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MBA (MARKETING) THIRD YEAR (SESSION 2024-25) (JUNE-JULY) 
SUBJECT: ADVERTISING AND SALES PROMOTION MANAGEMENT 

 
ASSIGNMENT QUESTION PAPER- FIRST      MAXIMUM MARKS: 30 

funsZ’k%& 
01- lHkh iz’u Lo;a dh gLrfyfi esa gy djuk vfuok;Z gSA 
02- fo’ofo|ky; }kjk iznk; l=h; mRrjiqfLrdkvksa esa gh l=h; iz’ui= gy djuk vfuok;Z gSA 
03- l=h; dk;Z mRrjiqfLrdk ds izFke i"̀B dks lko/kkuhiwoZd iwjk Hkjsa vkSj mlesa mlh fo"k; dk iz’ui= gy djsa tks mRrjiqfLrdk ds izFke 

i"̀B ij vafdr fd;k gSA 
04- l=h; dk;Z mRrjiqfLrdk vius v/;;u dsUnz ij tek dj mldh ikorh vo’; izkIr djsaA 

 
uksV% iz’u dzekad 01ls 05 rd ds iz’u y?kqmRrjh; iz’u gSA izR;sd iz’u 02 vad dk gSA 
 
Q.1  “Advertising can sell anything “Explain.  
 foKkiu dqN Hkh csp ldrk gS\ O;k[;k djsaA 
Q.2  What is market positioning in marketing. 
 foi.ku esa ekdsZV iksft’kfuax D;k gS\ 
Q.3  What do you mean by Logo. 
 eqfnzr izrhd ls vki D;k le>rs gS\ 
Q.4  Write note on Advertising Campaign. 
 foKkiu vfHk;ku ij uksV fy[ksaA 
Q.5  What is consumer behavior?  
 miHkksDrk O;ogkj D;k gS\ 

uksV% iz’u dzekad 06 ls 10 rd ds iz’u nh?kZmRrjh; iz’u gSA izR;sd iz’u 04 vad dk gSA 

Q.6  Explain the Advertising role in the marketing process. 
 foi.ku izfof/k esa foKkiu dh Hkwfedk dk o.kZu djsaA 

Q.7  Explain the theory of Cognitive Dissonance? 
 laKkukRed erHksn fl)kar dh O;k[;k djsaA 

Q.8  Explain the role of Budgeting in Advertising? 
foKkiu esa ctfVax dh Hkwfedk dk o.kZu djsaA 

Q.9  Write note on Electronic media buying. 
 ^^bysDVªkfud ehfM;k [kjhn** ij uksV fy[ksaA 
Q.10  Write an essay on sales promotion  
 fcØh lao/kZu ij ,d ys[k fy[ksaA 
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MBA (MARKETING) THIRD YEAR (SESSION 2024-25) (JUNE-JULY) 
SUBJECT: ADVERTISING AND SALES PROMOTION MANAGEMENT 

 
ASSIGNMENT QUESTION PAPER- SECOND     MAXIMUM MARKS: 30 

funsZ’k%& 
01- lHkh iz’u Lo;a dh gLrfyfi esa gy djuk vfuok;Z gSA 
02- fo’ofo|ky; }kjk iznk; l=h; mRrjiqfLrdkvksa esa gh l=h; iz’ui= gy djuk vfuok;Z gSA 
03- l=h; dk;Z mRrjiqfLrdk ds izFke i"̀B dks lko/kkuhiwoZd iwjk Hkjsa vkSj mlesa mlh fo"k; dk iz’ui= gy djsa tks mRrjiqfLrdk ds izFke 

i"̀B ij vafdr fd;k gSA 
04- l=h; dk;Z mRrjiqfLrdk vius v/;;u dsUnz ij tek dj mldh ikorh vo’; izkIr djsaA 

 
uksV% iz’u dzekad 01ls 05 rd ds iz’u y?kqmRrjh; iz’u gSA izR;sd iz’u 02 vad dk gSA 
 

