
 

  

 

 

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

Third Year 

Marketing Management 

SALES AND DISTRIBUTION MANAGEMENT 

Time : 3 hours Maximum  marks : 75 

PART A — (3  5 = 15 marks) 

Answer any THREE questions. 

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

 ÂØ£øÚ ÷©»õÍ›ß Phø©PøÍ²®, 

ö£õÖ¨¦UPøÍ²® _¸UP©õP GÊxP. 

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

 ÂØ£õsø©¯º £o¯©ºzx¼ß E£÷¯õQUS® ]» 

ÁÈ•øÓPøÍ²® ~qUP[PøÍ²® ÂÁ›. 
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3. Explain the different methods of compensation of 
sales force. 

 ÂØ£øÚ Ao°Ú›ß Dk ö\´u¼ß £À÷ÁÖ 

•øÓPøÍ ÂÍUPÄ®. 

4. Briefly explain the factors influencing the 
identification of channel member. 

 £QºÄ ÁÇ[Su¼ß EÖ¨¤Ú›ß Aøh¯õÍzøu 

£õvUS® PõμoPøÍ _¸UP©õP ÂÍUS[PÒ. 

5. Enumerate the important Functions of merchant 
intermediaries. 

 ÁoPº Cøh{ø»¯õÍºPÎß •UQ¯ £oPÒ SÔzx 

ÂÁ›UP. 

PART B — (4  15 = 60 marks) 

Answer any FOUR questions. 

6. Explain the different methods of compensation of 
sales force. 

 ÂØ£øÚ \UvPÎß CÇ¨¥mk •øÓPøÍ ÂÍUPÄ®. 

7. Elaborate the selection procedures adopted in 
selecting sales persons. 

 ÂØ£õsø©¯øμ öu›Ä ö\´u¼ß ÷£õx 

÷©ØöPõÒÍ¨£k® ÁÈ•øÓPøÍ ÂÍUSP. 
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8. What are the methods of performer appraisal? 
Which of these would you recommend for 
appraising sales force in India? 

 ö\¯À£õkPøÍ ©v¨¥k ö\´¯ EÒÍ £À÷ÁÖ 

ÁÈ•øÓPÒ GßÚ? C¢v¯õÂÀ ÂØ£õsø©¯›ß 

ö\¯À£õkPøÍ ©v¨¥k ö\´¯ ]Ó¢u ÁÈ•øÓ¯õP 

}Âº ]£õ›_ ö\´Áx Gx? 

9. What are the various functions of distribution 
channels? Explain. 

 £QºÄ ÁÇ[P¼ß £À÷ÁÖ £oPÒ ¯õøÁ? ÂÍUSP. 

10. What are the classification of agent middlemen? 

 •PÁº Cøh{ø»¯õÍºPÎß •UQ¯ £oPÒ SÔzx 

ÂÍUSP. 

11. Describe the functions of sales management. 

 ÂØ£øÚ ÷©»õsø©°ß £oPøÍ ÂÍUSP. 

12. Discuss in brief the various methods of training 
with their relative merits and demerits. 

 £À÷ÁÖ ÁøP¯õÚ £°Ø] •øÓPøÍ²® AÁØÔß 

|ßø© wø©PøÍ _¸UQ ÂÁõv. 

––––––––––––– 



  

 

 

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

Third Year 

Marketing Management 

ADVERTISING AND SALES PROMOTION 

Time : 3 hours Maximum  marks : 75 

PART A — (3  5 = 15 marks)  

Answer any THREE questions. 

1. Explain the meaning of Advertisement. 

 ÂÍ®£μzvß ö£õ¸øÍ ÂÍUSP. 

2. State the various types of Advertising media. 

 £À÷ÁÖ ÁøP¯õÚ ÂÍ®£μ \õuÚ[PøÍ SÔ¨¤kP. 

3. What do you mean by Layout? Explain its 
function. 

 ÂÍ®£μ Ch¨£μ¨¦øP Gß£x £ØÔ }Âº AÔÁx 

¯õx? Auß £oPøÍ ÂÍUSP. 

4. State the elements of Sales promotion. 

 ÂØ£øÚ A¤Â¸zv°ß TÖPøÍ SÔ¨¤kP. 
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5. Bring out the objectives of Sales Promotion 
techniques. 

 ÂØ£øÚ A¤Â¸zv ~m£zvß ÷|õUP[PøÍ 

GÊxP. 

PART B — (4  15 = 60 marks)  

Answer any FOUR questions. 

6. Discuss the role and responsibilities of Advertising 
in sales promotion. 

 ÂØ£øÚ A¤Â¸zv°À ÂÍ®£μzvß £[S ©ØÖ® 

ö£õÖ¨¦UPÒ SÔzx ÂÁõvUP. 

7. Describe the factors that influence the choice of 
advertising media. 

 ÂÍ®£μa \õuÚ[PøÍz ÷uº¢öuk¨£øu 

{ºn°US® PõμoPøÍ ÂÁ›. 

