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PART A — (10 x 2 = 20 marks)
Answer ALL questions.
What is salesmanship?
ADHLITERTEILD GTETDITE) GTETEw?
Who is called retail salesman?

Hevevany el HUMETLITETT 6TeT SenLp&HLILI(HeuT wTi?

Mention any two internal sources of recruitment.

g erCamilen erancuCGuignd @rerr(h 2 6TeLpemISEET

GOUE([Hs.

10.

Who is called specialty salesman?

‘Elpliy el HUEMETITETT 6Tan SeL&SLILIHeUrT WTi?

What is sales campaign?

‘Sely efpuenar GF&emyDd’ erammmed crevian?

Who is traveling salesman?

‘Lwenflé@ b el HueeTuTeTT eraTUeuT wmr?

What is customer relationship management?

‘UM SESWTETT 2 D6 GLOGTERTENLD’ GTETMTE 6TEE?

Mention any two advantages of sales report.
allpuemer oiflsesuder meataws@Eher  erameuGLg)Lb
Qramen GHUAG .

Write any two merits of internal source of
recruitment.

<41 Gaiggedlan 2 e apemisafled erancuCGuigybd @)y
LWIGT&EMET 6T (LDGI 5.

What is recruitment?

<6t Camiiy erammed eraven?
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12.

(a)

(b)

(a)

(b)

PART B — (5 x 5 = 25 marks)

Answer ALL questions either (a) or (b).

What are the social importance of
salesmanship?
punemenouden  gFeps WP&E LSS euBISET
wimeneu?

Or

Explain the objectives of salesmanship.

e punemenoulien Crrésmsamer allemsd@s.

List out the social qualities of a salesman.

clpueenurerien Fops s@dHsamer UL g wel(Hs.

Or

What are the merits and demerits of

external source of recruitment?
<ypar Cangsellen Ceuaflliym epegdlen Heranioger

WHMILD GePOUT(HEET WITEnE?
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14.

(a)

(b)

(a)

(b)

How advertisements aids a salesman?
efleTburd edlHUEENUTETTEE 6TLiLIlG  E&IeUNs
Sendlng)?

Or

What are the advantages of salesmanship to

society?

eflpunamenowined  FPsTWSHDEG — FHUGLD

BETENLD&ET LITEN6 P
What are the characteristics of a good
salesman?

@ Heved 69D LIEETLITET 6T LIGRTLS6T WTeneu?

Or

Is salesmanship an art or science or

profession.

ellhuTeRTentd  GTETLIE @ SEMOWT  DHO@S)

<siMledlweom Slevag Ggmfem?
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15.

16.

b

18.

(a) Explain the types of manufacturer’s
salesman.

2 HUSHWTET(HENL eflpuenerwimerie
QUGN ESEaT 68laTé G5

Or
(b) Mention any five duties of salesman.

Apueenurerfler  sLenwa@EheT  erepauGuignLd
BHe@s GHLKES.

PART C — (3 x 10 = 30 marks)

Answer any THREE questions.

Explain the features of salesmanship.

edpuramenLouden Saeniosamer elleTs @s.

Explain the steps involved in selection procedure.
veflureriaser  Csiey penpuiled o eTer  LigsemeT

Noufés.

Explain the advantages of salesmanship to

producers and consumers.
N DHLIMERTENLOWITEL 2 HUSHWITETTHEHESLD,

B&TCauThEsD HUBLD Berasmer 6ileréEs.
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20.

Explain the characteristics of recruitment.

<perGamilen LT |SamerT 6llaTéEs..

Explain the functions of salesmanship.

el pureirenouder Lianflsamer 6llars@s.
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