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ENGLISH VERSION

Instruction : Right hand side figures show marks of each questions.
1 (A) What is salesmanship ? Discuss in detail the 10
advantages of salesmanship.
(B) What is salesmanship ? State its importance in 10
modern times.
OR
(A) Explain types of different salesman. 10
(B) Write a detail note on methods of personal selling. 10
2 Explain in details the meaning, importance, advantages 20
and disadvantages of advertisement.
OR
(A) What should be known by the salesman to be 10
successful ?
(B) Explain in detail essential qualities of salesman. 10
3 State the various stages in the selling process. 15
OR
3 How to overcome with such objections as a salesman. 15
4  What is sales promotion ? Discuss the various methods 15
of sales promotion by salesman.
OR
4  Write short notes : (Any Three) 15

1)
2)
3
4

Objectives of market research
Scope of market research

Buying motives of customers
‘RIDSAC’ formula
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