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BM - 3: PERSONAL SELLING _
Time: 3.00Hrs Marks: 100

1. What is Perscnal Selling? Explain Functions of a salesman.
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OR

1. Expléin Product knowledge in personal selling.
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2. Explain pre-approach in detail.
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OR
2. Explain prospecting and qualifying in detail.
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3.Discuss Presentation process and styles.
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OR

3. What is presentation? Explain pregentation planning.
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4 How objection is handle™aExplain Types of customer objections.
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OR

4 Explain methods of managing customer objections.
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5. What is follow up? Explain its importance and process.
WUl Bed 97 def He wal ylbaul Anamdll.

OR

5. What is closing Sales? Explain Methods of closing sale.
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