* J A u - 0 0 2 - 0 0 1 1 0 9 *

JAU-002-001109 Seat No.
First Year B. Com. (Sem. I) (CBCS) Examination

1
Time : 25 Hours] [Total Marks :
v () dum s Aed § 7 aduid Ry yoki A Hecd d4HANA).
(o1) “Qaug s 21 sou, [Qoud 24 AUy 9.7 Z54i 44N,
2Yal
1 (2) AsdAs sl [Qod w4ndl.
(o) 2]l A 21 ] e q23-) dsiaa ).
R [yl A, Hecd, SI4EL i RSI4EL HlArAlR AHMNAL.
2§al
R () aussu RRE wdlsndl w2 [Qad -y avil.
(o) Qaugr qlg 2ed § 7 a9 qlgd Hecd d44A4).
3 AR AUl ¥ed § 7 AR AU SIHEL Al HYEIV]
[Qoid 434l
Yl
3 () esiucs YA+ [Q. AsuHS YA
(o1) 131 Qb1
¥ 25y vl o (51 e o)

December - 2019

S. S. P.
(Old Course)

Faculty Code : 002
Subject Code : 001109

(1) Quarl uslivi

(z) Qs 4wl 29
(3)  culsod dam- Sgil
(¥) anz dulu-g 51481
() Qo B doisst.

70

0
10

0
10

RO

0
0

AL

A

JAU-002-001109 ] 1 [ Contd....



1 @A)
B)
1 A
B)

2 Explain in details the meaning, importance, advantages

and

2 (A)

(B)

ENGLISH VERSION

What is salesmanship ? Explain its importance in
present commercial Era.
“Salesmanship i1s an art, science and profession.”
Define shortly.

OR
Explain in detail ‘RIDSAC formula.
Give difference between counter salesman and

traveling salesman.

disadvantages of advertisement.
OR
Write a detail note on various type of buying
motives of customer.
What 1s sales promotion ? Explain the importance

of sales promotion.

3 What is market research ? Explain its advantages and

limitations in detail.

3 (A
B)

OR
Positive suggestions v/s negative suggestions.

Objections of customer.

4 Write short notes : (Any Two)

(1) Types of sales method

(2) Duties of sales manager

(3) Discuss the objectives of personal selling

(4) Scope of market research

(5) Stages of selling process.
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