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ENGLISH VERSION

(a) Give definition of salesmanship and its scope.
(b) Explain in detail selling process.
OR
(a) Explain the importance of sales promotion.
(b) Write a detail note on methods of personal selling.

(a) Distinguish between counter salesman and Travelling
salesman.
(b) What should be known by the salesman to be
successful ?
OR
Explain meaning of purchase motives and different
purchase motives, how can they be recognized ?

(a) What i1s sales promotion ? Explain different
techniques of sales promotion by salesman.
(b) RIDSAC formula.
OR
How will you deal as a successful salesman with the
following objection : (any three)
(a) Partner is absent.
(b) Your services are not good.
() At present stock is enough.
(d) I will let you know after thinking.

Write short notes : (any three)

(a) Pioneer salesman

(b) Prospective customer

(¢) Advantages and dis advantages of market research
(d) Positive suggestion and negative suggestion

(e) Sale points.
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