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SECTION - A
(i) Answer ALL the questions.
(ii) Each question carries TWO marks.

ELEMENTS OF SALESMANSHIP
Paper - II

(English Version)

Ma-x, Marks : 50

11,9:?=?9)

Note

1. Delinesalesmanship.

2. De{ine speciality salesman.

3. What is OackaOinO ? H#
4. What is buyer behaviour ?

5. Deiine customer.

6. What is meant by objections ?

7. What is sales presentation ?

8. What is mail order salesman ?

9. What is tele-marketing ?

10. What is training salesman ?
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SECTION - B

Note : (i) Answer ANY FIVE questions.
(ii) Each question carries SIX marks.
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11. Explain the types o{ selling.

12. Explain the salesman qualities.

13. Write the importance of product knowledge.

14. Explain the buying motives. fffl
15. Explain the classification of customers.

16. Write the steps in sales presentation.

17. Explain the reasons for customer objections.

18. Write the lollowing :

(a) Health care agent.
(b) Door to door salesman.6i***4#
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SECTION - A
b.ro5beD : (i) oQ (6per5c 55rqrS5::er .ffotuJ,)

' (ii) 6e3 6595: BoCr Srcb6er:.

1 . el5tSo"OS5srrbc Dd5Do$;tu.

2. 6ASq5 ers6Qprru$ s 5$o$xr::.

3. )53don errn-3e.: r ffiE
4. SbrA"e::o6S {F5gb erbn'3Sc 2

5. p'e"o"6.:i S65)o{t5lr.

6. erido"o: erfn"35.: t
7. erit$ {P56i5 e,bn'Sic ?

8. Mail order er;i:6Q;oqyud: eroe.3 53:t3.

9. elO xo"66e3oF e$n"'3)o t
10. 8$ee er5:6$oe6dr erbn.3fu ?

SECTION - B

5:"i5el: : (i) 53S aoc! S{pe5: slu"o'55::er: G}o;6J5r).

(ii) (Fe? 66Jgr ert$ 5r6.:5ec.

11. er$dSt) ds'oXu 35OoO5$-

12. elntQ).l{r0 o{eeoru 55oo$;tur.

13. 5rU rOgb OS:re55rc @rcI)r5).
14. Si6:fraeuo"cbo $dca;t SSOo$;b.

15. cr"e"crc,Jo (Customer) lQsomrc )5oo{35r.

16. erS.es$ @562J s{ttuo5: @"oI}r5$.
't7. cj"o"6et!o (Custome0 erd5o6o"o5: Ne) s-6€r'ob.j 35OcO5x.

18. 5t 13oO ru3C er6:5ooD 6l-oI)Js!.
(a) e:64ns 6gca 5dod H*E
(b) Door to door er5lstOo96:c.:

{d**
$s

$*

&
$

$*

**
ft*
&

*s
**s*

e

$
+
$
d

$*
&

*
$
b
##*
*
ia

*'

s
$

$
$

*a*
#

!F*lts
s***

€
$*
$
#

E
u
&**s
*
$

B

*
&
B*affi

&s*w
2189 (New) A *8r* E4.S* **SS *5s8* *4** ffi *4*4

(sr-,e-*9)

-0-o-:z-:?"Q.

I

!

I


