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Instructions:

1. Fill up strictly the following details on your answer book
a. Name of the Examination: BACHELOR OF COMMERCE (NEP
& NON-NEP) (SECOND SEMESTER)
b. Name of the Subject: SEC - SALESMANSHIP AND
PUBLICITY - LEVEL 6
c. Subject Code No: 2408000602060006
2. Sketch neat and labelled diagram wherever necessary.
3. Figures to the right indicate full marks of the question.

4. All questions are compulsory. Student’s Signature

Seat No:

English Version [Max. Marks: 25]

Q.1 Short Answers Questions (Any 5) 10
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What are the different types of salesmen?

List three qualities essential of a successful salesman.

Outline the key components of salesmanship training.

Discuss one factor influencing the remuneration of a salesman.
List down the functions of advertising department.

List down advantages of Radio advertising.

What are advantages of Internet Advertisement?

. What are the objectives of evaluating salesman's performance? 7

Analyse the importance of salesmanship training in shaping a successful 8
salesman.

OR
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A. Explain the advantages and limitations of Press Publicity. 10

B. Case Study S
XYZ Corporation, expanding into both FMCG and steel products, faces a
recruitment dilemma. Marketing Authority A insists on hiring candidates
experienced in FMCG sales, emphasizing consumer insight. Marketing
Authority B advocates for steel industry recruits, citing familiarity with
supply chains and seamless team integration. The disagreement centers
on product relevance and communication dynamics. XYZ Corporation
seeks a resolution for optimal recruitment aligned with its dual-product
strategy.

Answer the following question based on the above case

As a consultant, your task is to propose a concise strategy that
harmonizes the perspectives, ensuring a balanced approach to meet both
product demands. Explain the reasoning behind your recommendation.
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Gujarati Version [Max. Marks: 25]
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XYZ 5\UTR2lsA, FMCG el 221d Geuleell viau [dadwl 53] 6] 8, A
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