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Personal Selling and Salesmanship -2 (DSC1)

Time: 2:30 Hours Marks: 70
Instructions:
1. All questions are compulsory.
2. Figures to the right indicate marks.
Ysl-1 QAL 9ol el wA cautuall Wl QUG g&e] Hecel AmesCl. (R0)
uYal
ys-1 ARl g(gell [@QAu ugldal qmedl., (0)
Ys-? (1) AARL ARAA 2@ 9? Aol gl AHHAl (10)
(61) AURL U Eototl Aadsla sl aglal. (0)
Yl
Ya-2 () AURLEN AURUsllal AUUR 5l Ul sl (10)
(o) Al Budel (10)
yst-3 () AcNeto(l udieo(loll QR calal. (0¢)
(o) AcAotoll Al 2uucsll QY A uuesAl. (09)
uYal
Us-3 () ‘dlddld A dndR wU asisRs A5 8. A Al (0¢)
(o) ANt Ylllset wucllell @Ay A asal. (09)
Ysl-¥ AR Hdaldlg] wuctoll Q@ Al sl ()
Yl
Ysl-y () AHoAl: A UR [ARiseL (0¢)
(o) AHAA: ANt AFAUA (09)
ENGLISH VERSION
Que-1  Give the meaning and definition of sales promotion. Explain the significance of sales (20)
promotion.
OR
Que-1  Explain the various techniques of sales promotion. (20)
Que-2  (A) What is sales management? Explain the objectives of sales management. (10)
(B) Explain the Managerial functions of sales Management. (10)
OR
Que-2  (A) Explain effected factors of sales force. (10)
(B) Explain : Price Policy (10)
Que-3  (A) State in brief the selection process of the sales man. (08)
(B) Explain different types of methods of salesman training. (07)
OR
Que-3  (A) ‘Training is an investment generating returns’ Explain. (08)
(B) State the various methods used to motivate the salesman. (07)
Que-4  Explain the various compensation methods of providing to the salesman. (15)
OR
Que-4  (A) Explain: Controlling on Salesman. (08)
(B) Explain: Salesman’s Reports (07)

*hkhkkkhkhkkkhkhkkkhkhkkkhhkhkhhkikihkiiiiik



