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Answer the Questions from any one Option.

OPTION-A

(Personal Selling and Salesmanship)

Paper : COM-SE-6014

OPTION-B

(Retail Management)

Paper : COM—SE—6024

Full Marks : 50

Time : Two hours

The figures in the margin indicate
full marks for the questions.

Answer either in English or in Assamese.
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OPTION-A

Paper : COM-SE-6014

(Personal Selling and Salesmanship)

1. Choose the correct answer : 1x4=4

(i) Personal selling starts with

understanding of customers.

(a) help (^)

(b) need

(c) cost (Wf5l)

(d) sales (1%^)

(ii) The full form of CIS is

(a) Channel Induced System

(b) Central Information System
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(c) Cumulative Increase Selling

(d) Chief Informaion Supervisor

(Hi) The Need Hierarchy theory of motivation

is given by:

2iorF5r%lW S

(a) Fedrick Herzberg (C<pS<p

(b) Victor Vroom (F»5^

(c) A. H. Maslow (<4.4^.^nW)

(d) Peter Drucker (f^f^

(iv) Post sales activities includes

1%#!^

(a) customer identification

(b) sales presentation
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(c) customer apathy

(d) customer feedback

djxoiaiNO

2. Give brief answer to the following : 2x3=6

(i) Give two examples of career in selling.

(ii) Give two examples of intrinsic and
extrinsic motivation.

(in) What is cash memo ?

^^csicsrfl^?

3. Answer any two questions from the
following: 5x2=10

^ Rc^tCHi

(i) Explain the characteristics of personal
selling.
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(ii) State the dynamic characteristics of
motivation.

(Ui) Discuss the importance of after sales
service.

I

(iv) What are the purposes of preparing the
sales reports ?

4. Answer any three questions from the
following: 10x3=30

(i) What is personal selling? Discuss the
various types of salesperson.

(ii) What is buying motive? Discuss the
various types of product and patronage
motives.

1^? ^
C2R«fH ^ 1
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