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S.Y. B.Com. Examination
oLt ! forv 2017
BM 3- PERSONAL SELLING
Time:3:00 Hours| Lud Cede: €3£
Instruction: All questions are compulsory.

ENGLISH VERSION

Q.1.What is personal selling ? Describe the various types of selling ,
OR

Q.1. Personal selling as a career-Discuss.

(Q.2. Write a note on prospective customers in detail . 0®
OR G

.2 Discuss the steps in personal selling. .
Q ps inp e §
Q.3. Discuss the methods of approach to A@mer.

o

Q.3. Describe the Presentation ss in detail.

Q.4. Write a note on handling of customer objections.
OR

Q.4. Explain the various types of objections.

Q.5. What is follow-up ? Explain the process of its in detail.
OR

Q.5. Write a note on execution of sales order in context of personal selling.
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