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GROUP – A 

 ( Multiple Choice Type Questions ) 

1. Choose the correct alternatives for the following : 10 × 1 = 10 

i) The sales people from Eureka Forbes are the example of 

 a) merchandisers b) organizational sales people 

 c) delivery sales people d) none of these.  

ii) The first step of the selling process is 

 a) approach b) presentation 

 c) prospecting d) demonstration.   

iii) The process of persuading a person to buy goods or services is known as 

 a) sales preparation b) sales promotion 

 c) salesmanship d) sales making.  

iv) Door-to-door sales people are known as 

 a) missionary sales people b) organizational sales people 

 c) delivery sales people d) consumer sales people.  

v) Which is not a characteristic of service ? 

 a) Intangibility b) Inseparability 

  c) Perishability d) Homogeneity.  

vi) Medical representatives are known as 

 a) order taker b) order getter 

 c) order creator d) none of these.  
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vii) ............... method of objection handling is used with the objections arising out of 

incorrect and misleading objections. 

 a) Boomerang b) Yes ... but 

 c) Indirect denial d) Head on.  

viii) Personal selling is a process of 

 a) advertising b) public relation 

  c) sales promotion d) none of these.  

ix) The approach of sales presentation in which the memorised sales talk cover the 

main points is known as 

 a) container approach b) canned approach 

 c) legitimacy approach d) social approach.  

x) To generate additional leads from satisfied customers, effective ............... is 

required. 

 a) presentation b) objection handling 

 c) closing d) follow-up.  

GROUP – B 

 ( Short Answer Type Questions ) 

  Answer any three of the following.  3 × 5 = 15 

2. What are the functions of salesman ? 

3. What is sales budget ? Why is it required ?  

4. What are the steps of creative selling process ? 

5. How can you reduce risk in sales ? 

6. Who is a prospect ? What are the essential features of a good prospect ? 

7. Distinguish between sales & selling. 
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GROUP – C 

 ( Long Answer Type Questions ) 

 Answer any three of the following questions.  3 × 15 = 45 

8. Describe AIDAS model with suitable illustration. 

9. Discuss different methods of remunerations given to salesman. 

10. Discuss briefly the different buying motives of the following : 

 a) Individual consumers 

 b) Industrial consumers 

 c) Merchant buyers. 7 + 5 + 3 

11. What is personal selling ? Explain the different qualities required for salesman of a big 

retail shopping mall. 5 + 10 

12. What are the different steps in the personal selling process ? 

13. a) Why do customers object ? 

 b) Differentiate between excuse and objection. 

 c) Write down 5 methods of handling objections. 4 + 4 + 7 

    

END 


