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Instructions to # »lt can(?}iates | "

1) All q?cesaops are compulsory.
2) Figur;e?_to the right indicate full marks.

Q1) Attempt any - 05 questions (2 Marks eac’h%,; \&?s ' , [10]

a) Mention any 04 functions of Sa}i\ylanagyment
b) How are “Wholesalers” clas,si’ﬁed anQ‘fdlng to their functions?

¢) Mention various comp }§lon mefhods for sales force.
d) Explain the term “Sale:i% otay

e) What do you mean’ by levels pf distribution channels?

f)  Define Vertical Marketlggsystem.

»;f}i“
g)  What are the advantages of Franchisee in a Franchise agreement?- -
h) Mention the various types of Retailers. ~ “‘.Q \
3
. \fﬁ\ :\ V
. ) N / \/1
02) Attempt any 02 questions (5 marks each) : & ~ [10]

a) Explain the possible careers in Sales Manaébment é\fallable for a fresh
MBA student in service industry.

b) Which marketing distribution channel | would you prefer as a marketing
manager for a premium brand of modu a ﬁ1m1ture‘7 Explain.

¢) What factors will you consider during thfg:\selectlon and recruitment of
channel partners for a product such as “Jdustrial Safety Shoes™?



[10]

Q3) Attempt any onc question :

a)

b)

04) Attempf\‘“aﬁ;f one question :

ain with examples, how

~enlain the cone ‘Reverse Logistics. Expl _
Explain the concept of R & «gustainable

T s bh} &
does it contribute to the concept of “recycling
development™’

)
g
VS

™ VOR

N b et ich is according
What are varioustypes of Sales Organisations? Whic typel -
to you the best optipif\for an organisation selling pharmaceutical products?
Why? w0 QO .

Ny, \,
w § - - 3

[10]

What dAo»)v/ou understand by a “Channel Information System”? Which

a)

elements of channel Information system would yali onsider in the design

of C.I.S. for a firm selling consumer electron%é‘:g‘oods?

o
OR %;\‘ Ny
‘#f}“‘t\)‘x‘ 2 \’”\?&

b) Analyse various practical app%gfiopé?éf EOQ and JIT by taking an

example of the Manufacturi&fg;rhdugg\@f’

o Dl
by N
&L
05) Attempt any one questio%b:g:w' \3:3 [10]

A\

a)  Design Distribution chaﬁnelf;rri)odel for a ready-made garment manufacturer

b)

of industrial estate in Pune who wants to distribute the product inxthe
Maharashtra State. N

OR \
- 4\.\ N
Design a format for : v;\’
i)  Daily Sales Call Report ; RN
NN
i) Expired goods and breakage return Repott NG

.

A

For a sales representative of FMCG fo_qag pfodué% selling organisation.

w 7
%y

Clolod
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Instructions to the candr‘da(es (-\
1) Draw necat

3) Al qucs@ arewmpulsory

SV
< §

Q1) Solve any ﬁve )

a) Dcﬁn;;.sales management.

b) M\aféh the following.

,A) Advertisement

i3) Public relations
communication

C) Sales promotion

D) -Personal selling &

c) Define the concept of selectlon
d) refers to the exc,bange of goods or commodities against mer;y

('*-.»'

or service W
1y Distribution” *"
3) Sales
- (;U—
o1 |
Gy /
i) 2and4

/qu. Marks : 50

ed duf‘g)'%nﬂ wherever necessary. \
2) Black fi, gu}es,to the B mght indicate full marks. Qj'
‘\\
7

> 2]

é*y
S
:)q"‘*‘*f I\F{IQaijfaging public opinion

%Vﬂ) Qfﬁlpersonal form of

* Communication
“’tm) Oral presentation of message ¢
). iv) Shortterm incentives " \g
2]
~
2]
PR e AR e "”‘TQ"' e
4) Myopia .~ Q7
ittt 'A A~ \‘} V&W‘:_W’v\ e o AT
u) 1 and 2 P
. ~ Y ‘/\. 'J
v 3 O

e) Mr. Kumar, the new national sales manager‘ls IEamihg about the internal
organizational environment in his companyf - He yﬂu learn about all of the

