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      Max. Marks: 60

Note: No additional answer sheets will be provided.

Part – A 

Max. Marks: 10

Answer all the QUESTIONS. EACH QUESTION CARRIES 1 MARK.
1. Define Sales management

2. Define Sales budget

3. What is training?

4. Who is a customer?

5. What are consumer goods?

6. Who is a facilitating agent?

7. What is salesmanship?

8. What is sales force?

9. What is motivation?

10. Define distribution channel.

Part – B 

Max. Marks: 50

ANSWER ANY FIVE. EACH QUESTION CARRIES 10 MARKS.
1. Evaluate the recent trends in sales management with suitable examples.

2. Explain various methods of sales forecasting.

3. How do you compensate your sales force? Explain.

4. What are various types of distribution channels? Explain them in brief.

5. What are the unconventional distribution channels? Also explain how do you motivate the channel member.

6. What are the ethical issues arises in sales and distribution management?

7. What is integrated marketing channel? Explain the terms Horizontal, Vertical and Multi-Channel marketing systems.
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