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(a) “Identifying customer’s buying motive is the most

crucial task for a salesperson.” Discuss. What are
the various buying motives?
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(b) What are the various measures for making selling
an attractive career?
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5. Write short notes on any three of the following:
(a) Ethical Aspects of Selling
(b) Types of Salespersons
(c) Techniques of Handling Objections
(d) Sales Manual and Order Book
(¢) Miyths of Selling.
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Notg:— Answers may be written either in English or in
Hindi; but the sanme medium should be used
throughout the paper.
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Attempt all five questions.
All questions carry equal marks.
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1. (a) Describe the characteristics of a successful sales-
person. ‘ ‘
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(b) What is the importance of Personal Selling for
consumers, marketers and society? -
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Or (319a)

(a) “Personal Selling is the heart of Relationship
Marketing.” Comment.
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(b) Distinguish between personal selling and
advertising.
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2. Compare the ttadltlonal and modern approaches to

selling.
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(a) Explain the AIDAS theory of selling.
fasha & AIDAS fagr #t wwamee | 8
(b) What are the various types of selling situations?
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. (a) Explain any four methods of identifying prospects

in personal selling process.
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(b) What is meant by closing the sale? Discuss the
various techniques of closing.
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(a) What types of objections do customers raise in
personal selling?

dafes fasa § Sudmw form IR ¥ ferre et

QA E? 8
(b) Discuss the essentials of a good presentation.
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. “It is important for a salesperson to understand the

motivation theories.” Do you agree? Explain the
Maslow’s theory of Need Hierarchy.
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