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CONSUMER BEHAVIOUR AND
SALES MANAGEMENT — GENERAL

Paper : DSE-5.1MG
(Marketing Group)
Full Marks : 80

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.

Module - 1
(Consumer Behaviour)

Group - A

1. Answer any four questions : 4x%4
(a) What do you mean by marketing ethics?
(b) State the demerits of healthcare marketing,
(c) Who is an opinion leader?

(d) Discuss the importance of market segmentation in modern marketing,



(3) {

W(5th Sm.)-Consumer Behaviour and

Sales Mgm!.-G/DSE-5.IMG/CBCS J

(e) Define market research.

() Briefly, explain, the influence of culture in consumer behaviour.

Group - B

2. Answer any three questions :

(a) Describe any one consumer behaviour model.

(b) Write short notes on :

(c)
(d
(e)

(i) Political Marketing
(i) Social Marketing.
Discuss the need for study of consumer behaviour.
State the importance of consumer protection in marketing.

Describe, in brief, the different types of market segmentation.

Module - 2

(Sales Management)

Group - A

3. Answer any four questions :

(a)
(b)
(©)
(d)
(e)
¢y

What is meant by sales organisation structure?
How would you motivate channel members?
Briefly, discuss, the role of sales management.
What is meant by placement of sales force?
Write a short note on negotiation.

How would you evaluate the performance of sales force?

Group - B

4. Answer any three questions :

(a)
(b)
(c)
(d)
(e)

Explain the levels of marketing channels.
Discuss the steps in the selection of sales personnel.
Mention the methods of recruitment of sales force.

Discuss the steps in personal selling,

State the various steps of sales management planning process.
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