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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

s A TRm fare e e f

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

e ovae @om wvae FE A weR
o

(i) It eliminates the needs for research
? TR el A2 F

() It reduces the need for customer .
interaction
2 R S @A dcEAel 2P
EIA |
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(2)

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

3 ARd AT SR R
TERCE AT FCA

(iv) It focuses solely on product

(b)
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features and benefits
3 (3 TR @RS AF Ao (RS
L

The process of looking up and checking
leads’ is called

‘Leads’ PRt S® “Rr® R4t 7 afdsm
FA2E T W OF R = '

(i) prospecting
STy ARP STl

(i) pre-approach
-TREATA!

{iii) approach objections

AT =104

(iv) handling prospecting
AT 2AT=F AT

( Continued )
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(3)

Buying motives are important to
salespeople because they

T o Reporeed W gFeYd FRG
Eus ks

(i) help in preparing the sales reports
fRfer el e iR = =

(i) indicate why customers buy
products

2eE 61 S @ I O P

(i) determine production levels

e B9 [T U A

(iv) replace advertisement

e dfogrm s9 =

When a salesperson listens to a buyer’s
concern and gives suitable answers, it 18
called

@ qam Regorz ared Tom BH TEE
Teq i, O Rl =W

(i) prospecting

YRR ST
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(4) (S)

(@) handling objections () Salesmanship is called an ‘art’ because
148 SR it
G FeCsERe T’ & @R W FRA R
(iii) post-sales service .
o : (i) depends. on personal traits and
12t o creative skills
. : P 8
(iv) approach Jfere EFFE W JffERe TReN 8UNe
- 1S9 93
SR :
. (i) has fixed rules and scientific
I Tk fonni ¢ o ol - procedures
e e tour di of a salespe .
contains A e : e ey o (e &fed oo
IS
& [RCFeR =99 SIS Toros RS A

(i) can be automated

(i) list of customers visited, date and : TIP3
purpose of visit

IR = eifeRr, oIy wIF S=1ow

(iv) focuses only on theory

S (T ©GT SIS BFY A
(i) details of product specifications (g) Which of the following is least likely to
AN ARER R | be a personal selling situation?
| we fi Rz @Mel e [RE
(ifi) market research findings f JRIES @R FERA JHIROLF 9 ?
ARLRISENIA A _ (i) A tailor discussing fabric choice
with a customer
(iv) company budget information GO THIGH A2FY e AR BIEER
=1 ACH =AY 02 | ey seema
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(h)
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(6)

(ii) A real estate agent negotiating a
home sale
< RER wcem-re fifers @ e e
«C86 9T

(i) An online chatbot responding to
automated queries

wasfery e ©ad WAl o1 etz (5036

(iv) A salesperson demonstrating a
washing machine

& [Rcreiz AR @b e a1

In the context of personal selling, the
term ‘value proposition’ primarily
refers to

oo RER “ReaFoe T o@R° ==
BRI EU]

(i) the discount offered to a buyer

& ARTF AT ({2

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

aeme ofesfs fon SfRupERy S
SR

{ Continued )

(7))

(i) the salesperson’s target for the
month

Regeoreem ME&! 75
(iv) the company’s advertising slogan

@“ﬁr‘ﬁ’ﬁ R ear=

2. Answer the following questions very briefly

(any six : 2x6=12

we  f@r Pz W oqte  Sey o

(R e ==mt) -

(a) Define sales management.
R&! =R e |

(b) Mention any two career opportunities
available in the field of selling.
RFIT cwao Toprg R T 701 CPIARS
SCEY 0

(0 What do you mean by intrinsic and
extrinsic motivation?
SIS T AR ceerr e 7 3= 2

(d) What is meant by qualifying a prospect?
oI e el REEe w2
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(e)

(9)

)

0)

(8)

What do you mean by handling
objections is selling?

RER e weife =P e 5 =02

Define cash memo.

oM IPMI = 7 |

What is order book?

R el {52

What do you mean by sales report?

&R afSw= T 2

State any two measures to make selling
an attractive career.

REe o @Ram ot oft eeme R
CITCAT 701 5<% Teas 41 |

State any two ethical principles that a
salesperson should follow.

& [RCEFoiX PR SREEa 101 e TS
el

Write short answers to the following

questions (any four :

fAaTe epped s Bes 711 (R e wif o)

(a) Discuss the nature of personal selling.

26A/101

Tfesrs R CRBPHRI e Seeba 1 |

( Continued )

5x4=20

(b)

(c)

@

(e)

(g)
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(9)

Explain Maslow’s Need Hierarchy theory
of motivation.

=E' (2R AT FRTOR ©F =0 41 |

Describe the various types of personai
selling situations.

Jfese RGP Rfea @R ARRSHR 390
sl

What are the important characteristics
of motivation? Discuss.

R el @fErER 7 e
il

Distinguish between personal selling
and salesmanship.

e R o Rogeam IEe 390
YR e 40|

What are the essential elements of a
good sales presentation?

<1 o1 R Sorera gy Somernz
2

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

AR T it wferdte Rercmey SN
SR I 4
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( 10 )

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

T ©cadl 2 TR I3 REFRERE o 91 |
4. Answer any two of the following questions :

10x2=20
e eppgd f e o e fir

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

oo RPN gFe R e 91 o
PR afe e Rfen aems Remednz
e S0

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

/e oo wive Ricq a@ qRIPER, SHcer
1 @3 TF (RINER @ R G SF
RaeaE & & |9 AT = 2

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

7 R e e R[fen aeme @@
PR I 9 AR e [Ee N
e Tea 39|
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(11 )

(d) Define the sales process and describe

(e)

26A—8000/101

the various steps involved in converting
a prospect into a customer.

R iR i T o 95 TR ARSE
IBRT azFe ARTe IR Goe [feg

R{EPTYR 4T 1 |

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

RFm =RFE e Wl | T|F GFR A
T WF 9o TR [F BefEee = 10
REEEER I 41 |
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