8. Discuss the techniques used in Television 
message. 

 öuõø»UPõm] uPÁÀ ~m£zvÀ £¯ß£kzu¨£k® 

~m£[PÒ £ØÔ ÂÁ›. 

9. Discuss the social effects of advertising. 

 ÂÍ®£μzvÚõÀ HØ£k® \•uõ¯ uõUP® £ØÔ GÊxP. 
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10. Explain the causes for growth and role of sales 
promotion. 

 ÂØ£øÚ ö£¸UPzvß ÁÍºa] ©ØÖ® £[QØPõÚ 

Põμn[PøÍ SÔzx GÊxP. 

11. Explain the methods of coordinating sales 
promotion and advertising. 

 ÂØ£øÚ ö£¸UP® ©ØÖ® ÂÍ®£μ¨£kzxu¼ß 

J¸[Qøn¨¦ •øÓPÒ SÔzx ÂÍUSP. 

12. Write short notes on :  

 (a) consumer promotion 

 (b) sales force 

 (c) promotion copy. 

 ]Ö SÔ¨¦ ÁøμP : 

 (A) ~Pº÷Áõº ö£¸UP® 

 (B) ÂØ£øÚ £o¯õÍº 

 (C) A¤Â¸zv |PÀ. 

––––––––––––– 



 

  

 

 

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

Third Year 

Marketing Management 

SERVICES MARKETING 

Time : 3 hours Maximum marks : 75 

PART A — (3  5 = 15 marks) 

Answer any THREE questions. 

1. Explain the characteristics of service marketing. 

 \¢øu°¯À ÷\øÁPÎß ]Ó¨¤¯À¦PÒ £ØÔ 

ÂÍUSP. 

2. Explain about the segmentation of services 
marketing. 

 ÷\øÁ \¢øu°¯¼ß £õS£kzxuÀ £ØÔ ÂÍUSP. 

3. State the features of services marketing mix. 

 ÷\øÁ \¢øu°¯À P»øÁ°ß ußø©PøÍ 

SÔ¨¤kP. 

4. Define service quality gap. 
 ÷\øÁ uμ CøhöÁÎ Áøμ¯Ö. 

 UG–314 BBAM–33
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5. Write the necessity of customer retention. 

 ÁõiUøP¯õÍºPøÍ uUP øÁzu¼ß AÁ]¯zøu 

GÊxP. 

PART B — (4  15 = 60 marks) 

Answer any FOUR questions. 

6. Distinguish between services and goods. 

 ÷\øÁPÒ ©ØÖ® £sh[PÒ ÷ÁÖ£kzxP. 

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

 |ÃÚ ö£õ¸ÍõuõμzvÀ ÷\øÁ ÁÍºa]°ß 

Põμn[PÒ TÖP? 

8. Explain the bases of segmenting in service of 
marketing. 

 ÷\øÁ \¢øu°¯¼À Guß Ai¨£øh°À 

£õS£kzu¨£kQÓx Gß£x SÔzx ÂÍUSP. 

9. Discuss the characteristics of specific services 
marketing mix. 

 SÔ¨¤mh ÷\øÁ \¢øu°¯À P»øÁ°ß 

]Ó¨¤¯À¦PÒ £ØÔ ÂÍUSP. 
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10. What are the techniques used for resolve the 
quality gaps?  Discuss. 

 uμ CøhöÁÎø¯ {Áºzv ö\´¯ £¯ß£k® 

~m£[PÒ ¯õøÁ?  ÂÁ›. 

11. What is CRM?  And explain its strategies. 

 ÁõiUøP¯õÍº EÓÄ ÷©»õsø©°¯À GßÓõÀ 

GßÚ?  Auß ²zvPøÍ ÂÁ›UP. 

12. Explain the concept of transaction (vs) 
relationship marketing. 

 J¨£¢u BÁn A[PõiUS®, EÓÄ•øÓ 

A[PõiUS® EÒÍ ÷ÁÖ£õkPÒ ¯õøÁ? 

——––––––––– 



 

  

 

 

B.B.A. DEGREE EXAMINATION –  
DECEMBER 2019. 

Third Year 

Marketing Management 

RETAIL MARKETING 

Time : 3 hours Maximum  marks : 75 

PART A — (3 × 5 = 15 marks) 

Answer any THREE questions. 

1. Explain the characteristics of retailing. 

 ]À»øÓ ÂØ£øÚ°ß ußø©PøÍU SÔ¨¤hÄ®. 

2. Explain the different types of retail locations. 

 ]À»øÓ Ch[PÎß £À÷ÁÖ Ch Aø©¨¦PøÍ 

ÂÍUSP. 

3. State the Importance of brand in retailing. 

 ]À»øÓ ÁoPzvÀ ÁoP¨ ö£¯›ß 

•UQ¯zxÁzøu ÂÍUPÄ®. 

