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1. This question paper contains __1___page(s).
2. Answer to each new question is to be started on a new page.
3. Assume suitable data wherever required, but justify it.
4. Draw the neat labelled diagrams, wherever necessary.
5. The last columns indicates the Course Outcome and level of Blooms Taxonomy of the Question/sub-question. 
6. Q1& Q3 are compulsory and Choose  (a) or (b) from Q2 & Q4 
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Question No. 1

1 a) Write in brief the 3 principles of Personal Selling. (3) CO1

1 b) Define Sales Management.Give 3 points of difference between Selling and Marketing. (4) CO1

Question No. 2

2 a) Explain in detail the personal selling process with examples. (8) CO1

OR

2 b) Theactual demand data of two-wheelers from May20-Sep20 will be considered which is 100, 150, 200
,180 and 300 respectively.Calculate the Forecast of August‘20,September’20 and October20 by using
Weighted Moving Average Method.We have assigned weights 0.12 to May20 ,0.38 to Jun20, 0.50 to
Jul20 .Draw a table showing the same.

(8) CO1

Question No. 3

3 a) Elaborate any 3 functions of a Sales Person. (3) CO2

3 b) Write a short note on Qualities of Effective Sales Executive. (4) CO2

Question No. 4

4 a) Define Sales Organisation.Illustrate5 Steps of Sales Organisation Development. (8) CO2

OR

4 b) Write a note on Line Authority,Staff Authority and Functional Authority with a neat diagram. (8) CO2
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