B.Com. (CBCS Pattern) Sem-1V

UCA4EM4 - Marketing Management : Sales & Distribution Management

P.Pages: 3
Time : Three Hours
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GUG/W/22/12039
Max. Marks : 80

Notes: 1.  All questions are compulsory.
2. All questions carry equal marks.

1. a) State the limitations of Personal Selling.
b)  Discuss the functions of Sale's Management.
OR
c)  Explain the significance and types of Sales Planning.
2. a) Discuss the need of motivation to Salesman.
b)  Describe the selection process of Salesman.
OR
c)  Explain the contents and objectives of training program.

3. a) State the responsibility of sales department manager.

b)  Describe the relation of sales organisation with other department.

OR
c)  Explain the objectives and limitation of Sales Organisation.
4. a) Discuss the functions of Physical distribution.
b)  Write the selection process of distribution Channel.
OR
c)  State the objectives and factors affecting distribution Channel.

5. Write short note.
a) Selling process

b) Manpower requirement
c) Sales organisation planning process

d) Nature of physical distribution
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g - 1, 9 9T ASfaur 39T 3R,
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1. 3) duade fashrear AdTer . 08
a) g cggeargardr s Jray g4t . 08
fFar
%) Tahg AT Aged 9 YR FISC T 16
2. 3) fashar &ar AR IRST IraR TT A 08
9) fshar faas wfskar aftta & 08
fFar
&) UfRIETUT FRIFHATT gch T 365 TAST HT. 16
3. 3 o fQHmer gaterear SeEerr |, 08
9) T ducay 3R Aammel srerer d9er aftta . 08
fFar
&%) fwy ducad 3ager g HATGT TASC FA. 16
4. 37 Hide AR FF IR T4 A 08
d) TfaaRor AEar fHas gk foeT. 08
fFar
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5. fear forr.
3 fasg wfeear 04
d) HAeIaEs JaGehd 04
%) fapg duea AaeeT ufshar 04
5) Hide ARvr Fava 04
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