ALL SECTIONS Mid Sem Il FOR ODD ROLL NUMBERS

B. Com VI Sem

Personal Selling and Salesmanship COM-SE-611

1. Describe the nature and Importance of Personal Selling.

IIFAT AT T Ypfd Td MaeTehdl HI THSAST.
2. Explain the characteristics of a good salesman.
Teh 37 TAshaehdl & oI&T0T T o7 THSTSY |
3. What are the limitations of salesmanship? Elaborate.
fasha gaer & a1 wfAIT §7 IEar & faf@w |
4. Describe Maslow’s need hierarchy theory.
ITSTEH HECAT T ITaRITehcll TelIshd e I IEam HIfed |
5. Explain Emotional, rational and patronage buying motives in detail?
HIATCHS T SOT3T, faderqol ey IROM3HT Ud ERaTelcHs 3 UROMST T sarean Hifo |
6. Explain (a) Intrinsic and Extrinsic motivation (b) Positive and Negative motivation
HASSU(3T) HTdRE U a1 ATAION (9) HRIcHS Ud AhRIcHS JFTRIIOT

7. What do you mean by recruitment? What are internal sources of recruitment? Explain merits
and demerits of internal sources of recruitment.

AT & AT AT § ? HAT & HTdARF FT Pled Fled H g2 HAREP FAdl ST 1 TG HIATT
faf@u |

8. Why selection of salesman is important? Explain the selection Process in detail.
fashal & TheT AT Agcaqut §2 =3 & gfshar &1 AR ¥ ol Ao |

9. Differentiate between recruitment and selection.
HdT 9 99T #H HR AfQT |

10. What do you mean by ‘Prospecting’ in personal selling? Being a salesman, how would you
gather information about prospects?

QT uferar & ‘agent i @ FAT ¢ ? T Qohar & diX 9T 39 ‘argent Hr @ et
faffest el @ HET 2

11. Why sales presentation is most important stage in selling process? Explain types of sales
presentation.

fashar gfshar At “fasha FEgANHIOT A FgcaquT IOT §? fasha geddiaor & fafdea
EEAAIEDIEN

12. Write the importance and pre-requisites of a successful close.
aha 3UHER & Hgcd Ud Yd T &l i SATEAT Hiiord |

13. Why company prepare sales report. Write down the essentials of sales report.

PIS FIA! Jod RUIE FAT Tl 82 Tod RUIC Fold THAT Pl died AT AT BN €I I@T
ST anfge ?

14. What is order book? Why companies need to maintain order book?
FfoT qfecT FT &7 Ffedt B HeT gRaE e B o Fat asdr §2

15. Explain the ethical aspects in personal selling.

dafFad fasha &1 Afds ggepit & aR # faFar & qASST |







