	SESSION
	JAN – FEB 2026

	PROGRAM
	MASTER OF BUSINESS ADMINISTRATION (MBA)

	SEMESTER
	III

	COURSE CODE & NAME
	DRMM305 SALES AND DISTRIBUTION MANAGEMENT

	
	

	
	




Assignment Set – 1


Q.1. Discuss the key benefits of effective sales management and explain how different types of sales strategies contribute to achieving these benefits. (5+5 = 10 Marks)
Ans 1.
Key Benefits of Effective Sales Management
Effective sales management refers to an organized process for managing, planning and controlling the work of sales personnel to reach organizational revenue goals and satisfaction targets for customers. It is a key element in bringing the company's product or services to their target market through well-organized and targeted selling strategies.
Growing Revenue is the primary result. Sales 
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Q.2. Discuss the key characteristics of personal selling and explain how sales planning best practices enhance its effectiveness. (5+5 = 10 Marks)
Ans 2.
Key Characteristics of Personal Selling
Personal selling is a direct contact process that takes place face-to–face or through voice between a salesperson with a potential customer, with the aim of convincing the client to purchase.
Two-way communication is the most important aspect in personal sales. Contrary to public relations and advertising personal selling permits the seller to get immediate feedback, respond to concerns, clarify questions, and modify the pitch in real-time. This kind of dynamic interaction is not possible when using tools to communicate via mass media.
The flexibility and customization permits 


Q.3. Analyse the role of sales territory and quota management in organizational performance, and evaluate the importance of key components of sales force training. (5+5 = 10 Marks)

Ans 3.
Role of Sales Territory and Quota Management
Management of territory sales is the procedure of splitting markets into distinct account-based, geographic, or segment-based segments and distributing particular teams or salespeople to each of them. The ability to manage territory effectively is an essential element of the performance of an organization's sales since it determines the efficiency with which the selling capabilities are utilized over the 


Assignment Set – 2


Q.4. Discuss the importance of sales budgeting and explain how cost analysis in sales management supports effective financial planning and control. (5+5 = 10 Marks)
Ans 4.
Importance of Sales Budgeting
A sales budget can be described as an elaborate financial plan that calculates expected revenues generated by sales and the expenses required to earn the revenue within a specific plan period. It is typically the financial year is split into quarterly or monthly periods. The process of planning sales budgets is an essential instrument for managing that connects the gap between strategic planning and operation execution within the sales department.
Prioritizing and 


Q.5. Discuss the role of distribution in creating value for customers and explain the key decisions involved in managing an effective distribution network. (5+5 = 10 Marks)
Ans 5.
Role of Distribution in Creating Customer Value
Distribution, often referred to as the location element of the mix of marketing, includes everything that goes into the process of making products or services available to a potential client at the correct moment, at the appropriate spot, and in proper conditions. Distribution is a variety of distinct types of value, or utility, that consumers perceive and recognize when they purchase.
Place Utility can be created by distribution that creates products that are that are convenient and easily accessible 

Q.6. Discuss the role of supply chain management in distribution and explain how it supports the development of effective new product distribution strategies. (5+5 = 10 Marks)
Ans 6.
Role of Supply Chain Management in Distribution
Supply chain management is the managing and planning of all activities related to the areas of sourcing, procurement, transformation and logistics. Supply chain management creates the operational infrastructure that allows finished products to are transported from manufacturing to consumer.
Inventory Optimization is an essential component of the supply chain that contributes to the efficiency of distribution. Overstocked inventory increases carrying costs, while inadequate inventory results in stockouts, which frustrate clients. Supply chain management employs demand forecasting, safety stocks models, and 


