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Section A (20 Marks) 

 

Q1.    Answer all questions. (4x2.5=10) 

1. Define selling. 

2. What do you mean by relationship marketing?  

3. What do you mean by online selling? 

4. Sales recruitment? 

 

Q2.   Differentiate between the following: (5x2= 10) 

a) Sales Budget and Sales forecasting 

b) Wholesaler and Retailer. 

                                                   Section-B (20 Marks) 

Q3. Explain in detail the various levels of distribution? (10)      

Q4. Explain in detail the Sales information system? (10) 

 
 

                                                     Section-C (30 Marks) 

Q5. What do you understand by Sales training? Why sales training is important for the 

company? (10) 
 

Q6. What do you mean by sales control? Explain in detail the sales control process? (10) 

Q7. What do you understand by Sales forecasting? Explain in detail the various methods of sales 

forecasting? (10)                                                                
 

 

 

Section-D (30Marks) 

Q8. Explain and differentiate between the vertical marketing system and horizontal marketing 

system. (15) 
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Q 9. Explain in detail the personal selling process with examples. Why it is important for a 

salesman to perform well in all the steps. (15) 
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