i S TR T T T T | |
FLOER Tg4qnenT
RotNo: |~ | | i' S i

* ‘le\
(SEM 1V) THEORY EXAMINATION 2023- 24

SALES AND RETAIL MANAGEMENT 100
TIME: 3 HRS _ﬂ,xggggﬂ,

—

Note: 1. Attempt ﬁH Sections. s f require any missing data; then choose suitably.

SECTION A

1 Attempt a/l que stions imbrief. ____._.a—-_-;..;z—-‘—r‘—q =20
oY Hempt a4 " Question T Marks __E"?_
Ia_ ] "_{\i'hd{ are I-{nt:md_n.:z).l_d yospeets? ] 02 _._l___.
b, Define sales management. 102 I
C. __*\ihumc\mcca,lucs? - 02 |2 |
d Mention ﬁn: ethics 11}_‘;&___ e 02 2

C. " Srate different ent types of of sales orgaiuzations. |02 _h3_
.. . "\'hat s Hdl{.‘k os sale force }lOdULllVI'l\' 02 3
2. W hat is primary tradm;, area? 02 4

h. | Define supermarkets with suitable cxamples. 02 4

i Pmnt out the advantages of coding system in retail stores. _ 02 |5

B | What is Visual Mcrchandising? 02 [ 5

SECTIONB “)

2. Attempt any three of the folluwing: 3x 10 30'

| a. | Discuss the characteristics “of wcccssﬁﬂ salesman in current marke: | 10« Y
_ scenaric. _
b. Examine diftcrent types of Inﬂucncmg and assertiveness skills used bg,; ‘10 2

L _ | sales personnel for achieving salcs. |

e, | Evaluate the role and functions of sales person in recent markctmg 10 3

. environment. &,

| d. T—rfcally examine the role of rztailing in cnhancing the growfh four 10 4

| J country in current market situalions, S

le. | Explain the concept of retail branding and differentiateiig fom product [ 10 3

| branding. S
i 1..:\_
SECTION C
3. Altemp_t any one part of the following: fx10=10
~a._ | Explain different types of sales personnels with their characteristics. 10 ]
b. | | What is prospecting? Describe the process of effective selling in B2B | 19 i
, | markets. R -
4.  Attempt al:I}* ﬂ___p_art uf the |0]|ﬁWIﬂg_ T T
a. | Discuss different lcc.hmqum of ban_mmn;, and :.Im'._m-& sales call |
. successfully,

| b. | Explain the role of non-verbal communication and how this is

| uscd in
. making a uffinmative sales call.

& _ Auempt any one part of th following:

-
‘ What is sales rorce appraisal? Discuss the methods of sales s force
. Appraisal used in sales orgANizations, *

. | Discuss various 1ools 2doped b s
: y companics {o :
; | personnels. mu[watt. sales
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6. Attempt any one part of the following: 1x10=10

a. | Explain strategic retail planning process and driving forces of retailing | 10 | 4

“pinIndia,

l_ Describe different tormats of retailing in India with suitable examples. | 10 4 '
7. __ Attempt any one part of the following: 1x10=1¢

a. What is Visual Merchandising? Explain the merchandising planning | 10 5

rocess,
b. | Discuss the responsibilitics of store managers in organized retailing. | 10 |5
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