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AY–1302
M.Com. (Part–II) Semester–IV (CGS) Examination

B : (I) SALES AND DISTRIBUTION MANAGEMENT

(Optional Subjects)

Time : Three Hours] [Maximum Marks : 80

Note :— ALL questions are compulsory.

SECTION—A

Answer the following questions by choosing the correct options from the given below :

(1) Selection of one or more segments to enter is called : 1

(a) Market Segmentation (b) Targeting

(c) Differentiation (d) Positioning

(2) 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

(c) Conventional Distribution Channel (d) Horizontal Distribution Channel

(3) 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

(4) Most crucial and first step in marketing process is : 1

(a) Designing a market strategy

(b) Create customer delight

(c) Understanding customer need and wants

(d) Capturing value from customers.

(5) Which of the following is not a function of budgeting ? 1

(a) Decision making (b) Planning

(c) Motivating (d) Controlling

(6) For developing new products company must know its : 1

(a) Market (b) Consumer

(c) Competitors (d) All of the above

(7) 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

(c) 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

(c) Contact (d) Matching

(13) Sales performance evaluations are necessary : 1

(a) As a way of management to obtain their bonuses

(b) To supplement training

(c) 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

(c) 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
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(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

(c) 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

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

OR

Explain the duties and responsibilities of General Sales Managers.

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

OR

Describe sales promotion mix and their contribution towards sales.

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

OR

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

4. Explain the classification and design of distribution channel. 12

OR

Explain the concept and importance of physical distribution.

5. 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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AY–1302
M.Com. (Part–II) Semester–IV (CGS) Examination

B : (I) SALES AND DISTRIBUTION MANAGEMENT

(Optional Subjects)

Time : Three Hours] [Maximum Marks : 80

¼ejkBh ek/;e½

lwpuk %— loZ iz'u lksMfo.ks vko';d-

foHkkx — v

cgqi;kZ;h iz'ukps  ;ksX; i;kZ; fuoMk %

(1) izfo"V dj.;klkBh ,d fdaok vf/kd foHkkxaph fuoM Eg.krkr % 1

¼v½ cktkjkps foHkktu ¼c½ y{;hdj.k

¼d½ HksnHkko ¼M½ iksf>'kfuax

(2) ,dkis{kk tkLr Lora= /kkÅd foØsr vkf.k fdjdksG xqaro.kwdh vl.kkP;k pSusy O;oLFksps oxhZdj.k dsys
tkrs \ 1

¼v½ vuqyac foi.ku iz.kkyh ¼c½ fLFkj forj.k pSuy

¼d½ ikajifjd forj.k okfguh ¼M½ {kSfrt forj.k pSuy

(3) foi.ku e/;LFkke/;s forj.kkP;k ekxkZe/;s T;k mRiknue/;s vusd laHkkO; vkmVysV e/;s LVkWd vkgs R;kps
oxhZdj.k dsys tkrs \ 1

¼v½ loZlekos'kd forj.k ¼c½ vuU; forj.k

¼d½ fuoMd forj.k ¼M½ xgu forj.k

(4) foi.ku izfØ;srhy lokZr egRoiw.kZ vkf.k ifgyh ik;jh vkgs % 1

¼v½ cktkjisBsph j.kuhrh vk[k.ks ¼c½ xzkgd vkuan fuekZ.k djk

¼d½ xzkgdkaP;k xjtk vkf.k xjtk letwu ¼M½ xzkgdkdaMwu ewY; laiknu

(5) [kkyhyiSdh dks.krs vFkZladYi vkgs \ 1

¼v½ fu.kZ; ?ks.ks ¼c½ fu;kstu

¼d½ izsjd ¼M½ fu;af=r djr

(6) uohu mRiknukP;k daiuhP;k fodklklkBh gs ekfgr vl.ks vko';d vkgs % 1

¼v½ cktkj ¼c½ xzkgd

¼d½ izfrLi/khZ ¼M½ ;k loZ

(7) fdear vk/kkfjr fdearhth 'ksoVth ik;jh vkgs % 1

¼v½ fdearhoj vk/kkfjr fdear Bjok ¼c½ [kjsnhnkjkl mRiknukP;k ewY;kcny iVowu |k

¼d½ fM>kbuj mRiknu ¼M½ mRiknukph fdear fuf'pr djk
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(8) xzkgdkauh mRiknu fdok lsokapk ykHk feGfo.;klkBh lksMysY;k fdearhps oxhZdj dsys vkgs % 1

¼v½ loyr ¼c½ ewY;of/kZr dj

¼d½ fdear ¼M½ dj

(9) uohu mRiknulkBh fdearhph j.kuhrh T;k}kjs mPp fdear ns.;kl bPNqe foHkkxkdMwu eglwy xksGk dsyk
tkrks R;kps oxhZdj.k dsys tkrs % 1

