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What is direct marketing? Explain its importance and benefits.
OR
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Write short note: direct mail, catalogue marketing, telemarketing, and other media.
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How Design of the saies force can decide? Explain.
OR
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How Sales force objective and strategy can decide? Explain
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Explain methods of Recruitment and selection dgeisions.
OR

3 QAEne{l el wal AFlagel Gl 2uHesA.

Explain methods of training and supervising sales force.
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Write note on motivating and evaluating sales force.
OR
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Write note on sales force compensation decisions.
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Explain executing sales order and Follow-up in detail.

OR
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Write detail note on Closing of Sales.

20

20

20

20

20


http://www.mkbuonline.com