4. List out the objectives in retail pricing. 

 ]À»øÓ Âø»°ß ÷|õUP[PøÍ Á›ø\¨£kzxP. 

 UG–315 BBAM–34
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5. What are the advantages of personal selling in 
retailing? 

 ]À»øÓ ÁoPzvÀ ÷|μi ÂØ£øÚ°ß |ßø©PÒ 

¯õøÁ? 

PART B — (4  15 = 60 marks) 

Answer any FOUR questions. 

6. Discuss the classifications of Retailers. 

 £À÷ÁÖ ]À»øÓ ÁoPºPÒ £ØÔ ÂÁõvUP. 

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

 ]À»øÓ \¢øu°À P»øÁø¯ E¸ÁõUSÁuÀ ©ØÖ® 

÷©»õsø© ö\´²® ÷£õx® PÁÚzvÀ öPõÒÍ 

÷Ási¯ PõμoPÒ ¯õøÁ? 

8. Write the stages in the buying process in retail 
marketing. 

 ]À»øÓ ÁºzuPzvÀ Áõ[S® •øÓ°À EÒÍ 

£À÷ÁÖ {ø»PøÍ GÊxP. 

9. “Is merchandising management planning in 
retailing essential” – Comment. 

  “ÁoP \μUS ÷©®£õk vmhªkuÀ ]À»øÓ 

ÂØ£øÚUS ÷uøÁ¯õÚuõ?” Gß£uøÚ ÂÁ›UPÄ®. 
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10. What are the pricing strategies that may be 
adopted by a retailer? 

 J¸ ÂØ£øÚ¯õÍμõÀ HØÖUöPõÒÍUTi¯ Âø» 

EzvPÒ GßÚ? 

11. Explain in brief the role of Relationship Marketing 
in Retailing. 

 ]À»øÓ ÁoPzvÀ ÁõiUøP¯õÍº EÓÄ 

\¢øu°¯¼ß £[S £ØÔ _¸UP©õP GÊxP. 

12. Critically evaluate the retailing scenario at Global 
and Indian context. 

 C¢v¯õÂ¾®, E»öP[Q¾® ]À»øÓ ÂØ£øÚ°ß 

£õºøÁ°øÚ²® Auß ÁÍºa]°øÚ²® xÀ¼¯©õP 

ÂÍUSP. 

_____________ 



 

  

 

 

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

Third Year 

MARKETING RESEARCH 

Time : 3 hours Maximum marks : 75 

PART A — (3  5 = 15 marks) 

 Answer any THREE questions. 

All questions carry equal marks.  

1. Explain the scope of marketing research. 

 \¢øu¨£kzuÀ Bμõ´a] ÷|õUPzøu ÂÍUSP. 

2. Explain the uncontrollable factors which influence 
the validity of experiment. 

 £›÷\õuøÚ°ß ö\À¾£iø¯ £õvUS® ©ØÖ® 

Pmk¨£kzu •i¯õu PõμoPøÍ ÂÍUSP. 

3. What do you mean by editing? 

 Gimi[ GßÓõÀ GßÚ? 

 UG–300 BBAM-35/
  BBA–35
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4. Describe the uses of test marketing. 

 ÷\õuøÚ \¢øu¨£kzuÀ £¯ß£õkPøÍ ÂÁ›UP. 

5. Write a note on copy testing. 

 |PÀ ÷\õuøÚ £ØÔ SÔ¨¦ ÁøμP. 

PART B — (4  15 = 60 marks) 

 Answer any FOUR questions. 

All questions carry equal marks. 

6. Explain the marketing research processing.  

 \¢øu¨£kzuÀ Bμõ´a] ö\¯»õUPzøu ÂÍUSP.  

7. Explain the various stages in research design in 
detail. 

 Bμõ´a] ÁiÁø©¨¦ £À÷ÁÖ {ø»PÎÀ ÂÍUSP. 

8. Explain the difference methods of Tabulation. 

 AmhÁøn¨£kzxu¼ß £À÷ÁÖ •øÓPøÍ 

ÂÍUSP. 

9. Explain new product development process. 

 ¦v¯ ö£õ¸Ò ÁÍºa] ö\¯À•øÓø¯ ÂÍUSP. 
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10. Write a note on 

 (a) Media selection 

 (b) Market segmentation 

 (c) Marketing research 

 ]ÖSÔ¨¦ u¸P. 

 (A) FhPz ÷uºÄ 

 (B) \¢øu £S¨£õ´Ä 

 (C) \¢øu¨£kzuÀ Bμõ´a] 

11. What do you mean by advertising research?  What 
areas covered under the advertising research? 

 ÂÍ®£μ Bμõ´a] GßÓõÀ GßÚ? ÂÍ®£μ 

Bμõ´a]°ß RÌ GßöÚßÚ £SvPÒ EÒÍÚ? 

12. Explain simple statistical techniques in detail. 

 GÎ¯ ¦ÒÎÂÁμ ~m£[PøÍ Â›ÁõP ÂÍUSP. 

  

——————— 




