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Instruction : All Questions Carry Equa Marks.

Describe the duties of sales person as a territorial manager.
Discuss the Psychological effects on the buying decision.
OR

Which are the characteristics necessary for a salesperson to be
successful ?

Discuss the Black-Box Approach & the FA.B approach.

Explain the importance of Non-Verbal Communication in the sales field
& Discuss briefly its main channels.

Discuss the barriers in the communication process.
OR

Why should a salesperson possess sales knowledge ? Which are the areas
of knowledge that a salesperson should possess about the sales field ?

Which are the factors that a seller should take into consideration to make
the communication effective.

State the sources to procure the prospects, Discuss the methods of
prospecting.

State the Reasons for planning the sales call.
OR

3. Discuss the methods of sales presentation with dialogues between the sales
person & the prospect.
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4. Elaborately discuss the approaches to Begin the sales presentation.

OR

4. Discuss the elements of sales presentation mix.

5. Write Notes on (Any two) :

(1)
(2)
(3)
(4)
(5)
(6)
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Types of objections.

Methods to solve the objections.

Ideal sadles closing.

Sales closing methods.

Regaining the Lost Customer.

Twelve steps for successful sales closing.
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