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SC-l\'1KT-04-305~~ K'J§ . SALES & DISTRIBUTION 

~ AN~ ~ MENT (Theory) 

(201~'Re~l(etl Pattern) (Semester - Ill), · 
-~ <r} 

Time: 2½ Hour~ · ~ " 

/11structio11s t~~e ca~ ates: . 

[Max. Marks : 50 

,_'1 /"I • 
I) Al ""I estw'{t's are compulsory. 

2) Figuzfil, the right indicate full marks. ,;§;) 
~ ....,,:.. 

~(,. ✓ 

QI) Attempt any , 05 questions (2 Marks each~~ ~ · , 

a) Mention any 04 functions of Sa)~+ent. _ 

b) How are "Wholesalers" cla~tfi~d a~ 't'ding to their functions? 
~ -~ 

c) Mention various comp on ~liods for sales force. 
"< 

d) Explain the term "Salg~ t~ 

e) What do you meanA~-i ~els~ distribution channels? · 

[10] 

. "1 r' • 

f) Define Vertical Marketi~g{ystem. C\ 

What are the advanta~;~ of Franchisee in a Franchise agreement~ ~ g) 

h) Mention the various types of Retailers. 
-~-

"- ~-" ...,. . ~ 
~ ~ \)'-

~ v (\~v 
Q2) .Attempt any 02 questions (5 marks each) : . -~ ~ 1 (10] 

'~ ~ 
a) Explain .the possible careers in Sales Man~ rµent ~ ilable for a fresh 

MBA student in service industry. __ ~ · ~,"" 

b) Which marketing distribution channel l~ o4,l_d) ou prefer as a marketing 

manager for a premium bran~ ofmoduilt ~•ture? Explaip. 

C) What factors will you consider during t~ selection and recruitment of 
• '< .I -

channel partners for a product such as % dustrial Safety Shoes"? 



1101 
Q3) Attempt an~· one question : 

. . E lain with examples, how 
) E"nlain the concept of Reverse Log1st1cs. _,Xp ' • bl a ''t . . ". !in " & "s ustaina e does 11 contribute to the c?f·cept of 1ecyc g 

development .. ? 
\)-

,, "'~\' QR 
r\ -.... "- . d. 

b) \\That are various,typ~ ,0f Sales Organisations? Which type 1s accor mg 
to you the b! st optio~\fur an organisation selling pharmace~tical products? 
\1/hy? '"',_\ ,~~ ' ,_ ~'\ 

~ "' ~§ 
Q4) Attemp~ y one1}uestion : 

~ 

[10) 
,..,.. . 

a) What dQ you understand by a "Channel Information System"? Which 
elem~ ts of channel Information system would y~ bonsider in the design 
of b i.S. for a firm selling consumer electro~~ oods? 

OR ~' r_§' 
'~ ~ 

1.- (\ 

b) Analyse various practical apJ2HeJl 101r~ f EOQ and JIT by taking an 
example of the Manufacturir-tiThdurs~: /~'5·· ~ 

,? ~' 
Q5) Attempt any one questio~ ;,, C\ ,f' . [10] 

a) • Design Distribution ~ e1jtiodel for a ready-made garment manufacturer 
of industrial estate in P,v~e who wants to distribute the product ia, the 

b) 

M h h S 
(_,,. ,:"\ a aras tra tate. •~ ., '• 
V ·'""""," 

OR 

Design a format for : 

i) Daily Sales Call Report 

,, 

.:::, '-~\:' 
01 ,,~ 
~ .,~,· ' 

--~ "'\' "~ \~' 

ii) Expired goods and breakage return Re,p~ ..!::?'· 
. \~<~·· \,~ 

For a sales representative of FMCG fo{).d~p-rodu<;t selling organisation. 
~'-.'y I \• 

....,, 'l 
!::'::....-~-~- f ,,· 

, vPnJOr er: " , 
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SC-MKT-04 : SALESANDDJSTRIBUTION MANAGEMENT 

(2019 Pa~ nMScmcstcr-111) (305MKT) 

Time : 2½ Hours/ ~ ~ <1)- /Max. Marks: 50 

/11structio11s to the c1£" !Nates: ~ '.) · 

I) Drow neat ed dia'f!r~ms wherever necessary. 

2) Block fig'<_~ s.fo tht[Jight indicate full marks. , (6' 
3) All qu~ °'.JJ~ y mpulsory. "cvd ,.. 

