ROIINO. ..o

MBA-10/MBAH-11/MBA-12/MBA-13/PGDMM-10
(Master of Business Administration/

P.G. Diploma in Marketing Management)
Fourth (MBA)/ Second Semester (PGDHRM)
Examination-2015

MM-2208

Sales and Distribution Management

(fasma qor faaror yeier)

Time : 3 Hours Maximum Marks : 60

Note : This paper is of sixty (60) marks divided into three (03)
sectiondA, B, and C.Attempt the questions contained in
these sections according to the detailed instructions given

therein.
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Section -A / @US-%

(Long Answer Type Questionsy( de STRI et w9 )

Note : Section 'A’ contains four(04) long-answeitype questions
of fifteen (15) marks each. Learners are required to
answerany two (02) questions only (2x15=30)
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1. What do you understand by Sales Management? Further
discuss sales-control and explain its process.

T TaY 9 319 911 Hed 27 6 SAfaia fasma fso
AT THeh! Uil ohl SATEAT hifSd|

2. Discuss the environment of sales. Elaborate the role of
technology in personal selling.

o faWa N~ o . a
faehd & TITeR0T ] AR HIfST| aafade fasha § da-is

% Hed i fIR 9 ==i Sifsa)

3. Discuss distribution system and its structure. Explain the
functions of a distribution system.
foaeor & wd 38 @i 1 == Hitey) faae 9 % st
1 SATEA hifSIy|

4, Discuss the role and functions of marketing channels. Explain
the concept of channel design.

forqu afeertstl st et Ta ST i T HIfST| e
Yo & fa=mR &1 sare wifsu)

Section - B/ @Us-@

(Short Answer Type Questions) T1g 3T aTet U9 )

Note : Section 'B' contains eight (08) sharanswertype
guestions of five (05) marks each. Learners are required
to answerany four (04) questions only (4x5=20)
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Briefly discuss any four (04) of the following :

freafafaa & & fR=l = (04) W wgw & <= witaw;

1. Conflict Resolution Mechanisms.
foar ferer =

2. Customer Service Methods.
ek Far &t Al

3. Channel Design Segmentation.
aifgeht greal w1 fawafeemon

4. Logistics Functions.

o c
A 4 TI-2d |

5. Quotas.
el
6. Methods of Sales Forecasting.
fosha qatgam w1 fafemm
7. Sales Organisation.
IEERIRSUCE]
8. Performanc@ppraisal of Sales Persons.

forsha-ifHenl o hrd-TToaRA 1 el
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Section - C/ @us-

(Objective Type Questions)/ ( T&I W9 )

Note : Section 'C' contains ten (10) objective-type questions of

e

one (01) mark eachAll the questions of this section a&
compulsoty. (10x1=10)
@ug ' # g9 (10) SRS uve fed €, udes uvR
& foT e (01) 3t faeifa & 1 3@ @oe & @it oo
arfarE &1

Indicate the correct answeroption;

S & fou wEt faseu =1 gAmd St

1.
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Which of the following is not a major objective of the sales
function?

(@) Demographic Expansion (b) Sales/olume

(c) Contributionto Profits  (d) Growth

frafafed o 9 fosa fran &1t we@ygel 3eva &1 &1
27

(31) SHifere faear CIREERRIEI

(F) el hl AEH (%) forepma

Which of the following refers to 'key account management'in
sales management?

(@ Accounts of maximum sales
(b) Strategy to serve high potential customers
(¢) One main account to manage other accounts

(d) Allthese



frefafed o 9 1, fasa gav9 9, ‘9@ @ gawed’ &l
efdfa 22

(37) iforan faspa 9l @l

(9) I=d Al ST WEehi i ELAhH Yfd i WO
(®) 3= weft @l & FEvd & fau T @[ w1 ge|
(2) 3 |4

3. What is the prime objective of 'relationship selling'?

(@) Retention of customers

(b) Creation of customers

(c) Increasing the list of customers
(d) Allthese

‘grary-entya fasa’ o YqE Sevd @ ®?
(37) TSI HI T T
() TTEehi 1 G|

() TEHI i Gl TMII
(%) I 9|
4. Which of the following correctly refers to 'sales-control'?
(@ Control over sales manager
(b) Control over sales force
(c) Analysis of variance and remedial action

(d) Increasing profits
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5. Which of the following is a goal conflict?

(@) Differences between channel members, aims and
objective.

(b) Disagreement over the domain of action and responsibility
(c) Difference in perceptions of the market place
(d) Allthese
frefafed & @ oeg o gefud faag @ @2
(37) Sfeh-T=w & @l 3R Sl o =R
(9) foran wd g & &9 & Hay H rEEHAaEl
(¥) 99K @ & Feg & a8 H SR
(%) & |
Write True/False against the following :
fAfafea & o w/eme fafan

6. Sales concept rests on target market, customer's needs, and
profitability etc.

fosra o1 ToaR <fard oISk, UTEeh] &1 STevhdiel 3R
ARl seAE WA w2
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7. Order-takers can not be considered to be sales-persons.

SET TN oIl i fawd wifHe & O ST WehdT B

8. Like product life cycle, training of salespersons also passes
through preparation, maturity and decline.

IO o =k i e & faehd wifHenl o1 Feror o
T, gftggadr 3R it =1 ) § o ' 7

9. Sales budget is a flexible budget.

I a5C TH A=_R a9 o

10. Pareto's law is based on the ratio of 70:30.

R 1 M 70:30 % UM W e @
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