TUg s (5) {g&_m L DWW ouf) on T | a/Po

Q.P. Code :746701

(a) Explam,-ihe direct supervisory mcthods of salesforce.
(b) Dlscuss in brief sales Performance Review.
(c) Wiite a detailed note on ethics in sales Management.

TURN OVER

(2 Hours) [Total Marks : 75
N.B.: (1) All questions are compiﬂsory.
(2) Figures to the right indicate full marks.
(3) Support your answers with suitable illustrations and diagrams
wherever necessary. , \§Z
1. Answer any two questions:- , vgl\l\ls
(@) Discuss the major developments in Sales Management. ’\b
(b) What is distribution management? Explain the role of mtenned@ﬁés in
distribution management. ‘-\1,\
“(¢) Briefly explain any three structures of sales orgamsatlonf:‘“
2. Answer any two questions:- 15
(a) What is sales forecasting? Discuss the qual]tatlve echmques of sales
forecasting. _’_;
(b) Explain the various types of selling skills. -
(c) Explain the following concepts |
(i) Win Win Strategy. '
(i)  National selling
(i)  Activity Quotas 3
. Answer any twe questions:- 15
(a) Differentiate between Dntnbutm and Wholesaler.
(b) What are the factors ‘ufu:tmg effective management of distribution
channels? b
() Discuss Kennetfh f homas five styles of conflict resolution.
- 4. Answer any-two. g cxtlons - £ Eooi koA 15
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