MO0145 / M0195 MARKETING : SALES & DISTRIBUTION MANGEMENT. @q@éE l’\ .

Q.P.Code:02240

[Time: Two & Half Hours]

Please check whether you have got the right questlon paper'
N.B: 1. All questions are compulsory. _
2. Figures to the right indicate full marks.

o ivanes)

Q.1 Answer (any two) of the following: v
va) What is sales management? Explain the role of saxl.e\'s, department

&) Explain the importance of distribution managgfﬁé’ht

c) State and explain any two structure of sa,leéfpéfgain‘iza;tiian\,{ iy

Q.2  Answer (any two) of the following:

Mﬂ Discuss in brief the methods of sales ‘fbrecastmg o 15
\b()/Explaln the reasons for unsuccessful cloélng of sale
¢) Explain the following concep 2
1) Negotiation skills -
; 2) Volume Quota _;fi
15

15



Q.5 Case Study ¢ =
The Indian Government has implemented the scheme of Pu}Q’.’i‘csz’lStnb

food grains and other essential consumer’s jtems. The main objective of this

the supply of essential consumer items to the vulnerable segti ns
found that the scheme has not been very efficient many of the \

not avail of services of the distribution system. s

shall be Particularly targeted at the lowest incomeficghfsum _
lower and higher segment consumer through sep:

This government is now proposing to launch a new targeted Publi !

et
tems sold.

Questions:

.

a) Analyse the case. 07
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