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a detailed note on sales Management.
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(i) Win Win StrategY,

(ii) National selling

(ii| Activity Quotas

o

: (1) All questions are comPulsorY.

t2) Figures to the right indicate lirll marks'
(3) Support youf answefs with suitable illustrations and diagrams

wherever necessary.

N"B.

Ansrver any fivo questions:- L$\S
(*) : Discuss the major developmelts inrsales Management. *+"
Ol What is distribution management? Exptain the role of intenneQf,es in

distributron management. .,\o'
, (c) Briefly explain any three structures of sales'Organisatioqlli)

,.t':

Answer aqy two questicrns:- *'" 15

(a) What is "sales forecasting? l)iscuss the qua1i1o1lvg-t'echniques of sales

fbrecastlng. ,,

(b) Explain the various lypcs of selling skills'

(.) Explain the fotrlowing concepts
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