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ENGINEERING & MANAGEMENT EXAMINATIONS, JUNE – 2009 

SALES & DISTRIBUTION MANAGEMENT 
SEMESTER – 6 

 

Time : 3 Hours ] [ Full Marks : 70 

 

GROUP – A 

 ( Multiple Choice Type Questions ) 
 
 
 
 

1. Choose the correct alternatives for the following : 10 × 1 = 10 

i) Merchant Middleman means 

 a) broker b) commission agent 

 c) wholesaler & retailer d) auctioneer.  

ii) Example of chain store is 

 a) Kamalalaya b) Landmark 

 c) Bata d) Music World.  

iii) Which of the following is not a part of the duty of Sales Manager ? 

 a) Planning  

 b) Physical distribution 

 c) Sales promotion 

 d) Preparing remuneration policy.    

iv) The first step of the selling process is 

 a) approach b) presentation 

 c) prospecting d) demonstration.  
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v) The process of estimating what quantities of a product ( or its rupee value ) a 

company can sell within a specified time, under a given marketing plan and 

under an assumed set of economic and other forces outside the company, is 

known as 

 a) sales organizing b) sales forecasting 

 c) sales planning d) sales budgeting.  

vi) A composition of a group of customer accounts, industries, a specific 

geographical area, or a market or a group of customers assigned to an individual 

sales person is known as 

 a) salesmanship b) sales planning 

 c) sales organization d) sales territory.  

vii) A quantitative target assigned to a sales unit ( i.e. a sales person, territory, 

region, branch office as the case may be ) covering a particular period of time is 

known as 

 a) sales territory b) sales budget 

 c) sales quota d) sales forecasting.  

viii) The class of middlemen those who act as agents of buyers or sellers, as the case 

may be, in negotiating the purchases or sales, but take neither possession nor 

acquire title to the goods they facilitate sales, and lend efforts to bring the buyers 

and sellers together, is known as 

 a) wholesalers b) retailers 

 c) brokers d) factors.  
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ix) Main determinant of sales for FMCG products is 

 a) Availability of infrastructure 

 b) Govt. Policy 

 c) National Economic Forecast 

 d) Disposable personal income.    

x) The objective of the sales budget is to 

 a) increase sales volume 

 b) reduce cost of selling 

 c) appraise the performance of sales personnel 

 d) balance the sales realization with selling expenses through control 

mechanism.    

 

GROUP – B 

 ( Short Answer Type Questions ) 

  Answer any three of the following questions. 3 × 5 = 15 

2. State the characteristics of successful salesman. 

3. State the purpose of sales budget. 

4. What do you understand by relationship marketing ? 

5. Define and explain the term “Franchising”. 
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GROUP – C 

 ( Long Answer Type Questions ) 

 Answer any three of the following questions.  3 × 15 = 45 

6. What is ‘sales forecasting’ ? Discuss different methods of sales forecasting. 15 

7. What are the attributes of a good sales quota plan ? Discuss the commonly used 

methods of sales control. 7 + 8 

8. Briefly discuss the personal selling process. How would the sales process differ if the 

product being sold was 

 a) Household insurance ? 

 b) Surgical equipment ? 7 + 4 + 4 

9. What is the role of marketing intermediaries ? How does distribution play a role in 

marketing mix ? 8 + 7 

10. Briefly discuss the significance of personal selling. How would you meet sales 

resistance in the following situation ? 

 i) A sincere objection raised by customer about the high price of your product. 

 ii) An insincere objection relating to shape of the bottle in which your cough syrup 

is being sold. 7 + 4 + 4 

    

END 


