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ID-11565/Jan. 07
MBA 2 Yr. IlIrd Semester (DDE)
Sales and Distribution Management (MM-6)

Time : 3 hours Maximum Marks : 70 *

Note : Attempt five questions in all. selecting at least one
on from cach unit. All questions carry equal

Unit-1
L. 1fyou were the sales manager of a Bank, what personality
factors will you give more weightage in selecting sales-
persans? Why?
Discuss various theorics of selling. Which theory is most
appropriate in Indian situations

w2

Unit-Il

3. What is a sales quota? How they are determined?

4. Why is evaluation of the performance of salesman
ssary? Discuss various ways in which such evaluation
can be done? Which method would you prefer and why?

ne

Unit-IIE .

As marketing director of a multinational corporation,

evolve a market driven distribution system for the Indian
market.

PT.O






[image: image2.jpg]6 ‘When dealing with conflict, what i3 the goal of channel
management? How might this goal be accomplished?

Unit-1V
7. Does it follow that the company offering high cusiomer
service bears high physical distribution costs in relation
10 sales? Give reasons.

8. What does consumer service mean in the context of
physical distribution and what is its relationship to the
marketing concept?
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