AD-1018

M.Com. Semester—IV (CGS) Examination
SALES & DISTRIBUTION MANAGEMENT
Paper-B
Time : Three Hours] [Maximum Marks : 80

Note :— ALL questions are compulsory.

SECTION—A
Answer the following questions be choosing the correct option from those given below :
1. Sales management is ___ function in many organization.
(a) Key (b) Broad
(c) Primary (d) Secondary
2. and create a sound sales organization.

(a) Limited labour and limited delegation of authority

(b) Unlimited labour and limited delegation of authority

(c) Division of labour and proper delegation of authority

(d) Limited labour and unlimited delegation of authority
3. Sales forecasting involves study of :

(a) Proper selling price (b) Sales planning

(c) Distribution outlets (d) All of these
4. Sale Management Planning should be :

(a) Simple, rational

(b) Simple, rational, comprehensive

(c) Simple, rational, comprehensive, flexible

(d) Simple, rational, comprehensive, flexible, balance

5. Personal selling is a

(a) One way communication (b) Two way communication
(c) Both (a) and (b) (d) None of these

6. Sales promotion strategies involve :
(a) Communication (b) Objects and task
(¢) Media and Budget (d) All of these

7. A good sales promotion programme will remove the ___ with respect to retail selling.
(a) Customer dissatisfaction (b) Retailer dissatisfaction
(c) Whole seller dissatisfaction (d) Agent dissatisfaction

8.  Sales promotion is among the __ pillars of Promotional Mix.
(a) Four (b) Three
(c) Two (d) Five

LT—I1512 1 (Contd.)



10.

11.

12.

13.

14.

15.

16.

17.

18.

19.

Type of sales force compensation plan is :

(a) Straight salary

(b) Straight Commission

(c) Combination of salary and variable element
(d) All of these

Which type of quotas are determined to achieve designed net profit and control the sales

expenses ?
(a) ~Sales Volume Quotas (b) Combination Quotas
(¢) Financial Quotas (d) Activity Quotas

Which of the following is a conservative estimate of the expected volume of sales and is
used for marketing cash flow decisions ?

(a) Sales Budget (b) Sales Quota

(c) Sales Forecast (d) Market Potential

Marketing cost analysis involves a detailed examination of the cost and their impact on

(a) Sales volume (b) Sales territory

(c) Sales promotion (d) Sales distribution

Marketers have three basic levels on intensity to choose patterns of distribution :

(a) Intensive, Exclusive, Vertical (b) Intensive, Vertical, Horizontal

(c¢) Intensive, Selective, Exclusive (d) Horizontal, Vertical, Parallel
Conflict at the same level between channel members is called :

(a) Vertical (b) Horizontal

(c) Multiple (d) Consumer

Systems analysis effectively following the process flows from receiving through put away,
replenishment, inventory control, order management, packing and shipping is known as :

(a) Environmental Audit (b) Financial Audit
(c¢) Distribution Audit (d) None of these

To the supplier middlemen are

(a) Sales advisor (b) Sales director

(c) Sales executives (d) Sales experts

Benefit of independent retail store is

(a) A pool of resource (b) Benefit of complementary skill
(c) Relatively easy structure (d) All of the above

Which of the following is not a type of warehouse ?

(a) Public warehouse (b) Distribution center

(c) Bonded store (d) Secret warehouse

Order processing system element is/are :
(a) Order entry (b) Order handling
(c) Order delivery (d) All of these
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20. Which is not a mode of transport ?
(a) Waterway (b) Pipelines
(c) Airways (d) None of these 20x1=20

SECTION—B

1. Sales Organization and sales persons are the 'ears' and 'eyes' of the firm. Elucidate this

statement bringing out clearly the factors which are highly important to the sales organization.

12
OR

What is sales forecast ? Discuss the steps involved in the sales forecasting. 12

2. Describe the importance of salesmanship to producers, customers and salesman. 12
OR

[luminate the sales promotion strategy and structure in detail. 12

3. Explain the various scheme of sales force compensation with their merits and demerits.

12
OR

What is sales audit ? Explain its features-and objectives. 12

4. Define Physical Distribution. Discuss its nature and scope. 12
OR

Define 'Vertical channel conflict. How many types of such conflicts are available ? How

do we manage such conflicts ? Explain them briefly. 12

5. What is transportation ? Explain the modes and importance of transportation in sales

management. 12
OR

What are challenges before retail sector in India ? Give some suggestions for development of retail
in India. 12
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