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Question Paper Code : 2026
B.Com. (Part-II) Examination, 2018

( Vocational Course )
PERSONAL SELLING & SALESMANSHIP

Time : Three Hours] [Maximum Marks : 100

Note : Answer five questions in all. Question No. 1 is
compulsory. Besides this, one question is to be
attempted from each unit. Marks are indicated against
each question.
dqy ik¡p iz'uksa ds mÙkj nhft;sA iz'u la- 1 vfuok;Z gSA

blds vykok] izR;sd bdkbZ ls ,d iz'u dhft,A izR;sd iz'u ds

vad bafxr gSaA

1. Explain the following in brief : [4x10=40]
fuEufyf[kr dks la{ksi esa le>kb, %

(a) Sales Reports
foØ; izfrosnu

(b) Consumer Behaviour
miHkksäk O;ogkj

[P.T.O.]
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(c) Sales Approach
foØ; nf̀"Vdks.k

(d) Selling and Marketing
foØ; vkSj foi.ku

(e) Personal Selling
O;fäxr foØ;

(f) Presentation and Demonstration
izLrqfrdj.k vkSj izn'kZu

(g) Mutual Gain
ikjLifjd ykHk

(h) Consumer Loyalty
miHkksäk ds izfr fu"Bk

(i) Sales Conferences
foØ; laxks"Bh

(j) After-Sales Service
foØ;&mijkUr lsok
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UNIT-I @ bdkbZ&I
2. What is Sales Management ? Explain its importance.[15]

foØ; izcU/k D;k gS \ blds egÙo dks le>kb,A

3. Write specific selling points in the case of : [15]
fuEufyf[kr ds lEcU/k esa fo'ks"k foØ; fcUnqvksa dk mYys[k

dhft, %

(a) Fridge
fÝt

(b) Shampoo
'kSEiw

(c) Raw-material
dPpk&eky

(d) Two-wheeler
nks&ifg;k okgu

UNIT-II @ bdkbZ&II
4. What is sales presentation ? Explain essential features

of effective presentation. [15]
foØ; izLrqfrdj.k D;k gS \ izHkko'kkyh izLrqfrdj.k dh vko';d

fo'ks"krkvksa dh O;k[;k dhft,A

[P.T.O.]
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5. Explain the following with the help of suitable examples :
[15]

fuEufyf[kr dks vuqdwy mnkgj.kksa dh lgk;rk ls le>kb, %

(a) Sales promotion
foØ; lao)Zu

(b) Publicity
izpkj

(c) Propaganda
er izpkj (Propaganda)

(d) Publicrelations
tulEidZ

UNIT-III @ bdkbZ&III
6. Explain the significance and process of sales planning.

[15]
foØ; fu;kstu ds egÙo rFkk izfØ;k dks le>kb,A

7. Explain the importance and methods of closing the sale.
[15]

foØ; lekfIr ds egÙo rFkk fof/k;ksa dk mYys[k dhft,A
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UNIT-IV @ bdkbZ&IV
8. Explain different types of sales objections. Describe the

various methods of handling these objections. [15]
fofHkUu izdkj ds foØ; vkifÙk;ksa dks le>kb,A bu vkifÙk;ksa ds

lek/kku ds fy, fofHkUu fof/k;ksa dk o.kZu dhft,A

9. Discuss the direct and indirect channels of distribution.
Describe the specific channels of distribution for industrial
goods. [15]
izR;{k rFkk vizR;{k forj.k ek/;e dk o.kZu dhft,A vkS|ksfxd

mRiknksa ds fy, fof'k"V forj.k ek/;e dh foospuk dhft,A

----- x -----
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