¼v½ cktkj fLdfeax fdear ¼c½ cktkj Hksnd /kksj.k

¼d½ O;olk; ykbu fdear ¼M½ mRiknu ykbu fdear

(10) fdaerhps dks.krsgh /kksj.k T;ke/;s ,d mRiknu fdaok lsok fdearhr dks.krkgh Qjd u djrk nksu fHkUu
fdearhlkBh fodY;k tkrkr % 1

¼v½ [kafMr fdear ¼c½ ekufld fdear

¼d½ izpkjkRed fdear ¼M½ HkkSxksfyd fdear

(11) lks;hdj mRiknu dnkfpr oki:u fodys tkbZy % 1

¼v½ c¡fdax dksM vkf.k Hkkjrh; ekud cksMZ ¼c½ xgu forj.k

¼d½ fuoMd forj.k ¼M½ foLr̀r forj.k

(12) [kkyhyiSdh dks.kR;k foik.ku pSusyP;k dk;kZpk ,d Hkkx vkgs pkaxys okgrwd vkf.k lapf;r dj.ks \ 1

¼v½ okVk?kkVh ¼c½ 'kkjhfjd forj.k

¼d½ laidZ ¼M½ tqG.kkjs

(13) foØh dk;Zizn'kZu ewY;kadu vko';d vkgs % 1

¼v½ O;oLFkkiukpk R;kapk cksul ?ks.;kpk ,d ekxZ vkgs

¼c½ izf'k{k.k iwjd

¼d½ foØh yksdkauk vfHkizk; iznku dj.;klkBh

¼M½ ojhyiSdh dkgh gh ukgh-

(14) ts foØh laLFksps lokZr ewyHkwr :i vkgsr % 1

¼v½ ykbu foØh laLFkk ¼c½ ykbu vkf.k deZpkjh la?kVuk

¼d½ dk;Z foØh laLFkk ¼M½ ojhyiSdh dkghgh ukgh

(15) dks.kR;k izdkjP;k HkjikbZ ;kstusr izksRlkgu fnys tkr ukgh \ 1

¼v½ dfe'ku vk/kkfjr uqdlku HkjikbZph ;kstuk ¼c½ ljG ixkjkph HkjikbZ ;kstuk

¼d½ izns'k [kaM HkjikbZ ;kstuk ¼M½ uQk ekftZu vk/kkfjr foØh HkjikbZ ;kstuk

(16) [kkyhyiSdh dks.krh LFkkiuk foØh 'kDrh jpukph i)r ukgh \ 1

¼v½ izknsf'kd foØh cy jpuk ¼c½ thou'kSyh 'kdrhph jpuk

¼d½ mRiknu foØh 'kDrh jpuk ¼M½ xzkgd lsYlQkslZ jpuk
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(17) [kkyhyiSdh dks.krk ?kVd odZyksM i)rhr foØh nykpk vkdkj fuf'pr dj.;klkBh okijyk tkr          ukgh
\ 1

¼v½ foØh O;Drhph la[;k ¼c½ xzkgdkaph la[;k

¼d½ ljkljh dkWyph ykWch ¼M½ foØh vuqHkkorhy o"kkZaph la[;k

(18) uksdjh d'kh djkoh ----------------------- f'kdor vkgs- 1

¼v½ foØh deZpkjh ¼c½ foØh ctV

¼d½ foØh ny izf'k{k.k ¼M½ izsj.k

(19) tsOgk eSU;qQDpfjxaus R;kp ekdsZVe/;s nksu fdaok vf/kd pSusy dWVfjaxph LFkkiuk dsyh rsOgk -------------
gksrks- 1

¼v½ vuqyac pSusy la?k"kZ ¼c½ {kSfrt pSusy la?k"kZ

¼d½ eYVh pSusy la?k"kZ ¼M½ ojhyiSdh dkghdh ukgh

(20) ekdsZV pSusypk Qk;nk vkgs % 1

¼v½ [kpZ cpr ¼c½ cpr osG

¼d½ vkfFkZd lgk¸; fnys ¼M½ ojhy loZ fnysyh

foHkkx — c

1. foØhps vankt dk; vkgs \ foØhP;k vanktkuqlkj vlysY;k pj.kkoj ppkZ djk- 12

fdaok

lkekU;k foØh O;oLFkkidkph drZO; o tkccnkjh letkowu lkaxk-

2. foØh izns'k dk; vkgs \ R;kps fud"k vkf.k izfØ;k Li"V djk- 12

fdaok

foØh tkfgjkr feJ.k vkf.k vknrh foØhr R;kaP;k ;ksxnkukps o.kZu djk-

3. foØh uqdlku HkjikbZ ;kstusps Lo:i vkf.k míh"Vs letkowu lkaxk- 12

fdaok

foØsR;kauk iszj.kk ns.;ke/;s fuekZ.k gks.kkÚ;k fo'ks"k leL;k dk; vkgsr \ Li"V djk-

