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Instruction: All questions are compulsory.

ENGLISH VERSION

Q.1. Discuss the nature & importance of personal selling.
OR

Q.1. Discuss the qualities of salesman in detail.

Q.2 Explain the basis steps of personal selling in detail.
OR

Q.2. Write a note on: prospective customers in detail,

Q.3. Write the methods of approaching to a cugtemers in detail.

OR

QQ.3. Write a note on: Presentation progess & styles.

Q.4. Write a note on: Types of Gbjections in detail.
OR

Q.4. How to handle customers objections? - Explain.

Q.5. Discuss the importance & process of follow-up in detail.
OR

Q.5. Write the methods of closing sales.
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