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COMMERCE (Marketing)
Paper : BCM0500704

( Personal Selling and Salesmanship )

Full Marks : 60
Time : 2% hours

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

Answer eitherin English orin Assamese.

1. Answer the following by choosing the correct
option : 1x8=8
W [es MR Terz fAars e Teg i

(@) What is the significance of understanding
buyer behaviour in sales?

R cpae (For w9 IR/ (WE w1
S
() It eliminates the needs for research

2 IR TS AR I

(i) It reduces the need for customer
interaction

% AT WS 6N AEEATS! 2T
T
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(2)

(iir) It allows for tailored sales strategies
that meet customer needs

3 AR AR SR R e
et =1 $F

(iv) It focuses solely on product
features and benefits

2 @ AR A 9 e @Ree
KU

(b) The process of looking up and checking
‘leads’ is called

‘Leads’ PR SF *_[w RQca R A
TJRIFNMZT O FRIFY

(i) prospecting

T A1TF PR

(ii) pre-approach
-

(i) approach objections

ST oS

(iv) handling prospecting
TR 2AREF SACEARN
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(3)

Buying motives are important to
salespeople because they

TR Sy Regereem @ 9w FRI
EURs)

(i) help in preparing the s_ales reports
RfE afécm oo+ =H =

(ii) indicate why customers buy
products

A2F 7 TR T R O P

(iii) determine production levels

T B {RI F

(iv) replace advertisement

Reome afSgrm s =

When a salesperson listens to a buyer’s
concern and gives suitable answers, it is
called

e qwa o s T ¥ RS
Teq ey, OF PRI

(i) prospecting

RN P
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(4)

(i) handling objections
1o AR

(iti) post-sales service

RF-+1=77® o

(iv) approach
TR

(e) The tour diary of a salesperson mainly
contains

o ReFoR = TS ere; RRE AT

(i) list of customers visited, date and
purpose of visit

e =T oI, Oy % aww
e

() details of product specifications

STRAR IPER Reed

(@) market research findings

T SIRINS ©h

(iv) company budget information

TSR ACHG TP ©Y

26A/101 { Continued )



(S)

() Salesmanship is called an ‘art’ because
it

RE FEEAR T Il @RI W FRITY

() depends. on personal traits and
creative skills

Jfesre AT e RS wEeN ¢S
f$e 51

(i) has fixed rules and scientific
procedures

fafe fw o= Efe mRT eRe
e

(iii) can be automated
T 11 3T

(iv) focuses only on theory
(T Ogd @olTe &Fg fid

(g9 Which of the following is least likely to
be a personal selling situation?

ofe i Resemm @l e R
RS TR ST WHRSLF 79 2

(i) A tailor discussing fabric choice
with a customer

QPRI TEHT AT TS INARI AR
R e 41
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(6)

(i) A real estate agent negotiating a
home sale

1 RER weem=e fifere @[ gom R
«8h GTEH

(i) An online chatbot responding to
automated queries

FfEry or) Ty T b1 SR (5546

(iv) A salesperson demonstrating a
washing machine

o Reereiz AR @R o o1

(h) In the context of personal selling, the
term ‘value proposition’ primarily

refers to
Ifere RER Rcafroe o oBR’ R
T B/

- () the discount offered to a buyer
T AT A ([T

(ii) the unique combination of benefits
promised to the customer

age dfosfes i SReP W
MNEEGH
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(7))

(iii) the salesperson’s target for the
month

Regorems TR 77
(iv) the company’s advertising slogan

@mﬁa o caem=

2. Answer the following questions very briefly
(any siy : 2x6=12
oo fl aemm W e T

(a) Define sales management.

RE ~ifRoe=R e |

(b) Mention any two career opportunities
available in the field of selling.

RER Cvge ToEad R QI 101 RISt
ey 01

() What do you mean by intrinsic and
extrinsic motivation?

RS F ARG o e & o 2
(d) What is meant by qualifying a prospect?
AT 22T @l AR =y % 2
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(8)

(e) What do you mean by handling
objections is selling?

RER v weife grem 3fece & 312

() Define cash memo.

o MM g o

(g) What is order book?
R 2ol 2

(h) What do you mean by sales report?
R&N affSewm T 2

() State any two measures to make selling
an attractive career.

R&Ee sy @Rar Boeet o oerta &
CRICA 71 TR BeEy 01

(i) State any two ethical principles that a
salesperson should follow.

o Regrork SprRa SR 701 ¢Afes S
STay 90

3. Write short answers to the following
questions (any foun : 5x4=20
e erp=e wis Bet o (R et sifi) -

(a) Discuss the nature of personal selling.

e RER REPTR Ree scems <41 1
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(9)

(b) Explain Maslow’s Need Hierarchy theory
of motivation.

('] (RN QAR FRTOR ©F R0 QA1

(c) Describe the various types of personai
selling situations.

Ifee RER R[fen @m Rz 3¢
|

(d) What are the important characteristics
of motivation? Discuss.

RN gFgrf IREPR & R Scemsn
kil

(e) Distinguish between personal selling
and salesmanship.

Jere RE = Regea” oo @
NYFPTR Ty 91 |

() What are the essential elements of a
good sales presentation?

O O P T e ez
Ak

(g) Explain the significance of post-sales
activities in building  customer
relationships.

AP o 6t SRt Reames sEfseeR
SIoR T 90 1

26A/101 ( Turn Over )



(10)

(h) What is a tour diary? Mention the main
contents of it.

T TR 3 2 W 7 Regeg@w Teas 90 |
4. Answer any two of the following questions :

10x2=20
e epprgs R e PR Tes f

(a) Discuss the importance of personal
selling and explain the various types of
salespersons engaged in the selling
process.

Ifeore RER BT [RA@ w1 39 F
RER frrs wfive RSy g RegsTmz
I FT

(b) Discuss the various myths associated
with selling. What qualities should a
good salesperson possess to counter
these misconceptions?

&R G wive RiSa I8 (RIPRR ST
I G T YRNERE [ PRI G S
RareTi & & @9 e e 2

(c) What do you mean by buying motives?
Describe the different types of buying
motives and state their significance in
personal selling.

T R o & I Rfen ao/s &
CRTPAR I 9w Jfere R TR
SIeoRf TeEy 91 |
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(11

(d) Define the sales process and describe
the various steps involved in converting
a prospect into a customer.

@ afrr i i o O B A125F
BRT aFe dRae FRAE we R[few
oRfgeTgR I #4101 |

(e) Define a sales manual. Discuss its
significance and describe the essential.
contents of an effective sales manual.

REl PR ke fwn | W gFF AL
T HF GO IR RH RS =TI
RTEER 3 4

* %k K
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