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   CO BL 
Q.1(a) Explain two Theories of Selling and their practical relevance. [5] 2 2 
Q.1(b) Describe the qualities of an effective Salesperson with examples. [5] 2,4 3 

     
     

Q.2(a) Define Sales Organizational Structures and explain their types. [5] 1 1 
Q.2(b) Discuss Routing and Scheduling of Salespersons and their impact on efficiency. [5] 3 3 

     
     

Q.3(a) Explain the importance of Training in Sales Force Management. [5] 3 2 
Q.3(b) Discuss various methods for evaluating sales force performance.  [5] 4 4 

     
     

Q.4(a) Define Channel Design and explain conflict. [5] 2 1 
Q.4(b) Discuss the methods of Channel Conflict resolution. [5] 3 6 

     
     

Q.5(a) Explain the concept of Logistics and its characteristics. [5] 2,3 1 
Q.5(b) Discuss Physical Distribution channel with examples. [5] 3 4 
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