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Note : Attempt any four questions from Secti i
" 1 ection A. All the quest
Section B is compulsory and carries 20 marks. b 1ons ey equal marks,

Secction A

+~1. Discuss the changing role of Personal Selling in today's marketing environment.

w2 What is AIDAS Theory of Selling ? How this theory is helpful in Sales Management ?
w3~ ‘Sales Quotas’ can act as ‘motivator’ as well as demotivator. Comment.

5. Why a marketer requires intermediaries ? D i i ing :
r ? Do they really help in promotin »
product in the market ? g yomRme e and selling any
6. Write notes on any two of the following :
(a) Mecaning and types of Sales Organization.
wb) Manag‘llng Co-operation, Conflict and Competition among Intermediaries.
{c) Strategic issues in designing Promotional Strategies,

(d) Concept and significance of Territory Design.
l{,e).. ED] and Supply Chain.

Section B
7. Analyse the case and answer the questions given at the end :
CHANNEL MANAGEMENT AT MAXWELL

The President of Maxwell Corporation was considering whether the company should set up iis
own distribution system or whether it should outsource the entire distribution and logistics function to
a third party service provider. The company has set up a manufacturing plant at Vizag where wide
range ol orthopaedic cquipments, viz. wheel chairs, walkers, elc. is manufactured. Presently, the
finished goods warchouse is located at Vizag itself and the products are sentT6 all major towns in India
as a point-Lo-point dispatch. The company is supplying these equipments directly To retail stores at all
these locations. Marketing activilies is headed by a General Manager based at Vishakhapatnam who
is supplied by a sales team comprising of Sales Officers. The company is not resorting to advertisements
and publicity though the products of the company are fairly known. But, iT7s fell that all the customers
want§uick response to their orders as the products are catered to emergency patients. However, these
retail oullets carry only very limited inventories. This is due to the fact that most of the produl_:ts come

in a variety of styles, shapes and sizes and the requirement is more cust_oEer driv_e]l and keew cw:_m
a moderate inventory of all types is economically not viable and leads to development of deacf stocks in
the long run. The company is lockifig at various ?p_g;lgz_'ls wlI:ich I_nqlqu;:le : \ wherein it proposed to 56t
@) Setti —and spoke type of a distribution network wherein 1 _
’ u:t;lzgf:llﬁ%oiher ul:oareho{:Ze in each zonc — East, West, North, S_fmtﬁh ﬂ:a' r:spectwe
retdil outlets which are to be fed from the mother warehouse located in that zone.

(b) Setting up of a central warchouse anywhere in Central India and feeding retail outlets
— -
from this location.
(¢c) Changing the distribution channel from
.l"_—____-—_-
more efficient system.

the present numeruwg_tqail outlet system to a
it
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(d) Outsourcing the entire distribution and 0Fistics to the third party wherein the entire activity
of transportation and distribution till the ultimate rotail outlet” will be Taken carcof by
this service provider so that the compasy ¢an {ueus moroomactivitics relaled 1o markeling

and sales. -

Answer the following questions :

1.

Out of the given options, which should Maxwell Corporation follow for maximum benefit and
why ? . i

—
2. What should be the distribution channel for Maxwell and what advantages would such a type
of a set-up have ?° -_—
.ﬂﬁ .
3. What type of a marketing and sales get-up would you recommend for Maxwell Corporation?
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