B. Com. Semester 3 : MARKETING Paper Code

BM : PERSONAL SELLING — 1
Time:2.30Hrs

1. What is Personal Selling? Explain Functions of a salesman.

cal(5calel ULl W@ 97 AcuNototl 5120 uHosLal.

OR

1. Describe Qualities of Salesman.

A Notetl 2JRN celel.

2. Explain Product knowledge in personal selling.

cal5ioted dARMHL UELAL ¥idle] stlol HHesLal.

OR

2. Explain buying motives and selling point's.
WRlEloll 220 wWal AR Yl dHendl.

3. Describe Basic steps in personal selling.

cu{5eloled ARl HARY et cletsstull aglel.

OR
3. Explain pre-approach and qualifying.
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4. Explain Methods of approaching a customer.
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OR

4. Discuss Presentation process and styles.
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5. What is objection handling? Explain Types of objections.
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OR

5 Discuss methods of handling customer objections.
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