[ C(4th Sm.)-Sales Management-MDC/MN-4/CCF

2025

SALES MANAGEMENT — MDC
Paper : MN-4
Full Marks : 75

Candidates are required to give their answers in their own words
as far as practicable.
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[ English Version ]

The figures in the margin indicate full marks.

Group - A

Answer any five questions.
What do you mean by sales force?
Define ‘sales force management’.

What is ‘salesmanship’?

Mention any two challenges which are faced by sales professional in the market.
What do you mean by ‘Customer Relationship Management’ (CRM)?

. Define the concept of ‘after-sales services’.

What do you mean by ‘Buyer-seller Dyads’?

Define ‘marketing channel’.
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Group - B

Answer any five questions. 5%5
Discuss the features of a successful sales organisation.
What are the tasks of the ‘Chief Sales Executive’?
State the importance of sales force motivation.
What are the factors considered when selecting a marketing channel?
Discuss the reasons for modifying the marketing channel.
What is the importance of ‘personal selling’?
Why is ‘after-sales service’ important in retention of customers?
Discuss the different types of compensation.

Group - C

Answer any four questions. 10x4
Discuss the ‘Island Model” of sales organisation.
What are the objectives of sales force?
Describe the important factors determining the sales organisation structure.
Explain the process of handling the objections of the customers.
Discuss the important functions of marketing channels.

What are the key factors influencing the selection of marketing channels in rural markets?
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