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ADVERTISING, SALES PROMOTION AND SALES
- MANAGEMENT (In all Mediums)
Paper-1V : Personal Selling and Salesmanship

Time Allowed : Three Hours] [Maximum Marks : 100

Note :— (1) Attempt any four questions from Section A. Each
question is of 5 marks. : _
(2) Attempt any two questions from Section B. Each
question is of 20 marks.

3) Atterhpt é._ny two questions from Section C. Each
qﬁest_ion is of 20 marks.

SECTION—A

I.  Differentiate between industrial and consumer market.
II.  Explain briefly techniques ofclosing sales.

II. Tour daily and weekly reports.
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VIIL

VIIL

XII.

Problems in selling. 7 -

Sales mapual.

Write a nofe on post sale activities. 4x5=20
SECTION—B

“Door to door selling is an effective method of boosting sales”.

Explain.

During a sales process, what objections can the prospects '

have ? How can a salesman handle these objections ?

“Attention stage of AIDA model is most important stage from
prospect customer point of view.” Explain.

'Define buying motives. Discuss buyer’s decision making process

in brief.  2x20=40

- SECTION—C

“A good sales person can sell sand in the desert ” Do you beheve

in the statement ?

Explain the various factors affectmg the selection of a distribution

i channel
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“XIII. “Sales reports are a useful tool in sales administration,
implementation, control and co-ordination.” Discuss. '

XIV. What are the key elements to make selling as an attractive
career ? Also explain the difficulties faced by the sales person.

2x20=40
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