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B.Conry'4th Sem /Com/5(NEP)

2025

Semester Examination (CCFUP: NEP)

MARKETING MANAGEMENT

Paper : M! 5-T (Single Core Maior)

[Personal Selling and Sales Force Management]

Full Marks: 60 Time : Thrc Hours

The figures in the margin indtcue full marks.

Candifutes are required to give their answers
in their own words as far as procticable.

Group - A

Answer any Jive questions : 2x5:10

l. Name any four elements of homotional Mix.

2. What do you mean by Person;al Selling?

3. Whd is consultative se[ing?

4. What is non-verhl communication?

5. What is Sales Presentation?

6. What is sales training?

7. $/hat is a Sales 1}rritory?

8. What is Sales forecasting?
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(2)
GrouP - B

Answer anY f,our questions:

9. Outline the salient featues of Personal Se[ing'

10. Briefly discrss the advanuges of Personal Selling'

11. Discuss the major objectives of Sales management

12. Give a brief description of different types of Sales

ComPensation

13. Discuss tlre importance of Sales Forecasting'

14. Discuss the quantitative methods of evaluating Sales

Force.

GrouP - C

Answer arry three questions: 10x3=30

15. Discuss the essential qualities of a successful sales

persoL

16. Discuss the sittrarions sritable for Personal Se[ing'

17. Briefly discuss the different stages of sales process'

18. Discuss the different steps involved in the process of

setecting sales force'

19. Discuss the major objectives of establishing sales

territories'
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