
 
Exam Seat No:_____________________                Enrollment No:_______________________ 

C.U.SHAH  UNIVERSITY 
WADHWAN CITY  

University (Winter) Examination -2013  
Course Name :B.Com Semester-I                Subject  Name: - SALES MANAGEMENT   
                                                                                       
Duration :- 2:30 Hours                                                                                                                        Date : 30/12/2013 
Instructions:-  
(1) Attempt all Questions of both sections in same answer book / Supplementary.   
(2) Use of Programmable calculator & any other electronic instrument is prohibited. 
(3) Instructions written on main answer Book are strictly to be obeyed. 
(4)Draw neat diagrams & figures (If necessary) at right places. 
(5) Assume suitable  & Perfect  data if needed. 

 
SECTION- 1 

Q.  1  (a)   Give Definition of Salesmanship.                  1 
           (b)    What is Personal Selling & Advertising ?               2     

          (c)     How do  you create attention & attraction for customers when you  

             are selling Insurance policy to them ? Give some qualities of your policy.           2 

         (d)     Discuss some selling points for woman’s wrist watch.                                   2 

 

Q.  2  (a)    “Salesmanship is neither exact Art nor exact science”- Explain                            5 

          (b)    Define Personal selling. Explain advantages & limitations of it.                      5 

          (c)     Write a note on : Service after sales                4 

OR 

          (a)    How can you overcome the objections of closing sales ?                5 

          (b)    How  can you say that salesmanship is a Profession?              5 

          (c)     Which are the types of personal selling? Explain in brief.            4 

 

Q.  3  (a)     Explain the concept of salesmanship. Discuss scope of salesmanship  

       along with features of good salesmanship.               7 

          (b)     Define Personal Selling. Explain role & significance with objectives  

         Of it.                    7 

OR 

          (a)     Explain Theories of selling.                              7 

          (b)     Write a note on : 1. Counter Salesmanship  

    2. Creative Salesmanship               7 
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SECTION- 2 
 

Q.  4  (a)    “ The salesmanship of the product is the product itself ”  True or False              1 
           (b)    “ Sales promotion means an unplanned programmed to increase sales’’            

        True or False                       1 

          (c)     Give definition of Sales Promotion                 2 

         (d)     “ Sales Promotion means steps taken for increasing sales’’ Who has presented  

       This short but perfect definition.                  1 

         (e)     Give the name of forms of sales promotion.                  2 

Q.  5 (a)    The various steps are taken for sales promotion, whether it is mentioned within  

                 which techniques the sales promotion is included. If it is True then mark right( √  ), 

     and  if it is wrong then  mark (X) the in box. 

    Steps for Sales Promotion     Sales Promotion Method  

(1) Promotion      (1) Sales Promotion by Salesmen.       

(2) Sales Contest      (2) Sales Promotion by Salesmen.       

(3) Internal Display      (3) Sales Promotion by Traders.           

(4) Free samples      (4) Sales Promotion by Customer 

(5) Competition      (5) Sales Promotion by Salesmen. 

          5 

         (b)   Explain functions of sales organization management.              5 
 
         (c)   What are the types of Sales manager ?                 4 

OR 

(a) Discuss the features of competent Sales Manager.              5 
 

(b) What is the significance of Sales Promotion in Sales Management ?                            5 
 

(c) Write a note on : Sales Quota.                  4 
 

Q.  6 (a)    Define sales Promotion. Explain any-2 techniques of Sales Promotion.            7           

         (b)    Discuss meaning & definition of sales organization. Discuss types &  

      Structure of Sales organization.                 7 

OR 

(a) Discuss the sales procedure in detail                 7  
 

(b) Explain duties & functions of sales manager.               7 
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SECTION- 1 

Q.  1  (a)   J[RF6S/FGL jIFbIF VF5MP                   1 

           (b)   jIlSTUT J[RF6 V[8,[ X]\ m  

        HFC[ZFT V[8,[ X]\ m                            2     

          (c)    WFZM S[4 TD[ SM. U|FCS G[ SM. 5M,L;L JC[\RJF H. ZCIF KM4 TM T[GL DF8[ TD[ TDFZF U|FCSG]\ wIFG 

         S. ZLT[ B[\RXM m TDFZL 5M,L;L GL D}/ ,F1Fl6STFVM S. S. K[ T[ NXF"JMP              2 

         (d)    AC[GM GL S\F0F Wl0IF/ JC[\RJF DF8[GF JC[\RF6GF ;}RGM SIF SIF CM. XS[ m                                 2 

 

