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ÍÛæ˜Û¶ÛÛ : ¼ÛμÛÛ ›÷ ¸ÛóÊ¶ÛÛé ÍÛÁõ”ÛÛ •Ûä̈ Û μÛÁõÛÈÛé ™öé. 
 

1. ÈÛé˜ÛÛ¨Û ¸ÛóÜ’õ¿ÛÛ¶ÛÛ −ùÍÛ ©Û¼Û‘õÛ…Ûé ÜÈÛÍ©Ûè©Û¸Û¨Ûé ˜Û˜ÛÛë. 
     …¬ÛÈÛÛ 
  (…) Š©¸ÛÛ−ù�õÛé ”ÛÁõà−ùà �õÁõ©Ûà ÈÛ”Û©Ûé �õˆ-�õˆ ¼ÛÛ¼Û©ÛÛé¶Ûé ÈÛμÛä ¾ÛÐü«ÈÛ …Û¸Ûé ™öé ? 
 (¼Û) …éºõ.…é.¼Ûà. (F.A.B.) …Ü½Û•Û¾Û ˜Û˜ÛÛë. 
 

2. (…) ¾ÛÛÜÐü©Ûà ÍÛ×˜ÛÛÁõ¶ÛÛé ”¿ÛÛÅÛ ÍÛ¾Û›÷ÛÈÛà, ©Ûé¶Ûà ¸ÛóÜ’õ¿ÛÛ ÍÛ¾Û›÷ÛÈÛÛé. 
 (¼Û) ÈÛé̃ ÛÛ¨Û …×•Ûé¶Ûà ÍÛ¾Û›÷ …×•Ûé¶ÛÛ ¸ÛóÛÜ¸©ÛÍ¬ÛÛ¶ÛÛé ›÷¨ÛÛÈÛÛé. 
     …¬ÛÈÛÛ 
 ÈÛé˜ÛÛ¨Û�õÛÁéõ ¸ÛÛé©ÛÛ¶ÛÛ “ÛéªÛ¾ÛÛ× ÍÛºõÇ ¬ÛÈÛÛ ¾ÛÛ¤éø �õˆ-�õˆ ¼ÛÛ¼Û©ÛÛé ›÷Û¨ÛÈÛà ›÷ÄõÁõà ™öé ? (Areas of 

sales knowledge) 
 

3. (…) ÈÛé˜ÛÛ¨Û Áõ›æ÷…Û©Û¶Ûà ›÷ÄõÜÁõ¿ÛÛ©Û-ÍÛ×©ÛÛéÌÛ ¸Û±ùÜ©Û (Need-Satisfaction presentation 
method) ©Ûé¾Û›÷ ÍÛ¾ÛÍ¿ÛÛ/¸ÛóÊ¶Û Š� éõÅÛ ¸Û±ùÜ©Û (problem-solution presentation method) 
ÈÛ¨ÛÙÈÛÛé. 

 (¼Û) ÈÛé˜ÛÛ¨Û ¾ÛäÅÛÛ�õÛ©Û ¾ÛÛ¤éø¶Ûä× …Û¿ÛÛé›÷¶Û �õÁõÈÛÛ ¾ÛÛ¤éø¶ÛÛ �õÛÁõ¨ÛÛé …Û¸ÛÛé. 
…¬ÛÈÛÛ 

  ¶ÛÛêμÛ ÅÛ”ÛÛé. 
  (1) …›÷¾ÛÛ¿ÛÉÛà ÍÛ¾ÛÛ¸Û¶Û. (Trial close) 
  (2) ÈÛé˜ÛÛ¨Û Áõ›æ÷…Û©Û¾ÛÛ× ®ùÉ¿Û ÍÛÛμÛ¶ÛÛé¶ÛÛé Š¸Û¿ÛÛé•Û 
 

4. ÈÛé˜ÛÛ¨Û Áõ›æ÷…Û©Û¶ÛÛé ¸ÛóÛÁ×õ½Û (ÉÛÄõ…Û©Û) �õÁõÈÛÛ …×•Ûé¶ÛÛ …Ü½Û•Û¾ÛÛé ˜Û˜ÛÛë. (Approaches to begin 
sales presentation) 

…¬ÛÈÛÛ 
 ÈÛé˜ÛÛ¨Û Áõ›æ÷…Û©Û Ü¾ÛËÛ¶ÛÛ ©Û«ÈÛÛé ˜Û˜ÛÛë. (Elements of Sales Presentation Mix) 
 

5. ¶ÛÛêμÛ ÅÛ”ÛÛé. (•Û¾Ûé ©Ûé ¼Ûé) 
 (1) ÈÛÛ×μÛÛ¶ÛÛ× ¸Ûó�õÛÁõÛé 
 (2) ÈÛé˜ÛÛ¨Û ÍÛ¾ÛÛ¸Û¶Û¶Ûà ¸Û±ùÜ©Û…Ûé 
 (3) •Ûä¾ÛÛÈÛéÅÛÛ •ÛóÛÐü�õ¶Ûé ¸ÛÁõ©Û ¸ÛóÛ¸©Û �õÁõÈÛÛ 
 (4) ÈÛé˜ÛÛ¨Û ¸Û™öà¶Ûà ÍÛéÈÛÛ…Ûé ³ùÛÁõÛ ÍÛ×¼Û×μÛÛé Í¬ÛÛ¸Ûà©Û �õÁõÈÛÛ 
 (5) ÍÛºõÇ ÈÛé˜ÛÛ¨Û ÍÛ¾ÛÛ¸Û¶Û¶ÛÛ× ¼ÛÛÁõ ©Û¼Û‘õÛ…Ûé 

______________ 
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Instruction : All questions carry equal marks. 
       
1. Elaborately discuss the ten stages of Sales Process. 
    OR 
 (A) Which are the considerations that are given more importance by the 

manufactures/producers at the time of buying ? 
 (B) Discuss F.A.B. Approach. 
 
2. (A) Explain the meaning of communication and explain its process. 
 (B) State the sources of Sales Knowledge. 
    OR 
 Which are the areas of Sales Knowledge that a sales person should possess to be 

successful in the Field of Sales ? 
 
3. (A) Describe the need satisfaction and problem solution method of sales presentation. 
 (B) Give reasons for planning the Sales Call. 
    OR 
 Write notes on : 
 (1) Trial Close 
 (2) Use of Visual-Aids in Sales Presentation 
 
4. Discuss the approaches to begin the Sales-Presentation. 
    OR 
 Discuss the elements of Sales Presentation Mix. 
 
5. Write notes on : (any two) 
 (1) Types of objections 
 (2) Methods of closing the sales 
 (3) Regaining the lost customer 
 (4) Establishing relations by providing after Sales Service 
 (5) Twelve steps of successful Sales Closing 

    


