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Instructions for Candidates

1. Write your Roll No. on the top immediately on receipt

of this question paper.
2. Attempt all questions.

3. All questions carry equal marks.

4. Answers may be written either in English or Hindi;
but the same medium should be used throughout the

paper.
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1. (a) What is personal selling? Explain its nature and

significance. (8)
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(b) What role does personal selling play in ensuring

(7)

good relations with customers?
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Or

(a) Discuss the various objectives and functions of

(8)

personal selling?

g e & fAftvT 2w 3R sl W == S ?



4118 3

(b) “A good salesperson can sell a refrigerator to an

Eskimo” Comment. (7)
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2. (a) Explain the five levels of motivation given in
Maslow’s hierarchy of needs with the help of

examples. (8)
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(b) How can you useAIDAS model in personal
selling? (7
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Or

(a) Distinguish between rational and emotional buying

motives with the help of suitable examples. (8)
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(b) Explain the Buying-Formula Theory of selling,

(7)
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(a) What is ‘Approach’ in personal selling process?

3.
Discuss different methods of approaching the

prospects in personal selling. (8)

e R v ¥ gReanr’ @ 27 @i
A ¥ Gt o ugee @ fafeT ad@l W ow
RN

(b) Explain the importance of presentation and

demonstration in personal selling process. (7
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Or

(a) What is prospecting? Explain the method of

identifying the prospects in personal selling.
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(b) Why close has to be initiated in sales process?

Discuss various types of close in personal selling.

(7)
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4. (a) Briefly explain the methods of handling objections

in sales process? (8)
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(b) “Salespersons are born not made.” Comment.

| (7)
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s and documents

(a) What are thetypes of report
(8)

prepared by the salesperson?
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(b) What are the physical, mental and soc
(7)

of a good salesperson?
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& Short notes (Any three)
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(n) Lithics in personal selling,
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(b) Tour Diary
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(¢) Qualifying prospects
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(d) Pre-approach
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