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SECTION—A

Answer the following questions by choosing the correct options from the given below :
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Selection of one or more segments to enter is called : 1
(a) Market Segmentation (b) Targeting

(c) Differentiation (d) Positioning

Kind of channel arrangement which involves one or more than one independent wholesalers,
producer and retailers is classified as : 1
(a) Vertical Marketing System (b) Static Distribution Channel

(¢) Conventional Distribution Channel (d) Horizontal Distribution Channel

In marketing intermediaries way of distribution in which product is stocked in many possible
outlets is classified as : 1
(a) Inclusive distribution (b) Exclusive distribution

(c) Selective distribution (d) Intensive distribution

Most crucial and first step in marketing process is : 1

(a) Designing a market strategy
(b) Create customer delight
(¢) Understanding customer need and wants

(d) Capturing value from customers.

Which of the following is not a function of budgeting ? 1
(a) Decision making (b) Planning

(c) Motivating (d) Controlling

For developing new products company must know its : 1
(a) Market (b) Consumer

(c) Competitors (d) All of the above

Last step-of cost based pricing is to : 1
(a) Set price based on cost (b) Convince buyer about product value
(c) Design a product (d) Determine cost of product.
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(8) Value that customers give up to get benefit of product or services is classified as : 1

(a) Discount (b) Value added tax
(c) Price (d) Tax

(9) Pricing strategy for new product through which revenue are collected from segment willing
to pay higher price is classified as : 1
(a) ~Market skimming price (b) Market penetration strategy
(c)  Business line pricing (d) Product line pricing

(10) Kind of pricing strategy in which one product or service is sold for two different prices

without any difference in cost is classified as : 1
(a) Segmented Pricing (b) Psychological Pricing
(¢) Promotional Pricing (d) Geographical Pricing

(11) Convenience product would probably be sold using : 1

(a) Banking Codes and Standards Board of India
(b) Intensive Distribution
(c) Selective Distribution
(d) Extensive Distribution

(12) Transporting and storing goods is part of which of the following marketing channel

functions ? 1
(a) Negotiation (b) Physical Distribution
(¢) Contact (d) Matching

(13) Sales performance evaluations are necessary : 1

(a) As a way of management to obtain their bonuses
(b) To supplement training

(¢) To provide feedback to sales people

(d) None of the above.

(14) Which is the most basic form of the sales organisation ? 1
(a) Line sales organisation (b) Line and Staff sales organisation
(¢) Functional sales organisation (d) None of the above

(15) In which type of compensation plan there is no incentive ? 1

(a) Commission based compensation plan
(b) Straight salary compensation plan
(c)  Territory volume compensation plan

(d) Profit margin/revenue based sales compensation plan

LL—18327 2 (Contd.)



(16) Which of the following would not be a method of establishing sales force structure ? 1
(a) Territorial sales force structure (b) Life style force structure
(¢) Product sales force structure (d) Customer sales force structure

(17) Which of the following element is not used for determining the size of a sales force in the

workload method ? 1

(a) Number of Sales People (b) Number of Customers

(c) Length of an average call (d) Number of years in sales experience
(18) is teaching how to do the jobs. 1

(a) Sales Personnel (b) Sales Budget

(c) Sales Force Training (d) Induction

(19) When the manufacturing establishes two or more channels catering to the same market then

occurs. 1
(a) Vertical Channel Conflict (b) Horizontal Channel Conflict
(c) Multi Channel Conflict (d) None of the above
(20) The benefit of market channel is : 1
(a) Cost saving (b) Time saving
(c) Financial support given (d) All of above
SECTION—B
What is sales forecast ? Discuss the steps involved in sales forecasting. 12
OR

Explain the duties and responsibilities of General Sales Managers.

What is sales territory ? Explain its criteria and process. 12
OR

Describe sales promotion mix and their contribution towards sales.

Explain the nature, objectives and types of sales compensation plan. 12
OR

What are the Special Problems encountered in Motivation of sales person ? Explain.

Explain the classification and design of distribution channel. 12
OR

Explain the concept and importance of physical distribution.

What do you understand by wholesalers ? Explain the nature, scope and function of
wholesalers. 12

OR

Explain the roles and modes of transportation ? Give its importance in the society.
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