CP-VI/SEC-4(6-I CG)/(N&O)/23
B.Com. 6th Semester (General) Examination, 2023 (CBCS)
Subject : Persong] Selling and Salesmanship -
Course : Sgc.4 (6.1 CG)
(New Syllabus)
Time: 2 Hours . Full Marks: 40

The figures in the margin indicate full marks.

Candidates are required to giye their answers in their own words
as far as practicable.
Notation and symbols pgve their usual meaning.
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1. Answer any five questions of the following; 2x5=10
(T (I 5T AT TEI MG 3

(a) Mention two limitations of persona] selling.

Theore R 1fo Pyl STe gy |

(b) Write two differences between ‘salesmanship’ and ‘sales management’.
Rem preer ¢ Rew IR w0 vfS =nefay e |
(c) What is promotion mix?
ABIR e Fi 2
(d) Mention two types of sales presentation.
H-4301 “Rema Soglomt Srard 301 |
(e) What is periodical report?
*H1qe 2t i 2
(f) What do you mean by ‘demonstration’ in selling?
Rt itz ey e 9 a2
(8) Define advertisement.
eIt vicwt wpe |
(h) What do you meap by public relation?
G AT e gﬁ; a@f@” ?
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2. Answer any two of the following ques

(T (R 7o AT TG WS 3

effectiv 9
(a) What are the essential elementS of an ¢ sales manual?

o R sy iR el At
£
(b) Write short note on the different Y5 Salesperson,
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es pr :
(c) Discuss in brief the importance of sales promation,

TS —— i A LA

(d) Briefly explain the characteristics of 2 g0od salesmap,

e Sl Rrgror gl ARCRC S5 2y

3. Answer any two of the following questions: 10x2=20
(3 (I 7o 2ATHR T S ¢

(a) Discuss the good qualities of a salesman.

GG SITE! [Rrarora @edE St FCaT |

(b) Narrate the importance of sales management.

Rz IqgomR sFg R I |

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

et cwta et e R Soimef Ry wm

(d) Discuss in detail the post-sales activities.
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Subject : Personal Selling and Salesmanship
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o The figures j), the Margin indicate full marks.
andidates are required g, 8ive their answers in their own words

— SJar as practicable.
otation and SYmbols have their usual meaning,.
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1. Answer any five questions of the following. 2x5=10
(T (T A5 2ATHR T e 3

(a) Define salesmanship.
RerspereTor sicat me |

(b) What do you mean by buying motives?
TS (2N IS Y QA 2

(c) What is cash memo?

T I 9 2

(d) What is daily report?
it afStams 9 e
(e) What do you mean by ‘demonstration’ in selling?

ﬁmﬁwﬁwﬁ’rma G 7

(f) Mention any two characteristics of a good salesman,

Wwﬁmﬁammﬁmww'

(g) What is promotion mix?

2AGTCIR fire) o

lling.
(h) Mention any two advantages of personal selling
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2. Answer any two of the following questions 5x2=10

T (I 76 AT Taa we 2
(a) Write a short note on ‘different types of sales Presentation’.

RH T oy - R TR B oy

(b) Narrate the essential elements of an effective gajeq manual.

e e e st el Rge oy
(c) State the nature of ‘personal selling’.
Ffesre Rerras a9l Rge 3

(d) State the uses of buying motives in personal selling_

st fiarn Fora corar FeRefE e a,

3. Answer any two of the following questions: 10x2=20
T CPITAY 76 TR TG WG 3

(a) Explain the dynamic nature of motivation.

SrCeRe oifeRier epfe e Al |

(b) Discuss in detail the career opportunities in selling.

&t comtare iR Rl smane &)

(c) Enumerate the major points of difference between personal selling, salesmanship and
sales management.

IfEse Ry, Rern el o Ran rageiar TorE Ad@ef o =

(d) What are the advantages of demonstration? State the essentials of a good demonstration. 5+5
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