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Please attempt any FOUR questions out of the six questions given below. All
qguestions carry equal marks.

Q1. Discuss, in detail, the types of objections and strategies for handling
objections. Also support your explanation by giving suitable examples.

Q2. A young salesman was finally admitted to the office of the President of a
reputed company, who said, “Young Man, you should feel flattered that I allowed
you to come in here. I refused to meet five salesmen today”. “I know” replied the
young salesman. “I was all five of them”.

Questions:
(@) What quality of a salesman has been highlighted above? (5.75 marks)
(b)  Explain the other qualities of a successful salesman. (13 marks)

Q3. “It is important for a salesperson to understand the motivation theories”. Do
you agree? Explain the Maslow’s theory of Need Hierarchy.

Q4. (a) Why customer follow-up is an important stage in personal selling process?
(8.75 marks)
(b) What is meant by closing the sale? Discuss the various techniques of
closing a sale. (10 marks)

Q5. Evaluate the various theories of selling.
Q6. (a) Discuss the objectives and importance of personal selling. (8.75 marks)

(b) What are the various ethical issues to be taken care of in personal selling?
(10 marks)
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