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Note:    a)  No additional answer sheets will be provided.

                          b)  All sub-parts of a question must be answered at one place only, otherwise it will not  be    

                                valued.

          
              c)  Assume any missing data.







      Part - A 



          Max.Marks:25
Answer all QUESTIONS.
       Define / Explain :
1. Evolution of sales management 






[3 M]


2. Sales quota 









[3 M]
3. Sales force motivation








[3 M]
4. Distribution channel levels







[3 M] 

5. Evaluating channel members







[3 M] 

6. Retailers 










[2 M]
7. Line sales organization 







[2 M]
8. Recruiting sales force 








[2 M]
9. Channels for industrial goods







[2 M]
10. Ethical issues in SDM 








[2 M]







Part – B



Max.Marks:50
ANSWER ANY FIVE QUESTIONS. EACH QUESTION CARRIES 10 MARKS.
1. a) Discuss briefly about the functions and responsibilities of sales managers.    
     b)  Elucidate the importance of sales management.
2.   a)  Discuss the importance of sales budget and the methods of budgeting.
      b)  Elaborate different sales forecasting techniques. 
3.  a)  What are the methods used for assessing training needs of sales people? Describe briefly the steps involved in designing and executing a sales training programme.
     b)  Explain briefly the steps involved in designing an effective compensation plan.
4.  a)  What are the  factors which influence channel design decisions and parameters used to evaluate channel alternatives.
     b) Enumerate some of the principles for developing distribution for rural markets.
5. a) Briefly discuss the process of motivating and evaluating channel members.
    b) Explain the need and concept of integrated marketing channels. 
6. a) What are the steps involved in developing a channel information system.
          b)  What is international distribution management. A number of Indian manufacturing companies are now establishing their  presence overseas either directly or by way of joint ventures. Discuss why.

7.  a)  Describe various sales organization structures.

     b) Explain the stages in sales planning and control process. 
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