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1  The trends in sales management are ever changing. Explain in detail 
along with the relation of sales and distribution management. 

   
2  Define sales forecasting. Explain different personal selling strategies. 
   
3  What is training and motivation? Explain different methods of training and 

motivating sales force. 
   
4  Define the scope of marketing channel and explain the importance of 

various marketing channel formats. 
   
5  Explain the significance of inventory management and transportation 

decisions in developing effective logistics management. 
   
6  Define merchandising and explain the procedure for developing and 

implementing merchandising strategies. 
   
7  Explain in detail the various methods of training and motivating for 

channel members. 
   
8  Explain various steps for developing entry decision models. 
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