[Thi

s question paper contains 4 printed pages.]

Sr. ]_Vq. of Quésti-on Paper : 248 E Your Roll No................

Unique Paper Code : 241451 . -

Name of the 'Course. - B-.A. (i’rog.) .Adverti-sing, Sales P.ramotion and Sales
. Management ’

Nar-nc.of- _t‘he Paper . : -Pcrsonal Selling and Salesmanship

.écm;stcr - IV -

Duration : 3 Hours Maximum Marks : 75

Inst

ructions for Candidates

1.

Write your Roll No. on the top immediately on receipt of this question
paper.

2. Attempt all questions. .

3. All questions carry equal marks.

4. All questions from each section should be attempted together at one place.

5. Answers may be written either in English or Hindi; but the same medium should
be used throughout the paper.
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SECTION A

It has been said that, “Nothing happens until somebody sells something.” How
would you explain this statement, giving the importance and functions of pé_rsonal
selling ? (15)
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OR

Explain the various types of sales persons with examples; How is service selling

different than developmental selling ? (15)
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SECTION B

Attempt any two of the following questions : (7.5,7.5)
fFrafafas T 3 ¥ &0 @ @ =1 ww =
(i) How is sales job different than other jobs ?
et = @ I ANwRa A g A RA Jow B 7
(i) Explain the various essentials for effective salesmanship.

i @y @ o Rt affad = g

(i) How is the knowledge of Maslow’s need hierarchy iml;orlant for a

salesperson ?
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3. (i) Explainthe concept of buying motives. Differentiate between emotional and
rational buying motives with examples. L _ (8)
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(i) Why is prospectin'g considered an important stage in pcrs;c;hal selling
. process ? * _ ' (7
wHew W R dT W s ¥ v weE o w7
OR

(i) Explain .the various stages involved in the AIDAS theory of personal
selling. &)

e 39 A AIDAS Rreia @ Rt ol ot =wen &1 )
(i) What is the signii-':cance of an effective approach in personal selling

process ? (7
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SECTION C

4. What are the various types of objections raised by customers ? How can a

salesperson overcome such objections ? (15)
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OR

Why is initiating the close is important ? List out the various reasons for failure

to close on the part of the salesperson. (15)
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5. Write short note on any three of the following :

Frer ¥ 3 B A R e Rl
(i) Significance of sales reports
fat foe @ et R
(i) Essential for an effect.i\-rc sales presentation
T T Ayt @ e @ sewe @
(iii) The problem solving approach
T A G D gReR # wwen W

(iv) Career in personal selling
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