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Instructions : (1) Figures to the right side indicate marks.

(2) Give answers for any four questions.

1 State types of salesman and discuss the essential 17.5

qualities to become an effective salesman.

2 What is Personal Selling? Explain methods of personal 17.5

selling in detail.

3 What is Salesmanship? Discuss features and scope of 17.5
Salesmanship.
4 State importance of salesmanship and discuss basic 17.5

principles of it.

5 Discuss the various objections of customers. State the 17.5

approach to overcome objections.

6 What is Buying Motive? Discuss the Buying Motives of 17.5

Customer in detail.

7 Write detailed note on sales promotion strategy. 17.5

8 What is sales promotion? Explain the methods of sales 17.5

promotion.
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