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Instructions:

1. All questions are compulsory.
2. Figures to the right indicate marks.

Y1 (A) Aold QU Aed 9? calsclold ARl Mol AHsLAl. (10)
(B) AUl ugldxll Wed 9?7 Yyt AUl UslA ((QdRateti Hol)ell uul s3A. (10)
wal
Ys-1 (A) ANt HRell wagas ojllell AUl s, (10)
(B) “AcNet ¥oN B ololcl ot~ (Qeltotoll lsicts uul 5. (0)
Y- (A) QAR so AeA 9?7 BYEs AHAHT AR s0llef s11AN U Heccl UAUL (R0)
wal
ygi- AL sellell dadll duHstcll, AUl sa A sou B ¥ (Astlot UMl (R0)
yst-3  (A) Wile wel Aed 92 Wile el 3l A el asia? (0¢)
(B) AU a4 A2A Y? YEL-YEL USRatl AURL HalA AHLAl. (09)
wal
U3 (A) Quel Yl [@QAu dotsstull dHestdl. (10)
(B) RIDSAC (RsAs) ulsal uxsAl (ou)
sy AU lge] Hecet A Aofl (@AY uglull Ames . ()
wal
Y-y wR Alltot M@ 9? wR A bote] Heeal ual HAlerll w3l ()
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, Ex(sliin 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 procesi? (10)
(B) Explain ‘RIDSAC’ Formula. (05)
Q-4 Explain Importance and different methods of sales promotion. (15)
Q-4 What is market research? Discuss importan(c)s and limitations of market research. (15)
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