Q.1  Explain about Ethical aspects of Advertising? 
 foKkiu ds uSfrd igyqvksa dh O;k[;k djsaA 
Q.2  What is Primary demand stimulation? 
 izkFkfed ekWax mRrstuk D;k gSA 
Q.3  What do you mean by Media Planning? 
 ehfM;k Iykfuax ¼;kstuk½ D;k gS\ 
Q.4  Whatis Aptitude test? 
 vfHk:fp ijh{kk D;k gSA 
Q.5  Write note on Advertising VS Consumer Behavior. 
 foKkiu cuke miHkksDrk O;ogkj ij uksV fy[ksaA 
 

uksV% iz’u dzekad 06 ls 10 rd ds iz’u nh?kZmRrjh; iz’u gSA izR;sd iz’u 04 vad dk gSA 

Q.6  Write note on “Two step flow of communication”. 
 Lakpkj ds nks pj.k izokg ij uksV fy[ksaA 

Q.7  Explain clues of advertising strategies? 
 foKkiu j.kuhfr ds xw<+ rF;ksa dk o.kZu djsaA 

Q.8  Discuss about an ad copy. 
 foKkiu izfrfyih dks le>kb;sA 
Q.9  Explain promotion advertising media vehicles. 
 mRFkkfur foKkiu ek/;eksa dk o.kZu djsaA 

Q.10  Explain about Retail and cooperative Advertising. 
[kqnjk ,oa lgdkjh foKkiu dk o.kZu djsaA 
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MBA (MARKETING) THIRD YEAR (SESSION 2024-25) (JUNE-JULY) 
SUBJECT: CONSUMER BEHAVIOUR 

 
ASSIGNMENT QUESTION PAPER- FIRST      MAXIMUM MARKS: 30 

funsZ’k%& 
01- lHkh iz’u Lo;a dh gLrfyfi esa gy djuk vfuok;Z gSA 
02- fo’ofo|ky; }kjk iznk; l=h; mRrjiqfLrdkvksa esa gh l=h; iz’ui= gy djuk vfuok;Z gSA 
03- l=h; dk;Z mRrjiqfLrdk ds izFke i"̀B dks lko/kkuhiwoZd iwjk Hkjsa vkSj mlesa mlh fo"k; dk iz’ui= gy djsa tks mRrjiqfLrdk ds izFke 

i"̀B ij vafdr fd;k gSA 
04- l=h; dk;Z mRrjiqfLrdk vius v/;;u dsUnz ij tek dj mldh ikorh vo’; izkIr djsaA 

 
uksV% iz’u dzekad 01ls 05 rd ds iz’u y?kqmRrjh; iz’u gSA izR;sd iz’u 02 vad dk gSA 
 
Q.1  What are the factors that influence Consumer Behavior? 
 miHkksDrk O;ogkj dks izHkkkfor djus okys dkjd D;k gS\ 
Q.2  What is the role of social influence on consumer behavior? 
 miHkksDrk O;ogkj ij lkekftd izHkko dh D;k Hkwfedk gSa\ 
Q.3  How does Consumer perception impact consumer behavior? 
 miHkksDrk /kkj.kk] miHkksDrk O;ogkj dks dSls izHkkfor djrh gSa\ 
Q.4  What is the role of culture in consumer behavior? 
 miHkksDrk O;ogkj esa laLd`fr dh D;k Hkwfedk gSa\ 
Q.5  What is consumer loyalty and how it is developed. 
 miHkksDrk fu".k D;k gS vkSj bls dSls fodflr fd;k tkrk gSA 
 

uksV% iz’u dzekad 06 ls 10 rd ds iz’u nh?kZmRrjh; iz’u gSA izR;sd iz’u 04 vad dk gSA 

Q.6  Explain the relationship between consumer behavior and marketing strategy?  
 miHkksDrk O;ogkj vkSj foi.ku j.kuhfr ds chp laca/k dh O;k[;k djsa\ 

Q.7  Why it is so important for business to understand consumer behavior.  
 O;olkb;ksa ds fy, miHkksDrk O;ogkj dks le>uk bruk egRoiw.kZ D;ksa gSa\ 

Q.8  Explain the information search process and consumer motivation. 
 lwpuk [kkst izfØ;k vkSj miHkksDrk vfHkizsj.k dh O;k[;k djsaA 
Q.9  Explain the influence of personality and self-concept on buying behavior. 
 [kjhn O;ogkj ij O;fDrRo vkSj vkRe vo/kkj.kk ds izHkko dh O;k[;k djsaA 
Q.10  Explain various models of consumer behavior. 
 miHkksDrk O;ogkj ds fofHkUu ekWMyksa dh O;k[;k djsaA 
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MBA (MARKETING) THIRD YEAR (SESSION 2024-25) (JUNE-JULY) 
SUBJECT: CONSUMER BEHAVIOUR 

