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Instruction: All questions are compulsory.

ENGLISH VERSION
Q.1. Write a detail note on qualities of salesman . (20)
OR
Q.1. Write notes on: _
(A).Importance of Personal Selling. (10)
(B).Function of salesman. (10)
Q.2. Write a note on prospective customers in context ofpersonal selling.in detail. (20)
OR
Q.2. Explain the basic steps of Personal sellingy; ‘ (20)
(Q.3. Discuss the various methods of appsofching to a customers . (20)
OR
(Q.3. Discuss the presentatioﬁ pladning in cdntext of personal selling in detail. (20)
Q.4.How to handle the custeiilers objections ?- Discuss in detail. (20
OR
Q.4. Explain the various types of customers objections . 20)
Q.5. Discuss the various methods of closing sales. (20)
OR
Q.5. (A).Write anote on : Execution of sales order. {10)

(B).Process of follow-up.- Discuss. (10)
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Q1. dauptsaletl el (a9l [dadd Ml <l eull. (20)
Ul
Q.1 <l @il : _
(A) culEdad dauwilzan « Hecd, (10)
(B) duipsdlei sl (10)
Q.2. Alsatd aauelBadi Aeelul aueualfl weBNudl [dadd wi <lu aull, (20)
A4l
Q.2 alsdold aupilFal <l Lo ddssTall Aupdl . (20)
Q.3 Aules 2us < (alaw weadRh 2l (20)
. AL
Q.3. Albdild Auwlsat-R¥edinl 2oitd i 2udlee [ (aod el (20)
Q.4 el cuiail 3dl A Aeioll Usia B 7 (add ui A2l (20)
AUl
Q.4. wagh 1 diaaildl lafos wsadl auedl. (20)
Q.5. e wiud A fafan ueadiall il (20)
U4
Q.5.(A).<llu @il : dau1eL A3 <Al unalgagL: (10)
(B). 2tcaieul ) uslul -2l (10)
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