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B.B.A. DEGREE EXAMINATION —
JUNE, 2018.

Second Year
PERSONAL SELLING AND SALESMANSHIP

Time : 3 hours Maximum marks: 75
PART A — (3 x 5 =15 marks)

Answer any THREE questions.

1. Describe the nature and scope of personal selling.
safluul L ellpuemearder searend  WOHMLD  CHTESLD
afleurl.

2. Explain the objectives of personal selling.

saluul L eflpuener Crrésnhisamer allars,.

3. List out the characteristics of effective sales staff.
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What are the reports used in personal selling by a
salesman?

eNpuenerwimerifle el aNpueneruied
LTRSS HLD SHEUDSET 6Tenlamenmen?

Discuss the sources of creating a good image in
personal selling process.

safliul L elpuemer Gswdperpsafley e@m B
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PART B — (4 x 15 = 60 marks)

Answer any FOUR questions.
Explain the theories of personal selling.
sauul L eflpuearuder Carlum(samer elersE.

Elaborate the various steps involved in personal
selling.

safliul L eflpuemender  FHU(erer  LOGeum
Uig&ener oMl eums@s.

Describe the duties and responsibilities of sales

personnel.
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10.

11.

12.

How does a sales person prepare periodic reports?
Explain in detail?

ellpueanTeTT  STOIPERD  HDEHSHEMET  GTEUGT)
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What are the advantages and disadvantages of
Advertising?

eflerbLirid QFieudlen Beranto Senoganer eleurl.

State the career opportunities in selling.

edlpueeruiled QFTHHeImILIL|SEmET 6T(LpSIs.

Explain the attributes and characteristics of a
sales staff.
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