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Instructions to the can
1)
2)

01) Solve aﬂ%}y five:.®

a) Definesales management.

[2]
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A); Advertisement
B) Publicrelations ‘%ﬂipersonal form of
communication 4 Communication
C) Sales promotio i)  Oral presentation of message

iv) Short term incentives

©)  Define the corlcoptef selectior 2]
? @O‘thgéx‘c hange of goods or commodities against mofiey

bution -~ 2) Place
3) © Sales ' 4) Myopia
1 1 i) 1and
m) 2and4 ) 3

€)  Mr. Kumar, the new national sales manag about the internal

organizational environment in his compa
following Except /

1)  Human Resources

m) Service Capabilities

PTO.



John, the sales manager, for a building materials company, Knows the
customers in one profitable sales territory, are particularly hostile to women
sales reps. john faces on ethical dilemma primarily in the area of : [2]

1)  Determining compensatien and incentives.

cnt of hiring and promotion
Respect for nﬁi\{ig‘iﬁéls in supervisory and training programs. O

RS-
&%~ 2]

ranchisee. state it’s advantages a [5]
c) State the difference between ve g system and horizontal
marketing system? k. € [5]
03) Solve any one. .

~a) Define sales organizati objectives and structure of sales organization.
' [10]

b)

04) a)

R
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Define distribution management. State the need a eof distribution

channels [10]
OR

Define logistics management. State the scop mponents of logistics

management ‘ [10]
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