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Section — A

Attempt any four of the following:-

a) Objectives of sales promotion.

b) Uses of sales budget.

¢) What is supply chain management?
d) Meaning of sales management.

e) What are the qualities required in sales manager?

f) Difference between supply chain management and logistic management.

Section — B

Explain in detail process of sales forecasting.

Meaning. objectives and importance of personal setling.

What are the various methods of setting sales quotas?”

Define sales territories and factors affecting the size of sales territories.

Section — C
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What are the different factors influencing channel decisions in international market?

(15)

Explain waterways and airways mode of transport with their merits and demerits.

Explain various channels of distribution.

Meaning of warehousing and various types of warehousing.

(15)
(13)

(15)



