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SALES MANAGEMENT
_ (BBA-404)
’ (New)
Time : Three Hours 7 [Maximum Marks : 75
Note : Attempt questions from all Sectinns as
per instructions. :
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Section-A / T@Us-3
(Very Short Answer Questions)
(i 77y Il wem)

- Note : Attempt all the five questions of this Sec-

tion. Each question carries 3 marks. Very
short answer is required not eéxceeding
75 words. 3x5=15
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1. Describe the term Sales Management?
‘Rpa weu & avfa H?
2. - Comment on the relationship between the
Sales and HR Departmentﬁ
fgsa farvm aen @verdt favm & 7w Wl w
ool S
3. What are Neighbourhood Stores?
Neighbourhood Stores @ &?
4. Mention the '‘Concept of Intermediaries'?
‘e & FguRen’ W AP
5. Explain the 'EOQ Model'.
'EOQ Model' 3 axrE BN
Section-B / 9Us-§
(Short Answer Questions)
(e 3o wew)
Note : This section contains three questions, at-
tempt any two questions. Each question
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carries 7% Marks. Short answer is re- (

quired not exceeding 200 words.
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How would you remove the objection of a
buyer in personal selling?

e faga & srfa a1 3 sl & s
Y R BA? _
Discuss the steps involved in developing a
sales organization?

. oo fopg dnen @ fefa & A o ) west
@ e Sl

Describe the requirements of a good com-.
pensation plan. https:/www.ccsustudy.com
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i
" Section-C / @vE-|
(Detailed Answer Questions)

(Rxra sodia we)

FJ

Note : This section contains five questions, at-

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

in detail.
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What is the situation in which personal sell-
ing should be used? Give examples.
e fawa & v few Refy § fsar s
aifed? o dfset

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

ot fegpa sfbar & srria e @eRT WER W
Frges fadar & yfer w v sfR

. Based on your understanding, write a de-

tailed note on the present retail .scenario in
the country.

N AT T THSHERT & IR W R & Tofa
G WNR & IReed R fawga A Ry

. Explain in detail the sales training programme.

fagsar af¥eror sriww & vge arem SR

. Explain the procedures involved in selecting

candidate for sales jobs.

R vt & v et 1 el e s ¢

@ T SR
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