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RAN-2308000601060006
F.Y.B.Com. (Sem. - I) Examination November - 2025

Salesmanship and Publicity (SEC)

 [ Total Marks: 25

k|Q“p : / Instructions

(1) D‘fp¡¼s v$ip®h¡g rhNsp¡ DÑfhlu ‘f Ahíe gMhu.

 Fill up strictly the above details on your answer book.

Seat No.:

Student’s Signature

â.1.  V|$„L$dp„ S>hpb Ap‘p¡. (L$p¡C ‘Z ‘p„Q)   (10)
 1. h¡QpZL$mp ’L$u k¡ëkd¡““¡ ’sp gpc S>Zphp¡.
 2. k¡ëkd¡“ Üpfp ""hpsp®gp‘“p¡ ApL$j®L$ âpf„c'' A¡V$g¡ iy„ ?
 3. k¡ëkd¡“ Üpfp k|Q“p¡“p dy¿e âL$pf gMp¡.
 4. h¡QpZdp„ spqL®$L$ fS|>Aps A¡V$g¡ iy„ ?
 5.  h¡QpZ v$frdep“ âep¡N“p apev$p gMp¡.
 6. N°plL$“p hp„^pAp¡“p âL$pf gMp¡.
 7. h¡QpZL$mp“p L$p¡C ‘Z ‘p„Q dy¿e sÐhp¡ S>Zphp¡.

â.2.  Sy>v$u Sy>v$u ‘Ý^rsAp¡“p¡ D‘ep¡N L$fu, N°plL$p¡“y„ Ýep“ M¡„Qhp“u rhrh^ fusp¡ rhi¡ (15) 
kdS>Z Ap‘p¡.

A’hp
â.2 A) N°plL$p¡“p Mfuv$píe A¡V$g¡ iy„ ? s¡“p rhi¡ rhõs©s dprlsu Ap‘p¡. (10)
 b) L¡$k      (5)
  rdsyg A¡L$ Bg¡¼V²$p¡r“L$ õV$p¡f“p “hp k¡ëkd¡“ R>¡ s¡Ap¡ õdpV$®hp¡Q“y„ gpCh âep¡N Ap‘¡ R>¡. A¡L$ eyhp“ 

N°plL$ Aph¡ R>¡ S>¡ kfm, MQp®m “ lp¡e s¡hu õdpV$®hp¡Q“¡ Å¡C füp¡ R>¡ s¡ Æd Åe R>¡ A“¡ fp¡Æ„v$u 
âh©rsAp¡dp„ D‘ep¡N L$fhp dp„N¡ R>¡. lpgdp„ A¡L$ Ap¡af ‘Z Qpgu fl¡g R>¡ S>¡dp„ Mfuv$u ‘f õ¾$u“ 
âp¡V$¡L$V$f äu dm¡ R>¡ A“¡ R> drl“p“u h^pfp“u krh®k hp¡f„V$u äu dm¡ R>¡.

  sdpf¡ k¡ëkd¡““¡ AkfL$pfL$ âep¡N dpV$¡“p sb½$pAp¡ dyS>b N°plL$“¡ V$¡¼“p¡gp¡Æ-kcf õdpV$®hp¡Q“u 
S>ê$fueps kdÅhhu A“¡ âep¡N Üpfp s¡“p auQk®, D‘ep¡rNsp A“¡ ìephlpqfL$ gpcp¡ v$ip®hu“¡ 
h¡QpZ ‘|ê$„ L¡$hu fus¡ L$fhy„ A¡ kdS>Z Ap‘hp“u R>¡.

ENGLISH VERSION

Q.1.  Answer briefly. (Any five)   (10)
 1. Mention the benefits a salesman gets through salesmanship.
 2. What is the meaning of “An attractive start to a conversation” by a salesman?
 3. Write the main types of suggestions given by a salesman to customers.
 4. What is logical presentation in selling?
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 5. Write the advantages of product demonstration during selling.
 6. List the types of customer objections.
 7.  Mention any five key elements of Salesmanship.

Q.2.  Explain the various methods used to attract customers' attention. (15)
OR

Q.2. (a) What is customer buying motive? Provide detailed information about it. (10)

 (b) Case Study.    (5)

  Mitul is a new salesman at an electronics store and gives a live demonstration of 
a smartwatch. A young customer visits who is looking for a simple and budget-
friendly smartwatch. He goes to the gym and wants to use it for daily activities. 
Currently, there is an offer running where a free screen protector is provided with 
the purchase, and an extra six months service warranty is also included.

  You have to guide the salesman on how to explain the need for a technology-
equipped smartwatch to the customer, and through the stages of demonstration, 
showcase the features, utility, and practical benefits of the product, and successfully 
complete the sale.


