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SALESMANSHIP 

{ZYm©[aV g_` : 3 KÊQ>o  A{YH$V_ A§H$ : 60 

Time allowed : 3 hours Maximum Marks : 60 

 H¥$n`m Om±M H$a b| {H$ Bg àíZ-nÌ _o§ _w{ÐV n¥ð> 8 h¢ & 

 àíZ-nÌ _| Xm{hZo hmW H$s Amoa {XE JE H$moS >Zå~a H$mo N>mÌ CÎma-nwpñVH$m Ho$ _wI-n¥>ð> na 
{bI| & 

 H¥$n`m Om±M H$a b| {H$ Bg àíZ-nÌ _| >30 àíZ h¢ & 

 H¥$n`m àíZ H$m CÎma {bIZm ewê$ H$aZo go nhbo, àíZ H$m H«$_m§H$ Adí` {bI| & 

 Bg  àíZ-nÌ  H$mo n‹T>Zo Ho$ {bE 15 {_ZQ >H$m g_` {X`m J`m h¡ &  àíZ-nÌ H$m {dVaU nydm©• 
_| 10.15 ~Oo {H$`m OmEJm &  10.15 ~Oo go 10.30 ~Oo VH$ N>mÌ Ho$db àíZ-nÌ H$mo n‹T>|Jo 
Am¡a Bg Ad{Y Ho$ Xm¡amZ do CÎma-nwpñVH$m na H$moB© CÎma Zht {bI|Jo & 

 Please check that this question paper contains 8 printed pages. 

 Code number given on the right hand side of the question paper should be 

written on the title page of the answer-book by the candidate. 

 Please check that this question paper contains 30 questions. 

 Please write down the Serial Number of the question before 

attempting it. 

 15 minute time has been allotted to read this question paper. The question 

paper will be distributed at 10.15 a.m. From 10.15 a.m. to 10.30 a.m., the 

students will read the question paper only and will not write any answer on 

the answer-book during this period. 
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gm_mÝ` {ZX}e : 

(i) `h àíZ-nÌ Mma IÊS>m| _| {d^m{OV h¡ & 

(ii) IÊS> A _|  EH$-EH$ A§H$ Ho$ AmR> àíZ h¢ & g^r àíZm| Ho$ CÎma Xr{OE & àíZ g§»`m  

1 go 8 ~hþ{dH$ënr àíZ h¢ {OZ_| AmnH$mo {XE JE {dH$ënm| _| go EH$ ghr {dH$ën H$mo 

MwZZm h¡ Am¡a CgH$mo AnZr CÎma-nwpñVH$m _| {bIZm h¡ & 

(iii) IÊS> ~ _| Xmo-Xmo A§H$m| Ho$ N>moQ>o CÎma dmbo Xg àíZ h¢ & BZ_| go {H$Ýht AmR> àíZm| Ho$ CÎma 

Xr{OE & 

(iv) IÊS> g _| VrZ-VrZ A§H$m| Ho$ N>moQ>o CÎma dmbo AmR> àíZ h¢ & BZ_| go {H$Ýht gmV> àíZm| Ho$ 

CÎma Xr{OE & 

(v) IÊS> X _| nm±M-nm±M A§H$m| Ho$ Mma àíZ h¢ & BZ_| go {H$Ýht VrZ> àíZm| Ho$ CÎma Xr{OE & 

General Instructions : 

(i) This question paper is divided into four sections.  

(ii) Section A contains eight questions carrying one mark each. Answer all 

the questions. Questions no. 1 to 8 are multiple choice questions in which 

you have to select one correct option out of the given options and write the 

same in your answer-book.  

(iii) Section B contains ten short-answer type questions carrying 2 marks 

each. Answer any eight of these questions.  

(iv) Section C contains eight short-answer type questions carrying 3 marks 

each. Answer any seven of these questions. 

(v) Section D contains four questions carrying 5 marks each. Answer any 

three of these questions. 
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IÊS> A$ 
SECTION A 

Bg IÊS> _| {XE JE EH$-EH$ A§H$ Ho$ ~hþ{dH$ënr àíZ h¡ & {XE JE {dH$ënm| _| go ghr {dH$ën 
Mw{ZE Am¡a CgH$mo AnZr CÎma-nwpñVH$m _| {b{IE &   1×8=8 
This section contains multiple choice questions carrying one mark each. Choose 

the correct options out of the given options and write the same in your  
answer-book.   

