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( Personal Selling and Salesmanship )

Full Marks : 60
Time : 2% hours

The figures in the margin indicate full marks
for the questions.

Answer eitherin English or in Assamese.

1. Answer the following by choosing the correct
option : 1x8=8
wa Rew IR Sl fare ercaes ey fran
{a) What is the significance of understanding

buyer behaviour in sales?

RféR cvqe (FoR wmed & (AR wre
o2

(i) It eliminates the needs for research
% SRR AT AR I

(fi) It reduces the need for customer
interaction

% AT TS FONCAIE Heaamel ZP
IR
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(ifi) It allows for tailored sales strategies
that meet customer needs

3 AR A S RE @
AL S FCI

(iv) It focuses solely on ‘prod_uct
features and benefits

} @ AR &R W oS (FEee
=

(b) The process of looking up and checking
leads’ is called

‘Leads’ BR{e WF <¥rs sfR9ta @ afem
JERRA T T ORF PRI

(i) prospecﬁng

WY AT ST

(ii) pre-approach
-zl

(it} approach objections

AL oS

(iv) handling prospecting
A ARSE NI
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(3)

(c) Buying motives are important to
salespeople because they

mmﬁmﬂwmwﬁwq
TR W@

(1) h_elp in preparing the sales reports
RS aferam oo Skt 5T |

(ii) indicate whSr customers buy
products

2?0 TR @ I O P

(iii) determine production levels

Teome B RfRa s =™

(iv) replace advertisement

Reeme afsgm s =@

(d) When a salesperson listens to a buyer’s
concern and gives suitable answers, it is

called

afem gu Regox a=e1 e v Tge
Teq iy, OoF (T W

(i) prospecting
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(4)

(i) handling objections
oA STCART

(iii). post-sales service

& -8 e

(iv) approach
SR

(¢) The tour diary of a salesperson mainly
contains

& RiFor =39 T Fore: HfifRe aee

(i) list of customers visited, date and
purpose of visit

JRefe az53 oo, WY wF SR
S

(i) details of product specifications

SR IFER R

(i) market research findings

TR AR

(iv) company budget information

RTI JCHO =P By
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() Salesmanship is called an ‘art’ because
it

R&F vemcere T’ o o W FRTY

(i) depends on personal traits and
creative skills

JIfesre IFE S SR wEeR @oRS
ISR e

(i) has fixed rules and scientific
procedures

A2 g o I@fae smfer e[ e
RIS

(iiij can be automated
FALEY 1 5]

(iv) focuses only on theory
I O SRS 8y

(g Which of the following is least likely to
. be a personal selling situation?

wore frl Rese el e R
RIS A SR wbiRSF T ?

(i) A tailor discussing fabric' choice
with a customer

QS WKW ARFT GICS FCART IR
Ry Sreemsar +41
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(ii) A real estate agent negotiating a
home sale
W RER e s @ asw Ras
986 GOo

(i) An online chatbot responding to
automated queries

T orR Teg M GBI SR (550

(iv) A salesperson demonstrating a
washing machine

5 Reaeiz afik @fos omfq s

(h) In the context of personal selling, the
term  ‘alue proposition’ primarily

refers to
IfEre RER ~Reafres U o8R° >
eTo T&H

() the discount offered to a buyer
G JARFF I [RRR

(i) the unique combination of benefits
"~ promised to the customer

a2 dfesfe frm R W= W
ENEELH
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(7)

(iii) the salesperson’s target for the
month

Rierorat TR T

. (iv) the company’s advertising slogan

@=ARR Reem e

2. Answer the following questions very briefly
(any six) : 2x6=12
we i opTE W s e fw
(R e =01) -

(a) Define sales management.

& “RoremR s [ |

(b) Mention any two career opportunities
available in the field of selling.

RER oo Toera R @I 101 FRIR et
SCEY 41 |

(/0 What do you mean by intrinsic and
extrinsic motivation?

GRS WF IRF ek fercet o @2
d) Whaf is meant by qualifying a prospect?
ol AT2PT ISl fAdReR Sy 6 2
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(8)

(e) What do you mean by handling
objections is selling?

RER cvge W+l Iagem o & w12

(/) Define cash memo.

5 IR i fa o

(g) What is order book?
O] el f$ 2

(h) What do you mean by sales report?
RER aifdcamm T & 2

(i) State any two measures to make selling
an attractive career.

REe wefy @R Bt sft sherta R
CPICAT 701 1<% Seay 391 |

(i) State any two ethical principles that a
salesperson should follow.

g& Rrreiz SPRT FRITNA Y01 (AfeF e
SCEY A1

3. Write short answers to the following
questions (any four) : S5x4=20

e e vte T ot (R e wifkion)

(a) Discuss the nature of personal selling.

Jfesre RER IFBPIYRI R S 341 |
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(9)

(b) Explain Maslow’s Need Hierarchy theory
of motivation.

(23’9 (2R CIAg SRFoR ©g I 41 |

(c) Describe the various types of personal
selling situations.

e RER Rda w@m “RERR 3
1|

(d) What are the important characteristics
of motivation? Discuss.

R gFgd ERFEER & 2 e
91 |

(e) Distinguish between personal selling
and salesmanship.

IHe (& o R T 99
NP T 0 |

(7 What are the essential elements of a
good sales presentation?

91 o RE o Acrsan SR
&2

(g) Explain the significance of post-sales
activities in building customer
relationships.

Mz o oft PRt Reames sreeeR
Sreo I 341 |
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(10 )

(h) What is a tour diary? Mention the main
contents of it.

o9 T 2 TR 10 Resw@m Sy o9

4. Answer any two of the following questions :

e PR R @i R e f 10x2=20

(a) Discuss the importance of personal
selling and explain the various types of
salespersons engaged in the selling
process.

Ee RER sFR@ Rea wama 30 9+
ﬁﬁ?aﬁm—wﬁrﬁhﬁwﬁmﬁm
3efe 90 |

(b) Discuss the various myths associated
with selling. What qualities should a
good salesperson possess to counter
these misconceptions?

RER e wive RSy a@ (RIPHR ACEAB
TN @ P9 YRIN 79 IR G S
e & R 89 A =mest 2

(c) What do you mean by buying motives?
Describe the different types of buying
motives and state their significance in
personal selling.

& R e o ﬁﬁﬂ 4IRT
CRIPTTZ I 391 W Jfeoe RFe
oo SrEy F 91|
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(d) Define the sales process and describe
the various steps involved in converting
a prospect into a customer.

@ ofFr sw= o o o T AT
IBRE aFe oRkee- IR e Rfea

FRETYR I 1 1

(e) Define a sales manual. Discuss its
significance and describe the essential
contents of an effective sales manual.

REw oFeR sk faan | YR @Fg S
M HE GO I KA WRF© @119
; REeEER 3 41 |

%k K
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