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Instructions:

1. All questions are compulsory.
2. Figures to the right indicate marks.
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English Version
Q-1 (A) Define ‘Personal Selling’; explain the significant of personal selling. (10)
(B) What is a sales technique? Discuss the main distribution channels. (10)
Q-1 (A) Explain essential qualities of salesman.OR (10)
(B) “Salesman are born not made™ — Discuss critically this statement. (10)
Q-2 What is Salesmanship? State scope and importance in modern times, (20)
Q-2 Explain characteristics of salesmanship, Exgllzin salesmanship is an Art or Science. (20)
Q-3 (A) What is buying motive? How to recognize the buying motives. (08)
(B) What is selling points? Explain different types of selling points. 07
Q-3 (A) Explain different steps of selling [:’rocesoz:1 (10)
(B) Explain ‘RIDSAC’ Formula. (05)
Q-4 Explain Importance and different methods of sales promotion. (15)
Q-4 What is market research? Discuss importangs and limitations of market research. (15)

sk sk sfe sfe sk sfe sfesieshe sfe sheshe skoskeske s skesk skosiesk

https://www.bknmuonline.com/



