7. What is the importance of designing effective
channel system? How channel members add

~ value while serving the end users?
Unit-IV

8. What is the importance of effective channel
information system? Highlight advantages
and disadvantages of such system for the

" international sales management.

9. What is meant by market logistics and
supply chain management? How is a
logistics planning linked to the Channel -

Management?
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Before answering the questions, canciidates
should ensure that they have been supplied
the correct and complete question papér No

complaint in this regard will be entert&uned_

after the examination.

!

Note : The questmn paper "ﬁwil] have ."'._'_Lwo

sections. Section A shall compr1§$ 8
short questions carrying ﬂwo marks each
which are compulsory Answer to each
question should not exoeed 50 words.
normally. Section’ B shall comprise 8
gquestions (2 questiolils from each unit}.
~ The studcnté will be Iilrequi:red to attempt
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four questions (one question from each .

unit). All questions carry equal marks.

fiection-A
".1. Short answer type questions :

{a) thgt are different functions of Sales
Malgiagément?

(b} Deﬁne Market Potential.

(cl Wﬁnat are the methods of sales

fq;rccast ?

(d) What is the importance of Sales

contest ?

(e} | What are: the reasons for channel
conflicts? ,-"'

()  What are fﬁe roles of channel members

in JIT invtlantory management system ?
|

" {(g) Define ths: purpose of sales budget.

{h) What are | the non-financial
comipensation _,"plans?
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Section-B
Unit-1

‘Write an essay on ‘Personal Selling’,

bringing out clearly the concept, desirable
qualities of sales persons and the process

involved therein.

Why is the motivation of sales force more
important than for employees in dny other

sphere? Explain.

Unit-IX

+ Describe the steps involved in evaluating &

controlling the sales force. -

What is sales territory? Why should firm g0
for designing sales territories? |
Unit-II1

How retail - culture has impacted' the

distribution strategies of the companies?
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