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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) Figure to the right indicate full marks of the
questions.

1 Answer in brief : 12
(1) What is meant by logical reasoning ?
(2) What is meant by buying motive ?
(3) What 1s window display ?
(4) State the characteristics of talkative customer.
(5) Give the definition of advertisement.
(6) What is social responsibility of advertisement ?

2 (a) Explain the different stages of sales process mentioned 8
by Peterson.
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(b) Give the definition of salesmanship and describe 8
its importance.

OR

2 (a) Discuss any four methods of attracting customers. 8
(b) What is selling point ? Which selling points are usefull 8
to a salesman ?

3 (a) State any four method for the objections of customer. 8

(b) Which point should salesman keep in mind while 8
making demonstration ?
OR
3 (a) State the objectives of advertisement. 8

(b) State the advantages of advertisements to the society. 8

4  Write short notes : (any two) 16
(1) Woman customers
(2) Types of suggestion
(3) Disadvantages of advertisement
(4) Characteristics of advertisement.

5 Case study : 10
Pushpa agency is engaged in selling of different types of
electronic products. In order to attract the customers this
agency adopts various types of schemes. Many customers visit
this agency for the purchase of different types of products.
The salesman of the agency keep receiving many types of
problems that are being faced by the customers, such as the
prices are high, the quality of the product is substandard,
They are not able to purchase on credit, They also expresed
that the agency was not popular besides they also complained
that the after sales services is not satisfactory.

The customers go away by making the above mentioned
statements without making any purchase.

Question :

In view of the above problems faced by the customers. How
would you as a salesman deal with such issues.
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