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Note:    a)  No additional answer sheets will be provided.

          

b)  All sub-parts of a question must be answered at one place only, otherwise it will not be valued.

          

c)  Missing data can be assumed suitably.

ANSWER ANY 5 OUT OF 8 QUESTIONS. EACH QUESTION CARRIES 15 MARKS.

Bloom's Cognitive Levels of Learning (BCLL)

	Remember
	L1
	Apply
	L3
	Evaluate
	L5

	Understand
	L2
	Analyze
	L4
	Create
	L6


	
	 
	
	BCLL
	CO(s)
	Marks

	1.
	a)
	Explain why sales management is considered as an important function.
	L2
	CO1
	[8M]

	
	b)
	Describe various sales organization structures.
	L3
	CO1
	[7M]

	
	
	
	
	
	

	2.
	a)
	What are the different methods for deciding sales budget. Explain.
	L2
	CO2
	[8M]

	
	b)
	Elaborate briefly about the types of sales quotas and their quota setting procedure.
	L4
	CO2
	[7M]

	
	
	
	
	
	

	3.
	a)
	Explain the process of sales force recruitment and selection.
	L2
	CO3
	[8M]

	
	b)
	How do you evaluate the performance  of the sales force? Explain
	L3
	CO3
	[7M]

	
	
	
	
	
	

	4.
	a)
	Why do  organizations need distribution channels. What are the  factors to be considered  in designing distribution channels for rural markets?
	L3
	CO4
	[8M]

	
	b)
	Discuss briefly about Designing the distribution channels.
	L3
	CO4
	[7M]

	
	
	
	
	
	

	5.
	a)
	Elaborate the concept of integrated marketing channels.
	L4
	CO5
	[8M]

	
	b)
	What are the reasons for channel conflicts?
	L2
	CO5
	[7M]

	
	
	
	
	
	

	6.
	a)
	Differentiate the functions of retailers and wholesalers. 
	L3
	CO6
	[8M]

	
	b)
	How do you manage channel information systems? Explain.
	L2
	CO6
	[7M]

	
	
	
	
	
	

	7.
	a)
	What are the various methods of deciding sales budgets? Explain.
	L2
	CO1
	[8M]

	
	b)
	Explain the relationship between sales management and marketing mix.
	L2
	CO2
	[7M]

	
	
	
	
	
	

	8.
	a)
	What are the functions and responsibilities of sales managers?
	L3
	CO4
	[8M]

	
	b)
	What is the Significance of sales budget?
	L2
	CO5
	[7M]
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