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1. (a) Define Personal Selling. State in objectives. (8)

(b) What are the essentials of effective salesmanship?

(7)
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(a) What is CRM? Explain the role of personal selling
in CRM. (8)

(b) How does a sales job differ from other jobs?

Specify. (7)
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2. (a) How would you use the AIDAS model of selling

in sales process? Explain. (8)

(b) What are the various steps which need to be
followed while deSigning an effective sales

manual? | | (7)
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(a) How does the knowledge of id, ego and superego
help a salesperson in targeting their products

effectively to the consumers? (8)

(b) Explairi the various types of sales reports prepared

by salespersons. (7)
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(a) Define the rational buying motives of consumers.

How are they helpful for g salesperson? (8)
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(b) Bricfly explain the modern sales approaches used

in personal sclling, (7)
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(a) Explain the Motivation Theory of Maslow’s Need

Hierarchy and its uses in personal selling. (8)

(b) What is right set of Circumstances theory? How

is it different from the Problem Solving Approach?
(7)

(T) el ot Snavase TegE & oRon R R st
ot 3 TEs STERT @ ARAT IR

F.T:0;



2283 6

(<) vﬁﬁaﬁﬁmmaﬁﬁzw%?wwwm
IR ¥ e wER A e 2o

4. (a) What is Approach? Define different types o

approaches used in sales process? (8)

(b) What is the significance of follow-up in ensuring

effectivesales process? (7)
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(a) Briefly explain the methods of handling objections
| (8)

in sales process.



2283 7

(b) Why does closing needs to be initiated in sales
process? Define various types of closing in

personal selling. %
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Write short notes on any three (3) of the following:
(3x5=15)

(a) Salespersons are born not made

(b) Developmental Selling

(c) Ethics in Personal Selling

(d) Tour Diary

(e) Order Book 0.
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