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1.

The figures in the margin indicate full marks

GRS SRABISFET T AT

Candidates are required to give their answers in their own words as far as practicable

Answer any five questions of the following: 2x5=10

NET FETET AT66 T Tod wra:

a. Write two differences between ‘personal selling” and ‘salesmanship’.
e [Ty 8 ‘TET Frre Men 7o T @3

b. Define motivation.
I TGN T3 |

c. Mention two post-sales activities.

96 =T et FIHT S@EN F|

d. Define ‘order book’.
‘FTEF IR AT NL®/ WIS |

e. What is a ‘sales manual’?
‘Sales manual’ FI?

f. What is a ‘tour diary’?
“Tour diary’ 917?

g. Mention two types of ‘sales person’.

T YA [AFIFNT S F4 |

h. Name different stages of Maslow’s need hierarchy theory.
AHCEE SR Y ored o s1rafera Jvr (@)



2. Answer any two of the following questions: 5%2=10

EF T 96 ST Sad wla:

a. Discuss the limitations of personal selling.

Fifeste RFEF SITIST SATNEN F71

b. Narrate, in brief, the dynamic nature of motivation.

SIS SO FPfo eI g F41

c. What are the career opportunities in selling?

=@ (rTsTe SRR 8fer F?

d. Explain the concept of buying motives.

WWWCKWWWT%WW@I

3. Answer any two of the following questions: 10x2=20

EF (T 96 ST Sad la:

a. State the ethical aspects of selling.

fArE@s @hes i fTge F71

b. Discuss different ways of handling of objections in selling?

T7Ea & [REfEer e [{Afeg SrEser s 91

c. Discuss the activities of different types of salespersons.
fAfSH ¥a@a AFIFNT F1S ACEHAT F41

d. Narrate the importance of sales management.
T [ITINT 3y (30 4|



