
  

 

 

B.B.A. DEGREE EXAMINATION –  

JUNE, 2018. 

Second Year 

PERSONAL SELLING AND SALESMANSHIP 

Time : 3 hours Maximum  marks : 75 

PART A — (3  5 = 15 marks) 

Answer any THREE questions. 

1. Describe the nature and scope of personal selling. 

 uÛ¨£mh ÂØ£øÚ°ß ußø© ©ØÖ® ÷|õUP® 

ÂÁ›. 

2. Explain the objectives of personal selling. 

 uÛ¨£mh ÂØ£øÚ ÷|õUP[PøÍ ÂÍUS. 

3. List out the characteristics of effective sales staff. 

 £¯ÝÒÍ ÂØ£øÚ FÈ¯ºPÎß £s¦PøÍ 

£mi¯¼k. 
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4. What are the reports used in personal selling by a 

salesman? 

 ÂØ£øÚ¯õÍ›ß uÛ¨£mh ÂØ£øÚ°À 
£¯ß£kzu¨£k® uPÁÀPÒ GßöÚßÚ? 

5. Discuss the sources of creating a good image in 

personal selling process. 

 uÛ¨£mh ÂØ£øÚ ö\¯À•øÓPÎÀ J¸ |À» 
©v¨ø£ E¸ÁõUSÁuØPõÚ Buõµ[PøÍ¨ £ØÔ 
ÂÁõvUPÄ®. 

PART B — (4  15 = 60 marks)  

Answer any FOUR questions. 

6. Explain the theories of personal selling. 

 uÛ¨£mh ÂØ£øÚ°ß ÷Põm£õkPøÍ ÂÍUS. 

7. Elaborate the various steps involved in personal 

selling. 

 uÛ¨£mh ÂØ£øÚ°À Dk£mkÒÍ £À÷ÁÖ 
£iPøÍ Â›ÁõUSP. 

8. Describe the duties and responsibilities of sales 

personnel. 

 ÂØ£øÚ¯õÍºPÎß Phø©PÒ ©ØÖ® ö£õÖ¨¦PÒ 
ÂÁ›. 
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9. How does a sales person prepare periodic reports? 

Explain in detail? 

 ÂØ£øÚ¯õÍº Põ»•øÓ AÔUøPPøÍ GÆÁõÖ 
u¯õ›UQÓõº? Â›ÁõP ÂÁ›. 

10. What are the advantages and disadvantages of 

Advertising? 

 ÂÍ®£µ® ö\´Ávß |ßø© wø©PøÍ ÂÁ›. 

11. State the career opportunities in selling. 

 ÂØ£øÚ°À öuõÈØÁõ´¨¦PøÍ GÊxP. 

12. Explain the attributes and characteristics of a 

sales staff. 

 ÂØ£øÚ ¤µv{v°ß £s¦PøÍ²® 
]Ó¨¤¯À¦PøÍ²® ÂÍUS. 
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