BACHELOR OF COMMERCE (CBCS - 2018 COURSE)
S. Y. B. Com. Sem-IV :SUMMER- 2022
SUBJECT : MARKETING-1IV

Day : Monday Time : 03:00 PM-06:00 PM
Date : 11/7/2022 S-18167-2022 Max. Marks - & (8
N.B

1) All questions are COMPULSORY.
2) Figures to the RIGHT indicate FULL marks.

Q.1 Discuss various factors determining the size of selling organization. (12)
OR
What do you mean by ‘Selling Organization’? explain its need and objectives.

Q.2 Why salesman should have knowledge about his good and about policies of his (12)

organization?
OR
a) Explain various sources of information. (06)
b) Why salesman should have knowledge about socio-economic and political (06)
conditions?
Q.3 Discuss various social traits required to salesman. (12)
OR
a) How does good health is useful to salesman? (06)
b) How does patience is useful to salesman? (06)
Q.4 Explain meaning of external source of selection. Discuss its merits. (12)
OR
a)  State importance of training to salesman. (06)
b) Discuss various methods of motivation. (06)
Q.5 Write short notes on ANY THREE of the following. (12)

a) Financial incentives

b) Transport knowledge

¢) Qualities of sales manager

d) Strong memory and salesman
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