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2025
COMMERCE (Marketing)
Paper : BCM0500704

( Personal Selling and Salesmanship )

Full Marks : 60
Time : 2" hours

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

Answer eitherin English orin Assamese.

1. Answer the following by choosing the correct
option : 1x8=8
e w1 Sk Mare e Te fran

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

R cpae (@oR WmT & IRA oo
f&2

(i) It eliminates the needs for research

% IR ACGATS! TIRfF I

(ii) It reduces the need for customer
interaction

3 1594 WS @R AESae! 20
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(2)

(i) 1t allows for tailored sales strategies
that meet customer needs

% e e Sl RE

(iv) It focuses solely on product

features and benefits
3 e AR Y O S (g
EX

The process of looking up and checking
Jeads’ is called

‘Leads’ RUE WF °Rrw IRWa R afem
IR T OF R

(i) prospecting
TR AR PR

(ii) pre-approach
-

(i) approach objections

ERRIDAS 1]

(iv) handling prospecting
AT ARE SR

{ Continued )

(c)

(@)
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(3)

Buying motives are
salespeople because they

A e Ruwermm W mEeyd Fad
T

important  to

(i) help in preparing the sales reports

(i) indicate why

products
s 0 T T 7 O PR

customers buy

(i) determine production levels

Teom 1 R s =

(iv) replace advertisement

s afswem sa s

When a salesperson listens to a buyer’s

concern and gives suitable answers, it is
called

afen aw RreeR o o o Soe
T iy, o% @
(i) prospecting
SERAR ST
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i) handling objections

w7eifR FRCERT

fi

(ii1) post-sales service

RE-aw& O

(iv) approach
S

The tour diary of a salesperson mainly

contains

oo Ry = OGRS Fres ARRE U

fi) list of customers visited, date and
purpose of visit

oRefE aEed e, SRy SIF EWR
S

(i) details of product specifications
AR (3ferR

(i) market research findings

IS RCLRICACE |

(iv) company budget information

AR A0S Sy By

( Continued )

26A/101

(5)

(N Salesmanship is called an ‘art’ because
it

RE w7z Fon’ 96 corar 71 7 3

() depends on personal traits and
creative skills

WEe LAY T AR e g

f1é3 w2

(i) has fixed rules and scientific
procedures
e e o= trafe mir e
LIRS

(i) can be automated
T 9 R

(iv) focuses only on theory
T O $°[{S GFF iy

(9) Which of the following is least likely to
be a personal selling situation?

e faa ﬁ@ﬁ’iﬂ_’a QWO e (7S
RS ERE S whRets 730

) A tailor discussing fabric choice
with a customer
@RI 7Y M DTS IR AR
Ry wzemsan = -
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fi) A real estate agent negotiating g
home sale

R & WS e e s ﬁ'CTv'l
&85 « 0

7) An online chatbot responding to
automated queries

ey R TR A« Wf?l"'{ S533n
< !

(iv) A salesperson demonstrating gz
washing machine

«5% Rreeiz 7 .\Gf%aﬁ?ﬁw

In the context of personal selling, the
term “alue proposition’ primarily
refers to :

Fee [T ARufeee T @R R

“T L Z‘ZJ,Z
<

(i the discount offered to a buyer
& IZ5S 49 C?ii«{

(i) the unique combination of benefits
~ promised to the customer
TR dfesfe FReEER S

=S
“INaS®

( Continued )

(7)
(i) the salesperson’s target for the
month
1908 94 -!w;"'\am
- (iv) the company’s advertising slogan

@an Baem oo

2. Answer the following questions very briefly
(any siqg : 2x6=12
(R e =) -

(a) Define sales management.

R SR ==

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

RER ovze o R o o o RS
SEY

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

RIS T IR R e R we

(d)  What is meant by qualifying a prospect?
ST TR (7] PR Y & 2
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o objections is selling?
R cvae W T @ B w0

() Define cash memo.
o PR e o

(ag) What is order book?
wér gl 2

() What do you mean by sales report?
R ofdrem A 62

() State any two measures to make selling
an attractive career. :
e sl @R et o shmta R
ICA1 01 359 Ty 90 |

() State any two ethical principles that a
salesperson should follow.
g R sepRd FRa 1 ¢fes RS
CEY 9

3. Write short answers to the following

questions (any four :

FaTe seprpzs w3t S fort (R catcen w1 -

(a) Discuss the nature of personal selling.
e R tafiermes Ruc wicermsa 41 |
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What do you mean by handling

( Continued )

5x4=20

|

(b)

(c)

(@)

(e)

(9)
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(9)

Explain Maslow’s Ne
of motivation,

CTq oA oo FFT og 2 = |

ed Hierarchy theory

Describe the various
selling situations.

e 8 ffs CEEc]
01

types of personal

RiESmz 36y

What are the important characteristics
of motivation? Discuss.

CRTR sF wftrz R B89 s
Salll

Distinguish between personal selling
and salesmanship.

Wmﬁ@twﬁ@mﬁm Ll
NPT BEs 4 |

What are the essential elements of a
good sales presentation?

9o O RE SormreR AAEAT Sorrz R
&2

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

o e oft efte Rearst steerr
Sre T 3|40 |
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(h) What is a tour diary? Mention the main

contents of it.

e TR R 2 R T R S 40
Answer any fwo of the following questions :

10x2=20
ficare erprd R e por e s -

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

JfeTe RER ave REw SeanD 91 SF
RFR efimre wive fifts gor Rerdrmz
{1 40| -

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

& tie wfve Rfen @@ MRIPHE S
FM @2 T ARIMEAR [ IR o S
Rersda & & aq a1 a2

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

& R IoE @ fAa gema @
CRIPTZ 36 791 e s Rde TR
SR TrEy 97 |

<027101 ( Continued ) |

(d) Define the saleg process z

(e)

26A—8000/101

{ 11 )

. . . nd describe
€ various steps Involved in converting

a prospect into g Customer

& 2GR s iy w T W ama
WRT e M7 * 2fagra foe ey
Rz 3¢ 7047 | |

D.ef'u.ae a sales manual Discuss its
significance and describe the essential
contents of an effective sales manual

ﬁ@n?ﬂ?wn@ﬁmmmm
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