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COMMERCE (Marketing)

Paper : BCM0500704

( Personal Selling and Salesmanship )

Full Marks : 60

Time : hours

The figures in the margin indicate full marks

for the questions.

Answer either in English or in Assamese.

1. Answer the following by choosing the correct
option ; 1x8=8

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

1^1^ ^

(i) It eliminates the needs for research

(ii) It reduces the need for customer

interaction
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( 2 )

(Hi) It allows for tailored sales strategies

that meet customer needs

^

(iv) It focuses solely on product
features and benefits

C<P<I=1

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

'Leads' R SIRrt

(i) prospecting

'fSHI 3R^

(it) pre-approach

(in) approach objections

(iv) handling prospecting

'fSRI ■JfR^siRT
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( 3 )

(c) Buying motives are important to
salespeople because they

(i) help in preparing the sales reports

(ii) indicate why customers buy
products

■fRSt iiRI ^PC'I Iplil

(in) determine production levels

(iv) replace advertisement

aFs^w ^

(d) When a salesperson listens to a buyer's
concern and gives suitable answers, it is
called

>^1'^ awf ^a^
fel, C^RT

(i) prospecting

■aSl^RR
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( 4 )

(ii) handling objections

(Hi) post-sales service

(iv) approach

(e) The tour diaiy of a salesperson mainly
contains

*^1'^ ■Rcspspf vsicii^vo

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

(ii) details of product specifications

(in) market research findings

(iv) company budget information
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I 5 )

(f) Salesmanship is called an 'art' because
it

(i) depends, on personal traits and
creative skills

(ii) has fixed rules and scientific

procedures

^

(Hi) can be automated

(iv) focuses only on theory

vs^ fef

(g) Which of the following is least likely to

be a personal selling situation?

W5 i%IT ^51^ Mt

'iRRFs RSRRi ̂rrSiivst^ ̂  ?

(i) A tailor discussing fabric choice

with a customer

ter ^iwiHi w
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( 6 )

(ii) A real estate agent negotiating a
home sale

^  PiPivs C^Nl

'ircS'S >i(c®n5

(iii) An online chatbot responding to

automated queries

sot

(iv) A salesperson demonstrating a
washing machine

W

(h) In the context of personal selling, the
term Value proposition' primarily
refers to

-qjl^q^ ^if^aRpvavs

(i) the discount offered to a buyer

£RR

(ii) the unique combination of benefits

promised to the customer

aiR<p<p af^spf^ "spRT
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( 7 )

(Hi) the salesperson's target for the

month

»iiR^

(iv) the company's advertising slogan

2. Answer the following questions very briefly

(any sixj : 2x6=12

^

(1^ C<PlC»ll :

(a) Define sales management.

7R®T I

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

1%^ 'R C^IC*1I ̂  ^C<llT
^ I

(c) What do you meain by intrinsic and
extrinsic motivation?

^  C2RCII 1% ?

(d) What is meant by qualifying a prospect?

avsii^ ?
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( 8 )

{e) What do you mean by handling

objections is selling?

^ ?

if) Define cash memo.

%T I

(g) What is order book?

(h) What do you mean by sales report?

(i) State any two measures to make selling

an attractive career.

0) State any two ethical principles that a

salesperson should follow.

vflW ^ ^
1

3. Write short answers to the following
questions (any four) : 5x4=20

^  (f^ ^it^):

(a) Discuss the nature of personal selling.
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( 9 )

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

C2R®fI <23^t^ v£t»(s|<qiva|<^ ̂  ■^TTflT I

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

1^1%^ SR'R ^RRFs>15^^
1

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

C2R=IR ^
I

(e) Distinguish between personal selling
and salesmanship.

I

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

v£l^ voIoT
Rs?

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

ai^<P^ ^ •^I^4"=1I'^
Wfn ^ I
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(  10 )

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

^  ̂ I

4. Answer any two of the following questions :
10x2=20

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

R<(W ■®lTC®fTHT ^1*^
Ri?l«^ aOpiJIvo «fRivs RR>rj £f^T^

^ I

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

to ^

(c) What do you mean by buying motives?
Describe the different types of buying
motives and state their significance in
personal selling.
TIR C2R®IT ^ptCI '^? ■Rf^^ 3^1^ ^
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(  11 )

(d) Define the sales process and describe

the various steps involved in converting

a prospect into a customer.

^  aiw

RRifi

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

^ ̂ ^

★ ★ ★
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