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1.
Case Study (Compulsory):


ITC Ltd has 2 sales divisions in the south namely Chennai and Bangalore. The company sells two products on Tobacco product namely Product A and Product B. The budgeted sales of the year ending on 31st December 2015 at each place are given below: 

Chennai:  Product A: 70,000 units @ Rs 20 each

Product B:  90,000 units @ Rs 10 each

Bangalore:  Product A:   55,000 units @ Rs 20 each

Product B:  52, 000 units @ Rs 10 each

The actual sales during the same period was

Chennai:  Product A:  45,000 units @ Rs 20 each

Product B:  70,000 units @ Rs 10 each

Bangalore:  Product A:   75,000 units @ Rs 20 each

Product B:  60, 000 units @ Rs 10 each

Adequate market studies reveal that Product A is popular but underpriced. If the price of A is increased by Rs 3 it will find a ready market. On the other hand B is overpriced and the market could absorb more if it is reduced by Rs 2. Based on the sales man estimate changes in % of sales over the current budget is:

Product 

Chennai 

Bangalore

  

A


+10%


-3%

  

B


+5% 


+5%

Questions:

a.
You are required  to prepare the sales budget for ITC Ltd for  the year 2016. 

  (10)

b.
Discuss the principle factors that must be taken into account while preparing a sales budget  
  (10)

2.
What is Sales management? Elucidate the various important functions of sales management?


(OR)

3.
Describe the various Sales strategies and methods. Explain each strategy with suitable examples.   

4.
a.
What is personal selling? Outline the objectives and importance of each step in selling 
process. Highlight the usefulness of personal selling in pharmaceuticals to doctors.    (12)

b.
How does a sales person confront an objection in a sales presentation? 



    (8)
(OR)

5.
a.
What are the primary sources of recruits for sales personnel?   





  (10)
b.
What information does a hiring organization seek when evaluating recruit candidates?  (10)
6.
a.
What are the basic components of a compensation package? 





  (10)
b.
Explain the various methods of non-financial compensation.  





  (10)
(OR)

[P.T.O.]

7.
a.
Discuss the objectives and types of sales display. 







  (10)         

b.
Describe the factors that influence Sales promotion of a product. Illustrate with suitable 
tools of Sales promotion.













  (10)
8.
What factors would you keep in mind for developing the channel strategy for a company who wants to sell Aachi masala products in the market? Illustrate.

(OR)

9.
a.
Elucidate the significance of channels of distribution along flows and patterns of 
distribution. 
















  (12)
b.
Discuss the types of marketing channel.










    (8)






