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Instructions:-

(1) Attempt all Questions of both sections in same answer book / Supplementary.
(2) Use of Programmable calculator & any other electronic instrument is prohibited.
(3) Instructions written on main answer Book are strictly to be obeyed.

(4)Draw neat diagrams & figures (If necessary) at right places.

(5) Assume suitable & Perfect data if needed.

SECTION-1

Q. 1 (a) Give Definition of Salesmanship.

(b)
(©)

What is Personal Selling & Advertising ?

How do you create attention & attraction for customers when you

are selling Insurance policy to them ? Give some qualities of your policy.

(d)

Q. 2 (a)

()

(©)

(@)

()

(©

Q. 3 (a

()

(@)
()

Discuss some selling points for woman’s weist watch.

“Salesmanship is neither exact Art norexact science”- Explain
Define Personal selling. Explain advan‘iégeis* & limitations of it.
Write a note on : Service after sales

OR
How can you overcome the objections of closing sales ?
How can you say that salesmanship is a Profession?

Which are the types of personal selling? Explain in brief.

Explain the concept of salesmanship. Discuss scope of salesmanship
along with features of good salesmanship.
Define Personal Selling. Explain role & significance with objectives
Of it.
OR
Explain Theories of selling.
Write a note on : 1. Counter Salesmanship

2. Creative Salesmanship




SECTION- 2

Q. 4 (a) “ The salesmanship of the product is the product itself ” True or False 1
(b) “ Sales promotion means an unplanned programmed to increase sales’’
True or False 1
(c) Give definition of Sales Promotion 2
(d) “ Sales Promotion means steps taken for increasing sales’” Who has presented
This short but perfect definition. 1
(e) Give the name of forms of sales promotion. 2
Q. 5(a) The various steps are taken for sales promotion, whether it is mentioned within
which techniques the sales promotion is included. If it is True then mark right( v ),
and if it is wrong then mark (X) the in box.
Steps for Sales Promotion Sales Promotion Method
(1) Promotion (1) Sales Promotion by Salesmen|:|
(2) Sales Contest (2) Sales Promotion by Salesmen|:|
(3) Internal Display f X ) (3) Sales Promotion by Traders. |:|
(4) Free samples &~ (4)Sales Promotion by Customer |
(5) Competition (5) Sales Promotion by Salesmenl:l
5
(b) Explain functions of sales organization management. 5
(c) What are the types of Sales manager ? 4
OR
(@) Discuss the features of competent Sales Manager. 5
(b) What is the significance of Sales Promotion in Sales Management ? 5
(c) Write a note on : Sales Quota. 4
Q. 6 (a) Define sales Promotion. Explain any-2 techniques of Sales Promotion. 7
(b) Discuss meaning & definition of sales organization. Discuss types &
Structure of Sales organization. 7
OR
(@) Discuss the sales procedure in detail 7
(b) Explain duties & functions of sales manager. 7
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(d)
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(b)

SECTION-1
dQauasou-l carvul 2uul.

5ot A »Hed 9 ?

8Ad Hed 9 ?

Q121 3, d 516 Aes A 515 Wl adaan oS UL 91, dl drl {2 AR AHIRL A S eI

56 Ad v ? audl widli) A yon ae@isdizi 55595 O d cuidl.

ol ) 5131 AR adaan 2 adZR-nRAAL susa1 i a3 ?

" qauason sou 3 [Asud " — 2l 2.
Zdoid daperdl s 2l d-i staeladl st L aal s:i.
Zs-ia vl : (1) ae gl Al
OR
Al sl aienl st sl wealda asual.
gl ARSI A5 AU sl s ?

AlBddtd AR 51 5L USIRLE ? 25 Hi Al s

QuLso AL sidaA - 22l 520, 1) ARsvu qzeil 22l s

AlBadtd del cavay 2udl, d- dier A ugldil, Hec dal Saii-l Al s3i.

OR
lSadtd - Rigaididl a2l su.
s-iaau : 1. 20l AcuAn.

2. YRl ACUHA.
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Q. 4 (a)
(b)

(©
(d)

(€)

Q. 5(a) N2 duwalEs w2 dadi [Alag wadl 2udal 9. B+ uH d duaalRa-dl 5§ uealaui nuda

(3) 2tidlRs augasl
(4) usd Y-l
(5) S-udl 2ual

SECTION- 2

" Qgll G AGAHA A Uld % O, "' — QG 0 3 vid.
" quuagEa HAed daie a1l Anadi-l Biznaild seisd. - [@Qain i 3 wig.

danaig (B Al carvan 2uul.,
" Qg (e 2ied daigl aqiral W dami vuadi wadl. " 2udl 28 v yel cuva s
[Ruzua-dl & ?

2129 (BarL WSIRAAL AUH Sl

i 8 d salda 8. ol A2 i dl d-dl AL vl L7 (W) @vil, o1 v Sl dl x (Ais)) 4l

daag(fani waal dagEa-l wealdd vud
(1) tiedl

(2) A 2ual

(1) dcusitarid. g weald . [ ]
(2) Acudi g1 4. 9. ueald. []
(3) dwdl gt d. 9. weald. ]
(4) mesl grud. 9. vweald. [ ]
(5) A g d. 9. veal. [ |

(6) [asuu~ (6) auesst grud. g weald, [ ]

5

(b) Qe caqALdAUL su1 suL [QAeuoli-l Amd w6 ? 5

(C) AL AAo-l 2ARSIRL %Al 4
OR

(@) e Ao crsidi 2l s3u. 5

(b) dgEa 4 e Rl Ane-t i g S ? d-dl Al 52, 5

(C) Es+ia auil — daasalal 4

Q. 6(a) dumaladl cyva 2udl, daraa w2 siSur — 2 uealdidl 2l s2u. 7

(b)  A=eL cacedst AL 21 247 AvAL AHFIAL QAR AdALdAAL [@RA (e 22l 521, 7
OR

(@) A sdadl dessizil Gayds Aupial. 7

(b)  dueL AR sl 49 5% RuAl. 7
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