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S.,\LES AND DISTRIBUTION I{AN-A.CE\ItrNT

Time : l fuee Hoursl lMaximum Marks : E0

Note :-Attempt all questions.

SECTION-A OICQ)

\lritc thc aoswer of the follouing question by choosing the correct altemative ftom thosc given

below :

1. In personal selling process, stcp which consists ofideotifying porential customer is classified
as

(a) Presenting quota (b) Demonstrating quota

(c) Prospecting (d) Qualifing

Which is not a stralegic role ol sales management ?

(a) Tracking (b) Reporting

(c) Dclivery (d) Optimizes distribution

Series of sleps tha( must be followed by sales people is classified as

(a) Marketirg process (b) Selling process

(c) lntcrmediatioo process (d) Nominal process

4. Second step of personal selling process afier completion of prospecting and qualiff ing is to

(a) Approach (b) Presentarion and demonstratron

(c) HandLing objections (d) Pre-approach I

To marimize the performance of their sales force, companies should _.
(a) P.eview staff expeose alcount (b) Retain stall in sales techniquc

(c) DeveLop a strong marketing plan (d) Develop a strong advertising plitn I

Which of the following is an advantage of using a commission form of sales compensation ?

(a) 'lhe salesperson will be highly motivated

(b) Thc salcspcrson will regularly collcct sales data

(c) Accounts will be serviced on a regular basis

(d) Accounts will be n,ore productive I
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7. Sales perlbrmaoce cvalualion xre neccssary lo 

-.(a) Ensure managcment mect' its goals (b) SupplcDent and enhance training

(c) Provide feedback to sirlc.people (d) Keep salespeoplc on thef toes I

8. \Uhich of the follouing areas rl training ibr sales nranagers is most iiequently ncglected 'l

(a) Forecasting ard budgetinq lcchniques (b) ,{ccourting principlcs

(c) Marrcting principles (d) l\4anagemcnt principles l

9. Sales forccast is graphicallr'l.ho\\n. horizontal axis indicates _.
(a) Ra!\' matcrial cosr (b) Production

(c) Salcs (d) N{arkcting effort I

10. The target set for a fixed pc iod lbr anl sales cxecutile is called rLs

(a) Sales territory' (b) SaLcs Quolas

(c) Sales margin (d) r\ctivity Quota I

11. In whic|r of the tollorving forecasting technique, data obtained from past expericnce is
analyscd ?

(a) Judgemental tbrccast (b) fime series lbrecast

(c) Associative model (d) All of lhe abo\,e 1

12. Delphi mcthod is u:cd tor -_
(a) Judgemental forecast (b) Tinte serics Ibrccast

(c) Associative model (d) None ofthe above l

13. _ is irregular in nature

(a) PrJmotion rnix (b) Discount offer

(c) Sales promotion (d) \,{edia plarLning I

14. A small amou[l ofprodult oi]'cred to thc custonlers fot trial is callcd

(a.) Product (b) Coupon

(c) Vrucher (d) Salnple I

15. A certificate tha! gives bu)er a kind of saving wheo they purchase any specified itcm is
called _.
(a) Coupor (b) plcmium

(c) Price pack (d) It-ebaie r

16. A manufacturer providing salcs prontotion to a \\,holesalq i. _.
(a) ,(ales Promolion (b) Trade promotion

(c) Both (a) and (b) (d) None ofrhese l

YBC 13080 , (Conrd )



17. The major problem in charnel development is _.
(a) Dcciding on the best channels

(b) Persuading thc intermediaries to handle the firm's lino

(c) Both (a) and (b)

(d) None of these I

18. While deciding marketing channels the buyers can be divided intt-r _ oategories.

(a) T$'o (b) Three

(c) I'our (d) Five 1

19. A markcting channel for selling a-nd distribution overcomcs the _.
(a) Time gap (b) Possession gap

(c) Place gap (d) All of the above 1

20. Thc distribution of new automobiles is an example of

Exclusile distribution (b) Selective distribution

Intensive dislribution (d) Nonc of the above

SECTION-B

(Short Questions)

State the evolution of sales management.

OR

Explain thc thcories ol personal selling.

Explain the stucture of sales organisation.

OR

llxplain the concept of sales planning.

Deflnc sales forecasting.

OR

Explain the conccpt of sales budget.

Stale the obiectives of prornotional mix,

OR

SLatc tle imponance oI dd\crtisemcnr.

State the va.rious channels of sales distdbution.

OR

State the various lrends in distribution of sales.

(a)

(c)

1. (a)

(t)

2. (r)

(t)

l. (a)

(b)

'1. (a),

(t)

s. (a)

(b)
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l. (a)

s[](:l loN-{l
([.ong Questions)

Explain the objectives and nnctions of snlcs managenlent.

oR

What is Salesmanship I St]re ils attrihutes.

F,xplain the meaning. and ot,icctircs ol salcs organisation.

oR

Explain the process and imporlance of sales pJanning.

Explain the role and factors ol salcs lirrccasting.

OR

Whal is Sales Quota ? Starc jrs laclors and evaluation.

\4/hat is scliing skills and the imprtance of negotiable skills ?

OR

Statc thu objecrire" dnd ne(I.'l :!.lrenrs.nj

State the objectiles and nccl of salcs dislribulion.

OR

What are the r.arious and in_enncdiarics in cfuunel rnix 'l
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