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Personal Selling And Salesmanship-1

(New Course)

Time : 2.30 Hours] [Total Marks : 70
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ENGLISH VERSION

Instructions : (1) Marks are equal for all question.

(2) Give answer of any four questions.

1 What 1s personal selling ? Discuss the essential 17.5

qualities to become a successful sales person.

2  Explain the meaning, importance, advantages and 17.5

disadvantages of advertisement.

3 Give definition of salesmanship. Explain principles of 17.5

salesmanship.

4 'Salesmanship is an art, science and profession'. Explain 17.5

in detail.

5 Give the meaning of buying motives. Explain various 17.5

types of buying motives.

6  Give the meaning of selling process. Discuss various 17.5

stages of selling process in detail.

7  What i1s sales promotion ? Discuss various methods 17.5

of sales promotion.

8 What 1s market research ? Explain importance 17.5

and limitations of market research.
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