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B.Com. Semester - 1 (CBCS) Examination
Feb/Mar. -2021 (NEW COURSE)
PERSONAL SELLING AND SALESMANSHIP — 1 (DISC. SPE. ELE -1)

Time: 1:30 Hours Marks: 42
Instructions:
1. Figures to the right indicate marks.
2. There are five questions in the question paper.
3. Answer any three of the following questions.
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ENGLISH VERSION
Q.1  What is personal selling? Discuss essential qualities of a salesman. (14)
Q.2  Give the meaning and Definition of salesmanship, explain importance of salesmanship in (14)
modern time.
Q.3 What is selling process? Explain different steps of selling process. (14)
Q.4  Discuss different types of department of sales organization. (14)
Q.5  Write short note. (Any two) (14)

(1) RIDSAC Formula.
(2) Difference between Counter salesman and Travelling salesman.
(3) How to recognize Baying Motives of customers?

(4) Sales Managers Qualifications and Duties.
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