2108002201070012

EXAMINATION FEBRUARY-MARCH 2024
BACHELOR OF COMMERCE (EXTERNAL) (FIRST YEAR)
SALESMANSHIP AND PUBLICITY - LEVELY

[Time: As Per Schedule]

Instructions:
1. Fill up strictly the following details on your answer book
a. Name of the Examination: BACHELOR OF COMMERCE
(EXTERNAL) (FIRST YEAR)
b. Name of the Subject: SALESMANSHIP AND PUBLICITY
LEVEL-7
c. Subject Code No: 2108002201070012
2. Sketch neat and labelled diagram wherever necessary.
3. Figures to the right indicate full marks of the question.
4. All questions are compulsory.

Ql  gsuioaiot Ul

Answer in short.

1. ARARL SO HL ARAUBLe] AHIUst AH2A 9 ?

What is closing of sales in Salesmanship?

2. AU 5O US| UHSA Al ALeL AU

List the advantages to society through Salesmanship.

3. clclladot Yedat gLl QAL A 9 ?

What is sales through window display?

4. detldd atesell ARA sl

State the conditions of probable prospect.

5. GAUlESall AN otloll USSR AW

Enlist types of Producer salesman.
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Q.2

Q.3

6. ANt oll allds 210l Avll.

Write the moral qualities of salesman.

7. YRR AeA g 2.
What do you mean by publicity?

8. ANt Mol 5165 ueL wit ugldetl ottt el

Write any five methods to train salesman.

9. “UIS UUR N@olctlloll ugld A2t 92

What is the meaning of "Only salary" remuneration method?

10. “[o12let cleFe" 182 WA ?

What is the meaning of "Neon light" salesman?

AARLSOU GlRL WS cdlal AUl Al aolal.

Describe advantages to various parties through Salesmanship

YL
OR

ALes Gl 9% UAC clitdlotl UsLR el [Astd W2 HUd A 2

Give detail information about overcoming objections raised by prospects.

daldd auesoll Yetstd Anaalsll uglda (@ udl s .

Discuss about different methods to fix a meeting with prospect.

AUl
OR

U (@5l 6lRLUESA ALASIR WU Alall detsst (Al Yds umescl

Explain the stages of inviting prospect by local seller.
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Q.4

Q.5

Q.6

(QQu gielelgll AcuNetlat o520 (At A AL 16

Explain the detail classification of salesman from different aspects.

Al
OR

() A1 AN etoll uied(l Hizoll (Al sl

a. Describe the procedure of selection of appropriate salesman

(o) Y (A5 [Astiuet Aoo{lailo] el st ([AQ HE Al 2.

b. Give information about modern advertising agencies organizational
structure.

(Qsttuet vUsALR VELo{l AHLatl el el Aol Y ascllolel] (AR Aull . 16

Write about the responsibilities of advertising firm towards various parties.

YL
OR

Mot UANML 281821 wUAL vl 2llot 1L RAuclleall Yelll (A el
L.

Give information about points to be kept in mind while giving advertisement
through newspapers.

Lol U HL 2&Acdoll SLAEL UM 16
Explain the advantages of newspaper advertisements.
vAdl

OR
() gsolltt Gull. (518 UQL &
[A] Write short note. (Any two)

1. [@Qstiuet viglsu otssl sclledl UuglAAL.

Methods to determine advertisement budget.
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2. A Aoto{l Ul

Authority to salesman

3. AsA WA 2cl[ARet gL [Astiuet

Advertisement through radio and television

4. W3le yaAlogel

Buying motive

(o) UMl atcllofl AWuslallef AUl 12 ¢l oAl e wsHs YlRat

165 URL 2Rl ol GUNL 53| UHstAl.

[B] Using any three methods of attractive opening start a conversation to sell
story books in schools.
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