Exam. Code: 0004
Sub. Code: 0357
2071
B.A./B.Sc. (General) Fourth Semester
Advertising, Sales Promotion and Sales Management
Paper - IV: Personal Selling and Salesmanship .
Time allowed: 3 Hours Max. Marks: 100

NOTE: Attempt five questions in all, including Question No. I which is compulsory and
selecting two questions from each Unit.
X-X-X
I.  Attempt any four of the following:-
a) Define personal selling.
b) What are post sales activities?
c) Describe different types of selling situations.
d) What is cash memo?
e) List out the documents required for reporting.
f) Define ‘Periodical Report’ in context of effective salesmanship. (4x5)

UNIT -1

II.. Is personal selling more effective than advertising? Justify your answer with
examples. Also differentiate cost of advertising V/s cost of personal selling.  (20)

III.  Explain AIDA model of selling. Also describe types of sales personnel. (20)
IV. Discuss different types of markets and their implications for the selling functions.
| | (20)

V. Describe the process and relevance of each step in the personal selling process.
| | ey

UNIT - 11

VI.  Explain ‘Selling as an attractive career’ with its advantages and difficulties.  (20)

VIL.  What are the qualities of a successful sales person with special reference to
insurance services? : ' (20)

VIII.  Give short notes on the following:-
a) Distribution network relationship
b) Importance of sales manual in selling 20)

IX. What is the primary objective of personal selling? Discuss the problems and
difficulties in selling. (20)
X-X-X
(Hindi and Punjabi versions enclosed)
P.T.O.
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