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Instructions : (1) Clearly mention the option you attempt.
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(2) Attempt all the five questions. All questions carry equal marks.
(3)  Answer should be written to the point.
(4) Draw diagrams & give examples wherever necessary.

(5) Cleanliness & richness of the answer is expected from the students.

Define Selling. Explain functions of a sales person as a territorial manager.

What is prospecting ? How can you identify prospect ?
OR
Classify all buying situations.

Explain sources and need of sales knowledge.

Define communication and explain process of it.

Explain psychological factors influences on buying.
OR

Explain steps of sales process in brief.

Explain FABULOUS approach to buyer need satisfaction.

Define sales call planning. Give reasons for sales call planning.
Discuss sales presentation methods.
OR

Explain methods of opening for the approach.

Define Visual aids. Describe different purposes for the presentation of sale.
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Define objection. Explain major categories of objections. @)

When should sales person try to close ? @)
OR

How can you attend complaints as a sales person ?

Explain situational approach. Why a sales person need flexibility in approach ?

Attempt any two. 7+7)

Black-Box approach.
Return goods.
Reading buying signals.

Demonstration.




