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B.Com. Semester - 2 (CBCS) Examination
March/April — 2026 (New Course)
Personal Selling and Salesmanship - 2 (DSC1)

Time: 2:30 Hours Marks: 70
Instructions:
1. All questions are compulsory.
2. Figures to the right indicate marks.
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ENGLISH VERSION
Que.l Explain different methods of sales promotion. (20)
OR
Que.l Explain the structure of sales promotion strategy, explain its critical factors.
Que.2 What is sales management ? explain the functions of sales management. (20)
OR
Que.2 Explain objective and affecting factors of the sales force.
Que.3 Describe the procedure to appointment of salesman. (15)
OR
Que.3 Explain importance and objectives of recruitment of salesman.
Que.4 Explain different method of remuneration of salesman. (15)

OR
Que.4 Explain the different methods of controlling a salesman.
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