10.

11:

12.

13,

What is the situation in which personal sell-

ing should be used? Give examples.

*wﬁmﬁﬁmﬁmﬁmﬁmﬁﬁ%mm

Tfed? Farexor 5|

Highlight the role of sales people at retail
stores in the overall selling process?

ol o i & srfa v <geRT WoeR W
frrges fgsar ot yfirer w e SR

Based on your understanding, writ:e a de-
talled note on the present retail scenario in
the country.

3T 3T @ SRR & SR TR WA b A

G AR & UReged W fivga e frfad

Explain in detail the sales training programme.

face f¥eror BRIy & fovga e SR
Explain the procedures involved in selecting
candidate for sales jobs. _

fiwa it & R Fireart & wlt 4 s i
@ IRT B
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Time : Three Hours | [Maximum Marks : 75

Note : Attempt questions from all Sections as
per instructions. ,

Al wf avel PR e wa aﬁﬁﬂm

Section-A / @vs-31 2
(Very Short Answer Questions)
(a1fy =y It we)

Neote : Attempt all the five questions of this Sec-
tion. Each question carries 3 marks. Very
short answer is required not exceeding
75 words. - 3x5=15

e 3 woE B avi g v B Sl g ye

3 3wl @1 &1 siftraser 75 el F sy e g

ST &
PT.O.




Describe the terrh Sales Management?
Towar e a1 ool Sifwre

Comment on the relationshlp between the
Sales and HR Departmient.:

fossar faum qen oy foumr & wer vl
feaott BifsRy
What are Neighbourhood Stores?
Neighbourhood Stores @@ &7
Mention the ‘Concept of Intermediaries'?
AR Bl TR 7T HIfSRy?
Explain the 'EOQ Model'.
'EOQ Model' & == IRy
~ Section-B / @Wus-§
(Short Answer Questions)

(g I w=)

Note : This section contains three questions, at-

tempt any two questions. Each question

carries 7%2 Marks. Short answer is re- (

quired not exceeding 200 words.

59 s A @ weT E, ol @ et @y 7w
DA | TAB FeT 7v2 37t P | i
200 oIl & @Y 3R ST &1 7vax2=15

18058\2

How would you remove the objection of a
buyer in personal selling?

BT i & e far & smuR ﬁ 3y
I T B

Discuss the steps involved in developing a
sales organization?

-‘%ﬁmmaﬁﬁﬁ%ﬁaﬂﬁﬁ%ﬁnﬁm
D IR PR

Describe the requireménts of a good com-.
pensation plan.

P ST el dvsrr @ saTamaTt & aoh
Bt |
 Section-C / @uz-g
(Detailed Answer Questions)

(fareger 3ol wemy)

Note : This section contains five>questions, at-

tempt any three questions. Each ques-
tion carries 15 Marks. Answer is required
in detail.

DI Tedb T 15 30T o7 2| fovga =R

snfere & 18%3.45
18058\3 ‘ | \ P.T.0.




10.

Ll

12

13

(4

Explain the selection procedure related to sales
force. '

ﬁmaﬁ@wﬁa’awmaﬁwﬁmu

How ‘sales and distribution’ functions are

complimentary to each other? Discuss with ;

suitable examples.
‘W@W’%W#@—W%wcﬁﬁ?
ST SerETl @ Rl i

How ‘Sales Organization Structure’ is changing in
India due to influence of globalization in last few
years? Discuss.

Wﬁ%%ﬁwﬁw%w,wﬁﬁm
Wwﬁm,%ﬁww%?ﬁawﬁmn

Explain the roles and responsibilities of sales
manager.

ﬁmww%%aqdwmﬁﬁﬁaﬁwml

“The mall-culture is growing very fast in India
due to boom in retailing industry,” Explain.

