Paper / Subject Code: 46010 / Marketing: Sales & Distribution Management

Time : 2 % Hrs. Marks : 75

N.B.: (1) All questions nre compulsory.
(2) Figures to the right indieate full marks.

(1) (A)Sclect the most appropriate answer from the optlon given below (Any 8) (8)
1. Market research is a systematic and process
a. continuous b. altemative c. singlc " d.one time
2. ___ isaperson who decides to, start the buymg process :
a. Initiator b Inﬂuenccr c.User - d.- Buyer

S

3. Forecasting method w1de1y used by collectmg questlonnalre from potentlal buyers is called

as method & ey A . :
a. Delphi b customer survey lc ‘sales lnerarchy d user e;péctation,
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o

4, Whlch of the followmg is not a reason for unsuccessful closure of sales empathehc
~a. wrong attltude b compllment c. madéquate presentatlon d: lack of belref in the ‘

\\

product = i S R o
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. A 5 = - 3
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5 Sellmg is__ in ‘ature. F N = oy _
A . mullrd:scrplmary ~b. theoretlcal " ¢. subjective  d. _convenient'-~ d
C’:\‘ 4 3 *Z lf-. :'7- T_‘ f
e 6. A manufacturer can use shorter channel it} the market: competxtlon is
& ~ “a
= S a. more b lmutedv c. moreasmg .3 d high
L e £ = \’ L \‘:. D T?
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‘\: “ Compamcs dealmg wrth pcrlshablogoods needto go for _cl_i;unel of distribution.
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5 .;“,-Q a. diret:t b mdlrect . lmuted d. L[nllmlted«
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”8 Large compames I1ke Amul HUL,.Cadbury, Godrej use - distribution

,;.‘:} ,.; a. selectwe b. mlensnve c ‘exclusive” d. mcluswe
f\(.‘l\': "‘. Wt C ?" ; '# “‘
o~ i 0% Channel control i s requlred lo<“ the ﬁerfomaqce of the channel system.
\_w‘ ,fL“ ¥ OptlmlSC r b. lurut &< decrease d. rigid
o ! “'.:f _.‘l L ‘._:\.t.
“u\:\ 10, 0" relates to input vis output =
“::“}‘ C a. ]:qulty b Efﬁcrency c. Eﬁ"ecuveness d. Deliver
S AR~ 5 "
e 0)) (B) Select whcther the followmg statements are True or False. (Any 7) )

‘\l Advcrtlsmg promotes trade and creates ‘demand.
Qj 2. Drstrlbutxon ensures that products reach consumers as wanted by them at the right time and at

:’.{:\ lhe right place.
o 3.5 “Sales performance r rcsull reviews entrre sales process.
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4. Avoiding leaves the conflict resolved,
5. Market analysis is a part of industry analysis.
6. Effectiveness focus on speed, time and resources.
7. Sales management audit is a unsystematic process.
8. Wholcsalers and distributors are the same.
9. Customer oricntation aimed at retaining customers.
10, Territory assignment is a complex process.
2a. State and explain various qualities that qualifies a Sales manager. (03)
2b.What is CRM? Discuss the importance of CRM. - . - i -(07)
7.' ~~ OR o s
2¢.Discuss any three structires of sales orgamsahon : , (08)
2d.What is distribution managemem‘? DISCUSS the role of d:stnbuuon. - S 07
3a.Discuss the steps: lnvolvcd in the process of sellmg? £ .. (08)
3bExplain the various reasons for unsuccessful closing. <! s (07)
,_\,,‘ OR o ) :, TP i _ 3 Ka
3c.Discuss the typcs of selling skills o : : . 3 (08)
3d. Deﬁnc Sales forecastmg Explam the mcthods of Sales f‘orecastmg 3 : =07
4a, Enumcrated the features. of wholesalcrs (08)
4b Pomt out lhe cntena for selecnng channel members (07)
' = o) QS -”.' = & 3
-‘4c What i is meant by channel pohcy’? Explam the vanous areas it covers._ (08)
& 4d. DISCUSS the five styles of conﬂlctrcsolunon dcveloped by Kexmcth Thomas 8 07)
& S & g F & & 5 ”
. P N :
i 5:1 Elaborate on d1rect mcthods of‘supcrwszon and control of sales force ._::"' (08)
Sb Brmg out the new “trends i in- sales and dlstnbutlon managcmcnt. ‘:ﬂ' 07)
«f‘ oF _:\ ,OR' ;’5 & ‘Ci
& SR S S
S Sc ~Wr1te Short ‘Notes (Any 3) N ,:‘;,* o T (15)
] j,. 1. Scllmg strategies % ~ g
p 2. Types of channel conflicts H-"‘Q RS ~
:._.;:F . 3. Key rcsult areas (KRA’ 5) : o\ ) ~¥
sl ~*4. TFunctions of ;_'e\tallcr ,.; . an
x * 5. Types of sales'quota .7~ & =3
i ~2 "~ N % L
S & F €
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