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UNIT-1

1. Define salesmanship. State its characteristics and scope.
2. What is salesmanship? State its importance in modern times.
3. ‘Salesmanship is a profession’- Explain
4. Give the functions of counter salesman and travelling salesman.
5. Write short note:    1. Travelling Salesman        2. Counter Salesman                3. Pioneer Salesman
UNIT-2

1. Give the meaning and definition of personal selling. Explain the role of sales person in personal selling.

2. Discuss the advantages and disadvantages of personal selling.

UNIT-3

1. What are buying motives? Explain any five buying motives?

2. Explain in detail buying motives and selling points?

3. State the various stages in the selling process.

4. Write short note: ‘RISDAC’ formula.

5. Write short note: Prospective Customer

6. Write short note: Selling Points

7. Differentiate: Positive and Negative suggestions.

8. What are Customer Objections? How will you deal with them?

9. What answer will you give for any three of the following objections as an efficient salesman?

(1) I will ask my wife and then inform you.

(2) The packing is not durable

(3) Now I do not have sufficient money with me.

(4) We have adequate stock at present.

(5) Your services are not proper.

UNIT-4

1. What is Sales Promotion? State the various types of techniques of Sales Promotion.

2. Write short note: (1) Sales Contest

    (2) Sales Promotion
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