CP-VI/SEC-4(6'I CG)/(N&O)/24
B.Com. 6th Semester (General) gxamination, 2024 (CBCS)

Subject : Persong) Selling and Salesmanship
Course : SEC.4 (6.1 CG)

' (New Syllabus)
Time: 2 Hours Full Marks: 40

Candid The figures in the margin indicate full marks.
andi . . .
ates are required to give their answers in their own words
as far as practicable.
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1. Answer any five questions of the following: 2x5=10

R (7 AT A5TE 2sia B e o

(a) Define salesmanship.

Rrieer Txm e |

(b) Mention two types of sales person.

-4 Rermedlia Srad 3t |

(c) Define motivation.

SIS S| 7 |

(d) Name different stages of Maslow’s need hierarchy theory.

TCEE SRt eserdts ered [Rifew aietsfem A @t

(e) What is daily report?
it 2AforaE 2

(f) What is promotion mix?
BT el i e

(g) Whatis sales manual?

Sales manual 17

(h) Mention two characteristics of a good salesman.
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2. Answer any two of the following questions:

Acoa @ (e AfF o B MO 8

(a) Discuss the limitations of personal selling.

Ifsrs Riepraz sppRaleE A T |

(b) Narrate in brief the dynamic nature of motivation.

STATTRIR oAfoNer el AKCFCA I T |

(c) Explain the concept of buying motives.

LI (260 wigenfo g LA

(d) What are the career opportunities in selling?

Rtz comitore rat-Rast A e

3. Answer any nwo of the following questions:

A ¥ P 75 2ives S s ¢

(a) State different ways of handling of objections in selling.

Rzt owta Rranfae s &fem Beimaler Rye s

(b) Discuss the activities of different types of sales persons.

RS wata RergaRin Sie Sen=1 &l |

(c) State the ethical aspects of selling.

Rertmm t=fss s zda s

(d) Discuss different types of sales presentation.

RfSq «xtaa [Rera avfa wea im0t |
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10x2=20
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(3) CP-VI/SEC-4(6:1 CG)/(N&Q)/24
B.Com. 6th Semester (General) Examination, 2024 (CBCS)

Subject : Persong] Selling and Salesmanship

Course : SEC-4 6.1 CG)
(Old Syllabus)

The figures in the margin indicate full marks.

Full Marks: 40

Candidates are required to give their answers in their own words

as far as practicable.

W39 241 Aaptsfar oefarel AT |
AIFTrT 2R fere iy T 10 XAl

1. Answer any five questions of the following:

A @ AT ol Aera Teg e o

(a) Write any two differences between personal selling and salesmanship.

ferste e @ Repg ietola o @ et it A1 (eTeat |

(b) Mention any two post sales activities.

Q@ @I 0 R 21 e Sead et |

(c) Define order book.
Order book ~43 <& WG |

(d) What is sales manual?
3 #{f%5 ( sales manual ) §?

(e) What is periodical report?
“dige 2foram e

() Define public relations.
GrAACITAT g e |

g) Mention any two limitations of personal selling.
s Rercaa 4t Seifdt Srard 31|

(h) Define advertisement.

Rreatoitag Awl 7S |

2x5=10
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: estions: _
2. Answer any two of the followIng qu 5x2=10

Sitva @ (I o 2T T T S

cteristics of a good salesman_

e T AT |

(a) Briefly explain the chard
el Ruerem wRE e

(b) Discuss, in brief, the jmportance of personal selling.

o e g REALA SCTo Pl
¢ jmportant aspects of sales management.

frpesfer ACHRCA ST TN |

(c) Discuss, in brief, th
Frgr oA ool
(d) Discuss the limitations of personal selling.

fets Rerras MargoIef STl

3. Answer any two of the following questions: 10x2=20
NER T A HF AR TE S 8

(a) Narrate the importance of sales management.

fRern iR e fKge

(b) Discuss in detail the post-sales activities.

Rapg ~17a! PR 25 ST FA |

(c) Narrate different types of sales presentations.

Rfew gt Rernemda ot Afite Rge w0t

(d) State the ethical aspects of selling.



