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Sub. : Sales promotion and sales management
Time Allowed : 3 Hours Max. Marks :100

1. Attempt any 10 questions. Each question carries 2 marks.

(i.) Define sales promotion.

fasra daefw @t alRIfa Hifg |
(ii.) What is personal selling?
Jufens g @ @ ?
(ili.) What do you mean by consumer promotion methods?
Syle wade At @ & ?
(iv.)  What do you mean by consumer promotion programme ?
fasma wadw Frima @ & ?
(v.) Distinguish between advertisement and publicity.
fasmo e yer § IR FaEd |
(vi)  What is line and staff sales organization.
YT @ FHAN R HadE e @ # ?
(vii.)  Explain the ethical qualities of a salesman .
famaaat & e 7ot ot Y|
(viii)  What do you mean by fringe benefits ?
IFEh A | AT T € ?
(ix.) What do you mean by sales quota ?
o arier | o9 T wEE &7
(x.) What do you mean by sales territory ?
famg e | a9 N W 27
(xi.)  Explain the types of interest of customers.
TEH B BfAGl D THR Ay |
(xii.) What do you mean by pre approach in selling .
fmra qd e | oMy T wWew ® 7
(xiii.) What do you mean by consumer sweep stakes ?
SUHIGT A | MY FAT WS @ ? =
(xiv.)  What is meant by sales training .
fasrg wfReror & oma wT wHe ® ?

(xv.)  Enumerate the two objectives of sales control .

fasma fra=or & < SgRwE TaEd |