“Wﬁ%—#@ﬁrwma@ﬁvﬁﬁw
IR B Af & & @ ¥ e B
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! (New)
Time : Three Hours] [Maximum Marks - 75
Note : Attempt questions from all vSecti_ons as per
instructions.
%
aﬁ@vﬁﬁﬁ%mﬁmnwsﬁﬁm«
Section-A
qug-3

(Very Short Answer Questions)
(s g werta e
Attempt all the Jive questions of this Section.
Each question carries 3 marks. Very short answer
3x5=15
AT & Fl g 0 e iR g e 3 e
H B STl 75 =l 7 ofy 7Y S eifrg ¥

is required not exceeding 75 words.

Q)



(2)
What do you understand by ‘selection’?
T QA T ¥

What is meant by ‘middleman’?
Ry’ q R/ oSy &2

What is ‘sales training’?

‘forerg rrfﬁmw’w%?‘

Explain the meaning of ‘Distributive Network

Relations’.

‘T 97wl & o1 B gwERy

What do you mean by ‘sales contest’?
o girdifrar @ oy A TR 7

Section-B
gus-q
(Short Answer Questions)
(7 g we)
This Section contains three questions, attempt
any two questions. Each question carries 7% marks.

Short answer is required not exceeding 200
words. TY2x2=15

sﬁ@ﬂgﬁfﬁ?ﬂﬁ%,%%ﬁﬁmﬁﬂ%wmm
AF 9T 7% S B ¥ ot 200 = K @y
I SR B

18058
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“Personal selling is the best-way of selling.”

Comment.

“aferrTa [, fspa @ watew qder ¥ Reaoh
T

“A sound sales organisation is the key to success
of business.” Comment.

“u% gHEIE RFa @eT @R & awed @
Fof 21 feueft St

Discuss the steps - involved in designing
compensation plan.

SRR Ao B A & weR e & R
T

%
Section-C

qus-q
(Detailed Answer Questions)
(Rrega swrlg we)
This Section contains five questions, attempt any
three questions. Each question carries 15 marks.
Answer is required in detail. 15%x3=45

W @' ¥ ufw g &, Rl @9 ueii @ eq
FINTQ 9e4% 97 15 ofdl 1 31 Foregar S ondferg
gl

18058
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10.

11.

12,

13,

(£

“Personal selling is the demand of the day.”

Comment,
“Wﬁﬁmm%mﬁ‘ﬁv%u”&mﬁ
ik o

Suggest a compensation scheme for travelling
sales persons for a marketer of S0ap in entire

country.

W%ﬂﬁa@q%hﬁm%@mﬁﬁmwﬁm‘f
ﬁaﬁgﬁ@@mmwﬂmu

Which type of distribution channel ig more
suitable for (a) consumer goods and (b) industrial
goods?
ﬁw—mﬁmwmmmwaaa%(a)mw
m@aﬁégqa‘(b)eﬁtﬁm#@eﬁ‘%g?

“Sales organization of a company is a very
important part of an organization.” In the light of
this, explain the functions of a sales organization.
T S B 5w = ¥ 0% Py dem 3
w4 B AT B,

18058-4-
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Note : Attempt questions from all Sections as per

instructions.
& EvSt & PR e e h
‘Section‘-A
que-a7

(Very Short Answer Questions)
(o g ot )
Attempt all the Jive questions of this Section.
Each question carries 3 marks. Very short answer

is required not exceeding 75 words. 3x5=15

s‘am%ﬁ'*ﬁﬁamﬁgﬁ?ﬁﬁmmnﬂ3wﬁ

H 21 fEmm 75 =l | oty @ I oif 2.

i,
o x.\



(2)

1. What is ‘Sales Management’? : ; 6.

‘Toshg ya=y a1 &7

. 2. What is meant by ‘Sales Compensation’?

