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Instructions for Candidates

1. Write your Roll No. on the top immediately on receipt of this question paper.
2. Attempt all questions from each scction,
3. All question trom each scction should be attempted together at one place.
4. Answers may be written either in English or in Hindi: but the same medium should
be used throughout the paper.
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1. (a) -Sales management. personal selling and salesmanship is one and the same

thing.” Do vou agree with this statement 7 Explain with reasons. (8)
(b) Examine the functions and responsibilities of a sales manager. (7
OR

Distinguish between the development seliing and service selling with the help of
examples. -(15)
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As a salesman if you are using the following statements, name and explain the
theory used in the following example @ (Allotment of market for each ex)
o Telling about RO Water purifier and its quality to purify waler,

« By showing Mhipcharts. presentations and brochures and also focusing on
purity and health of the family members.

« To make use of RO Water purifier for their use.

o  Consumers purchase the product due to its effectiveness in providing pure
and germ-free water.

«  Appreciate the customer by saying that he has made good purchase by
relating its health factors. (15)

OR

(@) What is the “Right Set Circumstances™ theory ? Ixplain with examples. (8)
(b) Explain “buyer’s problem” theory of selling. (7
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3. Critically examine Maslow’s Need Hierarchy Theory. (15)
OR

{a) Differentiate between emotional and rational buving motives. Explain rattonal
buying motives with examples in details. (6)

(b) What is meant by buyving motives 7 How do they help Sales person.  (9)
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4. (a) Define prospecting. Why prospecting is important for successful sales
process ? (8)
(b) Explain with examples aid & techniques used for sales demonstration. (7)

OR

What is the difference between excuse and an objection made by customer ?
How will vou handle thefollowing objections ?
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e  Your siyle hardly changes.
e lonlv carry well-known brands.

e Business is down. Sce me on your next visit. (15}
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5. Write short notes on any three of the following :
e Sales Manual

«  Ethical Problems in Selling

o Salesman’s Report & 115 uses

e Stepsin Receiving Sales order

+  Career opportunities in selling (3x5=15)
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