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ADVERTISING, SALES PROMOTION & 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 carries 5 marks.
(2) Attempt any two questions from Section-B. Each

question carries 20 marks.
(3) Attempt any two questions from Section-C. Each
question carries 20 marks.
SECTION-A

Write short notes on :
Cost of Advertising vs. Cost of Personal Selling.
State different types of personal selling situations.
Define Personal Selling.
Write short note on 'Selling as a Career'.
Define Sales Manual.

Discuss the problems in personal selling.
SECTION-B
7. Ispersonal selling more effective than Advertising ? Justify your

answer.
8. What do youmean by 'Buying motives' ? Explain various buymg

motives of customers.
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11.

12:

13.

14.

What 1s selling process ? Discuss the stage involved in it.
Describe the AIDA model in marketing. Discuss, how it is
applicable in real world.

SECTION-C "
What do you understand by sales report ? Also, discuss, different

types of reports and documents.
Give short notes on :

(a) Penodical reports

(b) Tour Diary

(c) Order Book

(d) Demerits of making selling as an attractive career.

Explain distributive Network Relations and itsimportance in effective
selling.

Elaborate the qualities required to become a successful salesman
with special reference to consumer services.
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