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EXECUTIVE

Sales and Distribution Management

Time : 3 Hours] [Maximum Marks : 70

Before answering the question-paper, candidates must

ensure that they have been supplied with correct and

complete question-paper. No complaint, in this regard

will be entertained after the examination.

Note : Attempt Five questions in all, selecting one

question from each Unit. Q. No. 1 is

compulsory. All questions carry equal marks.

Unit II ( II)

3. Discuss recruitment, selection, training and

motivation of sales force Management in detail.

14

Or  

Describe various methods of motivating

salespeople. Explain different compensation

plans used for sales force and evaluate their

advantages and limitations.
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1

1. Write short notes on the following : 7×2=14

(a) Personal selling

(b) Sales promotion

(c) Sales Budget

(d) Evaluation of sales performance

(e) Explain retailing.

(f) Explain sales quota.

(g) Supply Chain Management.

Unit I ( I)

2. Explain the nature, scope and importance of

Sales Management. Discuss the changing role

of sales managers in modern business

organizations. 14

Or  

Discuss the various strategies of Sales

Promotion in detail. Explain the qualities and

functions of an effective salesperson.
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Unit III ( III)

4. Explain the meaning and importance of

distribution channels. Discuss different types

of channel structures. 14

Or  

Discuss the functions and importance of

wholesalers and retailers in the distribution

system.

Unit IV ( IV)

5. Explain logistics management. Discuss

transportation, warehousing and inventory

control systems. 14

Or  

What is Channel Management ? Explain

channel coordination and methods of resolving

channel conflicts.
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