Group-A
(Multiple Choice Type Questions)

1. Choose the correct altemnatives for any ten of the followmg?: s
i} The process for persuading a person to buy goods of Service o
v"a) Salesmanship b) Sales promotio

kin
c) Sales preparation d) Sales making

if) Medical representatives are known as
a) order taker b; order getter

v'c) order creator d) none of these

iii) The buyer which strengthens his tendency to make a particular response Is known as
a) Response b) Cues
c) Reinforcement v'd) Drives

iv) The purpose of sales quota is
a) Estimating the market share
b) Planning and Budgeting
¥'c) Act as standards for measuring perfonnance
d) None of these

v) Delphi technique is used in

v'a) sales forecasting b) sales budgeting
c) sales controlling d) none of these
vi) ACMEE is
a) a Sales Compensation method ¥'b) a Sales Training method
c) a Sales Motivational method " d) None of these

vii) The first step in the buying process is

a) Information search b) Purchase decision
v'c) Problem recognition d) Evaluation of Altematives

viii) USP Is
~ a) Unique Selling Program

¥'b) Unique Selling Proposition
c) Unique Selling Promotion

d) Unique Selling Percentage
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Group-B
(Short Answer Type Questions)

§ 2 Brefly explain the essentials of good prewmaﬁo:n.
' See Tople: APPROACH AND PRESENTATION, Short Answer Type Question No. 3.

3. What are the functions of a salesman?
See Topic: PERSONAL SELLING, Short Answer Type Question No. 7.

£ 4 Vhat are the difierent sources from which a salesman can develop product knowledge?
See Topic: SALESMANSHIP AND QUALITIES OF SALESMAN, Short Answer Type Question No. 7.

§ 5 What are the steps in creative selling?
: -- - Bee Topic: PERSONAL SELLING, Short Answer Type Question No. 4.

§ 6 Explain the merits and demerits of personal selling.
~ Bee Topic: PERSONAL SELLING, Short Answer Type Question No. 8.

Group-C
(Long Answer Type Questions)

; 7. Discuss different types of personal selling.
4 k. See Topic: PERSONAL SELLING, Long Answer Type Question No. 1.
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B "Developing the task 1o be parformed by Sales Management is an importany
Eiabmata o the impact of the statement in reference lo managing a sales force. m‘%
See Topic: BALESMANSHIP AND QUALITIES OF SALESMAN, Long Answer T Yre Ques; %.

l o

X E}sw'm the AIDAS modo! with suitable example.
- Sew Tupic: SALESMANSHIP AND QUALITIES OF SALESMAN, Long Answer Ty -
¥pe Quention No.g,

10. Elaborately state the differant mwthods of dlosing of sales along with example of Bach gy,

s thod,
See Tople: PERSONAL SELLING, Loag Answer Type Question No. 2

11. Write short notes on any throe of the following:
a) Typas of objpotion
b} Pro-Approach
¢} Saiva-Foroe sao
d) Crder Gotters

8) Congniltative seling.
@} See Topic: APPROACH AND PRESENTATION, Long Answer Type Question No. 1.

b} Sex Topic: SCIENTIFIC SELLING PROCESS, Lang Amswer Type Question No. 24b).
¢} Soe Tepic: PERSONAL SELLING, Long Answer Type Question No. 3{c).
i} See Topic: SALESMANSHIP AND QUALITIES OF SALESMAN, Long Answer Type Question No.

9'
¢l See Topie: PERSONAL SELLING, Long Answer Type Question No. JdL
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