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ENGLISH VERSION

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

1 (a) Explain the meaning of salesmanship. Discuss the
various characteristics of salesmanship.
(b) “Salesmanship 1s an art, science and profession.”
Define shortly.

OR

1 (a) What is salesmanship ? State its importance
in modern times.
(b) State the main principles of salesmanship.

2 Explain in detail the meaning, importance, advantages
and disadvantages of advertisement.

OR

2 (a) Define personal selling. Discuss the objectives of
personal selling.
(b) Distinguish : Counter salesman and Travelling
salesman.

3 Explain the meaning of buying motives. Define the
various types of buying motives.

OR

3 What i1s sales promotion ? Discuss the methods of sales
promotion in detail.

4 State the various stages in the selling process.
OR

4 What i1s market research ? Explain the advantages
and disadvantages.

10

10

10

10

20

10

10

15

15

15

15

PBP-16080001010601 ] 2 [ 20450/654-83 ]



