UG-312 BBAM-31

B.B.A. DEGREE EXAMINATION —
DECEMBER, 2019.

Third Year
Marketing Management
SALES AND DISTRIBUTION MANAGEMENT
Time : 3 hours Maximum marks : 75
PART A — (8 x 5 =15 marks)
Answer any THREE questions.

1.  Write a brief note on duties and responsibilities of
sales manager.

NpLiene Cweomeriler SL_GLDSEGTILLD,
QUIMILILSSEETLLD S(HESHLDNS CT(LPS)IS.

2. Elucidate some methods and techniques used in
recruiting sales persons.

elpuremenowim Leflwwiggedlen 2 LCUTHSGEL &a
ULl (PEMESEETU|LD FIgmI&HBISaTLD afleufl.



Explain the different methods of compensation of
sales force.

dpuemer  amfludeniler m@H Gaugeler LiGaum

(PDDSMET 64aTESH6LD.

Briefly explain the factors influencing the
identification of channel member.

udlie] eupB@Gsdlear o mlfearflear L WTaTSMS
ungl&@ L srranflEamer &(mEsHITE: 656Ts @ mseT.

Enumerate the important Functions of merchant
Iintermediaries.

auanfla QenLBlenowimarigaflen (padlu Lienilser @hlss
NleuMss.

PART B — (4 x 15 = 60 marks)
Answer any FOUR questions.

Explain the different methods of compensation of
sales force.

edpueer ssdaaian QLT ( (pepsmar ellarsse, .

Elaborate the selection procedures adopted in
selecting sales persons.

ellHuImeRTEnLOWIENTT QzMey Qauiged e Gurg
CupLsrereriL(Bimb eulipenmaEamar alems @s.
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10.

11.

12.

What are the methods of performer appraisal?
Which of these would you recommend for
appraising sales force in India?

Qeweourphsemar  wHIEH Gl oerer LG
audlpenmser eranan? @bdHwmelled allmLmemantowliler
Qewdurpasemar WHIEH Qeliw Hpbs cudlpapuins
Bellr furfle Qewioug) erg?

What are the various functions of distribution
channels? Explain.

u&lre] aupmisadler LCeum Lamtlaer Wrene? 6lers@s.

What are the classification of agent middlemen?
Wpseum @enL_Bleaneowmerisatien (psdlw Lianilser @GMlsgl
PGS

Describe the functions of sales management.
ellpuener Garemanouler LanflEamer allems @s.
Discuss in brief the various methods of training
with their relative merits and demerits.

uoCeun euamawirer LLAHE wperpsameTLD Sebbler
BeTenLd SennEmaT &(hSd afleurd).
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UG-313 BBAM-32

B.B.A. DEGREE EXAMINATION —
DECEMBER, 2019.

Third Year
Marketing Management
ADVERTISING AND SALES PROMOTION
Time : 3 hours Maximum marks : 75
PART A — (8 x 5 = 15 marks)
Answer any THREE questions.

1. Explain the meaning of Advertisement.

ellerburgdler QummenaT alemd @s.

2.  State the various types of Advertising media.
uoCeum euamsiITeT elleTbUy FTgeammbiGameT @GN (Hs.

3. What do you mean by Layout? Explain its
function.
eflerbur @Llingligens erarugl LpM BellT dleug
wing)? g Lanilsamner 6l6rs @s.

4.  State the elements of Sales promotion.

ellhuener =6l mssuller gmmsamer @& (HS.



Bring out the objectives of Sales Promotion
techniques.

dpuener  o9elmsS mLLSHenr  CrrssmisamaT
T(PGIS.

