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Q.1(a) Explain the meaning and scope of Sales in the business world. [5] 
Q.1(b) Distinguish between the AIDAS theory of selling and the buyer-seller dyads. Explain by taking the 

example of any sales situation of your choice. 
[5] 

   
   

Q.2(a) Explain the functions and responsibilities of sales manager. [5] 
Q.2(b) How are the training needs of a salesperson identified? Analyze the learning styles of salesperson that 

affect in designing the sales training programme. Use illustrative examples to substantiate your answer.  
[5] 

   
   

Q.3(a) Analyze and evaluate the factors to be considered while designing the physical distribution system. [5] 
Q.3(b) Design a strategic distribution system for any startup in the service industry. [5] 

   
   

Q.4(a) How are sales volume quotas set? [5] 
Q.4(b) How does the relative importance of advertising and personal selling vary across the different stages of 

the purchase process? Explain. 
[5] 

   
   

Q.5(a) Design and recommend strategies for managing channel conflicts. [5] 
Q.5(b) Design a sales plan for the Mobile Industry. [5] 
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