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Instructions for Candidates

1 . Write your Roll No. on the top immediately on receipt

of this question paper.

2. Please attempt any FIVE questions out of the six
questions given below.

3. All questions carry equal marks.
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I 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".
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(i) What quality of a salesman has been highlighted
above? (5)

\'+, ffi{ + qt{-6t{ t n"r uw ssrrr ft'q qq
s,

(ii) Explain the other qualities of a successful (

salesman. (10)
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6. Write short notes: (on any three) (3xs)

ffiR Eo{ff frRsq : (!fr€ fi-{)

(a) Techniques for Making Selling an Attractive
C areer
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(b) Sales Manual and Order Book

E-ff +g.ord efu ffi Eo

(c) Ethical Aspects of Selling
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(d) Personal Selling vs. Salesmanship
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List the stages of personal..selling process. Discuss

the various types of objections and techniques of
handling objections. (15)

qFdrrd R-ff sBqr + frtrq flfr * tfr q-{Eqr frft-q

von fr enqfaqt- ilfi T{ 3ncRA i ffTdi fr ilfi-ftf[ Yr

qqi frfrsl

"Identifying customer's buying motive.is the most

crucial task for a salesperson". Discuss. What are

the various buying motives? Which buying motive can

be highlighted for selling a cooking oil brand? (15)

"Ro' ftfrdr qr t-qt cE-€Ed qr4, ur6+. +.cffi + skc
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OR

$pt{t

"It is important for a salesperson to understand the

motivation theories.",.Do you agree? If yes, why?

Explain the Maslow's theory of Need Hierarchy and

its applicability in personal selling. (15)
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(a) "Advertising and Personal Selling should be used

as complementary tools of promotion". Explain.(8)

"G-flT{ ork qklm A-n (TdTd *tuq) d Eiq<

* 1co ur+rot * w i s+rr frqr qrqr sGg"t
qnqr dfrgr

(b) "Personal Selling is the heart of Relationship

Marketing". Comment. (7)

"qfurra frfr, nsu Cqom (fr'Mtq qdfur) m
snflr *'r eqfi dfrSl

2. Evaluate the various theories of selling (ls)

*tu t ffi{ Etum ft-ai& q1 asffi dfrvr

OR

3r{rsl

Explain, in detail, the Problem Solvingtheory of selling.

Explain with the example of selling an automatic

washing machine. (15)
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3. (a) Discuss the essentials of a good presentation.(8)

s6 ird s<R + oIF-sI4aT {u|l* qt qd dftqr

(b) Should a marketer spend on Customer Follow-Up

after a sale has been closed? (7)

scl +f, Ai i sre rt qqi ]M + T|tqn- *
sfrfrqT urt+ .r< rqd ocqr qrBq ?

OR

.3lst{t

(a) What is the importance of knowledge of products

for a salesman? What knowledge should a

salesman have about his products? (8)

\-+. AR+{ * fts 3-flTa d iiTffirt *} qr wr rre
+dT +? H{ d Bici Tflrd + qi } qr-wr
qr+oftA Etft qIEC' ?

(b) What do you understand by 'Pre-approach'7

Explain the steps involved in the pre-approach

stage of personal selling. (:7)

'$-EHsr' (ff- or+{) t o{rc s{r tlrfl+ *? qRil.rd ,

G-fr + T{-gMqr qtur t rnfi-o FF-q qril 61

qnqr *fugr

(a) Explain any 4 methods of identifying prospects in
personal selling process. What do you mean by

cold calling technique? (8)

qEffiil.R'ff sfrqr i {qrq-{r* + qEqr qli +
ffi qR dlsn* d qnqr dfrgr q.t€ dfu{r il+.frfi

t Bnc @r.ffia+ + ?

(b) What is meant by closing the sale? Discuss the

various techniques of an effective close. (7)
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