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B.A./B.Sc. (General) 4™ Semester
(2055)
ADVERTISING, SALES PROMOTION & SALES
MANAGEMENT (In all Mediums)
Paper-IV Personal Selling and Salesmanship
Time Allowed : Three Hours] [Maximum Marks : 100

Note :— Attempt any four questions from Section A. Each question

carries 5 marks. Attempt any two questions each from
Section B and Section C. Each question carries 20 marks.
SECTION-A |
Write short notes on :

1. Door to door selling situations

2. Cost of Advertising Vs Cost of personal selling

3. Role of Post sale activities in effective selling

4. Cash memo

5. Types of consumer and Industrial markets

6. List out the documents required for reporting.

SECTION-B

7. Is personal selling more important than advertising ? Jusuty your
answer with examples.

8. Explain AIDA model of selling. Also, explain types of sales
personnel.
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Discuss the characteristics of consumer markets and its implications

for the selling function.

Describe the process of effective personal selling. Also discuss the

relevance of closing and follow up in personal selling process.
SECTION-C

What are the special qualities in successful salesperson in consumer

products ? Give examples.

Give notes on —

@) Distribution Network relationship

i) Tour diary and Periodical reports

What is the importance of personal selling in today's era ? Discuss

the problems and difficulties in personal selling.

Discuss the advantages and difficulties in making Selling as an

attractive Career for the youth.
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