7. What is Sales Control ? Explain various steps
in sales control process. 14
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Unit IV
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8. Discuss the important issues involved in
management distribution channels. 14
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9. Discuss the various factors influencing channel
design decisions. 14
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Compulsory Question
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1. Explain the following :
(a) Distribution Intensity
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(b) Organization
(c) Budget

(d) Routing

(e) Selection

(f) Compensation

(g) Control. 2x7=14
frefafed st =are wifee

(1) forawor e

() FreA

(") w2

() wfen

(3) I=

(/) HaAEST

() fEEm

Unit 1
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What 1s Sales Forecasting ? Discuss its
methods. 14

fasha qatqae #n @ 2 soet fafiEl wmemET
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Discuss purpose, principles and process of

setting up a sales organization. 14

foel Ted & TomOW & Sewd, fagial qen
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Unit II
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Discuss various types of sales quotas. How

are they administered ? 14

ol wle & fafds geR darT | 9 6y
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Discuss various methods of train sales force.
14
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U HifST |

Unit I
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What 1s Sales Analysis ? How can it be
done ? 14
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