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"Identifying cu omer's buying motive ir the most
crucial task for a salesperson." Discuss. What are
the various buying motives?

"ffi t fmc E{t rtE-dwf 6rd t
Bc+ffrd + fiq }teit 6t q-d-qH qc{ r" B}fi
q1&q r fqfrq rqr< * *q-irq wr t? I (
What are the various meaaures for melring sslling
atr attractive career?

f{frq t q6 qr6{E qfuc flt tg f<ft< wrt
f,rt? 7

This qu8tion paper contains 4 pintd pag*
Your Roll No.

Sl. No. of Ques. Paperr 3279 3 IC

Unique Paper Code t 62413635

Name of Paper : Personal Selllng and

SalesmanshiP

Name of Course : B.A. (Prog.) Commerce : SEC

Semester : YI
Duration :3 hours

Maximum Marlcs z 75

G

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

(e) Myths of Selling.
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Attempt all five questions.

All questions carry equal marlcs-
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1. (a) Describe the characteristics of a successful sales-
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person.
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What is the importaDce of Personal Selling for
consumers, marketers and society?
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Or (enraj
!'Personal Selling is the heart of Relationship
Marketing." Comment.
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Distinguish between personal selling and
advertising.

dqffi-s F*q nqt fq-{rq-{ i w;ilr dfqS | 7

Explain any /aar methods of identifying prospects
in penonal relling procesr.
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What is meaht by closing the sale? Discuss the
various techniques of closing.
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What types of objections do customen raise in
perconal selling?
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Discuss the essentials of a good presentation.
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2. Compare the traditional and modern approaches to
selling.
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(a) Explain the AIDAS theory of selling.
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(b) What are the various types of selling situations?
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4. "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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