647510 BCMpssDS101A Seat No :
B.Com. Semester - 1 (CBCS) Examination
Oct/Nov-2025 (New Course)
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.
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English Version
Que.l (A) characteristics of good salesman (10)
(B) Explain personal selling and advertising (10)
OR
Que.l  What is personal selling? Explain Nature and importance of personal selling. (20)
Que.2  Give the Meaning, Definition and Functions of salesmanship. (20)
OR
Que.2 (A) salesmanship: As an Art or Science. (10)
(B) Explain counter salesmanship and creative salesmanship. (10)
Que.3  Explain Types and overcome solving methods of objection. (15)
OR
Que.3  Explain various steps of the selling process.
Que.4  Explain Functions of the sales organization. (15)
OR
Que.4  Explain Objectives and Importance of sales organization.

H K K K K K K K K K H K K K K kK K Kk K Kk Kk Kk



