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SECTION - A
Answer any FIVE questions (5 x 5=25)

Write short notes on:

Salesmanship
Selling

AIDAS

Sizing - up

Sales incentives
Distribution centre
Commission agent
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Retailer

SECTION - B
Answer any THREE questions (3 x 15 =45)

9. What are functions of sales management? Enumerate duties and
responsibilities of sales manager.
10. What are difference between dealer promotion and consumer promotion?

11. What are indices of salesman’s performance? Enumerate various methods of
appraisal.

12. What are channels for perishable and durable goods?
13. Explain the emerging trends for small and large scale relations.

SECTION - C
Answer any ONE question (1x 15 =15)

14. What are various options available for wholesales? Explain their role and
importance in operating a channel

15. What are challenges in the packaging and material lending in inventory
management?

16. Explain the schedule for executive sales trading programme.
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SECTION - C
(COMPULSORY)
(CASE STUDY) (1x 15 = 15)

The world’s largest pharmaceutical company has a wide range of successful
products on the markets that include various drugs for erectile dysfunction,
lowering blood cholesterol, anxiety disorders, anti-inflammatry drugs,
antidepressantetc., currentlythe company has only one product on the market
for cancer treatment generating roughly $500m annual sales. In the next 6-12
months the company is planning to introduce a new cancer drugon the market.
This particular drug RFC-9000 is also for cancer patientand it target audience
is oncologists. The current sale force includes 750 sales represents who support
the company’s cancer drug that is already in the market.

For successfully introduction the new drug to the oncology market, the
company need to invest in expanding its sales division to call on Doctors,
persuading Doctors for recommendation, influencing patients and Health
Insurance companies.

Questions:

How do you design sales force to recruit and train within six months?

[ SLOLPT & 1D ]

Ll -
L nesn e ., (5x5-29)
sTemauGuigyih Wb ol THHEH 5@ alemL welss

el L1ew 63T & &5\ 60T

el Liew 6or

a.m.1q .67 .6Tad (AIDAS)
Sjerai B GFuighed
alpLIeHET 2Mm&HeHHOHTenH
aleoNGwiITs: emLOWID

SHIHIT

Hevevemny awinimd

UG S b -
15=4
sTameauGuigyiid elpet Y1 aTeoTTHEHEH 5@ alenL_wiefdHs (8> 15 5)

alpuener BiTeurs CobUT® 6TeTDTEL 6TevTeor ? adPpLener GoaTmeofedr HL_ewid DM MILD
Qur gi'iyser up P efeur.
BIHTCaTT 2arhsiQHTATNHHE@HHGHD (PHAIT 2MEHEHHOFTATMNHH@HHGLD o 6Tar

@D mienid wmH b Ceum HienindHenar afeuf.



11.

12.

13.

14.

15.

16.

14.

6852

alpusneTwTenT QFuiens & Pui®Bser wreneu? alpusnerwimerier GFulensd HNTEH
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