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Instructions to the

D Draw neat wherever necesssry.
2) Bluck indicate full mnrks.
s) Aa

Qf Soive fiy9,*

Defin ales management.

MA*fr the following.

A) Advertisement

B) Pubiic relations

communication

C) Sales promotion

D) Personal selling

c) I)efine the concept

or servlce
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1) Distribution f
3) Sales
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iii) 2 and 4

e) Mr. Kumar, the new national sales
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organizational environment in his

followingExcept

i) Human Resources

iii) ServiceCapabilities
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2) Place 1!*

4) Myopia
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Oral presentation of message

iv) Short teim incentives
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0 John, the sales manager. for a building materials company, Knows the

custorners in one profitable sales te-rrilory are particularly hostile to women

sales reps. john faces on ethical dilemmaprimarily in the area of : l2l
1) Determining com and incentives.

i, Equal anci promotion

iii) Rcspcct in supervisory and training programs.

,") F t of sales territories.

What is

Define

Q5) a) Define distribution management. State the

channels
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Q2) Solve
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b)
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Q3) Sor

a)

b) What is E-Tailing, and disadvantages of E-tailing. t10l

Q0 a) What is whole saling. State the functions of whole saling.
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b) Defines sales force'. 
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OR

are he motivationai factors
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b) Define logistics management. State the

management
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of logistics
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selling? Explain the objectives oftiersonal selling. I5l
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horizontal
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and structure of sales organization.

l10l

4


