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ENGLISH VERSION

Instruction : Right hand side figures show mark of each question.

1 (@) Define “Personal selling.” Describe its merits and
limitations.
(b) What 1s salesmanship ? Describe its importance in
modern times.

OR

1 What is sales promotion ? Discuss its various methods.

2 (a) “Selling process 1s one and undivided” — Discuss its
in context of various stages of selling process.
() Write a detail note on various types of buying
motives of customers.

OR

2 (@) What is Sales Organization ? Describe its functions.

(b) Describe the functions and duties of sales manager.

3 Distinguish between : (any two)
(1) Personal selling Vs. Advertising
(2) Counter salesman Vs. Travelling salesman
(3) Positive suggestion Vs. Negative suggestion.

4  Write note on : (any two)
(1) Pioneer Salesman
(2) Objections of customer.
(3) Salesmanship as a profession.
4 “RIDSAC” formula.
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