Q.  2  (a)   cc J[RF6S/F S/F S[ lJ7FG cc v RRF" SZMP                5 

          (b)    jIlSTUT J[RF6GL jIFbIF VF5L T[GF OFINF TYF U[ZOFINF GL RRF" SZMP               5 

          (c)     8]\SGM\W ,BM o s!f J[RF6 5KLGL ;[JFVMP                 4 

OR 

          (a)    U|FCSMGF JF\WFVMGM lGSF, SZJFGL 5wWlTVM H6FJMP                 5 

          (b)    X]\ J[RF6S/F V[S jIJ;FI SCL XSFI m                  5 

          (c)    jIlSTUT J[RF6GF SIF SIF 5|SFZM K[ m 8}\S DF\ RRF" SZMP               4 

 

Q.  3  (a)    J[RF6S/F GF SFI"1F[+GL RRF" SZMP ;FZL J[RF6S/FGF ,1F6MGL RRF" SZMP                 7 

          (b)    jIlSTUT J[RF6GL jIFbIF VF5LP T[GL J[RF6 ;\RF,G 5|J'lTVM4 DCtJ TYF C[T]VMGL RRF" SZMP         7 

OR 

          (a)     jIlSTUT J[RF6GF l;wWF\TMGL RRF" SZMP                                 7 

          (b)     8]\S GM\W ,BM   :         1. :YFIL ;[<;D[GP  

    2. 5|6[TF ;[<;D[GP                7 
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SECTION- 2 
 

Q.  4  (a)    cc J:T]GM pTD ;[<;D[G J:T] 5MT[ H K[P cc v lJWFG ;FR]\ S[ BM8]\P                 1 

           (b)    cc J[RF6J'lwW V[8,[ J[RF6 JWFZM D[/JJFGM lAGVFIMHLT SFI"S|DP ccv lJWFG ;FR]\ S[ BM8]\P                     1 

          (c)     J[RF6J'lwW GL jIFbIF VF5MP                  2 

         (d)     cc J[RF6J'lwW V[8,[ J[RF6 JWFZJF DF8[ ,[JFDF\ VFJTF\ 5U,F\Pcc VFJL 8}\SL VG[ 5}6" jIFbIF SIF  

         lGQ6FTGL K[ m                    1 

         (e)     J[RF6J'lwWGF 5|SFZMGF GFD VF5MP                 2 

Q.  5 (a)    GLR[ J[RF6J'lwW DF8[ ,[JFTF\ lJlJW 5U,F\ VF5[,F\ K[P H[GL ;FD[ T[ J[RF6J'lwWGL S. 5wWlTDF\ ;DFJ[X  

        YFI K[ T[ NXF"J[, K[P HM ;FR]\ CMI TM T[GL ;FD[GF BFGFDF\        sBZ]\f ,BM4 HM BM8]\ CMI TM 2sRMS0Lf D}SM o  

      J[RF6J'lwWGF\ 5U,F\                   J[RF6J'lwWGL 5wWlTG]\ BFG]\  

(1) A-TL                   (1) ;[<;D[G ¡FZF J[P J'P 5wWlT .       

(2) J[RF6 :5WF"                  (2) ;[<;D[G ¡FZF J[P J'P 5wWlT.       

(3) VF\TlZS UM9J6L                  (3) J[5FZL  ¡FZF J[P J'P 5wWlT.           

(4) DS]T GD}GFVM                 (4) U|FCSM  ¡FZF J[P J'P 5wWlT. 

(5) .GFDL :5WF"                   (5) ;[<;D[G  ¡FZF J[P J'P 5wWlT. 

(6) lJ7F5G                                  (6)  U|FCSM  ¡FZF J[P J'P 5wWlT. 

          5 

         (b)   J[RF6 jIJ:YFT\+DF\ SIF SIF lJEFUMGM ;DFJ[X YFI K[ m                5 
 
         (c)   J[RF6 D[G[HZGF VlWSFZM H6FJM                   4 

OR 

(a)   J[RF6 D[G[HZGL ,FISFTM GL RRF" SZMP                 5 
  

(b)   J[RF6J'lwW G]\ DCtJ J[RF6 ;\RF,G DF\ X]\ K[ m T[GL RRF" SZMP                                      5 
 

(c)   8]\SGM\W ,BM v J[RF6SJM8F                   4 
 

Q.  6 (a)    J[RF6J'lwWGL jIFbIF VF5M4 J[RF6J'lwW DF8[GL SM.56 v Z 5wWlTVMGL RRF" SZMP             7           

         (b)    J[RF6 jIJ:YFT\+ GM VY" VG[ jIFbIF ;DHFJMP J[RF6 jIJ:YFT\+GF lJlJW lJEFUMGL RRF" SZMP            7 

OR 

(a) J[RF6 SFI"JFCLGF TASSFVM p\0F65}J"S ;DHFJMP                7 
 
(b) J[RF6 D[G[HZGF SFIM" VG[ OZHM H6FJMP                 7 
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