S.Y.B.COM. SEM - III (CBCS - 2616 COURSE) :WINTER -
' 2017
SUBJECT: MARKETING-III

Day Mmonday Time: 11.00 AM TO 02.60 I?M
Date 06/11/2017 W-2017-0237 Max. Marks: 60
N.B:

1) All questions are COMPULSORY.
2) Figures to the right indicate FULL marks.

Q.1 Attempt ANY TWO of the following: (12)
a) How would you behave with suspicious customer?
b) Explain role of salesman in modern market.

¢) How would you behave with women customer?

Q.2 Attempt ANY TWO of the following: (12)
a) Why a salesman should have knowledge of Psychology?
b) How would you attract attention of prospect?

¢) What is ‘Prospecting’? Explain its importance.

Q.3 Attempt ANY TWOQO of the following: (12)
a) What are the limitations of personal selling?
b) What is ‘Sale by Sample’? What are its advantages?

¢) What are the objectives of personal selling?

Q4 Attempt ANY THREE of the following: (12)
a) Explain the origin of Salesmanship.
b) Explain salesmanship as a profession.
¢) Explain utility of salesmanship to customer.

d) What are the features of counter Salesmanship?

QS5 Write short notes on ANY FOUR of the following: 12)
a) Creative Salesmanship.
b) Salesmanship as a science.
¢) Sale by description.
d) Awakening interest.
e) Handicapped customer.

f) Talkative customer.
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