 
ASSIGNMENT QUESTION PAPER- SECOND     MAXIMUM MARKS: 30 

funsZ’k%& 
01- lHkh iz’u Lo;a dh gLrfyfi esa gy djuk vfuok;Z gSA 
02- fo’ofo|ky; }kjk iznk; l=h; mRrjiqfLrdkvksa esa gh l=h; iz’ui= gy djuk vfuok;Z gSA 
03- l=h; dk;Z mRrjiqfLrdk ds izFke i"̀B dks lko/kkuhiwoZd iwjk Hkjsa vkSj mlesa mlh fo"k; dk iz’ui= gy djsa tks mRrjiqfLrdk ds izFke 

i"̀B ij vafdr fd;k gSA 
04- l=h; dk;Z mRrjiqfLrdk vius v/;;u dsUnz ij tek dj mldh ikorh vo’; izkIr djsaA 

 
uksV% iz’u dzekad 01ls 05 rd ds iz’u y?kqmRrjh; iz’u gSA izR;sd iz’u 02 vad dk gSA 
 
Q.1  What is consumer behavior? 
 miHkksDrk O;ogkj D;k gSa\ 
Q.2  What is consumer learning, how does it affect consumer behavior decision making consumer? 
 miHkksDrk f’k{k.k D;k gksrk gSA ;g miHkksDrk O;ogkj ij dSls izHkko Mkyrk gSa\ 
Q.3  How does personal values impact consumer behavior? 
 O;fDrxr ewY; miHkksDrk O;ogkj dks dSls izHkkfor djrs gSa\ 
Q.4  What is the difference between a need and, wants in consumer behavior? 
 miHkksDrk O;ogkj esa vko’;drk vkSj bPNk ds chp D;k varj gSa\ 
Q.5  What is role of perception in advertising and marketing? 
 foKkiu vkSj foi.ku esa /kkj.kk dh D;k Hkwfedk gSa\ 
 

uksV% iz’u dzekad 06 ls 10 rd ds iz’u nh?kZmRrjh; iz’u gSA izR;sd iz’u 04 vad dk gSA 

Q.6  Explain the concept of consumer involvement and decision making? 
 miHkksDrk dh Hkkxhnkjh vkSj fu.kZ; ysus dh vo/kkj.kk dh O;k[;k djsa\ 

Q.7  Explain the psychological factors that influence consumer decision making. 
 miHkksDrk ds fu.kZ; ysus dks izHkkfor djus okys euksfoKkfud dkj.k D;k gSaA 

Q.8  Explain the different stages of the consumer decision making process?  
 miHkksDrk fu.kZ; ysus dh izfØ;k ds fofHkUu pj.kksa dh O;[;k djsaA 
Q.9  How do reference groups influence consumer behavior? Explain 
 lanHkZ lewg] miHkksDrk O;ogkj dks dSls izHkkfor djrs gSa\ O;k[;k djsaA 

Q.10  Explain industrial buying behavior.  
 vkS|ksfxd [kjhn O;ogkj dh O;k[;k djsa\ 
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MBA (MARKETING) THIRD YEAR (SESSION 2024-25) (JUNE-JULY) 
SUBJECT: INTERNATIONAL MARKETING 

 
ASSIGNMENT QUESTION PAPER- FIRST      MAXIMUM MARKS: 30 

funsZ’k%& 
01- lHkh iz’u Lo;a dh gLrfyfi esa gy djuk vfuok;Z gSA 
02- fo’ofo|ky; }kjk iznk; l=h; mRrjiqfLrdkvksa esa gh l=h; iz’ui= gy djuk vfuok;Z gSA 
03- l=h; dk;Z mRrjiqfLrdk ds izFke i"̀B dks lko/kkuhiwoZd iwjk Hkjsa vkSj mlesa mlh fo"k; dk iz’ui= gy djsa tks mRrjiqfLrdk ds izFke 

i"̀B ij vafdr fd;k gSA 
04- l=h; dk;Z mRrjiqfLrdk vius v/;;u dsUnz ij tek dj mldh ikorh vo’; izkIr djsaA 

 
uksV% iz’u dzekad 01ls 05 rd ds iz’u y?kqmRrjh; iz’u gSA izR;sd iz’u 02 vad dk gSA 
 
