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ENGLISH VERSION

Instructions : (1) As per the instruction no. 1. of page no. 1.
(2) Question no. 1 is compulsory.
(3) Figures to the right indicate full marks of the
question.

1  Answer in brief: 12
(1) What is meant by buying motive ?
(2) What is meant by silent customer ?
(3) What is meant by display ?
(4) What is meant by suggestion ?

(5) "Advertisement is an indirect art of salesmanship".

- Explain.
(6) Discuss the similarities between salesmanship and
advertisement.
2 (a) Explain the criticism of salesmanship. 8
() In order to sell life insurance policy and washing 8

machine which are the points you would emphasis in
your sales talk.

OR
2 (@) Explain argumentative customer and foreign customer. 8

(b) Describe the various stages of sales process in short. 8

3 (@) What are the different methods you would apply to 8
contact the prospective customer.

(b) In the sales talk which are the initial attractive 8
points you would express.
OR
3 (a) Explain the difference between publicity and 8
salesmanship.
(b) State the advantages of advertisements to the 8
middlemen.
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4  Write short notes : (any two) 16
(1) Types of objections
(2) Procedure for conducting a sales demonstration
(3) Disadvantages of advertisement

(4) Objectives of advertisement

5 Case study : 10

Rajaram Pvt. Ltd. company is engaged in the sales of
different kinds of cellular phones. During the day many types
of customers keep visiting the shop to purchase the cellular
phones. Some of the customers are in a hurry. Some of the
customers are suspicious some of the customers insist for high
priced cellular phones where as many of the customers lack
self confidence.

Questions
(1) What type of customers visit the shop?

(2) If you are the salesman how will you deal with them?
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