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Part A 
 Answer ALL questions.          (10 x 3 = 30 marks) 

1. Define Personal Selling. 

2. Why is Salesmanship an art? 

3. What is meant by Sales Personality? 

4. State the objectives of Salesmanship. 

5. What are non-financial incentives? 

6. Write a note on Sales Contests. 

7. Expand AIDAS. 

8. State the purpose of sales organization. 

9. Give any five essential qualities of a salesperson. 

10. Can Salesmanship be considered as  a profession? 

 

Part B 

 Answer Any FIVE questions.           (5 x 6 = 40 marks) 

11. Discuss the benefits of Salesmanship. 

12. Explain “AIDAS Theory of Selling” and Behaviour equation Theory. 

13. Explain the techniques of sales forecasting. 

14. Discuss the basic types of sales organization. 

15. Examine the essentials of a good remuneration plan. 

16. What are the methods of evaluating a sales performance? 

17. Writ short notes on a) Interpersonal skills and b) Negotiation and communication 

skill. 

 

Part –C 

 Answer any two questions.          (2 x 20 = 40 marks) 

18. Discuss the steps involved in prospecting. 

19. Explain the qualities and traits that are essential for a successful salesperson. 

20. As a Sales Manager of a FMCG company, what are the factors you would consider 

for an effective presentation? 

21. Explain the different methods of remunerating a salesperson. 