Q.1  Explain the distinction between International Marketing and International trades? 
 varjkZ"Vªh; foi.ku ,oa varjkZ"Vªh; O;kikj ds varj dh O;k[;k djsa\ 
Q.2  What are the Non-tariff barriers in International marketing? 
 varjkZ"Vªh; foi.ku esa xSj VsfjQ ck/kk,Wa D;k gSa\ 
Q.3  What are the benefits of commodity board? 
 deksfMVh cksMZ ds ykHk D;k gSa\ 
Q.4  What is an export clearance? 
 fu;kZr fudklh D;k gSa\ 
Q.5  What is pricing and distribution strategy? 
 ewY;k fu/kkZj.k vkSj forj.k j.kuhfr D;k gS\  
 

uksV% iz’u dzekad 06 ls 10 rd ds iz’u nh?kZmRrjh; iz’u gSA izR;sd iz’u 04 vad dk gSA 

Q.6  Explain about IMF? 
 vkb-,e-,Q- ds ckjs esa o.kZu djsaA 

Q.7  What are the five major trade agreements? 
 ikWp izeq[k O;kikj le>kSrs dkSu ls gSa\ 

Q.8  Explain about institutional infrastructure fir export promotion. 
 fu;kZr laonZu gsrq laLFkkxr <kWpk ds ckjs esa o.kZu djsaA 
Q.9  Write note on “Registration of Exporters”. 
 fu;kZr ds iath;u ij uksV fy[ksaA 

Q.10  Write an essay on Price strategy and distribution of product in International marketing. 
 varjkZ"Vªh; foi.ku ds oLrq ds ewY; ,oa forj.k j.kuhfr ij ys[k fy[ksaA 
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MBA (MARKETING) THIRD YEAR (SESSION 2024-25) (JUNE-JULY) 
SUBJECT: INTERNATIONAL MARKETING 

 
ASSIGNMENT QUESTION PAPER- SECOND     MAXIMUM MARKS: 30 

funsZ’k%& 
01- lHkh iz’u Lo;a dh gLrfyfi esa gy djuk vfuok;Z gSA 
02- fo’ofo|ky; }kjk iznk; l=h; mRrjiqfLrdkvksa esa gh l=h; iz’ui= gy djuk vfuok;Z gSA 
03- l=h; dk;Z mRrjiqfLrdk ds izFke i"̀B dks lko/kkuhiwoZd iwjk Hkjsa vkSj mlesa mlh fo"k; dk iz’ui= gy djsa tks mRrjiqfLrdk ds izFke 

i"̀B ij vafdr fd;k gSA 
04- l=h; dk;Z mRrjiqfLrdk vius v/;;u dsUnz ij tek dj mldh ikorh vo’; izkIr djsaA 

 
uksV% iz’u dzekad 01ls 05 rd ds iz’u y?kqmRrjh; iz’u gSA izR;sd iz’u 02 vad dk gSA 

 
Q.1  Define International Marketing? 
 varjkZ"Vªh; foi.ku dh ifjHkk"kk nsaA 
Q.2 What is Bilateral Trade Agreements? 
 f}i{kh; O;kikj le>kSrk D;k gSa\ 
Q.3  What do you mean by import and export policy? 
 vk;kr ,oa fu;kZr uhfr ls vki D;k le>rs gSa\ 
Q.4  Explain the export registration procedure.  
 fu;kZr iath;u izfØ;k dk o.kZu djsaA 
Q.5  What is the importance of marketing in international marketing? 
 varjkZ"Vªh; foi.ku esa foi.ku feJ.k dk eq[; egRo D;k gSa\ 

uksV% iz’u dzekad 06 ls 10 rd ds iz’u nh?kZmRrjh; iz’u gSA izR;sd iz’u 04 vad dk gSA 

Q.6  Write note on World Bank. 
 fo'o cSad ij uksV fy[ksaA 

Q.7  What are the fiscal & non fiscal barriers in International marketing? 
 varjkZ"Vªh; O;kikj esa jktdks"kh; vkSj xSj jktdks"kh; ck/kk,Wa D;k gSa\ 

