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Paper No. B.Com.-CE-208F (Marketing)
Marketing —Il (Personal Selling)

Time:02.30 Hours Total Marks: 70
ENGLISH VERSION
Q.1 What do you mean by Personal Selling? Explain its nature and
Importance. 14
OR
Q.1 [A] State functions of a salesman. 07
[B]  Explain: ‘Selling Points’ 07
Q.2 Describes stages of scientific selling process in detail. 14
OR
Q.2 [A] Whatis prospecting? States its sources. 07
[B]  Write a note: ‘Pre Approach’ 07
Q.3 What is presentation? Explain presentation planning in detail. 14
OR
Q.3 [A] States the methods of consumer approach. 07
[B]  Writes a note on: ‘Presentation style’ 07
Q.4 What do you meant by Consumer Objection? Discuss various
types of objections in detail. 14
OR
Q.4 What is Consumer Objection? How a salesman can handle this
objection? Explain. 14
Q.5 What do you mean by Closing Sales? Discuss methods of
Closing Sales. 14
OR
Q.5 [A] Explain: ‘Executing sales order’ 07
[B]  Explain the importance of Follow up. 07
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