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foKkiu foØ; lao)Zu ,oa foØ; izca/kfoKkiu foØ; lao)Zu ,oa foØ; izca/kfoKkiu foØ; lao)Zu ,oa foØ; izca/kfoKkiu foØ; lao)Zu ,oa foØ; izca/kfoKkiu foØ; lao)Zu ,oa foØ; izca/k
     Advertisement Sales Promotion and Sales Management

[k.M&^v* @[k.M&^v* @[k.M&^v* @[k.M&^v* @[k.M&^v* @     Paper - I

foØ; ny izca/kufoØ; ny izca/kufoØ; ny izca/kufoØ; ny izca/kufoØ; ny izca/ku
Sales Force management

Maximum Marks : 40

uksV &uksV &uksV &uksV &uksV & lHkh iz'u gy djsaA vadksa dk foHkktu iz'uksa ds lkFk fn;k x;k gSA izR;sdlHkh iz'u gy djsaA vadksa dk foHkktu iz'uksa ds lkFk fn;k x;k gSA izR;sdlHkh iz'u gy djsaA vadksa dk foHkktu iz'uksa ds lkFk fn;k x;k gSA izR;sdlHkh iz'u gy djsaA vadksa dk foHkktu iz'uksa ds lkFk fn;k x;k gSA izR;sdlHkh iz'u gy djsaA vadksa dk foHkktu iz'uksa ds lkFk fn;k x;k gSA izR;sd
iz'u ds mÙkj dh 'kCn lhek 250&300 'kCn gSAiz'u ds mÙkj dh 'kCn lhek 250&300 'kCn gSAiz'u ds mÙkj dh 'kCn lhek 250&300 'kCn gSAiz'u ds mÙkj dh 'kCn lhek 250&300 'kCn gSAiz'u ds mÙkj dh 'kCn lhek 250&300 'kCn gSA
Attempt all questions. Distribution of marks is given against each Question.

Word limit for each Answer is 250-300 words.

iz'u 1- foØ; laxBu dk egRo crkb;sA ¼08½
Explain the importance of Sales Organization.

iz'u 2- lk{kkRdkj i)fr ds xq.k&nks"k fyf[k;sA ¼08½
Write merits and demerits of Interview.

iz'u 3- ,d vPNh ikfjJfed ;kstuk ds ykHk crkb;sA ¼08½
State the advantages of a good remuneration plan.

iz'u 4- foØ; ny ds egRo dks crkb;sA ¼08½
Explain the importance of salesman group.

iz'u 5- foØ; 'kfDr i;Zos{k.k ds vFkZ dks le>kb;sA ¼08½
Explain the meaning of sales force supervision.

BBC/373/20/A

[k.M&^c* @[k.M&^c* @[k.M&^c* @[k.M&^c* @[k.M&^c* @     Paper - II

foØ; lao)Zu ,oa tulaidZfoØ; lao)Zu ,oa tulaidZfoØ; lao)Zu ,oa tulaidZfoØ; lao)Zu ,oa tulaidZfoØ; lao)Zu ,oa tulaidZ
Sales Promotion & Public Relation

Maximum Marks : 40

iz'u 1- esys ,oa izn'kZfu;ksa ds egRo dks le>kb;sA ¼08½
Explain the importance of fair and exhibitions.

iz'u 2- foØ; lao)Zu ewY;akdu dh miHkksDrk losZ{k.k fof/k dks le>kb;sA ¼08½
Explain the consumer survey method of sales promotion evaluation.

iz'u 3- foØ;.k ,oa foi.ku esa varj le>kb;sA ¼08½
Explain the difference between selling and marketing.

iz'u 4- tulaidZ ,oa izpkj esa lekurk,¡ crykb;sA ¼08½
Explain the similarities between public relation and publicity.

iz'u 5- i=dkfjrk ,oa tulaidZ ij fVIi.kh fyf[k;sA ¼08½
Write a note on Journalism and Public relation.


