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4. {……·y… ±…L……‡ &
(1) +W©……´…∂…“ ª…©……~…{… (Trial close)
(2) ¥…‡S……i… ≠˜W÷+…l…©……≈ rˆ∂´… ª……y…{……‡{……‡ A~…´……‡N….

+o…¥……
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(2) ¥…‡S……i… ª…©……~…{…{…“ ~…uˆl…“+…‡.
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1. (a) Why is the field of Sales selected as a career ?

(b) Write a note on Methods of Value Analysis.

OR

1. (a) Describe the Communication Process between the Seller & the Buyer.

(b) Discuss the Five Steps Model of Buying process.

2. Discuss the areas included in the sales knowledge. Discuss why should a salesperson
possess sales knowledge.

OR

2. Discuss the ten stages of sales process.

3. Write notes on :

(1) Basic Elements of Sales Call Planning.

(2) Mental steps of a Prospect.

OR

3. (a) Explain the Stimulus-Response sales presentation method & Need-satisfaction sales
presentation method with appropriate illustrations.

(b) Elaborately discuss the approach of opening or beginning the sales presentation
with a question.

4. Write notes on :

(1) Trial close.

(2) Use of visual aids in sales presentation.

OR
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4. Discuss the methods to solve the objections raised by the Prospect.

5. Write notes on  (Any two) :

(1) Categories of objections.

(2) Techniques of closing the sales.

(3) Essentials of sales closing

(4) F.A.B. Approach.

(5) Building permanent relations with the Buyer.
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