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M.B.A. (Semester-IlI) Examination

SALES & DISTRIBU'TION MANA(;IMENT

Prpcr-MBA/3202/1VI

Timo : Three Hours] [Maximum Marks : 70

Note :- (1) All questions arc compulsory.

(2) Figues to the right indicate marks.

SECTION-A

l. (a) Ho\r'important is AIDA s theory in personal selling .'Wbat is Buying formula oftheory of

sclling ? 14

OR

(b) Explain the sales hrnction in detail and its policies. 14

SECTION-B

2. (a) What are the vadous importanc€ of sales forecastilg ? 7

(b) Ior Mefo city like Bangalore what market factor should be considercd for estimating thc

market potenLial of following :

(D Health Care servic€s

(ii) Hotel Industry. 1

OR

(c) Wlrat do you understand by Sales Quotas ? \l'hat are the objectives of it ? 1

(d) You arc plan-ning to launch digital fitness brand in a city like Amravati. What factors will
you consider for cstimating the demand ? '7

l. (a) Wlut is Sales taining ? Also state $e \?es of salcs training. 7

(b) Consider youself as Sa.les Manager and you have been given a task to train a salcs person

who is low performer and rl'l'rose morale is down because be did not get expected promotion.

llow 1ou will plan for training for such employee 1 1

OR

(c) Fxplain tlle motivation technique for sales person. 7

(d) Ajay a Sales Executive at Neeta and Soos Ltd. has been assigled Amravati as a sales

territory The Company has various branches throughout the territory You are requircd to

guide Ajay as to which territory he should laryet and why ? '1
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SI,CTION--{

(a) Discuss thc Rolc ol dii$iburion as a nlarketing mix. 1

ft) Explain the vaiolrs u'ays of managing charnel conJlicts. '7

OR

(c) Whal are the major clcments tvhich determinc the distribution cost / 7

(d) ExplaiD the major functions pcrlbmed b) fie wholesaler in FMCG rctor '1

SECTIoN-D

Jagmohan 'l'apdiya otlls a departinerltal slore at prime location in Nagpur cit], area. He had

spcnt quite an amount to bu)' the property and fumish it to match tire requiremelt of the

customers. He comes fiom a family thar ou-n a Kjruna Store and his grandfarhcr and father hoth

had worked hard to develop its busilrcss.

llis depafinental store was their drearn project and they had invested a lot evon by taking

loans ftom their balks. Initillll *re departn)clrta] store u,as doing exhenlely well and they Nere

salisfied $ith the business bJt. lately they had seen that the business was going dorvn. After due

rcsearch they had fould the maio roason that has resulted in the downfall was that people had

no$ startcd to buy products online and its \!as common to all other depilhncnta.l siorcs.

(i) Suggest a remedy to S]1ri J.igmohan that can help him overcome this hurdle. 7

(ii) Can direct sales and distribution o\,erc(rmc rctail sales in the luture ? '7
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