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Questions:

1. What is sales forecasting? Discuss various methods of sales forecasting.
2. What is performance appraisal? Discuss the limitation and problems of performance appraisal.
3. What is sales budget? What are the benefits of having a good sales budget? Discuss.
4. What are the different factors to be considered while deciding the location of warehouse?
5. What is transport pricing? Discuss various methods of transport pricing.
6. What is compensation? Discuss the factors affecting compensation of sales force in an organization.
7. “Motivating the sale force is difficult job” do you agree? Discuss.
8. What is channel of distribution? Discuss the various factors affecting selection of various channel of

distribution.
9. Discuss the types and features of warehousing.
10.Discuss the need of an effective physical distribution system in an organization.