-~' ~ y 
QI) So)veanyfi~€'> f$ 

l'""\ 'G', 
a) Define~a)es management. , 

"-.;::) ;:s...-

b) ~ tth the following. o"Y 
. ~ ~ 

~ /f j Advertisement ~ .....,. ~a,tfaging public opinion 

'"' ;' B) Public relations ~ ) dff'ipersonal form of 
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[2] 

,~ 
1 communication ~",.. 01/~ Communication 

.,Cl Sales promotion (:!;,,...._., ~ ) Oral presentation of message ~> 
.D) -Personal selling~ --,: riJ .: 1v) Shorttepn inc~ntiyes ~d 

c) 

d) 

Define the conceptofse1ectiqrt [2] ,---~ 
v ~'). ,~ 

___ refers to the. ~x~ ge of goods or commodities against mo~f 

or service , ~\j ___ f [2] 

• ,•< ·1r· -Distribution.· ~~ .. - 2);:--Pla~ --~~--:,·-~ ~- .__., ,.,-.. ·· 

~ - ' 0 
3) Sales ,,., ;,_:; 4) Myopia '., ---~ 

1 ('",-~ -- ~) ~ i7n'd'2~~v--~~rw----·-""'--"'"P--f"""~~-~ ~-.-· 
0 
iii) 

0-/ ~.. f'\ • .' 

2 and'4v iv) 3 f""- f'\,.,, 1 
,<}'-.) f',:_, _,, 

e) Mr. Kumar, the new national sales manag~l!amlhg about the internal 

organizational environment in his compa~1_;, ~ ~if learn about all of the 

foilowing Except ~ r 1"'~'- I [2] 

i) Human Resources ii) ~Ms~cial Resources 

iii) Service Capabilities iv) i ~ cial and cultural environment 
\I'"\ . ..,.., 

" 
P.T.0. 



I 

·1d·~u terials company, Knows the f) John the sales manager, for a but ~ 6 ma . 
' I -41'g are particularly hostile to women customers in one profitable sa es te~'t.J- iy, . . . (2) 

h. 1 dil~tiun primanly m the area of. sales reps. john faces on et 1ca )et a 
;$' . . D Determining compensa~ n and mcenttves. 

ii) Equal treatm~ of ~$'fig and promotion . . 
iii) Respect ~o\)dividJi'als in supervisory ~n~ tra1mng programs. 
iv) Fairne~<tt} {he ~~ gnment of sales temtones. _ 

g) What is s~ f or~t¥ting? _ ~ 
h) Defin~ in~~fuarketing. . cJ..:!;' 

[2] 

[2] 

~ v . ~ ~ ~ -Q2) Solve a q,~ I ~ 
a) What @:rsonal selling? Explain the objectives of~ onal selling. (5) 
b) DefY!~ franchisee. state it's advantages and disa~ ntages. (5) 
c) St~ e the difference between vertical marketf~ system and horizontal 

,,..,,._,_. ' ~ ~ arketing system? , · ~ [ 5) sc· ~01 ~ 'D' --r\ . ~ 

Q3J~~Ive any one. 0\"'-r i\~ / 

" a) Define sales organization, sfufe o6jee;1s and structure of sales organization. \ 
~ ~"Y ' ' ~ ~,.,. (10) 1 -

b) What is E-Tailiiig, s~ ',_~~es and disadvan1agesofE-tailing. (1 o~.¢ 
~~ ~ 

( ~ ~ Q4) a) What is whole Saling. Stire the functions of wholesaling. •4,J.O] 
~ ~ 1,..: OR , ... ,,...... -~ 

~ -- - · b) ·Defines sales 'for~ what·are Ire rrrotivatiotial·f~ctors "dt's;ales ~~e. (10] 
Chi . ~ , "<'! 

l-"\.._; \ I '~ 
'-.) ~ f ' ~ QSJ a) - Define distrJ,."§u6onmanagementState the nee·d a~ ~coR~ f distribution 

channels ',: ~ ;'r; r [ t 0] 

. . OR !i'_ ,._") y · . . 
b) Defw.e logistics management State the sc~ an~l;sdmponents of logistics 

management ~ ;;._r:y · [ 1 o] 
\~~ 

• • 
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SC-MKT-04: SAL.ES AND DISTRIBUTION MANAGEMENT 
-. 

(2019 P~Jtern)1 (Semester - III) (305MKT) 

Time : 2½ Hours/ 

Instructions to the candidates: 

[Max. Marks: 50 

Qi) 

I) All questions are compulsory. 

