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Business Administration

Sales and Retail Management

[Max. Marks:100
Note: I. Answer any TWO questions from PART A

and any TWO questions from PART B.
2. Question No.8 is compulsory.

PART A
Sales Management

1 a. What are the qualities required for a sales manager?
03 Marksb. Explain the methods used in training programs. (

(07 Marks))c. What do you mean by personal selling? Describe the process of personal selling withexamples.
(10 Marks)

2 a. What are the dimensions of motivation?
b. Describe the types of sales quotas with examples. (03 Marks)

c. Explain the concept of sales presentation, and describe how you can( maker an
effective presentation.

(10 Marks)

3 a. What are the sources for recruiting sales force?
03 Marks)b. Describe the elements used in compensation with examples. ((07 Marks)

c. Describe the techniques used in sales forecasting with suitable examples. (
10 Marks)

4 a. Write notes on double win strategy in sales management.

b. As a sales manager for a cell phone company, explain your ideas for design
(03 Marks)

ing salesterritories.
Marks)

c. "Money is the main motivating instrument for a salesman". Discuss with examples.

(10 Marks)

PART B
Retail Management

5 a. Explain the terms retailing and retailer.
b. Describe the functions of retailing with examples. (

03 Marks)

c. Explain the factors affecting consumer decision making on retailing. (
00 Marks)

(10 Marks)

6 a. What are the benefits of market segmentation?
b. What do you mean by relationship marketing? (0 Marks)

relationship marketing and transactional marketing.
Write down the difference between

c. Name any five organized retail units and explain the current trends on their
promotional strategy.

(10 Marks)

7 a. Explain the concept "zero level channel".
b. What are the criteria for effective market segmentation? Explain. (07 Marks)c. "A good firm is less dependent on middlemen ". Discuss with examples. )(10 Marks)www.InyaTrust.com
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CASE STUDY:
Pantaloon Parade

Pantaloon Parade is one of the leading retail brands in India. They have a chain of
garments and fashion accessories outlets in different cities. They are facing problems of
attrition in some of their stores in Bangalore for which they have developed a radical
recruitment process compared to the original hiring process followed in the organization.
A centralized electronic hiring process replaced the 400 store managers. In the original
hiring process the store managers were responsible for recruiting the retail sales staff. In
the new system the company interviews and hires people over telephone from its

headquarters.
The applicants fill an application for the store where they wish to work and submit the

application to the manager who checks it for inconsistency, incompleteness, and
illegibility. If the application is found to be consistent then the store manager gives a toll
free number to the applicant to call for an interview in which an electronic voice leads
the applicant through an inventory of yes and no questions about honesty, morality in
profession, drug and other stimulant usage behaviour, and on other personal habits.

Answers are entered in a touch tone phone and the computer records responses and
the time taken in responding to the questions. Interviewers at the corporate office
evaluate the record and design a set of questions for a follow-up live interview in which
the applicant gets a chance to explain his answers and reasons for his choices. The
interviewers are trained to interpret the response behaviour that includes pauses, changes
of tone, and speech patterns. The local store managers only do the initial screening job
and rarely challenge the new system and its effectiveness. This method has reduced the

retail sales force turnover substantially.

Questions:a. Do you think Pantaloon Parade's new hiring process is more reliable for recruiting

qualified retail sales force? Explain.
b. How would you feel when you are asked to give an interview by voice mail?
c. Is it true that electronic screening is a better method to remove bias in selection

process than personal interview? Explain.
d. "An electronic hiring system changed the role of the sales manager". Disc

uss.
Marks)
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