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Paper / Subject Code: 46010 i Marketing: Sales & Distribution
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Time: 2.30 Hours

NB (1) All questions are compulsory.
(2)Figures to the right indicate full marks.

(1)(A) Select whether the following statements are True or
CRM enables companies to implement customer
lntra personal conflict is often called individual
Compromising negotiation strategy assumes that
Volume quota is used when selling activities
activities.
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P.ricing acts as demand regulator.
E-marketing facilitates faster reach to
Giving a gift for a large order given by
Distribution management is same as

Price and promotion
competitors.
Active listening ignores the
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department.

of sales forecasting.
of selling skills.

of selling?

and Organisational Selling.

i. Channel Control ii. Channel Design
briefly the types of channel conflict.

supervision of sales force.
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