2) Figuress to the right indicate full marks. 

Answer any five out of 8 questions (2 marks each): / 
' '. 

a) What is the full form of CIS. 

i) Channel Informational System 

ii) Channel Induced System 

iii) Channel Information·System .__~ 

iv) Channel Incorporated System 

[10] 

b) The Sales force can p1ay a central role in achieving a marketing orientation 

strategy, by 

i) Maintaining in frequent contact with customers. 

ii) Collecting and d.~i eminating market information. 

iii) Focusing on cutting cost. 

'"' iv) Following the competition need. 

c) At a corporate level, a sales forecast is used for : 

i) Changing commission pay schedules 

ii) Developing local sales promotions 

iii) Allocating Resources across functiqnal areas-

iv) Setting sales quotas. 

'r-' 

P. T.0. 



I . k t' channel members. d) Which of the following is not a typical mar e mg 

i) Commission Merchants 

ii) Retailers 

iii) Producers ' \)'-'-
iv) Selling age~ts 

e) With respect 1 to' a df~nel of distribution, the number of intermediary levels with'in the cparmel indicates the ___ of a channel. 
i) W-idth •,' """' · ,, 
ii) ~ ) ptQ;..~ 

., " ' .. ' 
iii) Length 

iv) Sjmilarity 

f) Define Sales Management 
~ 

g) Explain the concept ofRelationsp~ elliµg:-

h) What is sales forecast? 
\ 

Q2) Answer any Two (5 marks eaeh) : 
~ ' a) Explain different leve1 ~ istr1bution channels. 

~ "\; '\ ' • , ' b) Explain objectives ofSales,Management. 

c) Explain the concept ~ Scope of logistics. 

Q3) Answer any one: 

l t 01 

l t 01 
' ' a) "Compensating sales persons is different from-employees of other departments" . Explain the reasons as per statement. 

b) Explain the importance of Sales forecasting. Also explain various methods of ' Sales forecasting' . 



I 

Q4) Answer any one : ( 1 OJ 

a) Describe how channel members are selected, motivated and evaluated 
for effective implementation al)d-results from distribution system. 

1' 

b) What do you understand by c:hahnel Information system? Explain elements ,. 
of Channel Information system. 

Q 5) Answer any one : (10) 

a) What d~-y~'u uod'er~tand the term whole selling. Explain major activities 
\1'-,..,, ,. \ 

undi~lj~l~~ ~mg. 

b) Sugg~st foreeasting method for following & explain why suggested method 
is most appropriate. 

I ~ 

i) A slimming pill targeted to school girls. , ·· 

ii) "--Flavoured Soya milk for growing childrefr./ 
' . 

,, , <.: 
' ·•j:-
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3051\iKT SC-MKT-04 SALES & DISTRIBUTION 

MANAGEMENT 

(2019 Pattern) 

Time: 2½ Hours/ ,- ..... 
[Max,. Marks : 50 

/11structio11s to 1/ze ca11didates: 

I) 

2) 

3) 

Explain ti!~ a11swers with appropriate examples wherever necessary. 
-. , 

All questio11s car1:i1 equal marks. 

Draw diagrams wherever necessary. 

, .... \ I -...-

Q 1) Explain the role of Distribution channel, ifi>-c.omple.t1ng the cycle of marketing 

function. - ' ' 
·•· 

Discuss the role of 'Physical D~stributio_tTMix' in the success or failure of a 

product launch. . .:_ · 

Q2) Assume you are the sales manager of a premium chocolate manufacturing 

company, what will be the methods of Physical Distribution that you will 

adapt. in order to train & motivate your sales force? _ 
' 

OR 

Discuss in detail the recruitment. selection & training session I process of 

sales force with proper examples. 

0 3) Discuss the significance of"Reporting" in "Sales Control" with proper example. 

OR 

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

PTO. 



Q4) Elaborate the concept of"Vcrtical Management System" (VMS) & "Horizontal 
Management System" (HMS). 

OR 

Explain the concept of "Franchisii1g as a model of distribution" with suitable 
examples. 

Q5) Discuss the "E-tailing structure" along with its advantages & disadvantages. 

OR 

Explain in briefthe concept of "Supply Chain Management" and Components 
of supply chain management. 

X X ~ r~,.,,\ 
'"b.. 

·~ ) 

' _I 
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