Group - A
(Muitiple Choice Type Questions)

1. Answer any ten questions
i) The process of persuading a person to buy goods or services is known as

v'a) sales preparation b) sales promotion
c) salesmanship d) sales making
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'POPULAR PUBLIGATIONS

ii) Medical representatives are known as .
a) order taker
v'c) order creator

b) order getter
d) none of these

i) “method of objection handling is used with the objections arising out of INCorrecy ang
_misleading objections e
a) boomerang
(€ : v'd) head on
c) indirect denial d)

iv) Personal selling is a process of ‘
9 a) advertisingg _ b) public relation

c) sales promotion ¥'d) none of these

v) The communication between a éales person and the potential customer or group of Customers jg
described as

a) direct marketing v'b) personal selling
c) advertising d) publicity

vi) The buyers behavior which strengthens his tenden

cy to make a particular response is known as
a) response

b) cues
c) reinforcement : ¥'d) drives

vii) Through market identification, a firm can identify

a) buyers and sellers b) buyers and prospective buyers

v'c) buyers, users and prospective buyers d) none of these

viii) Routing is favorable
a) new company

_ v'b) established company
c) existing company -

d) none of these

ix) The purpose-of sales quotas is
a) estimating the market share
b) planning and budgeting

- ¥'c)actas standards for measuring performance
d) none of these

X) ‘Buyer-Seller dyad’ can be described as

~ a)interaction between two people
b) interaction between sales person and thé customer
v'c) interaction between sajes

| Person and the Prospective customer
~d) interaction between custom

er and the customers
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MARKETING MANAGEMENT-II

) ACMEE :
a) helps o 'm?ke salesperson more effective b) train's new salespersons
c) trains existing salespersons ¥'d) all of these

) A vertical marketing system is

a) same as horizontal marketing system

b) a multi-channel marketing system

+'¢) a system for unification of manufacturer, wholesaler and retailer
d) none of these

Group - B
(Short Answer Type Questions)

2. Discuss the unique nature of personal seliing with respect to the other elements of the promotion
mix or marketing communication mix.
See Topic: PERSONAL SELLING, Short Answer Type Question No. 9.

3. Define salesmanship and discuss how sales management, personal selling and salesmanship
are all related.
See Topic: SALESMANSHIP AND QUALITIES OF SALESMAN, Short Answer Type Question No.

10.

4. Define Personal. Selling. Three major aspects of personal selling are: Professionalism,
Negotiation and Relationship Marketing. Discuss. '
See Topic: PERSONAL SELLING, Short Answer Type Question No. 10.

5. What are the essentials of a good presentation?
See Topic: APPROACH AND PRESENTATION, Short Answer Type Question No. L.

6. Explain a few tools for effective Demonstration.
See Topic: SCIENTIFIC SELLING PROCESS, Long Answer Type Question No. 2(a).

Group-C ‘
(Long Answer Type Questions)

7. Explain the following types of customer and how to handle with them as a salesman
) argumentive type

i) talkative type

iii) hesitant type

iv) youngster

v) impatient L
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- Sce Topio: APPROACH AND PRESENTATION, Leag Answer Type Ghrestinn No. S(or),

8. a) Describe AIDAS mode! vaih relovant exampie i
See Topie: SALESMANSHIE A%D QUALITIES OF SALESMAN, Long Amswer Type Questigy No. 4,

b} Why do prospects objoct? Oiferontiate batwean objection and excuse, Write down any vy

mgthods of handling otyechion.
Hee Topic: APPROACH AND PRESENTATION, Long Answer Type Ouestion No. 1,

8. o) What is Negotistion? How 1o lommulate & negoliahon sliatedgyy

b} Write o note on Instilutional selling.

2} See Topics APPROACH AND PRESENTATION, Low Answer Type Uuestion No, 7,
b1 See Topic: PERSONAL SELLING, Long Amswer Type Question Na, M)

10. a) Explain Buyer-Setier Dyad vath suitable diagnun angd exampio,

b) Expiain tha paychoiogica! qualitos of a salosman,

1} See Topic: APPROACH AND PRESENTA TION, Long Answer Type Question Ne. Nor),

b} See Topic: SALESMANSHIP AND QUALITIES OF SALESAMAN, Shor Answer Type Question
Moo f.

11, Wiite short notes on any three of the following;
a) Pre-approach
b) Utity of raininyg for sales personnel
¢} USP and s usage in sclilug
d) Sales temiicnas
o) Sales forgo sixe
a) See Topic: SCIENTIFIC SELLING PROCESS, Short Anawer Type Question No, 2.
b} See Topic: SALESMANSHIP AND QUALITIES OF SALESMAN, Long Answer Tape Question Ne. -
% :
¢} See Topic: APPROACH AND PRESENTATION, Lang Answer Type Question No. diar).
d} See Topic: SALESMANSHIP AND QUALITIES OF SALESMAN, Loag Answer Type Question Ne.
L
) Sce Topic: PERSONAL SELLING, Long Answer Type Question No. 3c),
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