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PERSONAL SELLING AND SALESMANSHIP - 1 (DISC. SPE. ELE -1)

Time: 2:30 Hours Marks: 70
Instructions:
1. All questions are compulsory.
2. Figures to the right indicate marks.
Ysl-1 50l QUL 3 Ul YBaul UHA. (20)
WYl
ysl-1 () clsotd Qe yctet ugde(l uql s2A. (10)
(W) ‘ANt Aol B, olotcll aell” uAL (10)
yst-2 UYEls AMAHL AURSOU] Heel, SIRAERN WA HATERA AU (20)
wYcll
Yyy-2 AL saL A sa, (Astiot Wl caucU2A B, ALl
Ya-3 AAURL HaRA A2A 9? AN sl AURL Yealllo] sllot 8l AsA? (15)
Yl
Ysl-3 () 9lles a2l MR Gsld 87 ditllell [Astet sal Mol (@AY uglQz uAl. (08)
(W) AUesle] tallol Wacl Holl QAU uslQull () AnesAl. (07)
Yst-4 () ARAQL cudeUlell Sl el sl A A (08)
(W) vYls AHAHL AU} Hecel UHsIAL. (07)
wYcll
Ysl-4 (W) AARL AaRall sl uxstal.
(o) AL stlaldl (Routine)stl cotsstzl AAL
ENGLISH VERSION
Que-1 Explain objectives and process of personal selling. (20)
OR
Que-1 (A) Discuss the Direct selling methods of personal selling. (10)
(B) ‘Salesman are born not made’ — Discuss. (20)
Que-2 Explain the importance benefits and limitations of salesmanship in modern time. (20)
OR
Que-2 Salesmanship is an Art, science and profession, Explain.
Que-3 What is selling points? The salesman should have knowledge of what types of selling (15)
points.
OR
Que-3 (A) Why does the customer arise objection? Discuss the various methods of disposal of (08)
objections.
(B) Explain the different methods of attracting attention of customers. (07)
Que-4 (A) Explain the objectives and functions of sales organization. (08)
(B) Explain the importance of the sales organization in modern time. 07)
OR
Que-4 (A) Explain the functions of a sales manager.
(B) Discuss the various stages of the sales Routine.

*hkkkkhkhkkkhkhkkkihkkkihkhkihkikik