Q.8  Write note on Export promotion councils. 
 fu;kZr lao/kZu ifj"kn ij uksV fy[ksaA 
Q.9  What are the major sources of export financing?  
 fu;kZr foRriks"k.k ds izeq[k L=ksarks dk o.kZu djsaA 
Q.10  Explain the stages of the product life cycle in international marketing. 
 varjkZ"Vªh; foi.ku esa mRikn thou pØ ds pj.kksa dh O;k[;k djsaA 
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MBA (MARKETING) THIRD YEAR (SESSION 2024-25) (JUNE-JULY) 
SUBJECT: SERVICE MARKETING 

ASSIGNMENT QUESTION PAPER- FIRST      MAXIMUM MARKS: 30 

funsZ’k%& 
01- lHkh iz’u Lo;a dh gLrfyfi esa gy djuk vfuok;Z gSA 
02- fo’ofo|ky; }kjk iznk; l=h; mRrjiqfLrdkvksa esa gh l=h; iz’ui= gy djuk vfuok;Z gSA 
03- l=h; dk;Z mRrjiqfLrdk ds izFke i"̀B dks lko/kkuhiwoZd iwjk Hkjsa vkSj mlesa mlh fo"k; dk iz’ui= gy djsa tks mRrjiqfLrdk ds izFke 

i"̀B ij vafdr fd;k gSA 
04- l=h; dk;Z mRrjiqfLrdk vius v/;;u dsUnz ij tek dj mldh ikorh vo’; izkIr djsaA 

 
uksV% iz’u dzekad 01ls 05 rd ds iz’u y?kqmRrjh; iz’u gSA izR;sd iz’u 02 vad dk gSA 
 

Q.1  What is the definition of service marketing? 
 lsok foi.ku dh ifjHkk"kk D;k gS\ 
Q.2  How does a service differ from physical goods in terms of marketing? 
 foi.ku ds lanHkZ esa lsok,Wa HkkSfrd oLrqvksa ls fdl izdkj fHkUu gSa\ 
Q.3  Is marketing of services more challenges? 
 oLrq lsokvksa dk foi.ku vf/kd pqukSrhiw.kZ gSa\ 
Q.4  What is role of customer in service marketing? 
 lsok foi.ku esa xzkgd lsok dh D;k Hkwfedk gSa\ 
Q.5  How does service marketing mix differ from the traditional marketing mix? 
 feJ.k ls fdl izdkj fHkUu gSa\ 
 

uksV% iz’u dzekad 06 ls 10 rd ds iz’u nh?kZmRrjh; iz’u gSA izR;sd iz’u 04 vad dk gSA 

Q.6  Explain goods marketing and service marketing in detail. 
 mRikn rFkk lsok foi.ku dh vo/kkj.kk dks foLrkiwoZd le>kb,A 

Q.7  Explain marketing framework for service business? 
 lsok O;olk; gsrq foi.ku <kaps dh O;k[;k djsaA 

Q.8  Explain quality issues in service marketing. 
 lsok foi.ku esa xq.koRrk ds eqn~nksa dh O;[;k djsaA 
Q.9  What are some emerging trends in service marketing and how are they likely to impact the 

service industry in the coming year? 
lsok  foi.ku esa dqN mHkjrh izo`fr;kWa D;k gSa] vkSj vkus okys o"kksZa esa lsok m|ksx ij muds D;k izHkko 
iM+us dh laHkouk gSaA 

Q.10  Explain Indian scenario of service marketing. 
 lsok foi.ku dk Hkkjrh; ifjos’k esa orZeku ifjn’̀; dh O;k[;k djsaA 
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MBA (MARKETING) THIRD YEAR (SESSION 2024-25) (JUNE-JULY) 
SUBJECT: SERVICE MARKETING 

