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B.Com. Semester - 2 (CBCS) Examination
June/July-2022 [NEW COURSE]
Personal Selling and Salesmanship-2 (DSC1)

Time: 2:30 Hours Marks: 70
Instructions:
1. All questions are compulsory.
2. Figures to the right indicate marks.
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ENGLISH VERSION
Que-1  Explain various steps taken by salesman to sales promotion. (20)

OR
Que-1  Write detail note on sales promotion strategy.

Que-2 Describe objectives of sales management and Explain classification of Luther Gulic (20)

regarding managerial function.

OR
Que-2 (A)What is Ideal Sales Policy? Explain Sales Organizational Policy. (10)
(B) Discuss scope of structuring of sales force. (10)
Que-3  Describing sources of selection of salesman. Write advantages limitations of them. (15)

OR
Que-3  Explain various techniques of training to salesman.

Que-4  Describing characteristics of an Ideal Remuneration System. Explain Difference (15)

between salary and commission method.
OR
Que-4  Describe meaning and objectives of Salesman’s Report.
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