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RAN-2308000601060006
F.Y.B.Com. (Semester-I) Examination April - 2026

Salesmanship and Publicity (SEC)

(h¡QpZL$mp A“¡ rhop‘“)

 [ 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.  Vy$„L$dp„ S>hpb Ap‘p¡. (L$p¡C ‘Z ‘p„Q)   10

 1) h¡QpZL$mp rkÝ^p„s“p L$p¡C ‘Z ‘p„Q sÐhp¡ gMp¡.

 2) k„crhs N°plL$“u dygpL$ps d¡mhhp“u ‘Ý^rsAp¡ S>Zphp¡.

 3) h¡QpZdp„ âep¡N A¡V$g¡ iy„?

 4) h¡QpZL$mp ’L$u N°plL$p¡“¡ ’sp gpc gMp¡.

 5) N°plL$ Üpfp Dcp L$f¡g hp„^pAp¡“p¡ S>hpb Ap‘hp“u dy¿e ‘Ý^rsAp¡ S>Zphp¡.

 6) h¡QpZdp„ d“p¡h¥op““u D‘ep¡Nusp S>Zphp¡.

 7) h¡QpZ dyv$p“u ìep¿ep gMp¡.

â-2.  õ’peu rh¾$¡sp Üpfp N°plL$“¡ AphL$pf“p sb½$p rhi¡ rhõs©s dprlsu Ap‘p¡. 15

A’hp

â-2. A) k„crhs N°plL$“u s‘pk dpV$¡“p kp^“p¡ rhi¡ QQp® L$fp¡. 10

 b) L$¡k õV$X$u :-   05

   ""V$¡¼lp¡d Bg¡¼V²$p¡r“¼k'' âp. rg. dp„ fpS> ipl, B“-õV$p¡f k¡ëk A¡[¼T¼eyqV$h sfuL$¡ afS> 

bÅh¡ R$¡ . A¡L$ eyNg “hp rd¼kf N°pCÞX$f Mfuv$hp“u BÃR>p kp’¡ Aph¡ R$¡. fpS> s¡d“y„ õhpNs 

L$f¡ R$¡ A“¡ s¡d“¡ õdpV®$åg¡ÞX$ 750-hp¡V$ rd¼kf N°pCÞX$f bsph¡ R$¡. A¡L$ dÝed qL$„dsu A“¡ 

i[¼sipmu diu“, Mpk L$fu“¡ k|L$p dkpgp A“¡ QV$Zu dpV$¡ ep¡Áe.‘f„sy hpsQus v$fçep“ N°plL$p¡ 

“uQ¡ dyS>b L$¡V$guL$ sL®$kcf i„L$pAp¡ (hp„^pAp¡) DW$ph¡ R$¡. sd¡ k¡ëkd¡““¡ L$¡hu fus¡ N°plL$“p 

Ap hp„^pAp¡“p¡ ep¡Áe fus¡ v$f¡L$ i„L$p“p S>hpb Ap‘¡ A“¡ kamsp‘|h®L$ h¡QpZ ‘|Z® L$f¡ R$¡ A¡ 

kdÅhp¡.

 1) N°plL$ : ""` 4,500 ’p¡Xy$„ h^pf¡ gpNu füy„ R$¡. d¢ sp¡ buÅ b°pÞX$ ` 3,000 dp„ Å¡ep R$¡.''

 2) N°plL$ : Ap b°pÞX$“y„ sp¡ ‘l¡gp ¼epf¡e kp„cýey„ S> “’u. rhðpk L$¡d fpMhp¡?''
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ENGLISH VERSION

Q-1.  Answer in short any five.   10

 1) Write any five elements of the principles of Salesmanship.

 2) Mention the methods of approaching a potential customer.

 3) What is demonstration in sales?

 4) List the benefits customers gain through Salesmanship..

 5) Mention the main methods for handling customer objections.

 6) Explain the use of psychology in sales.

 7) Write the definition of a selling point.

Q-2.  Explain in detail the stages of welcoming a customer by a permanent (in-store) 15 

salesman.

OR

Q-2. A) Discuss the tools for identifying potential customers. 10

 B) Case Study :-   05

   Raj Shah works as an in-store sales executive at TechHome Electronics Pvt. 

Ltd. A couple visits the store with the intention of purchasing a new mixer grinder. 

Raj welcomes them and shows them the SmartBlend 750-watt mixer grinder, a 

mid-range, powerful machine especially suited for dry spices and chutney.

   During the conversation, the customers raise the following reasonable 

concerns (objections). Explain how the salesman can appropriately respond to 

each of the objections and successfully complete the sale.

 1) Customer : "` 24,500 seems a bit high. I've seen other brands for ` 23,000."

 2) Customer : "We've never heard of this brand before. Why should we trust it?"


