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FACULTY OF COMMERCE
B.Com. (First Year) (First Semester) EXAMINATION

MAY/JUNE, 2022

(New Course)
FUNDAMENTALS OF SALESMANSHIP

Paper (B.C.1.5.3)

(Thursday, 16-6-2022) Time : 9.30 am. to 1.15 p.m.
Time— 3.45 Hours Maximum Marks—T75
N.B. .— (@) All questions are compulsory.

(i1) All questions carry equal marks.
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1. What is Salesman ? State the Qualities of an Ideal Salesman.
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2. What is Personal Selling ? Explain its types.
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Or
(femam)

Explain the process of Consumer Buying Behavior.
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3. What is Customer ? Explain its types.
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Or

(fepam)

State the types of Market.
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4, What is Salesmanship ? Explain its importance.
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Or
(fenam)
Explain the process of Personal Selling.
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5. Write short notes on (any fwo) :
@) Buying Formula
@) AILD.AS
(zi1) Buying Motives
(tv)  Industrial Market
Hfera feqr @1 (HIoEmE §er)

G) =&t fage
(i) TTIE.ELTUY.
(i) ©RET UIOm

(v) VARTR TSRS

NA—137—2022 2

F73DB619DCF12016DD065025D1A 50840



