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ENGLISH VERSION

Instruction : Right hand side figures show marks of each question.

1 (a
(b)
1 (a)
(b)
2 (a)
(b)
2 (a)
(b)

Explain the Process of Personal Selling according to
William Stenton.

What 1s Salesmanship ? Discuss in detail the
Advantages of Salesmanship.

OR

Write a detail note on Methods of Personal Selling.
Explain in detail essential qualities of Salesman.

What should be known by the Salesman to be
successful ?

Distinguish between Counter Salesman and Travelling
Salesman.

OR

Give the Meaning of Advertisement and clarify its
Importance.

Give difference between Salesmanship and
Advertisement.

3 What is Sales Promotion? Discuss the Methods of Sales
Promotion in Details.

3 (a)
(b)

OR

Objectives of Market Research
'RIDSAC' Formula.

4  Write Short Notes : (any two)

ey
)
3)
4)

Sales Promotion Decision Strategy
Objections of Customers
Buying Motives of Customers

Scope of Market Research.
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