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(SEM IV) THEORY EXAMINATION 2010-11
SALES & DISTRIBUTION MANAGEMENT

Time : 3 Hours : . Total Marks : 1 00 |
| Note : Attempt all questions.
1.  Attempt any four parfs of the following : | _ (5><4=20)
(a) Discuss the role of sales Mgem. V
(b) What are the qualities of a successful salesman ?
(¢) Explain the different techniques of sales forecasting.
) How do éales managers organiie the sales ﬁeld force ?

(¢) What is motlvatlon ? And how salcs managers motlvate

the sales force ? , , o A

® Discuss the role of Primary Distributors.

2. Attempt any two parts of the following : (10><2=2 0)

(a) Explain the concept of personal selling. How personal sellmg
differs from advertising ?

(b) “Sales forecasting is an effective tool to achieve
organizational objectives”. Highlight the importance of the

above statement.
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(c) What do you mean by Sales Budget ? Discuss the -

importance of Sales budget in the organization.

3. Attémptany twopartsofthe following - (10x2=20)
(a) Explain the methods of designing sales territories. Highlight
the importance of sales territories.
- (b) Describe the techhiques used by an organization for
selecting its sales force. - | |
(c) Describe the methods_ of Sales training programme énd
also explain the differen;types of comp'énsa'tion plans used

by erganizations.

4.  Attempt any two parts of the follov‘ving : (‘10><2?20)
(a) Critically examine the rdlé of sales and distribuﬁon network
in framiﬁg the destiny of an organization.
®) fWha,t are the different channels ofthe dis‘iribution of goods ?
And how a manufacturer will select any one of them ?

(c) Wh’at do you mean by Channel design ? Explain the various -

*

distribution policies and strategies.

5. - Attempt any two parts of the following: . - (10x2=20)
(a) “Distribution management is a vital aspect for captunng
the market”. J ustify the statement. .
(b) Why manufacturers are intermediaries ? Discuss the role
of intermiediaries in distribution channel.
(c) What do you mean by channel conflict ? How can they be
resolved ? '
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