15.

16.

1.

18

19

20.

(=) Llps sefgseen uustrun@ssmaf EN TS

Narrate the benefits of training.
Or

() mnmﬂug;ﬁw : @mm@a;rrmmuu@w :

QpplpeDEamerT LJL.lq.U_lQ) 86s.
List down the ethics to be followed by the
business. - ‘

SECTION C — (3 x 10 = 30)
Answer any THREE questions.

cHlpuiemeTmer qfﬂu_;:_b Graneusaner UL Wd BEs.

List down the functions rendered by a sales
person.

fpueen Ligwepude oder Hoaser wLirama ?
What are the steps involved in selling process?
@Jnmﬂug‘éﬂé} LweTLBSSLUGD usb(?cmgj sllHener
HIEDISHBIGE®ET Fnll)is.

Enumerate the various selling techmques used in
business.

Qummer wsHenw Bedr ereueumm o (HeuTEEEI?
How can you create product strategies?

@ifleysri Guoanamembuden LLGTLTRSE WTema? -
What are the benefits of knowledge»management‘?
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(For candidates admitted from 2016"’—‘201._7 onwards)
U.G. DEGREE EXAMINATION, NOVEMBER 2022.

Part IV — Appii_ed Commerce/Commerce/Computer
Applications — Non Major Elective

SALESMANSHIP
Time : Three hours . Maximum : 75 marks
SECTION A — (10 x 2 = 20)
Answer ALL the questions.
1; clpuenar euenywim.
Define Selling. -
2. efipuenarwimer mmgjram@ésaauu@umfr w2
Who is called as a Sales person?
3. erdiumitiL erenmmed eTemen ?
What is proSpecting‘?'
4. Cummer euenTuIm).
- Define Product.




5.  eipuemer Qewdelerssid erampmed ereimen o W13

What is sales demonstratioﬁ?

6. edlitienu emawmErsd eremmme erama 7

What is handling objection?

. |

eflpLiamesen s Pia$s® eTehipred eréme ?
What is closing the Sales’7
8.  saflpur @Shrpumm uenTuwig.

Define personal 'sellingv.

9. OpPwep upd fedt oiflaig wrgr 0

What do you mean by ethics?
10. SetlpL §r‘ru®§§d) GTETMTED ‘GFG'O‘FGUT?
What is personal grooming? _
SEOHONB-—@xs—zm

Answer ALL questions, chooqmg either (a) or (b)

14.

11. (). elpuererwimerie a;L_mmasmm aﬁ]m&s@&
Explain the duties of sales person.

Or

"(eﬁ_)) N Lenamullen a;a‘,WuJ QG
: 'Q@JGTﬂ&QSSTF&‘GI‘W&S o @ sl

ang out the 1mportance of selhng
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(31)

—~~
.

- GUTEI@GLIGUT g;L.gsmg;GbuJ un‘é)é@xb STentlaeer

FIS.

Enumerate the factors 1nﬂuencmg the buyer ~
behaviour.

i

U

Or :
Gumper eﬁlmummuﬁ]m ueGaugy
eprsrrisaer Ggifled. '

State the various sources of selling the
product. :

Quingpetien uﬁ.xsisrurr@a;m WITENG ?

What are thé’ benefits of product?

B , _
dpumer  Qewdeletsssder  SHpusemer
SLTTUIS. - .
Examine the features of sales demonstration. :
Horevenm gL uber @mutﬁ]us‘oqg;mm
GRS :

Specify the features of retail stores.

Or

safipui edpuaarnier CrrésmssT Lirae?

What are the objectives of ﬁersonal selling?'
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