4. forj.k okfguhP;k fM>kbue/khy oxhZdj.k djk- 12

fdaok

'kkjhfjd forj.kkph ladYiuk vkf.k egRo letkowu lkaxk-

5. /kkÅd foØsrk rqEgkyk dk; letrs \ /kkÅd foØsR;kps Lo:i vkf.k dk;sZ Li"V djk- 12

fdaok

okgrqdhP;k Hkwfedkfo"k;h vkf.k R;kP;k i)rh lektkr R;kps egRo Li"V djk-
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M.Com. (Part–II) Semester–IV (CGS) Examination

B : (I) SALES AND DISTRIBUTION MANAGEMENT

(Optional Subjects)

Time : Three Hours] [Maximum Marks : 80

¼fgUnh ek/;e½

lwpuk %— lHkh iz'u vfuok;Z gSaA

foHkkx — v

cgqfodYih; iz'uksa ds mfpr fodYi pqfu;s %

(1) izos'k djus ds fy, ,d ;k vf/kd lsxesaV dk p;u dgk tkrk gS % 1

¼v½ cktkj foHkktu ¼c½ yf{kr

¼d½ HksnHkko ¼M½ iksft'kfuax

(2) lkekU; pSuy tks ,d ;k ,d ls vf/kd Lora= Fkksd O;kikjh mRiknd vkSj [kqnjk foØsrk ds :i esa oxhZd̀r
dh tkrh gS % 1

¼v½ Å/okZ/kj foi.ku iz.kkyh ¼c½ LFkSfrd forj.k pSuy

¼d½ ikjaifjd forj.k pSuy ¼M½ {kSfrt forj.k pSuy

(3) foi.ku fopkSfy;ksa esa forj.k dk rjhdk ftlesa mRikn dksbZ laHkkfor vkmVysV esa LVkWd gS] dks oxhZd̀r fd;k
x;k gS % 1

¼v½ lekos'kh forj.k ¼c½ fof'k"V forj.k

¼d½ p;ukRed forj.k ¼M½ l?ku forj.k

(4) foi.ku izfØ;kvksa esa lcls egRoiw.kZ vkSj igyk dne % 1

¼v½ cktkj dh j.kuhfr rS;kj djuk ¼c½ miHkksDrk dks [kq'k djs

¼d½ miHkksDrk dh t:jrksa vkSj pkgrksa dks le>uk¼M½ miHkksDrk ls ewY; izkIr djuk

(5) fuEufyf[kr esa ls dkSulk ctV dk dk;Z ugh gS % 1

¼v½ fu.kZ; ysuk ¼c½ ;kstuk

¼d½ izsfjr ¼M½ fu;af=r djus

(6) ubZ mRikn daiuh ds fodkl ds fy, bldh tkudkjh gksuh pkfg, % 1

¼v½ cktkj ¼c½ miHkksDrk

¼d½ izfrLi/kkZ ¼M½ lHkh

(7) ykxr vk/kkfjr ewY; fu/kkZj.k dk vafre pj.k gS % 1

¼v½ ykxr ds vk/kkj ij ewY; fu/kkZfjr djsa ¼c½ mRikn ewY; ds ckjs esa [kjhnkj dks le>kus

¼d½ fM>kbuj mRikn ¼M½ mRikn dh ykxr fu/kkZfjr djsa
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(8) ewY; tks miHkksDrk mRikn vkSj lsokvksa dk ykHk izkIr djus ds fy, nsrk gS % 1

¼v½ NwV ¼c½ ewY; dj

¼d½ ewY; ¼M½ dj

(9) u, mRikn ds fy, ewY; fu/kkZj.k dh j.kuhfr ftlds ek/;e ls mPp ewY; dk Hkqxrku djus ds bPNqd
[kaM ls jktLo ,d= fd;k tkrk gS % 1

¼v½ ekdsZV fLdfeax izkbl ¼c½ cktkj isfuVªs'ku j.kuhfr

¼d½ fctusl ykbu ewY; fu/kkZj.k ¼M½ mRiknu ykbu ewY; fu/kkZj.k

(10) ewY; fu/kkZj.k dh j.kuhfr ftles ,d mRikn ;k lsokvksa dks nks vyx&vyx dherksa ij cspk tkrk gS] fcuk
fdlh varj ds ykxr ds :i esa oxhZd`r fd;k tkrk gS % 1

