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NOTE: Q.1 is compulsory, attempt any four questions from the remaining. All questions carry equal marks. Draw labeled diagram where necessary. Phone and other electronic gadgets are not allowed.
   
Q1: Objective Questions (Provide answers on your answer sheets)
a) Which type of sales person fits with today’s relationship marketing focus and solutions approach?

· Problem solver sales person

· Hard sell sales person

· Razzle- dazzle sales person 

b) Sales people should be trained in recognizing __________ signals from buyer

· Closing

· Objection

· Follow-up

c) ______________ consists of short term incentives to encourage the purchase or sales of a product and services. This offer reasons to buy it now. 

· Publicity

· Advertising

· Sales promotion

d) Sales people should be trained in recognizing closing signals from buyer

· True/False 

e) In presentation sales person tells the product story to the customer

· True /False 

Q2. Define personal selling. Explain importance of selling for companies? 

Q3. Explain the types of sales jobs? 

Q4. Why maintaining a file on qualified prospects are necessary for sales person? 

Q5. Discuss different types of financial rewards available for companies in order to compensate sales personnel? 

Q6. What is closing? What are the causes of closing failures?

Q7. Information gathering about prospects is an important part of personal selling; to what extent do you agree/disagree with this statement?
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