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Q-1.
Q2. A
Q2. B.
Q2. A.

Short Answers Questions (Any 5) 10
AlAani orater suul. (siSust 5)

What is meant by ‘salesmanship training’?

“Aeaidgily 2[Aordl 249 g 97

List Down methods used to remunerate salesmen.

Aexidd Y5l 5241 HI2 AuRldl Usldziidl uigl ol
How does a salesmen influence customer decision-making?

Aeid Alesell [slagmdid sl Ad uenfaq 52 97?

What are the key factors to consider while appointing a salesman?
deiadl (4915 52l auid LaldHi AWAL HI2 Hodd dedl 9 697

What are the key elements of an effective online advertisement?

Y] 2lAAISA oAS2UAAl HEAYRE dcdl s41 97

How does outdoor advertising help in brand awareness?

G241 sl (A0 tlles vaRAuul Sl <ld uee 52 97

List down the factors to consider while selecting an advertising medium.
[Asitud HituH udE 52l Avid LUl AL Hizel uRoivli] A1l ol

Discuss the role of a salesman in building customer relationships and enhancing 07
brand loyalty.

Als Ultel 2Holtl U2 ol 2 adles 431 aURAHL [A5dldl Q451 (A9 Al 5.

Discuss the advantages and disadvantages of radio and television advertising for 08
businesses.

A1 Hi2 Ul 24 2(A[ARd 018Ul SIAEL il sl Vi3 AL S

OR (¥144l)
What challenges do salesmen face in the modern market, and how can they 10
overcome these challenges?
Y5 AHL AAIRSIRIA 4L USSIRIAL ULHAL 529 US 69, Biel ABAL VAL USSRIA
Sefl <ld ur 30 a5 97
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Q.2.

Case Study 05
A sales executive at a car showroom notices a couple browsing vehicles.

Instead of directly pushing for a sale, he greets them warmly, asks about their
preferences, and offers a brochure, ensuring they feel comfortable before

discussing specific models.

Question:

Why is the initial approach or welcoming phase crucial in building rapport with
potential customers?
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