following Except

1) Human Resources

i)  Service Capabilities

r"\
SR 2]
"%\‘? k,.,,“
i) F{nanaal Resources

1v) Socxal and cultural environment

PTO.
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f)  John, the sales manager, for a bulldlﬁg materlals company, Knows the
customers in one profitable sales tenﬁtbxy, are particularly hostile to women
sales reps. john faces on ethical dfén ma pnmarlly in the area of : [2]
i)  Determining compensau&l and incentives.
i) Equal treatme{t of hmhg and promotion
m) Respect fo d1v1dffals in supervisory and training programs.
1v) Falme,ssc‘iﬁ\ he aéslgnment of sales territories.
g) Whatis séli}orecaétmg‘? . [2]
h) Define elling and'marketing. N 2]
~E B
S
02) Solve anytwo:\ ¥ ,::&
a) What 1§§}ersonal selling? Explain the objectives of p‘%sonal selling. [5]
b) Deﬁne franchisee. state it’s advantages and dlsadkzantages [S]
c) State the difference between vertlcg{ marketfng system and horizontal
) “marketing system? N ,\%»" [5]
< BAVIER B
N Rk
03) Solve any one. , “‘sx o
a)  Define sales organization, stat Je@vmés and structure of sales organization.
~T o [10]

b) Whatis E-Tailing, state%van\;ges and dlsadvantages of E-tailing. [1 0]

\ "\

Q4) a) What is whole saling.}SIj‘té the functions of whole saling. Jl 0]
. L;:i?‘,. OR |
b) Defines sales for&& what are he motivational factors of‘sales farce [10]
05) a) Define dIStriﬁixﬁon management. State the need and scope of distribution
channels ™ SN0 ™ [10]
OR i:é?‘;--' N
b)  Define logistics management. State the scﬁ§md cOmponents of lo gistics
management SN [10]
® 0 @

15946]-310) 2
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Instructions to the candidates :
1) All questions are compulsory.
2) Figuress to the right indicate full marks.

Q1) Answer any five out of 8 questions (2 marks each): (10]

a) What is the full form of CIS.
i)  Channel Informational System
ii) Channel Induced System
ii) Channel Information System -
iv) Channel Incorporated System

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

strategy, by
i)  Maintaining in frequent contact with customers.

i)  Collecting and disseminating market information.

i) Focusing on cutting cost.
iv) Following the competition need.

¢) Ata corporate level, a sales forecast is used for :
i)  Changing commission pay schedules
i) Developing local sales promotions
i) Allocating Resources across functional areas

iv) Setting sales quotas.

PT.O.



02)

Q3)

: i >mbers.
d) Which of the following is not a typical marketing channel me
i)  Commission Merchants

ii) Retailers
iii) Producers

iv)  Selling agents
With respect‘to' a chéﬁnel of distribution, the number of intermediary

e)
levels within the channel indicates the of a channel.

) Width
i) ‘Depth. -
i)  Length
iv)  Similarity
f) Define Sales Management

g) Explain the concept of Relationshiﬁ‘selling.

h) What is sales forecast?

Answer any Two (5 marks each) : [10]
a) Explain different levg_lx“:fo;f\l“)is\tril)\ution channels.
b) Explain objectives of Sales Management.
¢) Explain the concept & Scope of logistics.
[10]

Answer any one :
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’.



Q4) Answer any one : [10]

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

b) What do you understand by channel Information system? Explain elements
of Channel Information system.

035) Answer any one: [10]

a) What doyou understand the term whole selling. Explain major activities
undqr:y\}hole§gllihg.

b) Suggést forécasting method for following & explain why suggested method

is most appropriate.

i) A slimming pill targeted to school girls.
ii)  Flavoured Soya milk for growing childrerr. *
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Instructions to the candidates:
1)  Explain the answers with appropriate examples wherever necessary.

2)  All questions carry equal marks.

3) Draw diagrams wherever necessary.

Q1) Explain the role of Distribution channel 1ncomp1etmg the cycle of marketing
function. RE
OR "
Discuss the role of 'Physical DistributionMix' in the success or failure of a

product launch.

hocolate manufacturing

02) Assume you are the sales manager of a premium ¢
stribution that you will

company, what will be the methods of Physical Di
adapt. in order to train & motivate your sales force?

OR

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

sales force with proper examples.

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

OR

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

P T,



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

OR

Explain the concept of "Franchising as a model of distribution" with suitable

examples.

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

Explain in brigf the concept of "Supply Chain Management" and C omponents
of supply chain management.
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