B.Com. Semester VI (General) Examination, 2021 (CBCS)
Subject: Personal Selling and Salesmanship
Paper: SEC-4 (6.1 CG)
Full Marks 40 Time: 2 Hrs

The figures in the margin indicate full marks
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Candidates are required to give their answers in their own words as far as practicable
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Answer any eight questions of the following: 8%5=40
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1. Mention the major points of difference between ‘Salesmanship’ and ‘Sales Management’.
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2. What do you mean by daily and periodical reports?
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3. Explain the concept of buying motives and discuss the uses of buying motives in personal
selling.
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4. Explain Maslow’s theory of need hierarchy.
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5. State the ethical aspects of selling.
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6. Briefly discuss the characteristics of a good salesman.
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7. Narrate different types of sales presentation.
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8. What are the limitations of personal selling?
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9. Briefly discuss different types of selling situations.

RIfeR 4~ [Rep SRS STHE 51558 Wam $@

10. Discuss in brief the importance of ‘Personal Selling’.
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