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B. Com. - Semester - 4 (MARKETING)
BM 3 PERSONAL SELLING -2
Time:2.30 coder 336¢ Marks:70
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What is direct marketing? Explain its benefits and the public-ethical issues. 14
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Write note on (1) Catalog marketing, (2) Telemarketing.
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Explain sales objective and strategy in detail. 14
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Write in detail sales force size decisions.
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" How sales people recruited? Explain. 14
OR
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Write detailed note on sales representative productivity.
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What is sales force? How its compensation decisions taken? Explain. 14
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Write note on motivating sales force.

5AABL Y2 sall AARLsAL 585 utaldol Guailat 531 a3 87 el

What methods salesman can use for concluding sales? Explain. 14

OR
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Explain importance and process of Follow-up in detail.



