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Q1) Ans;@jény five out of 8 questions (2 r@cq/ [10]
NP

) \What is the full form of CIS, "™ &
i)  Channel Informational SystBhs (b’\
ii)  Channel Induced Q‘\/

i) Channel InformatiendS
iv)  Channel Incor,
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p'} ve)
s c@al rolein achieving amarketing orientati OF{;D

strategy,. oy Y S
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) M @ ginfr t contact with customers. >

i < and dii inating market information. &

b) TheSaesforce camygla

! ung Q
liNs, Focusing on Q}}i ng cost. r\, q/"\/
owing &competition need. O) <’3
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corporate level, a salesforecast is used foN q‘;g
i)  Changing commission pay schedules @ (\9
i)  Developing local salespromotions @
i)  Allocating Resources across functi ar@\)
iv)  Setting sales quotas. C) (’(Db
v
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d) Which of thefollowingisnot atypi ggjnarketi ng channel members.

i)  Commission Merchants v

i) Retailers é@’
iif)  Producers (\9 O
iv) Sdlingag@'? P (J
el -
e) With requ%ﬁ?aa oh;nel of distribution, the number oﬁ&&aediary

levelswi e ;@ﬁnel indicatesthe of ach

) @5 P &
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) Loepin
iii)che$ x
iv) SHilarity Q >
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f) R/&?ﬁeSalesManagemmt
SExplain the concept of Relatio shipse
0) Exp ept of Relationghip

h) What is sales forecast? % ({/b\/
v
Q2) Answer any Two (5 mar \ch [10]
a) Explaindifferen ﬁgaltionchannels ogb
b) ExplaingbjectiVese ,\(?/
c) Explai Q ept &'@opeof logistics. é&
. > % »
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Q3) ne: & Qd)\' é{()\’ [10]
mpensating sales persons is different fr pl@/'\ées of other

departments’. Explain the reasons as per stat : (é\/
% N

) Explaintheimportance of Salesforecastin @@ nvarious methods
of ‘ Sales forecasting'. Q/ 66
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Q4) Answer any one: "’cab [10]
a) Describe how channel member,s@qé selected, motivated and evaluated @

for effectiveimplementation agy@ewltsfrom distribution system.
b) What doyou understand by @nnel Information system?Explaine i;@

of Channel Info@yo’ n %gem
o &y
Q5) Answer any ones ({/’3 [10]
Q

a What d@ u@(stand the term whole selling. Expl @or activities

und @) %@ng
Q

b) S@% fanecasting method for following & ex %gg&sted method
IS most q?ibropri ate.
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i) o@'sl imming pill targeted to school .y
i(i&b’Fl avoured Soyamilk for growi i e@
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