¼v½ [kafMr ewY; fu/kkZj.k ¼c½ euksoSKkfud ewY; fu/kkZj.k

¼d½ izpkjd ewY; fu/kkZj.k ¼M½ HkkSxksfyd ewY; fu/kkZj.k

(11) lqfo/kk mRikn 'kk;n dk mi;ksx dj cspk tk,xk % 1

¼v½ cSfdax dksM vkSj Hkkjr dk ekud cksMZ ¼c½ l?ku forj.k

¼d½ p;ukRed forj.k ¼M½ O;kid forj.k

(12) eky dk ifjogu vkSj HkaMkj.k fuEufyf[kr esa ls fdl foik.ku pSuy ds dk;Z dk fgLlk gS \ 1

¼v½ eksy Hkko ¼c½ HkkSfrd forj.k

¼d½ laidZ ¼M½ esy feyuk

(13) fcØh izn'kZu ewY;kadu vko';d gS % 1

¼v½ izca/ku ds fy, muds cksul izkIr djus dk ,d rjhdk gS

¼c½ iwjd izf'k{k.k ds fy,

¼d½ fcØh yksxksa dks izfrfØ;k iznku djus ds fy,

¼M½ buesa ls dksbZ Hkh ugha

(14) tks fcØh laxBu ds lcls cqfu;knh :i gSa % 1

¼v½ ykbu fcØh laxBu ¼c½ ykbu vkSj deZpkfj;ksa dk fcØh laxBu

¼d½ dk;kZRed fcØh laxBu ¼M½ buesa ls dksbZ Hkh ugha

(15) fdl izdkj dh {kfriwfrZ ;kstuk esa dksbZ izksRlkgu ugha gS \ 1

¼v½ vk;ksx vk/kkfjr eqvkotk ;kstuk ¼c½ lh/ks osru eqvkotk ;kstuk

¼d½ {ks= ek=k eqvkotk ;kstuk ¼M½ ykHk ekftZu vk/kkfjr fcØh eqvkotk ;kstuk

(16) fuEufyf[kr esa ls dkSulk fcØh cy ljapuk dh LFkkiuk dk rjhdk ugha gksxk \ 1

¼v½ {ks=h; fcØh cy lajpuk ¼c½ thou'kSyh cy lajpuk

¼d½ mRikn dh fcØh cy lajpuk ¼M½ xzkgd fcØh cy lajpuk
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(17) fuEu esa ls dkSulk rRo dk;ZHkkj fof/k esa fcØh cy ds vkdkj dks fu/kkZfjr djus ds fy, mi;ksx ugha
fd;k tkrk gS \ 1

¼v½ fcØh O;fDr dh la[;k ¼c½ xzkgd dh la[;k

¼d½ ,d vkSlr dkWy dh yackbZ ¼M½ fcØh ds vuqHko esa o"kkZsa dh la[;k

(18) ------------------- dke djuk lh[krk gSA 1

¼v½ fcØh deZpkjh ¼c½ fcØh ctV

¼d½ fcØh ny izf'k{k.k ¼M½ vf/k"Bkiu

(19) tc ,d gh cktkj esa nks ;k nks ls vf/kd pSuyksa dh eSU;qQSDpfjax gksrh gS rks ------------------ gksrk gSA1

¼v½ Å/okZ/kj pSuy la?k"kZ ¼c½ {kSfrt pSuy la?k"kZ

¼d½ eYVh pSuy la?k"kZ ¼M½ buesa ls dksbZ Hkh ugha

(20) cktkj pSuy ds ykHk gSa % 1

¼v½ ykxr cpr ¼c½ le; dh cpr

¼d½ foÙkh; lgk;rk nh ¼M½ lHkh

foHkkx — c

1. foØ; dk iwokZuqeku D;k gS \ foØ; iwokZuqeku esa 'kkfey pj.kksa ij ppkZ djsaA 12

vFkok

lkekU; foØ; izca/kd ds drZO;ksa vkSj ftEesnkjh dh O;k[;k djsaA

2. foØ; {ks= D;k gS \ blds ekinaM vkSj izfØ;k dh O;k[;k djsaA 12

vFkok

foØ; lao/kZu feJ.k vkSj foØ; ds izfr muds ;ksxnku dk o.kZu djsaA

3. foØ; eqvkotk ;kstuk dh izd`fr] mís'; vkSj izdkj Li"V djsaA 12

vFkok

foØsrk dh izsj.kk esa fo'ks"k leL;k D;k gS \ Li"V djsaA

4. forj.k pSuy ds oxhZdj.k vkSj fMtkbu dh O;k[;k djsaA 12

vFkok

HkkSfrd forj.k dh vo/kkj.kk vkSj egRo dh O;k[;k djsaA

5. Fkksd O;kikjh ls vki D;k le>rs gSa \ Fkksd O;kikjh ds izd`fr] {ks= vkSj dk;ksZa dh O;k[;k djsaA 12

vFkok

ifjogu dh Hkwfedk Li"V dhft,A lekt esa budk egRo Li"V dhft,A
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