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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 question from each section.

3. All question from each section should attempted together at one place.

4. Answers may be written in Hindi or English but the same medium should be
followed throughout the paper.
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SECTION - A (€S - &)
1. Define the concept of Personal Selling. What are various functions and obj ectives

of personal selling ? (15)
OR

Comment critically on any three of the following :

(i) A Salesperson can sell ice to an Eskimo
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(ii) Sales people are born not made
(iii) Good sales people are good talkers
(iv) A good sales person can sell anything - even a bad product (3x5=15)
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SECTION - B (@8 - @)

Discuss the different types of selling situations faced by the sales manager with
examples. (15)

OR

What are various challenges confronting the sales managers in 21% Century ?
What solutions or remedies would organizations adopt to meet these challenges
successfully ?
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What is the difference between pre-approach and approach in selling process ?
Are both essential ? Why ? Explain in details both the stages. (15)
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OR

Assume that you are a Sales Representative for a vacuum cleaner brand. What
prospect information would you obtain prior to making a sales presentation ?
How will you make the presentation and handle various types of objections made
by prospective buyers ? Explain in the light of principles of effective sales

presentation.
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SECTION - C (@ - )

4. How would you use (AIDAS) Model in selling ? Critically examine the usefulness
of this model in the sales process. (15)

OR

(a) How the knowledge of buying motives does help salesperson ? List major

buying motives. 8)

(b) Why prospects raise objections in a process of sale ? Explain different types
of objections raised by these prospects. (7)
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5. Why are sales reports made ? What are the objectives achieved through sales

OR
Write short notes on any three of the following :
(i) Closing the sale
(i) Cash Memo and Tour Diary

|
report ? Do they help in sales forecasting ? (15)
(iii) Daily and Periodical reports

(iv) Sales manual
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(v) Order Book (3x5=15) |
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