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Question No. 1

1a) Explain the given below Principles of Personal Selling in detail.

1)Professionalism  2)Negotiation     3)Relationship Marketing

(6) CO1

Question No. 2

2a) Explain in detail the personal selling process with examples. (6) CO2

Question No. 3

3a) What is Sales Budget?Discuss the importance of Making a Sales Budget.Also write down 3  points
on Purpose of Sales Budget.

(8) CO3

OR

3b) What is Sales Territory?Elaborate all 4 Steps to Plan and define Sales Territory. (8) CO3

3c) Explain the Quota Setting Process.Write a short note on Top Down and Bottoms Up Approach for
setting Quotas with  neat diagram.

(8) CO3

OR

3d) Elaborate the Types of Sales Quotas with an example for each type. (8) CO3

Question No. 4

4a) What is Channel Design?Determine detailed Process of Channel design. (8) CO4

OR

4b) Elaborate on the type of Intermediaries with suitable examples.Also write a note on
Intensive,Extensive and Selective distribution.

(8) CO4

4c) IIustrate  the key metrics for Measuring Marketing Channel Performance. (8) CO4

OR
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4d) Explain term Physical Distribution.Elaborate all its 4 Elements. (8) CO4

Question No. 5

5a) Write Short note on 1)Merchant Wholesaling 2)Industrial Distributors  (8) CO5

OR

5b) What is Retailing?Suggest atleast 7 Retailing Strategies. (8) CO5

5c) Write a note on Advantages and Disadvantages of E-tailing. (8) CO5

OR

5d) Explain the Types of Electronic Retailing (E-tailing).  (8) CO5

⋅⋅⋅⋅⋅ End of question paper⋅⋅⋅⋅⋅
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