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Bachelor of Arts (F'YUP) 1% Semester
(2125)
ADVERTISEMENT SALES PROMOTION AND
SALES MANAGEMENT

Paper : Fundamentals of Personal Selling (In all Mediums)
(Common With B.Sc. 1** Sem. N.E.P.) (SAPDSC1)

Time Allowed : Three Hours] [Maxin:ium Marks : 65

Note :— (1) .Question No. 1 is compulsory, attempt any TEN short
‘questions.(25-30 words). Each question carries 2 marks.

- (2) Attempt THREE questions from Unit-I to Unit-III
| by selecting ONE question from each unit. Each

question carries 15 marks.

1. Write short answers to the following (any TEN):
(1) What is personal selling? o
(1) Explain any three types of selling situations.
(1) What is prospecting?

(iv) Discuss any two types of sales reports.
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(VD)

(xii)

"Personal selling is a two-way communication" Discuss tﬂe
statcment.

What is follow up?

Discuss any two benefits of buying motives in personal
selling.

"Salesman is born, not made". Do you agree with this

statement?

Explain the difference between wholesaler salesman and

retailer salesman.
Explain the tour diary in brief.

Explain the difference between emotional and rational buying

motives.
Discuss any two requirements of a good prospect.

UNIT-I

- Discuss the nature and importance of personal selling.

Explain AIDA Model in detail.

Discuss various types of buying motives in detail.

UNIT-II

Discuss different types of sales personnel.

Explain the qualities of successful salesman.

Discuss various stages of selling process.
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UNIT-I1X

8. "Selling is an attractive carcer" Discuss this statement in detail.
9. Explain the problems faced by salesmen in selling.
10. Explain the following;:

(a) Sales Manual

(b) Order Book

(c) Cash Memo.
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