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( 2)

FIRST HALF
[Marks : 50]
1. Answer any four q@sﬁons: | o 5x4
(a) Discués the changiﬁg role of personal selling.

(b) What is the basic objective behind ‘sales
territorisation’ 7

(c) Whatdo you mean by MDSS ?

(d) Discuss the concept of ‘buyer-seller dyad’ in
sales management.

(e) What do you mean by ACMEE?

i~

(£) What are the aims of Sales Audit?
2. Answer any two questions: - 10x2
(a) Briefly describe the personal sélling process. *
How would the sales presentation differ in the
following cases:

(1) Selling a Life Insurance Policy of AVIVA.
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(3)

(if) Presenting a New Drug to physicians. 5+5

(b) (i) What is sales forecasting? What are the
steps in sales forecasting ?

(if) Describe statistical methods with examples
of sales forecasting. - 2+43+5

(c) What are the steps involved in designing an -
effective motivation programme for sales
people ? ' . - 10

[ Internal Assessment : 10 Marks ].

SECOND HALF
[ Marks : 50]
3. Answer any four questions: | 5x4

: (2) What are the objectives of Retailers in Sales
Promotion ? ‘

() What are the steps in developing a channel
information system ? -
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(4)

(c) Draw and discuss a Customer-Oriented
Channel ?

(d) Discuss the Ford Harris’s theory of Total Cost
in order Quantity Decisions ?

{e) What do we mean by channel conflict? Also
state, four stages of channel conflict.

(f) Discuss the Law of Reilly’s of the Retail
Gravitation ?

4. Answer any two questions: 102

(a) Discuss the role of distribution channels in India
in the new economy.

(b) Isit necessary for a company to progress from
anIndirect Exporter by stages to awholly owned
Subsidiary ?

(c) Discuss the functional areas of logistics.

[ Internal Assessment : 10 szu'ksv]
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