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B.A./B.Sc. {(General) 4th Semester
Examination

1047
ADVERTISING, SALES PROMOTION & SALES
MANAGEMENT
{Personal Seé’ilin-g and Salesmanship)
{In All Mediuams}
Paper : II

Time: 3 mer%} | [AMax. Marks : 100

Note - Attempt any fowr questions from Section A and at
least nwo guestions from Secton B and Section €
each. All guestions carry equal marks.

Section-A
{(Short Answer type Questions)
o Wrie notes on the following
(7 Door o door selling sttuation
(117 AIDA model of selling
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markets
{ivi Sales manual and order book
{v) Problems in selling
{vi} Differentigte between selling and muarketing
Section-B
{Essay Type Questions)
“In the age of digital marketing, personal selling has
lost its relevance.” Comment on this stwlement. Also
discuss the mmportance of personal selling in today’s

workd,

In which stuations personal selling 1s more effective

than advertising 7 Compare the cost of advenising

with cost of personal selling.

What are buving motives of a customer ? How c¢an

& salesman convert buying maotives into sales 7

Explain the process of effective selling.
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Section—C
(Ess,:ay Type Questions)
6. What are the qualities of a unsuccessful sales perséln
required for selling consumer services ?
7. What are the challenges and ad\?antages of selling as’
a career ? |
8. Write a note on Distribution Network Relationship.

9. Explain various documents required for sales.
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(i) fawa #1 AIDA wiew
(iii) S9¥ERT qYl SHENfTe seR § oI
(iv) T8 H=3e7e ag AR 9%
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(Punjabi Medium)
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1. f5Hs €3 feudimit fsg -
(1)  WI-WT I A&
(2) {3t T (AIDA) H3S
(3) yu3ag mT Senfax gwg feg wizg
(4) AEH AfaEn® »iZ »rdsg g
(5) feast oo et
(6) T »iz uT Ky »isg |
y3-
(fagazHa YHs)

2. f3ie® sug © A &9 fen3loz feardt niust
yAfarasT g gfomr 31 o7 aga €3 mifir a9
e & T €Y fenaSies g9 v Hose &
THI

3. foat oot feg fenestors e adt ferfsog © Hae®
reT YBeast 4 7 ferf3arg a3 »iz fonig3es
w3 fTg 3o a9 |
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