PART B — (4 x 15 = 60 marks)

Answer any FOUR questions.
Discuss the role and responsibilities of Advertising
in sales promotion.
elpuener odellmaHuder afembLrgdlen Liki@ LOHMILD
QuUrMILILY&S6T @GHSE elleundlss.
Describe the factors that influence the choice of
advertising media.
efembLrs FMSGBIGENETS CapbsBHLlueams
Blremruil&@ b srranflaaner afleu.
Discuss the techniques wused in Television
message.
Qzreanessm & sseaie HIL LSS LweaTLHSSILELD
B Uiser Lnil eflef.
Discuss the social effects of advertising.
eSlemibLirgSlermed erhU(HID FPSTW ST&EHD LD 6T(LHFIs.
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10.

11.

12.

Explain the causes for growth and role of sales
promotion.

puener QUmEESSen euerTds OMLLD LIBIE DHSTET
STTETBISENET GDISS] 6T(LPGIS.

Explain the methods of coordinating sales
promotion and advertising.

puener CuU@mSsD wHMD  eSeTbUrliLBhSSHISeN 6
R(HEIF@aRTUIL| (Ppenna6T G NS ellers@s.

Write short notes on :

(a) consumer promotion

(b) sales force

(c) promotion copy.

S GOLY euenys :

(1) msrGeurt CLHESD

(<) eflpuener uewflwmer

(@) <=9eilpss pee.
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UG-314 BBAM-33

B.B.A. DEGREE EXAMINATION —
DECEMBER, 2019.

Third Year
Marketing Management
SERVICES MARKETING
Time : 3 hours Maximum marks : 75

PART A — (8 x 5 =15 marks)

Answer any THREE questions.

1. Explain the characteristics of service marketing.
shepsuilce  Gemeuseilenr  Splifweyser UM
ellens@s.

2. Explain about the segmentation of services
marketing.

Caaneu sbengulwader LM@L(HSSS0 LUDHP 6llers@s.

3. State the features of services marketing mix.
Ceaneu  shHedsWlWed  seaeuuden  FemenLDEHEET
GINRICES

4. Define service quality gap.

Ceaneu g @enL_Gleuart euenrwimi.



Write the necessity of customer retention.
QUMGEMSWLITETIGMET &% meuggedlan euflusems
T(PSIS.

PART B — (4 x 15 = 60 marks)

Answer any FOUR questions.

Distinguish between services and goods.

Caenauset mmib LiewT_niseT Goumiti(hss)s.

State the reasons for the growth of services in
modern economy.

Beder QurmeTTgTrsdled Caemeu cueTT&S ulleor
STTERTHRISET FnMish ?

Explain the bases of segmenting in service of
marketing.

Caenau shengufluieded T 60 SilgLiuenLulled
urGUMSSILOE DS eTarLg GDISS 6dleTéEs.

Discuss the characteristics of specific services
marketing mix.

GO Ceaneu Fhensuiluicd &eanaludler
SpUnQweoyser upbl eflers@s.
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10.

11.

12.

What are the techniques used for resolve the
quality gaps? Discuss.

g7 @ GQeaflenw  Hleursdl  Qaw  LweTLHID
BILLkigeT wmeneu? elleuifl.
What is CRM? And explain its strategies.

umgdenswnert 2 ma| Gemarepouluied — erermnme

cTemen? e WGdlsaner afleuss.
Explain the concept of transaction (vs)

relationship marketing.

Q@ULBS <G EHT SBIGMTG&GLD, 2_Mma|Lpenm
SBISMgHGLD 2 emer GoumimHEeT Wmeneu?
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UG-315 BBAM-34

B.B.A. DEGREE EXAMINATION —
DECEMBER 2019.

Third Year
Marketing Management
RETAIL MARKETING

Time : 3 hours Maximum marks: 75

PART A — (3 x 5 = 15 marks)
Answer any THREE questions.
1. Explain the characteristics of retailing.
fovewenm ellpuenaruilen serenosanerd @D aib.
2. Explain the different types of retail locations.

foewern @Lmgaflear LOCum QL SewliLEmer
ol 6T & G.

3. State the Importance of brand in retailing.

fovenn cuanilag e cuantlaL Quuwife
P& WSFHIeuSMmS eNleTHEaLD.