 
ASSIGNMENT QUESTION PAPER- SECOND     MAXIMUM MARKS: 30 

funsZ’k%& 
01- lHkh iz’u Lo;a dh gLrfyfi esa gy djuk vfuok;Z gSA 
02- fo’ofo|ky; }kjk iznk; l=h; mRrjiqfLrdkvksa esa gh l=h; iz’ui= gy djuk vfuok;Z gSA 
03- l=h; dk;Z mRrjiqfLrdk ds izFke i"̀B dks lko/kkuhiwoZd iwjk Hkjsa vkSj mlesa mlh fo"k; dk iz’ui= gy djsa tks mRrjiqfLrdk ds izFke 

i"̀B ij vafdr fd;k gSA 
04- l=h; dk;Z mRrjiqfLrdk vius v/;;u dsUnz ij tek dj mldh ikorh vo’; izkIr djsaA 

 
uksV% iz’u dzekad 01ls 05 rd ds iz’u y?kqmRrjh; iz’u gSA izR;sd iz’u 02 vad dk gSA 
 

Q.1  What is the importance of service quality in service marketing? 
 lsok foi.ku esa lsok xq.koRrk dk D;k egRo gS\ 
Q.2  How can service providers differentiate their services from those of their competitors? 
 lsok iznkrk viuh lsokvksa dks vius izfrLif/k;ksa dh lsokvksa ls dSls vyx dj ldrs gSaA 
Q.3  What is the role of branding in Service Marketing? 
 lsok foi.ku esa czkafMax dh D;k Hkwfedk gSa\ 
Q.4  How can service providers use customer feedback to improve their marketing efforts? 

lsok iznkrk vius foi.ku iz;k’kksa dks csgrj cukus ds fy, xzkgdksa dh izfrfØ;k dk mi;ksx dSls dj 
ldrs gSa\ 

Q.5  What are some strategies for promoting and advertising services effectively? 
 lsokvksa dks izHkkoh <ax ls c<+kok nsus vkSj foKkiu nsus ds fy, dqN j.kuhfr;kWa D;k gSa\ 
 j 

uksV% iz’u dzekad 06 ls 10 rd ds iz’u nh?kZmRrjh; iz’u gSA izR;sd iz’u 04 vad dk gSA 

Q.6  What are the key challenges that marketers faces in marketing services? How can they 
overcome these challenges? 
foi.ku lsokvksa esa foi.ku du izeq[k pqukSfr;ksa dk lkeuk djrs gS\ os bu pquksfr;ksa ls dSls ij ik 
ldrs gSa\ 

Q.7  Explain service vision and service strategy? 
 Lsok n`f"V vkSj lsok j.kuhfr dh O;k[;k djsaA 
Q.8  Explain (a) advertising (b) Relationship marketing 
 O;k[;k djsaA 
 ¼v½ foKkiu     ¼c½ laca/k foi.ku 
Q.9  What are the key elements of a successful service marketing campaign?  
 ,d lQy lsok foi.ku vfHk;ku ds izeq[k rRo D;k gSa\ 
Q.10  Explain the role of branding and packaging of services. 
 lsokvksa esa czkafMax rFkk iSdsftax dh Hkwfedk dh O;k[;k dhft,A 
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MBA (MARKETING) THIRD YEAR (SESSION 2024-25) (JUNE-JULY) 
SUBJECT: SALES AND DISTRIBUTION MANAGEMENT 

 
ASSIGNMENT QUESTION PAPER- FIRST      MAXIMUM MARKS: 30 

funsZ’k%& 
01- lHkh iz’u Lo;a dh gLrfyfi esa gy djuk vfuok;Z gSA 
02- fo’ofo|ky; }kjk iznk; l=h; mRrjiqfLrdkvksa esa gh l=h; iz’ui= gy djuk vfuok;Z gSA 
03- l=h; dk;Z mRrjiqfLrdk ds izFke i"̀B dks lko/kkuhiwoZd iwjk Hkjsa vkSj mlesa mlh fo"k; dk iz’ui= gy djsa tks mRrjiqfLrdk ds izFke 

i"̀B ij vafdr fd;k gSA 
04- l=h; dk;Z mRrjiqfLrdk vius v/;;u dsUnz ij tek dj mldh ikorh vo’; izkIr djsaA 

 
uksV% iz’u dzekad 01ls 05 rd ds iz’u y?kqmRrjh; iz’u gSA izR;sd iz’u 02 vad dk gSA 
 
