Enrollment No./Seat No.:

GUJARAT TECHNOLOGICAL UNIVERSITY
MBA - SEMESTER - III EXAMINATION - SUMMER 2026

Subject Code: MB03092091 Date: 15-05-2026
Subject Name: Sales and Distribution Management

Time: 02:30 PM To 05:30 PM Total Marks: 70
Instructions

1. Attempt all questions.

2. Make suitable assumptions wherever necessary.

3. Figures to the right indicate full marks.

4. USE of SIMPLE calculators AND non-programmable scientific calculators are permitted.

Marks

Q.1 ALL 7 Questions must be Compulsory. 14

(a) Missionary Selling

(b) Vertical Conflict

(¢©) Cold Calling

(d) CFA

(¢) Retailing

()  Sales Contest

(8) Functional Sales Organization
Q.2 (a) Write a short note on emerging trends in sales management. 07

(b) Explain how the personal selling process is applied in selling an insurance policy 07

OR

(b) Explain the various sales organization structure with relevant examples in brief. 07

Q.3 (a) Write a short note on channel flows along with the channel levels arising in a 07

distribution channel.

(b) Suggest suitable sales forecasting methods for a new product like an electric scooter. 07
Explain why these methods are appropriate for this situation.

OR
(a) Define Routing and Scheduling. Explain the commonly used routing patterns in brief. ~ 07

(b) A manufacturer of bicycles in India is planning to sell its products in other countries. 07
Discuss the different modes of entry in international markets for the manufacturer.

Q.4 (a) Explain the concept of wholesaling and highlight the major differences between 07
wholesalers and retailers in the distribution channel.

(b) As a Sales Manager, explain the different types of compensation plans for 07
salespeople and how each plan can motivate them to achieve targets.

OR
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Q.5

(@)

(b)

()

(b)

Define Channel Information System. Explain the elements of CIS along with the
process of designing a CIS.

You are appointed as a Sales Manager in a cosmetic firm. Explain how you would
use different types of sales quotas to motivate and control your sales force.

Case Study: Distribution Channels of EcoFresh Beverages Pvt. Ltd.

EcoFresh Beverages Pvt. Ltd. is a mid-sized company in India specializing in healthy
and organic beverages, including cold-pressed juices, smoothies, and herbal drinks.
For the past five years, the company relied primarily on local grocery stores and
small distributors to sell its products. While this approach helped EcoFresh establish
its brand in tier-1 and tier-2 cities, the management realized that sales were not
growing at the desired rate, particularly in rural areas and emerging markets.

To expand market reach, EcoFresh decided to adopt a multi-channel distribution
strategy. The company partnered with major retail chains like Reliance Fresh and Big
Bazaar, allowing its products to reach a wider urban audience. Additionally, it entered
the e-commerce space, selling through platforms like Amazon, Flipkart, and
BigBasket. The management also considered direct-to-consumer sales through its
official website to create a more personalized shopping experience and collect
customer data for targeted marketing.

The company faced several challenges during this transition. Firstly, managing
multiple channels meant that inventory management and logistics became more
complex. Products had to be delivered on time across both online and offline channels
while ensuring adequate stock levels at retail stores and warehouses. Secondly, the
company needed to maintain a consistent brand image across all channels. While
physical stores offered a tactile experience, online platforms required high-quality
images, detailed product descriptions, and prompt customer service to build trust.

Thirdly, EcoFresh had to manage relationships with different intermediaries,
including distributors, large retailers, and e-commerce partners. Pricing, discounts,
and promotional offers had to be carefully coordinated to avoid conflicts between
channels. The company also needed to ensure that profit margins were sustainable
while offering competitive pricing to attract customers.

To tackle these challenges, EcoFresh decided to implement an integrated distribution
strategy. It established a centralized supply chain to monitor inventory and streamline
deliveries across all channels. The marketing team created uniform branding
guidelines to ensure that product packaging, messaging, and promotions were
consistent across retail stores and online platforms. The company also trained its sales
and customer service teams to handle both B2B and B2C interactions efficiently.

