) One main account to manage other accounts

(d) All these
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fuEufyf[kr esa ls D;k] foØ; izcU/ esa] ^izeq[k [kkrk izcU/u* dks
lanfHkZr djrk gS\

(v) vf/dre foØ; okys [kkrsA

(c) mPp {kerk okys xzkgdksa dh vko';drk iwfrZ dh j.kuhfrA

(l) vU; lHkh [kkrksa ds izca/u ds fy, ,d [kkrs dk izcU/A

(n) ;s lHkhA

3. What is the prime objective of 'relationship selling'?

(a) Retention of customers

(b) Creation of customers

(c) Increasing the list of customers

(d) All these

^lEcU/&vkfJr foØ;* dk izeq[k mís'; D;k gS\

(v) xzkgdksa dks cuk;s j[kukA

(c) xzkgdksa dk l`tuA

(l) xzkgdksa dh lwph c<+kukA

(n) ;s lHkhA

4. Which of the following correctly refers to 'sales-control'?

(a) Control over sales manager

(b) Control over sales force

(c) Analysis of variance and remedial action

(d) Increasing profits
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fuEufyf[kr esa ls ^foØ;&fu;a=k.k* dks Bhd izdkj ls D;k lanfHkZr
djrk gS\

(v) foØ; izca/d ij fu;a=k.kA

(c) foØ;&'kfDr ij fu;a=k.kA

(l) fopyu dk fo'ys"k.k rFkk lq/kjkRed dk;ZokghA

(n) ykHkksa esa o`f¼ djukA

5. Which of the following is a goal conflict?

(a) Differences between channel members, aims and
objective.

(b) Disagreement over the domain of action and responsibility

(c) Difference in perceptions of the market place

(d) All these

fuEufyf[kr esa ls y{; ls lEcaf/r fookn D;k gS\

(v) okfgdk&lnL;ksa ds y{;ksa vkSj mís';ksa esa vUrjA

(c) fØ;k ,oa nkf;Ro ds {ks=k ds laca/ esa vlgefr;k¡A

(l) cktkj LFky ds vocks/ ds ckjs esa varjA

(n) ;s lHkhA

Write True/False against the following :

fuEufyf[kr ds lkeus lR;@vlR; fyf[k, %

6. Sales concept rests on target market, customer's needs, and

profitability etc.

foØ; dk fopkj yf{kr cktkj] xzkgdksa dh vko';drkvksa vkSj
ykHknk;drk bR;kfn ij fuHkZj djrk gSA
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7. Order-takers can not be considered to be sales-persons.

vkWMZj ysus okyksa dks foØ; dkfeZd ugha ekuk tk ldrk gSA

8. Like product life cycle, training of salespersons also passes

through preparation, maturity and decline.

mRikn thou pØ dh rjg gh foØ; dkfeZdksa dk izf'k{k.k Hkh
rS;kjh] ifjiDork vkSj fxjkoV bu Lrjksa esa c¡Vk gksrk gSA

9. Sales budget is a flexible budget.

foØ; ctV ,d ykspnkj ctV gSA

10. Pareto's law is based on the ratio of 70:30.

isjsVks dk fu;e 70:30 ds vuqikr ij vk/kfjr gSA
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