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Note — Answers may be written either in English or in Hindi;
but the same medium should be used throughout the

paper. .
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Answer all questions.
All gquestions carry equal marks.
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1.

2.

' Explain any three of the following statements briefly:

(a) “Personal selling is a two way communication best

' S'u'it_e'd to a company marketing consumer products

. with a poor brand loyalty.” Discuss.

(b) Enumerate the merits and demerits of selling as a

career.

.(c) Explain the difference between salesmanship and

sales force management.

(d) What are the different types of selling situation?
Explain briefly.
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What do you mean by buying motives? Discuss the
importance of buying motives.
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OR
“Motivation is the core of management..” Comment.
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3. Explain the state of ‘presentation and demonstration’
in the process of selling. State the various guidelines
for a salesman in handling the objections of the
prospect.

OR
Discuss the process of personal selling.
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4. What is the necessity of training the salesmen? Explain

the different methods of training salesmen.

OR
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How is sales performance evaluated?
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5. Write short notes on any three of the following:

(a) Sales management

~{b) Uses of sales budget
(c) Planning of sales territory
(¢} Uses of sales quota
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