EcoFresh’s management recognized that the choice of distribution channels is critical
for business growth. A well-planned distribution strategy could help the company
increase market coverage, improve customer satisfaction, and gain a competitive
advantage in a crowded organic beverages market. At the same time, careful
management of channel relationships, logistics, and branding was essential to avoid
conflicts and maintain operational efficiency.

Explain the concept of distribution channels. Identify the types of channels used by
EcoFresh Beverages and discuss their advantages and disadvantages.

As the Marketing Manager, suggest a suitable distribution strategy for EcoFresh to
effectively cover both urban and rural markets. Justify your recommendation.

OR
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(a)  What challenges did EcoFresh face in managing multiple distribution channels, and 07
how can these challenges be addressed?

(b) Discuss how EcoFresh can maintain a consistent brand image and customer 07
experience across offline and online channels.
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Enrollment No./Seat No.:

GUJARAT TECHNOLOGICAL UNIVERSITY
MBA - SEMESTER - III EXAMINATION - WINTER 2025

Subject Code: MB03092091 Date: 19-12-2025
Subject Name: Sales and Distribution Management

Time: 10:30 AM TO 01:30 PM Total Marks: 70
Instructions

1. Attempt all questions.

2. Make suitable assumptions wherever necessary.

3. Figures to the right indicate full marks.

4. USE of SIMPLE calculators AND non-programmable scientific calculators are permitted.

Marks
Q.1 ALL 7 Questions must be Compulsory. 14
(a) Personal Selling
(b) Sales Quota
(¢) Hot Prospects
(d) FAB Approach
(€) Test Marketing
(®  Convenience stores
(8) Executive opinion method of forecasting
Q.2 (a) Explain the staffing process of a sales person 07
(b) Explain the various sales training methods 07
OR
(b) Explain the various steps of the selling process 07
Q.3 (a) Explain the concept of Horizontal Marketing System. 07
(b) What kind of organizational specialization do you recommend within the sales 07
department for the following
a)A textile machinery manufacturing company diversifying into a consumer durable
products such as a table fan that can be used by households and business units in
western India.
b)A strategic business unit of a large company selling ACs and refrigerators to
households, cold storages, factories and establishments like hotels theaters, hospitals
and governmental agencies all over India. They have a wide range of products in the
AC segment
OR
(a) Examine the stages of channel conflict 07

(b) Explain the qualitative methods of sales forecasting .Which method will you use for 07
forecasting industrial products & or new products .Why?
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Q4

Q.5

(@)
(b)

(@)

(b)

(@)

(b)

()

(b)

Explain the difference between logistics and SCM with example

Explain the various business promotion techniques

OR

Inspect the relative Advantages and Disadvantages of any Three Modes of
Transportation

Explain the various types of General merchandise retailers

Bharat Beverages, a leading soft drink manufacturer, has been facing an alarming
decline in its market share, especially in rural markets. The company uses a
traditional distribution model, relying on a network of stockists and retailers.
Stockists are responsible for purchasing products from Bharat Beverages and
distributing them to a large number of independent retail stores within their assigned
territories.

An internal audit revealed that sales are heavily concentrated in urban and semi-urban
areas, with a noticeable drop-off in rural regions. Field reports indicate that rural
retailers are frequently experiencing stock-outs, forcing them to turn to competitors'
products. Additionally, the audit found that the stockists were prioritizing high-
volume urban retailers, as these offered quicker, more lucrative returns. Rural
retailers, who placed smaller, less frequent orders, were often neglected, leading to
inconsistent product availability.

The sales manager, Priya, knows that securing the rural market is crucial for long-
term growth but is unsure how to motivate her stockists to serve these less-profitable
routes effectively. The traditional incentive structure, based purely on sales volume,
is not working for the rural segment.

What are the key problems with Bharat Beverages' current distribution model in the
rural market

Why is the existing sales incentive structure failing to address the rural market issue?

OR

What changes should Priya implement in her sales and distribution strategy to regain
market share in rural areas?

Who are the key stakeholders being negatively impacted by this distribution
bottleneck, and what are the specific consequences for each

L
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