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The figures in the margin indicate full marks.

Module - I

(Consumer Behaviour)

Group - A

1. Answer any five questions : 4×5

(a) Distinguish between ‘Customer’ and ‘Consumer’.

(b) What is consumer behaviour knowledge?

                               Or,

What is the importance of studying consumer behaviour?

(c) What is demographic segmentation?

                               Or,

Give two examples of demographic segmentation.

(d) Distinguish between consumer behaviour and organisational behaviour.

                                      Or,

Mention any two importance of market segmentation.

(e) What is market segmentation?

(f) Explain, in brief, the term ‘consumer as an individual’.

                                Or,

Mention two determinants of ‘consumer as an individual’.

(g) What is health-care marketing?

                     Or,

Define consumer needs.

(h) What is leadership?

(i) Define ‘Personality’.

(j) Define ‘Attitude’.

Group - B

2. Answer any one question : 10×1

(a) Explain, in brief, the personal influence on consumer behaviour.

                                      Or,

Explain, in brief, the leader’s influence on consumer behaviour.
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(b) State the principal factors that influence decision making process.

                                   Or,

Explain, in brief, the consumer decision making process.

(c) What is social marketing? What are its advantages?

(d) Why does the health-care industry require a specific marketing strategy?

Group - C

Answer any one question 20×1

3. Explain, in detail, the relevance of marketing research in understanding consumer behaviour.

4. Explain, in detail, the relevance of marketing information system in understanding consumer behaviour.

Module - II

(Sales Management)

Group - A

5. Answer any five questions : 5×4

(a) What do you mean by complexities of marketing organisation?

                       Or,

Define sales organisation.

(b) Mention any two importance of sales organisation.

                                   Or,

Point out any two objectives of sales organisation.

(c) State any two important factors determining sales organisation structure.

(d) Mention any two problems associated with structuring the sales organisation.

(e) Define line and staff sales organisation.

(f) What do you mean by managing the sales force?

                    Or,

Define ‘sales force’.

(g) Mention a grievance handling procedure adopted for sales force.

(h) Define ‘Recruitment’.

                    Or,

Define ‘selection’.
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(i) What do you mean by sales force development?

                                Or,

Distinguish between ‘training’ and ‘development’.

(j) What do you mean by ‘placement’?

Group - B

6. Answer any one question : 10×1

(a) Discuss the objectives of sales force.

                           Or,

Discuss the strategies of sales force.

(b) How would you motivate sales force?

(c) Discuss any one theory of selling.

(d) Write a short note on ‘Personal selling as a career’.

                           Or,

What are the different steps in ‘Personal selling’?

Group - C

Answer any one question 20×1

7. What are the basic objectives of developing a channel?

8. State the selection process of marketing channel.


