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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)  Missing data can be assumed suitably.

ANSWER ANY FIVE QUESTIONS. EACH QUESTION CARRIES 15 MARKS.
	1.
	a)
	What do you  mean by sales management. Discuss briefly the various stages in selling process. 
	[15M]

	
	
	
	

	2.
	a)
	Critically analyze the different types of sales forecasting methods.
	[7M]

	
	b)
	What are the different methods for deciding sales budget? Discuss.
	[8M]

	
	
	
	

	3.
	
	Suggest criteria  and  procedure for selecting salesmen for selling consumer products.
	[15M]

	
	
	
	

	4.
	a)
	Discuss the  designing process of distribution channels.
	[7M]

	
	b)
	Explain the policies and strategies for distribution channels for rural markets.
	[8M]

	
	
	
	

	5.
	
	Write a short notes on 

i) Motivating channel members     ii) Channels for industrial goods
	[15M]

	
	
	
	

	6.
	
	What are the ethical issues in sales and distribution management?  Discuss.
	[15M]

	
	
	
	

	7.
	
	How do you handle the following objections raised  at the end of sales presentation.  

   i)  Product features are not competitive 
   ii) Product is not from a reputed brand 

   iii) No after sales service
	[15M]

	
	
	
	

	8.
	a)
	Explain features of sales management.
	[7M]

	
	b)
	Who is Franchise? Explain.
	[8M]
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