
 

Section A 

1. Why is it the difference between Dunning Letters & Remittance advice?                         (5) 

2. Explain the different departments involved in O2C cycle.                                                      (5) 

3. Explain the term Credit Limit & Credit Period in O2C cycle?                                  (5)  

4. What are the effective means of communication in O2C process                                 (5) 

5. Explain the process metrics that are tracked and reported from customer set up 

 in O2C process?                                                                                                   (5) 

6. Describe the Collection Pyramid in the O2C process.                                       (5) 

7. Explain the different stages in O2C cycle.                                                                    (5) 

8. Explain the consequences of ineffective Order to cash processes.                           (5) 
 

Section B 

1. Explain the Credit Review Process in & role of credit team in that process.            (10)   

2. Explain the process of collection call in detail.                                                        (10) 

3. Explain the different type of query & Query Resolution process in O2C cycle.        (10)  

4. Discuss the cash application process  & tools & technology used in O2C process .[10) 

5. Explain the Credit Review Process in & role of credit team in that process.      (10)   

6. Explain the process of customer setup in O2C cycle.                                                           (10)  
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