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1  Define sales management. What is nature and importance of sales management? 

Explain briefly by taking examples in Indian context. 
   

2 (a) What are the functions and objectives of strategic planning? 
 (b) Write main functions of personal selling strategies. 
   

3  What are various elements in motivating sales force? Explain with an example. 
   

4  Define distribution channels. Explain about various types of distribution channels with 
an example. What is its importance? 

   
5  What is meant by logistics? What are the important measures to be taken in logistics 

planning? 
   

6  Write a short note on: 
 (a) Retail merchandising techniques.  
 (b) Customer communication strategies. 
   

7  What are the various types of training methods used for channel members? 
   

8  Explain briefly about main differences in choosing channel of distribution in domestic 
and international counties. Explain with an example. 
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