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B.Com. (Part–II) Examination, 2015

 (Vocational Course)

Personal Selling & Salesmanship

Time Allowed : Three Hours ] [ Maximum Marks : 100

Note : Answer five questions in all Question No.

1 is compulsory. Answer four more ques-

tions, selecting one question from each unit.

kegâue heeBÛe ØeMveeW kesâ Gòej oerefpeS~ ØeMve meb.1 DeefveJeeÙe& nw~

ØelÙeskeâ FkeâeF& mes Skeâ heÇÇMve keâes Ûegveles ngS, DevÙe Ûeej ØeMveeW

keâs Gòej oerefpeS~

1. Explain the following in brief :

efvecveefueefKele keâes meb#eshe ceW mecePeeFS :

(i) Ethics

DeeÛeej MeeŒe

(ii) Display

ØeoMe&ve
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(4)

7. What is Sales - forecasting? Describe the fac-

tors which affect sales forecasts.

efJe›eâÙe hetJee&vegceeve efkeâmes keânles nQ? efJe›eâÙe hetJee&vegceeveeW keâes ØeYeeefJele

keâjves Jeeues lelJeeW keâes mecePeeFÙes~s

Unit-IV / FkeâeF&-IV

8. “Money spent on advertising is an investment

and not an expenditure”. Comment.

‘‘efJe%eeheve hej efoÙee ieÙee JÙeÙe efJeefveÙeesie neslee nw ve efkeâ efmehe&â

JÙeÙe~’’ efJeJesÛevee keâerefpeS~

9. What are the difficulties and advantages in the

way of selecting selling as a career? Explain.

efJe›eâÙe keâes DeepeerefJekeâe keâe meeOeve Ûegveves ceW keâewve-keâewve meer

keâef"veeFÙeeb SJeb ueeYe Øeehle nesles nQ? mecePeeFÙes~
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(iii) Selling points

efJe›eâÙe efyevog

(iv) Psychology in selling

efJe›eâÙe ceW ceveesefJe%eeve

(v) Advertising objectives

efJe%eeheve GösMÙe

(vi) Demand Creation

ceebie me=peve

(vii) Closing of sale

efJe›eâÙe meceeefhle

(viii) Sales mannual

efJe›eâÙe hegefmlekeâe

(ix) Tour plan

Ùee$ee keâer Ùeespevee

(x) Customer service

«eenkeâ mesJee
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Unit-I / FkeâeF&-I

2. State the various stages involved in the pro-

cess of selling.

efJe›eâÙe Øeef›eâÙee kesâ efJeefYeVe ÛejCeeW keâes yeleeFÙes~

3. “Selling in a buying process”-Discuss the state-

ment.

‘‘efJe›eâÙe Skeâ ›eâÙe Øeef›eâÙee nw’’~ Fme keâLeve keâer efJeJesÛevee keâerefpeS~

Unit-II / FkeâeF&-II

4. What is personal selling? Explain the nature

and importance of personal selling.

JÙeefòeâiele efJe›eâÙe keäÙee nw? otmejs mJeYeeJe SJeb cenlJe keâer efJeJesÛevee

keâerefpeS~

5. Discuss AIDAS model in selling .

efJe›eâÙe ceW AIDAS Øeefleceeve keâes mecePeeFÙes~

Unit-III / FkeâeF&-III

6. Define Buying motives? Explain its various

kinds.

›eâÙe GösMÙeeW keâer heefjYee<ee keâerefpeS~ Fmekesâ efJeefYeVe ØekeâejeW keâes

mecePeeFÙes~

(2) (3)
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