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Part A (10 x 2 = 20)

Answer all questions.
il What do you mean by Sales Management?
8 State the importance of Sales Managemen't.
3. What do you understand by the term personal selling?
4. What is the importance of pre-approach?
5. What are the aims of training the Sales force?
6. Give the need and objectives of controlling the sales force.
T What is meant by distribution management?
8. What is meant by zero level channel?
9. Explain the term marketing channel.

10. Give the importance of channel design.
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Part B

Answer all questions.

Explain the nature and scope of sales management.

Or

Discuss the link between sales channel and
distribution management.

Explain the steps in personal selling process.

Or

‘Explain the different types of classes.

Explain the sources of recruitment of sales force.

Or

What are the different methods of training given to
sales force? .

Discuss the role of distribution in marketing.

Or

Discuss the distribution channels available for rural
markets.

Discuss the types of intermediaries.

Or

Discuss the functions of channels.

Part C

Answer all questions.

(3 x 10 = 30)

Explain personal selling in the age of information.

Or

Explain briefly the sources of prospects.
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Or

What are the steps in channel design?

Discuss the process of designing and managing the
channel misc.

Or

Explain the relationship between personal selling,
salesmanship and sales management.
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