Roll No. : ..o Total Pages : 4

BANSO12T

M.Com. FIRST SEMESTER (NEP) EXAMINATION, 2023-24
SALES AND DISTRIBUTION MANAGEMENT

Paper : Second

Time Allowed : Three Hours
Maximum Marks : 80
PART-A/ 9T~ [Marks :16]

Answer all eight questions (Maximum 50 words each).

All questions carry equal marks.

o oe geTl # IrIT AT FEFH F9T F I 50 = @ F T &l
gt g7t & ofF GET &

PART-B/ 91-9 [Marks :40]

Answer five questions (Maximum 200 words each)

selecting one from each unit. All questions carry equal marks.

% S @ 0% 997 g7 5T, BT Grd FeA & e Aorgs JoE 59T H I
200 9= @ S T & TH g B SE TAT &

PART-C/ 97 [Marks :24]

Answer any two questions (Maximum 300 words each,).

All questions carry equal marks.

=T @ go7t & 3me G g9% 97 # 3T 300 = G ofdE T &l
G g9 B ofF T &
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PART-A/ HRT-3H
1. Answer the following questions :

frr=foiaa gt & Sax 4 :

!

(1) Write the meaning of 'Guarantee and Warranty'.
RO AR ARE Y R
(i1)  Define 'Fraudulent Salesman'.
‘Pl Fspaeadl B aRie S
(i11)  Write the two types of Salesmanship.
fshg et & & Sl e
(iv)  Define Sales Quotes.
feppar STt @1 ORI i)
(v)  Whatis Sales Contest?
CER IR IR A
(vi)  Define Marketing.
fqoor &1 ot it
(vil)) Whatis Sales Management?
fosrar weee r 27

(viii) Define "Trend in Marketing'.

‘o ® B Rl ARG it
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PART-B/ HF -9
Short question answer :
g 5 I
UNIT-I/ 3HE-1
2. What do you mean by 'Salesmanship'? Narrate its Salient features.
TR AT ST T A o7 36 T fadianel & au i)
OR/3AYdT
Describe the various sources of recruitment of salesman.
fespaerat & W<l & fafr= Gidl &1 aoi i
UNIT-11/ &1

3. What do you understand by recruitment? Explain the process of recruitment of

salesman.

It § ST F1 Gl &7 fospaeatelt @ STt @ WihAT Rl aHEEd|
OR/3Tgar

What is motivation? How are sales personnel motivated?

AREROT o B? fshaeatett @ fhg e SImRa fram St ®7
UNIT-III/ SHE-111

4. Define sales territory. Explain reasons for establishment of sales territory.

foehg TRST Pl UG il SHH! TGN & BROT Pl T i)
OR/3TaT

Throw light on methods of determination of sales quotes.

faspg orsigr &t eiRor fafat @R gerer stferny
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UNIT-IV/ -1V
5. Explain meaning of retailer and describe the functions and services of retailer.
HeH AN H ARG THARY AR 36F AT AR G B qU i
OR/3AYdT
Write a note on super market.
g IOR W & e foifed
UNIT-V/ @E-V
6. Define department stores. Write its merits and demerits.
R e @) GRAINE BT T T oK N @ R
OR/3AYdT

Explain the measures to makes sales management effective.

foehg gsm B Tl S & SUE B IRl i)

PART-C/ qr1-9
7. What is sales training programme? Why it is important?
EERBRELICICEL IR AR S IR ek o I
8. Write a short note on "Developing and managing sales evaluation programme".
“feRd edie HreH & faehre SiR See” W diR ag fafa
0. Should wholesaling middlemen be removed? Explain logical review.

7 AN AR B &l AT ST AMT? TherTd THIeT HioTg)

10.  Discuss on the role of marketing in modern age.

gFE 1 # o g W s
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