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( Personal Selling and Salesmanship )

Full Marks : 60
Time : 2% hours

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

Answer eitherin English or in Assamese.

1. Answer the following by choosing the correct
option : 1x8=8
w4 9% AR SemiR e epaRa ey fia -

fa) What is the significance of understanding
buyer behaviour in sales?

Rfe e o w99 & IRA ool
2

i) It eliminates the needs for research

3 MM ACGARNS] T30

(i) It reduces the need for customer
interaction

2 ARF9 TES @EMER SIS
EIs |
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(b)

26A/101

(iv) It

(2)

(i) It allows for tailored sales strategies
that meet customer needs

R MRF A@TE A RE
AR 72 e

focuses solely on
features and benefits

2 G TR G o e (rlige
2

product

The process of looking up and checking
leads’ is called

‘Leads’ ORI TF oRrm 3t R /s
T T4 W OF RN =

(i) prospecting

S 2ARE SR

(i) pre-approach
-

(iii) approach objections
AT e

(iv) handling prospecting
T 2ARP =T

( Continued )
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(3)

(c) Buying motives are important to
salespeople because they

TR Ty e @ gFed I
Y[ 7ET

(i) help in preparing the sales reports
R afom Fe e =[ =

() indicate whsr customers buy

products

A2 1 T FF I ©F P

(i) determine production levels

T BT [ T =

(iv) replace advertisement

Reome afsmem sa =

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

called

@RS aom el a=F Tom B T
Ueq fi, o GRI =

(i) prospecting

FYRA ST
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(ii) handling objecti |
g objections () Salesmanship is called an ‘art’ because
o1& AR it
& TR e’ o @R W TR R

(i) depends on personal traits and
creative skills

s G@FE S RN wFeR 8o

(iii). post-sales service

RF-=19a8 e

(iv) approach

R—— et 91
(i) has fixed rules and scientific
(¢) The tour diary of a sales ; e procedures
; person mainl
contains e fffe frm o e e e e
q& fReFeT T TGRS FoTes FRARE AT TR
e (i) can be automated
() list of customers visited
, date and
purpose of visit Ff 91 7
ARAS ARTT R, Wiy we g9 (iv) focuses only on theory
NAG) e ©ET SRS G 1
7 detad R
(if) details of product specifications (g Which of the following is least likely to
e PR s | be a personal selling situation?
| wos fim ReserRe @l Jfee RE
(s e seanchihnatcs | AR R T SBRSLF F 2
9 NS O ; ; : :
' : (i) A tailor discussing fabric choice
. ; ith a customer
(iv) company budget infi i i
P e P aton GoRIR TEC AT BIS AT A
CRT=#(11T CEB =9y w3y R S 9
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(6) ' (7)

(i) A real estate agent negotiating a - (iii) the salesperson’s target for the

home sale _ month

Wﬁ I! & AT e e R | Rceporems TR =7

. \ . -
-{iv) the company’s advertising slogan

(i) An online chatbot responding to AR ReEema s

automated queries '

T R T fian oy SeIRe (B546 _ ‘___\‘ 2. Answer the following questions very briefly

(any six) : 2x6=12
\oT i wrwEm Sfe ope Tew W

(iv) A SE}Iesperson demonstrating FSY
washing machine Y £

£3
e el AR cfow e 2y

Define sales management.

&t “1Rorer g fa |
(h) In the context of personal selling, the

term  ‘value proposition’ primarily Mention any two career opportunities

refers to | available in the field of selling.
WWWWWWM’W ‘ AR crge Soers R I 701 CRIREIRS 0l
T T8/ | a1 |
(i) the discount offered to a buyer (c/ What do you mean by intrinsic and
& ARFT AT (FRIZ : | extrinsic motivation?
g o T c e & 3=
(i) the unique combination of benefits
- promised to the customer : (d) -~ What is meant by qualifying a prospect?
aee  dfefe  fam R e : oy ard el iAo =Y & 2
RKELG] .
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(8) | | (9)

(b) Explain Maslow’s Need Hierarchy theory

(e/) What do you mean by handling of motivation.

objections is selling?

|
RER cvao =eHfS Jrem gfeicet B e 2 | GTReT 9 (2R AT Seor ©F I I
() Define cash memo. _ (c) Describe the various types of personal
1o IFME Fee | | selling situations.

- Ifsre R Rea w@m AR 3
(g) What is order book? 301
ELERIONEY

What are the important characteristics
of motivation? Discuss.

(h) What do you mean by sales report?
R 2o T 2 , TR aver CafiEpTR & R S
1

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

ﬁ@@ww@a@ﬁmﬁwwﬁ\gﬁmﬁ

(e) Distinguish between personal selling
and salesmanship.

GRPICT 701 I99%1 S 341 | R N
() State any two ethical principles that a OHW el
salesperson should follow. e elementstofa
What are the essen
o Reereiz Sepid SR 701 Gfes TS | 0

good sales presentation?
B o7 RE) TARITFR d@EAn SRR
fe?

T 411

3. Write short answers to the following

e et : (g0 Explain the significance of post-sales
e PRI BT Ted o (R eren wifger) : ' activities in  building  customer
| relationships.
(@) Discuss the nature of personal selling. | - RrTTed TR
e RER taerTa R seamat 1 | | A
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(d) Define the sales process and describe
the various steps involved in converting
a prospect into a customer.

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

T S 1% 2 20 30 R e 41 | R& efemm e o o @& T 2ARFS
4. Answer any two of the following questions : ‘ TR ?;:Iﬁw‘):ﬁq@ S wfes RS
mwﬁ@m@mmﬁm. 3052220 :

fe) Define a sales manual. Discuss its -
significance and describe the essential.
' contents of an effective sales manual.

e wRFR g fa | W gFg Sl
N WF B I [ e 9 T
@R I F911 -

(b) Discuss the various myths associated
with selling. What qualities should 2
good salesperson possess to counter
these misconceptions’r‘

ﬁ@atﬂrw@—ﬁﬁﬁ“ﬁmwwm |
T @B T YRIER ® IR G5 s
ﬁ:@ﬁh%ﬁ@wﬁ?aﬁﬁ?

\
|
(c) What do you mean by buying motives? \
\
|
l
|
|

Describe the different types of buying
motives and state their significance in
personal selling.

mmmﬁaﬁ{w?ﬁhwm
CRIPFR I 1 9% Ifese RFe 2w

S
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