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B.Com. Semester - 2 (CBCS) Examination
March/April — 2025 (New Course)
Personal Selling and Salesmanship - 2 (DSC1)
Time: 2:30 Hours Marks: 70

Instructions:
1. All questions are compulsory.
2. Figures to the right indicate marks.
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ENGLISH VERSION

“The best sales promotion of a product is the product is self.” Explain it and also explain
Different methods of sales promotion
OR
Globalization is a challenge for India. State your suggestion in detail for the success of sale
promotion strategy.
Discuss in detail the inter-relationship among different functions of sales management with
illustration.
OR
a) Explain the concept and importance of management. State Luther Gullick’s
Classification of management.
b) As per your opinion what is called an Ideal sales policy? As a producer what points will
you consider while fixing the selling price of your product?
‘Salesmanship is a born instinct and if the person does not have natural ability and skill, then he
will not become a salesman.” Do you agree with this opinion? Give reasons for your answer.
OR
Which is the most appropriate technique of selecting the salesman? State the recruitment
selection process in detail.
Which is the general technique of providing compensation to the Salesman? Which Technique
will you keep and why?
OR
Write a short note (Any Three)
1) Salesman’s Report
2) Control of salesman
3) Rights of salesman

4) Fixed quabtity method
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