(4)
What is Sales - forecasting? Describe the fac-

tors which affect sales forecasts.
fagsar yafaam 5 wea &2 fawa qafgam™i @ yanfaa
HRA qel Il Pl AR

Unit-1V / $oR-IV 15

“Money spent on advertising is an investment

and not an expenditure”. Comment.

“fosi R fear wan s fafsm gvar @ 7 6 Rad
TI|” faagr SHifFw|
What are the difficulties and advantages in the

way of selecting selling as a career? Explain.

fasha @1 STSNad! B FEF g H diA-dH A

BiSISTT Td o9 U Bl 27 qHeed|
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(Vocational Course)

Personal Selling & Salesmanship

TimeAllowed : ThreeHours] [ MaximumMarks: 100

Note : Answer five questions in all Question No.

1 is compulsory. Answer four more ques-
tions, selecting one question from each unit.
o Ufg w1 & IR Afe| yea 6.1 sifvard 2
T® IPTs I BB J B Iod gL, 3 IR eI
® IR dfoe|

Explain the following in brief :

fr=fafead @ dau & ausmRe

(i) Ethics

3R RMRA

(ii) Display
yeete

P.T.O.



2)
(iii) Selling points

fawa fog

(iv) Psychology in selling

famwa & m=ifasm

(v) Advertising objectives
fasm= seza

(vi) Demand Creation
i go

(vii) Closing of sale

fama wmfta
(viii) Sales mannual

fawar gt
(ix) Tour plan

AT B AT

(x) Customer service

TES Hal
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Unit-I / $oiB-1 15
State the various stages involved in the pro-
cess of selling.
fawa i & fafim @Rolt & saEa|
“Selling in a buying process”-Discuss the state-

ment.
“facsar v 5 wfshar 8| 59 B @l fadaeT SHifeTe |
Unit-II / 3oE-11 15
What is personal selling? Explain the nature
and importance of personal selling.
B fagsa o &° TR TaWTa vl wed @ faaeer
HifoTe|
Discuss AIDAS model in selling .
faa # AIDAS ufem= & THegd|
Unit-III / $oR-I11 15
Define Buying motives? Explain its various
kinds.
BT AT P IRHWT Hifoel 395 fGhiE ToRT &

TS |
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