«3)
Explain the role of distributive channels.

faaor afemtel &1 AEm T A

3 3 7.  “Salesmanship. is a service.” Comment.
‘Toepa arfergfel’ @ @ Smem R7
_ | . “fampaee T qar 817 feaeft #iftry
3. What do you mean by ‘Marketing Channels’?
‘Tospa amfemrol’ q o9 T TR B? ( ( 8 Differentiate between ‘Marketing’ and ‘Selling’.
: i , T o faser’ & ofR Fifvm
4.  Explain the meaning of ‘Sales Executives’? :
. ‘ ‘Section-C
‘Tospa e’ @ o T Fifvm
Hus-q
5.  What is ‘Sales Organization Structure’? (Detailed Answer Questions)
‘Tompg deT grar w4 87 (Rrega werdia q47)
Soviion- i This Section contains five questions, attempt any
gug-g three questions. Each question carries 15 marks.
(Short Answer Ques)ions) Answer is required in detail. 15x3=45
(Wa‘i't““ﬁ) 39 @Ue ¥ ufe 0w g, R @ ot @ aw i
This Section contains three questions, attempt .
: G iR : T A 15 o ¥ g owe onifm B
any two questions. Each question carries 7% marks. ( {
~Short answer is required not exceeding 200 9.  What factors need to be taken into consideration
words. ; 71%%2=15 while selecting sales organization structure?
T gUs 7 @ 99 &, 5 @ v B e ahf 69 §Te 2f2 1 g B a9 -9 awl B
SOF 99 5 oft @ ¥ ot 200 9 # @y @ & @ AR
IR TR R
18058 . 18058

87
)



11. What is sales promotion ? Briefly describe the (20519) | Roll No.
material used in sales promotion.

ﬁm?mw%7ﬁmvmﬁmmw
iy ol Hifew |

Total Questions : 13 ] [ Printed Pages : 4

12. What are the desirable characteristics for recruiting

the sales persons ? ( ] ' : 1 8058

ﬁmwﬁaﬁﬁaﬁwﬁf%ﬁqwﬁ@w@

Lo LRl B.B.A. IVth Semester Examination, May-2019
13. What are the basic contents of sales reports ? | : SALES MANAGEMENT

fosra ftqe =Y 9@ fawa @l (Basic Contents) : (BBA-404)

b f Time : 3 Hrs. | [ MM. : 75

Note :— Attempt all the Sections as per instructions.
wft el # FRWEER '@ St
Section-A (@Us-21)
Very Short Answer Type Questions
(fer =g swT woe)

( i 0
‘ Note :— Attempt all the five questions. Each question carries
3 marks. Very short answer is required not
exceeding 75 words.

it e g B Sw AR v W 3 siEl
w1 ¥ sfEpan 75 Wl A St @y W onfeE ¥

NA-587 {9) 5 NA-587 {10 : furnOver '



.- What is the relationship between Marketing and
Selling ?

faque 3iR fasa & o9 ¥ TE § 2
. Mention the objectives of sales management.
fog Yoy & Saevdl i TR TS|

. Compare centralization and decentralization in sales
organisation.

foma e § St qu AR &
g fadem wifs
. Differentiate between sale and salesmanship.

faFa qu fo%a sl & &Y ST SIS

. What do you understand by the term distribution
management ?

faRor JareE ¥ Y F FHH © 2
Section-B (WUS-)
Short Answer Type Questions
(g S Ue)

6. Why are salesforecasts important for a company ?
Tk wEE @ fo fasd qaiqee =i wee § 2
7. Describe the needs and importance of quotas.

F (Quotas) I SETAHAT qA Te HT AU
e | ‘
8. Should Middlemen be eliminated ?
T HeR] B T A = 2
Section-C (WUS-1)

v

Long Answer Type Questions
& sE Tee)

Note — Attempt any three questions out of the following
five questions. Each question carries 15.marks.
Answer is required in detail.
frafafea ot gedl § 9 R T wwE & 3w
A | g3F T 15 31w §)1 fasga sw snfea
gl

v : 9. Discuss the various functions of sales managers.
Note — Attempt any two questions out of the following )

three questions. Each question carries 7%2 marks.
Short answer is required not exceeding 200 words.
frefafe @ weAl # 3 R @ Wl § SW
AT T T 7Y S w1 @1 e 200
vt # oy S eTfad R :

NA-587 (2)

T gereei & fafd= sl St s i

10. Describe the relationship that sales organisations
have with final buyers.

“feed TS 1 oIfkW Bal B WY S WY 1
IR R BT

NA-587 (34 Turn Over



