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ENGLISH VERSION

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

1( A) What is Salesmanship ? Explain its Importance in Present

Commercial Era 10

1(B) Is Salesmanship a Useful Art or a Social Evil ? Explain 10
OR
1 ( A) Give difference between Counter Salesman and Travelling Salesman 10

1 ( B) Explain in detail “ RIDSAC “ Formula 10

2 ({ A) What is Personal Selling ? Discuss the objectives of Personal Selling. 10

2 ( B) Give the meaning of Advertisement and clarify its objectives. 10
OR

2 { A') What is Sales Promotion ? Explain the Importance of Sales Promotion. 10

2 ( B ) Write a detail note on various types of buying motives of Customers 10

3 What is Market Research ? Explain its Advantages and Limitations in detail. 15
OR
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3(A) Objections of Customers 8

3 (B ) Positive Suggestion V/s Negative Suggestion 7

4 Write Short Notes ( Any Two ) 15

1 Stages of Selling Process

2 Duties of Sales Manager

w

Scope of Market Research

D

Types of Sales Method
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