Q.1  Explain the nature of Sales Managements? 
 foØ; izca/k ds izdf̀r dk o.kZu djsaA 
Q.2  What is Sales Training Program? 
 foØ; izf’k"k.k dk;ZØe D;k gSa\ 
Q.3  What is sales cost? 
 foØ; ykxr D;k gSa\ 
Q.4  What is Marketing Channels? 
 foi.ku okfgdk,Wa D;k gSa\ 
Q.5  What is International Marketing? 
 varjkZ"Vªh; foi.ku D;k gSa\ 
 

uksV% iz’u dzekad 06 ls 10 rd ds iz’u nh?kZmRrjh; iz’u gSA izR;sd iz’u 04 vad dk gSA 

Q.6  Write note on Recruitment of Sales personnel? 
 foØ; deZpkjh ds HkrhZ ij uksV fy[ksaA 
Q.7  Explain about motivation of sales personnel. 
 foØ; deZpkfj;ksa ds vfHkizsj.kk ds ckjs esa o.kZu djsaA  
Q.8  Write note on sales cost and cost analysis. 
 foØ; ykxr ,oa ykxr fo’ys"k.k ij uksV fy[ksaA 
Q.9  Discuss about wholesaling and Retailing. 
 Fkksd ,oa [kqnjk fcØh dks le>kb;sA 

Q.10  Explain about assessing performance of marketing channels. 
 foi.ku pSuy ds izn’kZu dk vkdyu ds ckjs esa o.kZu djsaA 
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MBA (MARKETING) THIRD YEAR (SESSION 2024-25) (JUNE-JULY) 
SUBJECT: SALES AND DISTRIBUTION MANAGEMENT 

 
ASSIGNMENT QUESTION PAPER- SECOND     MAXIMUM MARKS: 30 

funsZ’k%& 
01- lHkh iz’u Lo;a dh gLrfyfi esa gy djuk vfuok;Z gSA 
02- fo’ofo|ky; }kjk iznk; l=h; mRrjiqfLrdkvksa esa gh l=h; iz’ui= gy djuk vfuok;Z gSA 
03- l=h; dk;Z mRrjiqfLrdk ds izFke i"̀B dks lko/kkuhiwoZd iwjk Hkjsa vkSj mlesa mlh fo"k; dk iz’ui= gy djsa tks mRrjiqfLrdk ds izFke 

i"̀B ij vafdr fd;k gSA 
04- l=h; dk;Z mRrjiqfLrdk vius v/;;u dsUnz ij tek dj mldh ikorh vo’; izkIr djsaA 

 
uksV% iz’u dzekad 01ls 05 rd ds iz’u y?kqmRrjh; iz’u gSA izR;sd iz’u 02 vad dk gSA 

 
Q.1  What is Personal Selling objectives? 
 O;fDrxr foØ; ¼cspuk½ ds mn~ns’; D;k gSa\ 
Q.2  What are the various steps involved in sales training. 
 fcØh izf’k"k.k es 'kkfey fofHkUu pj.k D;k gSa\ 
Q.3  Discuss about sales meeting. 
 foØ; cSBd leu ds ckjs es le>kb;sA 
Q.4  Discuss about the structure of marketing channels. 
 foi.ku pSuyksa ds <+kWpksa dk o.kZu djsaA 
Q.5  Explain about essential elements of an International Marketing channel 
 varjkZ"Vªh; foi.ku pSuy ds vko’;d rRo dk o.kZu djsaA  

uksV% iz’u dzekad 06 ls 10 rd ds iz’u nh?kZmRrjh; iz’u gSA izR;sd iz’u 04 vad dk gSA 

Q.6  Discuss the nature and scope of sales management.  
 foØ; izca/k ,oa {ks= dks le>kb;sA 
Q.7  What points should be kept in mind while designing compensation system in the organization.  
 laxBu es {kfriwrhZ iz.kkyh dks fMtkbu djrs le; fdr ckrksa dks /;ku es j[kk tkuk pkfg,A 

Q.8  Explain about developing sales evaluation program. 
 fcØh ewY;kadu dk;ZØe fodflr djuk le>kb;sA 
Q.9  Explain about logistics and distribution. 
 ykWftfLVd ,oa forj.k dk o.kZu djsaA 
Q.10  What are the essential elements of an International marketing channels?  
 varjkZ"Vªh; foi.ku pSuy ds vko’;d rRo D;k gSa\ 


