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1. (a) Why is it crucial for a salesperson to grasp the

buying motives behind each purchase? Provide

real-life examples to support your explanation.

(6+3)

(b) The statement, ‘A good salesperson can sell a
heater to someone living in a warm climate,’
is often used to exemplify sales prowess. Do

you think this statement holds true in the

present context? Justify your answer with relevant
(3+6)
reasons.



4866 3

OR

(a) Describe the Problem solving approach and the
Right set of circumstances theory in personal
selling. How do these theories guide salespeople

in the selling process? (3+3+3)

(b) Prospecting is a critical stage in personal selling.
Discuss why prospecting is considered vital and
explain various methods of prospecting, supporting

your answer with examples. (3+3+3)

2. (a) Retaining current customers is more cost-effective
than acquiring new ones. How can a salesperson
contribute to retaining current customers? Discuss

strategies for customer retention, providing

examples. (3+3+3)

(b) Customers often raise objections during the sales
process. What are the various types of objections,
and how can a salesperson effectively address

them? Provide strategies and examples. (2+3+4)

P.T.O.
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OR

(a) The AIDAS model is a well-known framework
in personal selling. Explain how the AIDAS
model guides a salesperson through the
selling process, providing examples for each

stage. (3+3+3)

(b) The “Presentation and Demonstration” stage 1is
crucial in gaining customer confidence. What skills
are required by a salesperson at this stage?

Discuss with examples. (3+6)

3. (a) How can a sales manager ensure that the
sales team avoids puffery and misrepresentation
in selling? Discuss ethical issues in sales

and provide strategies to address them, with

examples. (3+6)
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(b) [nitiating the close is a pivotal moment in the
7 C

cales process. Why is it important, and what
.rc the various reasons for the failure to close

on the part of the salesperson? Discuss with

examples. (5+4)

OR

(a) Personal selling plays a crucial role in building
and maintaining customer relationships. Explain the

significance of personal selling in CRM, using real-

life examples. (5+4)

(b) Salespeople come in different types, each with
specific characteristics. Describe the various types
of salespersons and discuss how these
characteristics influence their effectiveness in the

sales process, providing examples. (2+7)

4. (a) Explain the role of motivation in personal selling.

Explain Maslow’s theory of motivation for
motivating the salesperson with examples.

(2+7)

P.T.O.
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(b) What do you mean by salesmanship ? Discuss the
role and quality of a salesman with the help of

examples. (2+7)
OR

(a) Discuss the qualities of a good salesperson
and how they contribute to successful selling.
Provide real-life examples to illustrate your

points. (7+2)

(b) Effective sales planning and control rely on
accurate reporting and documentation. Explain the
importance of sales reports and documents in
sales planning and control, providing relevant

examples. (2+7)

5. Write short not on any four : (18)

(a) What are three common myths about personal

selling? (-3

: l

(b) Define the term “selling point” )
4.5

selling.
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(c) Who are Order Getters in the sales force team?
Explain their role in the selling process in three

points. (4.5)

(d) Describe the concept of the ‘Sales Force’ team.

List three key members of the sales force team

and their roles. (4.5)

(e) Discuss the different types of customers

encountered in personal selling. (4.5)
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