
raper / suDJect uode: 4ouru / ryIarKetrng: sates dt t rstrlDutron rylanagement

'

'l'imc:Z l/ZHrs Mrrks: ?S

tB (I);{ll qucstions nre cornpulsory.
(2) Figttrcs to tlre riglrt indicrte full marks.

{lXA)Sclect thc must approprilte ansrver fronr lhe olltion givrn belorv {Any 8) (8)

t. **-**-tt:Rilrlrrtgnt gt:nurates re\iclluc to tlic otglnisatiutt.

a. Aci:olrnts L;. Sulcs

lr. c. illiu"ketirtu d. {-lustomer ci}re

2. lrirs lrrcsenled many ncrv opportunitir:s along wilh nerv challenges-
il. Clobllisatirin h.'l'racle

h. c. illanagettrent d' (Jrientrrtiun

_1. l;orucasting lrsthilci widet-y used lry collecting questiorlnrire li'orn potuntial btryers is

callccl iis 

-.rnethotl'

il. ctlstotner $trrvsy b. Dclphi Stlcs

b. e.hieritrchv .user*xpectation

1. nlcilfl$ conlbrming tu proltssional stantl*rd ut'cuttrluct.

;L t"-rtiicat b. Moral c' Vllttc d' l;air

j. CRM is I hrrsiness strategy that focuses on ettslotlr*r siltisiaction and

u. prolit b, rtrirrkgt e . rltlr:s r-l' relctititl:t

6.}ivestyler:1'uorrl.lictrcsultltirrndcr,elnpeeiby-
ii. Petr:r Drtrcker h' I(enneth'l'hotrtas

h. c. Joseph l-uflt d' Philip Ktltler

i. Distriburiofiaur.litis-ancl ilrir*valttatiottid,'rnlil)irigk*yarrlasfor
impt $r'etxunl itt chattnel corttrnl'

il. hrast:d h' u*orgltriilerl c, ttnlrilrsctl d' ilrganiserl

E. is callctl ils ztra !*r'tl distribtlli()Il chiinrlcl'

r.[)irr:ct *rur^lreting b. indirer:t rnarketing c. vcili(fi1 rrinrk*tittg cl' lroriznntal

ntark ct it tg

?. Soti seii tlst's .-str:lttegt'.
a. pull b. push u. aggressive d, t'urueful

I 0. _r'ellccts thu perlbrrrlao$r: of' thq distribution channel.
h. l{.epurts b. I}udgets c. Qr.rurn d.'l'arget
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raper / suDJect uode: 4oulu / rylarKetrng: sales d, lrrstrrDuuon lvlanagement

tlXIf) Selett rvhctkcr thr: lollolring:itaterrrents are 'l'ruc ur l;*lsc. (,.tnv ?) t?)
i. i\.11S operates rr.ith spccd and acctrracy.
i. 'fliu llrst str:[) in :e iling l)r(]ccss is *Lrjcctitn liautlling.
3. Salcs quota is als..r call*l as slrlt's targct.
j. \\,'liules*lcls anti r-listrihutors *rc thc tills.
). Digitul ronrrntrnictlion is *.itlrout accountahilitr,.
h. S*lcs u*ultlrr:;rliun riiscpLrr';rgcs salc*pers{rri.
1. Oritl agrcr:rlrelit ol contritct ilcls ils fln L'ils\ .ln(i clltelrrr irlitri"lntcnt rli'rontrol on llla

i:hanncls ul" ilistri irut iorr.

$. Internaliortll sellilrg iuvulvss trtcle barriers.
tJ. l)ii,.::ng ;tClli liS ii rlu:r11il1ltl r\'1gttlilt*r'"
l(l lrrtertsive tli;tribrrti*li is srritlhle lbr tl.r,: ilistrrLrutiur: ol'urrclil'lircntilrteil rlr"ior.l:,.

]:r. f]csr:ribe the lunuti{rns ot'irrtcrrtrcrlitries ilr sai*s ;rntl ilistriirutiun ({}tl}

Jh. lYlul is nreant b_l ('lt\,I anrl l)iscuss irs leltures. t{17)
OR

Jc, Discuss lnv tl)rcc slnrL:{ur't's of'.{rlcs orgitilisiltion (0ti}

fd. Highlight the rlu;rlitics r"rl'it gootl slilcs nr*ttager. {07)

re

3r. lixplairr the vurious reuson$ lbr unsttceessful clt"rsing" {0lt}
3h. Dit't'er$nli;rtt bstwesn national selling anrl intcrnntion*l stlling {07}

OR
3c. What is n'reant by Sales lorccasting'? Explain thc methott; ol"Salcs lbr:euastitlg. (08)

3d. Discuss the inrport;rnt Stlling skill:. {(}7}

,la. Hnumsrated the tirncrions ol'wholesalers. (0S)

4b. What are the methotls lo resolve contlictsJ ((l?)

OR
{r. What is meanl by channel policy? fixpluin the v*riaus areas it coYsr$" ({llt)

4d. Wlrat ar$ the cr:iteria lnr selecting clranncl mcmbers? (07]

5a. Elaboratc on indire(:t rncthods of strpcrvision and conlrol ot'sales furce. (0tt)

5b Discuss the ttaturr:s of sales n1{lt]ilsijmunt audit. (07}

OR

5c.lYrite $hort Notcs (AnY 3)

L Methods lbr closing of sales

:. Ethics in salss lrlaltilserlent
3. Functions ol'Retailer
4. Win -Win $trategY

5. Key result areas (KRA's)

{<*€*<rF{<****{<*{.*

{t-fi}
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