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ENGLISH VERSION

1 State the meaning — Characteristics of salesmanship and 20
its merits and limitations.
OR
1 (a) Explain the meaning of buying motives and different 10
types of buying motives.
(b) What is sales organization ? Explain importance of 10

sales organization in modern sales management.

2 Explain different types of salesman. 20
OR
2 (a) What is distribution channel ? Explain various 10

distribution channel.
(b) Explain the merits and limitations of personal selling. 10

3 Explain various stages of selling process. 15
OR
3 What is sales promotion ? State various methods of 15

sales promotion.

4 Write short notes : (any three) 15
(a) Market Research
(b) RIDSAC - RIDSAC formula
(¢) Sales manager
(d) Customer’s objections

(e) Negative-Positive suggestion.
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