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1. (a) What is Personal Selling? Explain its nature and

significance. (8)

(b) What are the essentials of effective salesmanship?

(7)
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(a) Differentiate between Personal Selling,

Salesmanship, and Sales Management (8)

(b) What qualities are expected from a good

salesperson? (7)
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2. Discuss the Buying-Formula Theory of selling. Why
the theory is also referred to as the problem-solving

approach? (15
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2. (a) How would you use the AIDAS model of selling

in the sales process? Explain. (8)

(b) Briefly explain the modern sales approaches used

in Personal Selling. ' (7)
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3. Explain the concept of buying motives. Why is it

important for the salesperson to understand buying

motives behind each purchase?

(15)
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3. (a) Distinguish between rational and emotional buying

motives. Support your answer with examples.

(8)

(b) Explain the Motivation theofy of Maslow's Need

Hierarchy with the help of examples. How it’s

useful in Personal Selling. (7)
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4. (a) What is the “Approach”? What are the different

types of approaches used in the saleg process?
(8)
(b) What is prospecting? Explain the methods of

identifying the prospects in personal selling. (7)
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(a) Explain different types of objections raised by
Prospects in Persong] Selling. What methods are

employed by salespersons to handle these

objectiong? ‘ (8)
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(b) What do you understand by “Pre-approach”?
Explain the steps involved in the pre- approach

stage of personal selling. (7)
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5 Write short notes on any three of the following:

(3x5=15)

(a) Types of salespersons
(b) Puffery and misrepresentation in selling
(¢) Customer Follow-Up

(d) Sales Manual

P.T.O.






