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Paper : Fundamentals of Personal Selling (In all Mediums)

SAPDSC1 (Common with B.Sc. 1* Sem. N.E.P.)
Time Allowed : Three Hours] [Maximum Marks : 65

Note :— (1) Q. No. 1 is compulsory, attempt any TEN short
answer questions (25-30 words). Each question

carries 2 marks.

(2) Attempt THREE questions from Unit-I to Unit-III
by selecting ONE question from each unit. Each

question carries 15 marks.
1. Write short answers to the following (any TEN) :

(i) What is the role of personal selling in the sales process ?

(i) How does the selling situation influence a salesperson’s

approach ?

(111) What is a Sales Pitch ?
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Why is product demonstration effective in influencing

customer decisions 7

What is cold calling ?

What is consultative selling ?

How does a cash memo serve as proof of a transaction ?
What information is typically included in a Tour Diary ?
How does a shopping cart function in online sales ?

What is the key distinction between relationship selling
and transactional selling ?

How does trust impact the personal selling process ?
What is Negotiation ?

UNIT-1

Define Buying Motives. Explain the difference between emotional
and rational buying motives with suitable examples.

Discuss the importance of each stage in the AIDAS model with
practical examples from personal selling.

UNIT-11

Define the Selling Process. Explain its key stages and their
significance in achieving sales success.

What are the essential qualities of a successful salesperson ?

Explain how these qualities contribute to achieving sales
targets.
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UNIT-III

6.  What is a Sales Report ? Discuss its importance in cvaluating

sales performance and planning future strategics.

7. What arc the common problems faced by salespersons during
the selling process ? Suggest strategics to overcome these

challenges.
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