SIL. No. 7643

Unique Paper Code : 6133350049

Name of the Paper  : Strategic Sales Management (DSE) ‘
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Semester/Scheme : VIII (NEP) ;
Duration : 3 Hours |

Maximum Marks : 90 Marks

Instructions for Candidates- i

Write your Roll No. on the top immediately on receipt of this question baper.

Attempt any five questions in all.

All questions carry equal marks.

Answers may be written either in English or in Hindi, but the same medium should be used
throughout the paper. ;
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1. Explain the unique characteristics of insurance products and discuss the major
challenges faced in insurance selling.
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2. Discuss the importance of value proposition development in insurance sales. How can
R . . . i
insurance companies understand customer needs and risk profiles effectively?
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3. Describe the process of strategic sales planning in insurance. Explain the importance of

sales budgeting and resource allocation.
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4. What is customer relationship management (CRM)? Discuss strategies for handling
customer queries and complaints effectively in the insurance industry.
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5. Analyse the role of social media and online platforms in modern insurance sales. Explain
how digital tools improve customer engagement and sales effectiveness.
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6. Discuss various compensation and incentive programmes used in insurance sales. How do
they help in motivating high-performing sales teams?
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7. Explain the emerging trends and contemporary challenges in insurance sales management.
Discuss the impact of changing customer expectations and technology.
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8. Write short notes on any three:

a. Customer lifetime value

b. Lead generation strategies

c. Insurance sales culture

d. Net Promoter Score (NPS)

e. Competitive analysis in insurance industry
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