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B.Com. Semester - 1 (CBCS) Examination
Oct/Nov. -2019 (OLD COURSE)
PERSONAL SELLING AND SALESMANSHIP-1(DISC. SPE. ELE -1)
Time: 2:30 Hours
Instructions:

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

Marks: 70
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ENGLISH VERSION
Q.1 Explain the importance and Indirect methods of personal selling.

OR

Q.1 (A) Discuss good characteristics and of sales manager.

Q.1(B) Explain : Personal selling Advertising.
Q.2(A)  Explain characteristics and importance of salesmanship.

Q.2(B) Explain : Counter salesman and Travelling salesman.

OR

Q.2(A)  Explain: Salesmanship is a profession.

Q.2(B) Explain: After sales services.

Q.3 What is Buying Motives? Explain main types of buying motives.
OR

Q.3 What is selling points? Explain different types of selling points.

Q4 Explain meaning, objectives and importance of market research.
OR

Q4 Discuss different types of sales promotion methods.
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