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Q1) Answerany five out of 8 questions (2 marks eacg)\\;" [10]

a) What is the full form of CIS. \O\ ™

(el 4

i)  Channel Informational System’ ,\9/
i) Channel Induced Systes ro\

m) Channel Informationg en&k\,

1v) Channel Incorpor ystem
Q .
b) The Sales force can cen&\al role in achieving a marketing orientation

strategy, by '
i)  Maintaining in frequent contact with customers. ,\’/\,,
i)  Collecting and d&eminating market information. ‘;Q -
i) Focusing on cutting cost. N ™
- . o, \
iv) Following the competition need. Q &)

\ 8 ¥

c) Ata corporate level, a sales forecast is used foxw\ ; oé(\’
i) Changing commission pay schedules ‘QQ N :

ii) Developing local sales promotions § (\60
i) Allocating Resources across funcfi& a1ces ¥
iv) Setting sales quotas. g;
o
n,.)-
=
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02)

03)

d)  Which of the following is not a typical marketing channel members.

1) Commission Merchants

1)  Retailers f\)’
(,\.
m) Producers b«
: : N
iv) Selling agehtd .
¢) With mspcc(lh}a channel of distribution, the number of intermediary
levels witlﬂ\i\t e c@fmel indicates the of a channel.
) aN e
) dh Q
o
it) pthi’
N
i)™ Langth
iv) Similarity Y
AN e
) Define Sales Management W

\
2) Explain the concept of Relationshi ,llip%;

h) What is sales forecast? \\\ {\/Q

[10]
v
c) Explain the concept @Séope of logistics. v
N »
v.
Answer any one : é\ ((\:;\' [10]
a) “Compensating sales persons is different fr \mpl@rgees of other
departments”. Explain the reasons as per state%n ; \QOO
b) Explain the importance of Sales forecastin& e o?n various methods

of ‘Sales forecasting’. Q-
SIS




Q4) Answerany one : [10]

a) Describe how channel members are selected, motivated and evaluated
for effective implementation an@rcsulls from distribution system.

b) What do you understand by ch;hnel Information system? Explain elements
of Channel lnfoB}don sy&'em.
a2y
TN N2
05) Answer any ones., u:"

AN : S
a) What &)u u&d\é‘stand the term whole selling. Explain major activities
unde leselling.

QO
b) S@t foé\Casting method for following & explain why suggested method
is n 'ost{\pbropriate.
S
) Aslimming pill targeted to school girls. c:‘//
i) ™ Flavoured Soya milk for growing childr\c;&’

[10]
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1) Draw neat labeled dmgl ams wherever necessary.

2) Black fi gu:'ks,,to the: fight indicate full marks.

3) Al ques:tumi? are wmpulsory
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01) Solve Ny fivé:

a) Define sales management. ) [2]

b) Match the following. 5 3
A) Advertisement sq\ Mﬁnagmg public opinion
B) Public relations \:“vu) lepersonal form of
communication f::\ g /Commumcatlon
C) Sales promotion i\, A{i;;?iii) Qral presentation of message
D) Personal selling .\ r:{:(ﬁ /iv) Short term incentives
¢) Define the concept Qt;selectlon (2]
d) refers to the excil‘ange of goods or commodities against money
or service & 3‘[2]
1)  Distribution o 2) Place vl
3) Sales 4) Myopia C\ fv
N1 i) 1and?2 *\ (S‘
ii) 2and4 iv) 3 Qg é

e) Mr. Kumar, the new national sales manager arnrﬁ’g about the internal
organizational environment in his compaﬁy\He wal’leam about all of the

following Except &A ( N 12]
i)  Human Resources 11) Fiﬁhr’icial Resources
i)  Service Capabilities 1v) §6cial and cultural environment

PTO.



g)
h)

John, the sales manager, for a building materials company, Knows the
customers in one profitable sales territory, are particularly hostile to women
sales reps. john faces on ethical dliemma primarily in the area of : [2]

1)  Determining compensatmn and incentives.
1) Equal treatment of hxrmg and promotion
i) Respect fof‘lndlwduals in supervisory and training programs.

iv) F a1me§\s“in the as‘mgnment of sales territories.

What is s‘gles\}‘orecastmgV [2]
Define selhng aﬁﬁ marketing. [2]
S

\ {*1;, ‘\‘» -

02) Solve a5§:fw0' N

a)  Whatis personal selling? Explain the objectives ofpersonal selling. [5]
b) Deﬁne franchisee. state it’s advantages and dlsadvantages [S]
c) State the difference between vertlcal marketmg system and horizontal
marketing system? O\ > ,ﬁ\ [5]

03) Solve any one. \'\\ \: \
a) Define sales organization, \bjegrves and structure of sales organization.
& v [10]
b) What is E-Tailing, @va@ages and disadvantages of E-tailing. [10]
04) a) Whatis whole saling. State the functions of whole saling. ‘fi‘O]

> OR S
b) Defines sales force. what are he motivational factorqﬁ%aleg f&‘ée.[lﬂ]
Q5) a) Define distribution management. State the necd an,d scope 6f distribution
channels D N\ [10]
OR Q
b) Define logistics management. State the sc&‘ angk\omponents of logistics
management N o - [10]
2 \;\ ‘
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& / ,-\_5 -

Q1) Explain the role of Distribution channe &gomp@ing the cycle of marketing

function.

OR\

Q"

Discuss the role of 'PhYSicalgpbut@erx' in the success or failure of a

product launch. Qf\,
@ N
‘\' "3

Q2) Assume you are the sales magager of a premium chocolate manufactuting
company, what will be théﬁlethods of Physical Distribution that yog\wnll
adapt. in order to train & motivate your sales force?

N &
OR \O’Séy

Discuss in detail the recruitment, selection & tramm,& 81::';\ " / process of
sales force with proper examples. Q
g Q/
f\’
Qn

03) Discuss the significance of "Reporting" in " ;&l" with proper example.
OR O

Discuss the role of "Sales Audit" in sales mmSgemcnt with proper examples.

PT.O.






