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1.
Case study (Compulsory):

Antony is an efficient medical representative in a pharma company. His record of performance is brilliant. His contacts with the doctors in his territory are good. He got a rapid promotion, and became a sales supervisor. His team produced good results. Later he was made a Regional Sales Manager. Somehow his performance started declining. His supervisors feel he is abrasive and irascible. Medical representatives feel he sets too high targets. Antony tries hard to survive in the sea of the turbulent world of selling.
a.
What has gone wrong with Antony?



     






(6)
b.
As an individual Antony is a good performer. What about him as a team leader?
     
(8)
c.
How will you explain to him, ways to became a good team leader? 




(6)

2.
Explain in detail the aim and objectives of salesmanship.



(OR)
3.
Describe the process of recruitment, selection and of training of sales personnel.
4.
What is motivation? Explain Maslow’s theory of need hierarchy.

(OR)
5.
Discuss distribution channel in Indian retail market.




6.
Define channel of distribution and give its objectives and types.

(OR)
7.
What is storage? Discuss in detail about warehousing.
8.
Discuss economic significance of transport.

(OR)
9.
Describe the marketing channel functions and brief about “channel function” according to Philip Kotler.






