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EXAMINATION FEBRUARY-MARCH 2024
BACHELOR OF COMMERCE (FIRST SEMESTER) (NEP &
NON NEP)
SEC - SALESMANSHIP AND PUBLICITY - LEVEL 6

[Time: As Per Schedule] [Max. Marks: 25]

Instructions: Seat No:

1. Fill up strictly the following details on your answer book
a. Name of the Examination: BACHELOR OF COMMERCE
(FIRST SEMESTER) (NEP & NON NEP)

b. Name of the Subject: SEC - SALESMANSHIP AND
PUBLICITY - LEVEL 6

c. Subject Code No: 2308000601060006
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

Q.1  oflAetl usiloll SSHI waled BUIUL: (518 UL Ald) 7
Give answers in brief: (any 7)

1. W3le udloget 2424 92
What is Buying Motive of Customer?

2. AULLL 501l A YLEeSA Ucll AL QU
Write salesmanship benefits to the customer.

3. dll55 2ld Aeq gj?
What is Logical Representation?

4, UYIHeAL ALt UL Wlel2a 51261 wWiledl Hiwld 82
Due to which buying motive Exercise equipment is purchased by
customer?

5. UldBL Yol Aeq g 2
What is a reputation suggestion?
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6. dULRLSUIL YU B, drg Wiledl His w1l «iefl — (did

Yl
Salesmanship is persuasion, not pressure to buy - explain the principle.

7. deifdd Aleseil Al alasldl qudl.
Write three qualifications of a potential customer.

8. AleSeil dulMetl Yt [Hs Altetlef] ALEL w1,
List the secondary tools of customer investigation.

9. ofefld ulRet Aed g2
Explain "Gift opening"” beginning of conversation?

10.%dl [deilstl ditl 224 g ?
What is unanswered objection?

Q.2 «dYIRLSUL A 5011, [ASllel Wl AU Y B [dellet YH1dl.
Explain the statement "Salesmanship is an art, a science and a profession™.

wgql
OR

W) ALES ol didl 12Q ? ALES il ditllell USI2 HHoMdl.
What is customer objection? Explain the types of customer objections.

o) AL S WRLEL 5al U3 Adl WRlelru) (ARl Hiled] 241,
Provide information about different objectives that will induce the customer
to buy.

Q.3 AUlsse llst Wudlefl d) (dQl Hilsdl 414,
Give information about ways to attract customer attention.

¥{eql
OR

3]) “QULRLSN L ALSS) of tlol w1SY B QULRL S0Lls] L ded UHd) .
“Salesmanship attracts attention of customers” Explain this element of
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salesmanship.

o) “QULRLSN H] AULRLe] UHIUsL W[ Hecdof]l Wioid 87 - (Mdid AHmdl.

“Closing the sale is very important in selling procedure” - explain this
principle.

Q4 ¢selluquil sl ugld)

Write a short note. (any two)

1. UL Yel)
Selling Points.

2. @R (A3l =l ALl dussl
Selling stages of local seller.

3. deilcd Alesell wiems dul
Primary methods to locate potential customer.

wgql
OR

3y sl
Case study.

UL Aol AN AR "oflo| WLN1S] ol SUSle]” AUIRL 5 B,

dldleust] A 5NS WRH HI2 AL USRe{l W16 Ulsdlell GUlL 520,
A salesman of "Radha" sales wants to sell "Kids readymade garments". Use
three types of opening methods for engaging conversation with prospect.
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