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Instructions to the Landld(ftes

1) Al guestions are compulsory.

2) ngures to; ﬂie right indicate full marks.

Q1) Fill in the blanks l (5]

a)  The process through which decisions that.are du ectly/mdlre(‘tly related
with one or more family members, atre. taken,\\,ls known as

b) The clements of are usé% i mér,ketmg tools to promote and

achieve the organisational goal§ (e

¢) Anofficial, written Qtatemm
manner in known as

sivin detaﬂs of a job in a comprehensive
g J p

d A can be deﬁneﬁ a§a umque selling activity in which apart

from the compensatmﬁ%ﬁan,«gome incentives like awards and prizes are
provided. "o/ N 3
e) are the work: of setting up objectives for selling actlvmés
determining. and schcduhng the steps necessary to achlcvc\{hcse
objectives.

02) True or false.
a). Customer is the person who purchases or caly

b) It.is a social division in which the mem@éi h
money, power and status.

11(% &
.

¢)" The market area of a business is divided info various regions or territories
if its total market area 1s greater. N

d) Sales management can also be called as‘sales force management.

¢) Product training is basic to any initial sales training program.
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(J3) Match the following :

(¥ 3]
b

a)
b)

¢)

d)

Reference Group, family, roles,
status come under

Tri Component attitude model is
given by |

Classified on the basis of motive of
search as on gz:)mg seurch and pre
purchase seaI ¢ch !

Comprises of certam rounds of the
structural sul;ygzy and those who
participate 4i‘r1;the survey are the
experts /Qﬁﬁieir own field.

An ofﬁéiél, written statement giving
detailsof a job in a comprehensive
manner is known as

ii)

1i1)

1v)

Robert J Lavidge & Gary A

Steiner
Delphi Method

Job description

Information Search

Social Fcﬁ:‘t;)r

Q4) Write Short notes (attempt any 3)

a)
b)
c)
d)

Mention the types of social gfm%ps
What are the three d]fferentiﬁvéls ei; hlerarchy in organisation?

List the types of sale frcef trammg 1n detail.

%
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05) Write long answer on (attempt any 2) :

a)

b)

c)
d)

[15]

[20]

Differentiate between-€ustomer and consumer. Also explaln “Lhe'“
determinants of consﬁi“ner behaviour.

Describe store purchasmg process and non-store pgz:chasmg process

Explain different types of sale organisation with theji ist‘%uct“’f €.
What do you mean by sale force compensatlon‘? :

non-monetary compensation in detail.
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