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1. fa) What do you mean by sales policies?
State i1s importance and chiectives.
4+5+5=14

O

(i Whart is branding? Explain the branding
strategies followed by corporate-houscs.
Explain the importance of trademark for
the commercialization and growth of Lhe
indusiry. d+H+d=14
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Whal I8 retalling? Discuss the

importance of retailing.  State and

explain the various wypes of retailers
2+6+6-14

¥

What 13 marketing middlernan? Discuss
the functfornis and wpes of marketing
middleman. 2ef+hmig

Who is a sales manager? Discuss the
varous  responsibilities of sales
manager S+0=14

Or

State and explam the principal method
of remunerating salesman. Which
method s fair and adequate to secure
good business? 10+4=14

Explain the meaning and functions of
sales promotion. Discuss the various
tvpes of salesman., 2+6+b=14

Or

Discuss the various Wypes of retail store
shles promotion schemes. Explain the
preparation of quotation invoice. S+6=13

{ Confinued )



(3 )

5. f1) Differentiate berween sales analvsis «nd
marketing analysis. What are the
measures taken o conlrol sales?  T+i=la

Or

) State and  explain the types  of
saleamen’s report. Discuss its ulility.
1+4=14
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