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Instructions:
1. All questions are compulsory.
2. Figures to the right indicate marks.
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Q.1 Explain importance and process of personal selling. (20)
OR
Q.1 Explain characteristics of a good salesman
Q.2  Explain scope, importance and utilities of salesmanship. (20)
OR
Q.2 1. Salesmanship as a profession
2. Counter sales man and travelling salesman
Q.3 1. Explain different methods of attracting attention of customers (15)
2. Explanation main types of objections
OR
Q.3 1. Explain RIDSAC formula
2. Explain different methods of customers buying motives
Q.4 Explain meaning,concept and importance of sales promotion. (15)
OR
Q.4 Explain:

1. Sales promotion programme.
2. Sales promotion strategy.
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