4. List out the objectives in retail pricing.

Sovevenm clleavudler Crrasmisamer auflengliLi(hSs)s.



What are the advantages of personal selling in
retailing?

fovewenn eauamilasdHer Corg elpLeneruier BemenLoger
WITeneu ?

PART B — (4 x 15 = 60 marks)

Answer any FOUR questions.
Discuss the classifications of Retailers.
uCeum Hevaveny cuentsiger LHMH 6fleuTdss.

What are factors to be considered while developing
and managing the retail marketing mix?

fovewenn FHaSUAL Fmeuaml 2 (HeUTHEeEISM LOHMILD
Coareameny  Cslwn Cumgd seuarsde Csmerer
Ceuamrig w sryenflaeT wreneu?

Write the stages in the buying process in retail
marketing.

foawenn aUTH555HL  eumB@GL  Wpannulld o 6rer
LoCeum Fleneosener eT(Lpg)s.

“Is merchandising management planning in
retailing essential” — Comment.

‘cuenflas  grs@E Cowburh  Hlrdihge  Hdeoann
alpuemersE Caameuwmangt?” eremUgeanen elleuflése, .
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10.

11.

12.

What are the pricing strategies that may be
adopted by a retailer?

@ edhuameanurerymed goHm&EsTeaTaTsamigw 6lane
2 §F 56T 6T6ten?

Explain in brief the role of Relationship Marketing
in Retailing.

Seoawamm cuanlag e QUITIG &G EHWITGITIT 2 may
shensullwialen LikiE LUDHP &HHESOTE 6T(LGIS.

Critically evaluate the retailing scenario at Global
and Indian context.

@ndwurellain, 2 @blsmdagid Howamp 6llbhLemeruer
umreneiullenand oigen cuerréfludenamnyd gleealwions
oSl 6T @.
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UG-300 BBAM-35/

BBA-35
B.B.A. DEGREE EXAMINATION —
DECEMBER 2019.
Third Year
MARKETING RESEARCH
Time : 3 hours Maximum marks : 75

PART A — (3 x 5 =15 marks)
Answer any THREE questions.
All questions carry equal marks.

1. Explain the scope of marketing research.
shangLILI(HSSH Y TTES Chréssams allens@s.

2. Explain the uncontrollable factors which influence
the validity of experiment.
ufCorgenamuilen CgoaiLigenus UTHSEGD  LOHMID
sUHUUBSS PlgWTg STranflesamer aflemd@s.

3.  What do you mean by editing?

6Tl L_Iq MBI GTGITMITC) GTGITEHT 2



Describe the uses of test marketing.
Camgenar #hansIL(HSs60 Liwemum(hsamer adlelflgs.
Write a note on copy testing.
Bae Gargenar LHM GHILIL euamys.

PART B — (4 x 15 = 60 marks)

Answer any FOUR questions.
All questions carry equal marks.

Explain the marketing research processing.
FHenSILIHSS B TTFS QFLIOTESSMS N6Td: @,

Explain the various stages in research design in
detail.

SIS cuigeuanbliL LGeum Hleneasatieh ellers@s.
Explain the difference methods of Tabulation.

S Laimariu@sgsedlear  LoCaum  (paDEHmET
ol emE @

Explain new product development process.

yHw Qurme eueridd) Cewcpenment cleTéEs.
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10.

11.

12.

Write a note on

(a) Media selection

(b) Market segmentation

(¢) Marketing research

DGO HMmS.

(=1) eass Gaiiay

(<) spens LEILMIAY

(@) sBeslLbhSSD U FTIEFS]

What do you mean by advertising research? What
areas covered under the advertising research?
cflembLir Y IMUES  eTemTE  erewew?  eSleTbuy
< yrESlullen E1p erenClemesen L@GE ser o _creme?
Explain simple statistical techniques in detail.

eraflw Yerefledleur miL Limigener aflfleums eflems@s.
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