1. EH$ J«mhH$ Ho$ {Xb VH$ nhþ±M H$a AnZo {bE EH$ ñWm`r OJh ~ZmZo H$s {dH«o$Vm H$s H$bm 
H$mo H$hm OmVm h¡   
(H$) AZwg§YmZ H$bm  

(I) ~oMZo H$m H$m`© ({dH«$` H$bm)  

(J) {~H«$s à~§YZ  
(K) {~H«$s g§`moOZ  
The art of the salesman to reach up to the heart of a customer and create 

his permanent place there is called 

(a) Research art 

(b) Salesmanship 

(c) Sales management 

(d) Sales combination 

2. H$ånZr Ho$ Hw$b CËnmX H$s dh _mZH$ am{e {Ogo EH$ {dH«o$Vm Ûmam ~oMm OmZm Mm{hE, {H$g 
ê$n _| dJuH¥$V H$s OmVr h¡ ? 
(H$) {~H«$s à{V`mo{JVm  
(I) ˜M© H$moQ>m  

(J) CËnmXZ H$moQ>m  

(K) {~H«$s H$moQ>m  
The standard amount of the company’s total product that must be sold by 

a salesperson is classified as 

(a) Sales contest 

(b) Expense quota 

(c) Production quota 

(d) Sales quota 
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3. {dH«$` J{V{d{Y`m| Ho$ CÔoí` {ZYm©aU VWm BZ CÔoí`m| H$mo àmßV H$aZo hoVw {bE OmZo dmbo 
Amdí`H$ MaUm| H$m {ZYm©aU VWm AZwgyMZ H$mo H$hVo h¢   
(H$) ~oMZm  

(I) {~H«$s Zr{V  
(J) {~H«$s H$m`©H«$_  

(K) {~H«$s `moOZm  
The work of setting up objectives for selling activities, determining and 

scheduling the steps necessary to achieve these objectives is known as  

(a) Selling 

(b) Sales policy 

(c) Sales programme 

(d) Sales planning 

4. {ZåZ{b{IV _| go H$m¡Z-gr {~H«$s à~§YZ H$s EH$ aUZr{VH$ ^y{_H$m Zht  h¡ ? 
(H$) ZµOa aIZm  
(I) [anm}qQ>J  
(J) gwnwX©Jr ({S>{bdar)  
(K) {dVaU H$m BîQ>V_rH$aU  
Which of the following is not a strategic role of sales management ? 

(a) Tracking 

(b) Reporting 

(c) Delivery 

(d) Optimizing distribution 

5. {~H«$s H$aZo dmbo bmoJ AnZm A{YH$V_ g_` {ZåZ{b{IV _| go {H$g_| ì`VrV H$aVo h¢ ?  
(H$) Am_Zo-gm_Zo H$s {~H«$s  
(I) Q>obrµ\$moZ Ûmam {~H«$s  
(J) `mÌm  
(K) àemg{ZH$ H$m`©  
Salespeople spend most of their time doing which of the following 

activities ? 

(a) Face-to-face selling 

(b) Telephone selling 

(c) Travelling 

(d) Administrative tasks 
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6. {~H«$s {ZînmXZ _yë`m§H$Z Bg H$maU Amdí`H$ h¡    
(H$) gw{ZpíMV H$aZm {H$ à~§YZ AnZo bú`m| H$mo nyam H$ao  

(I) à{ejU H$mo ~‹T>mZo VWm ny{V© H$aZo Ho$ {bE  
(J) {~H«$s H$aZo dmbo bmoJm| H$mo à{Vnw{îQ> àXmZ H$aZo Ho$ {bE  

(K) {dH«$`H$Vm©Am| H$mo gMoV aIZo Ho$ {bE  
Sales performance evaluations are necessary to 

(a) ensure that management meets its goals 

(b) supplement and enhance training 

(c) provide feedback to salespeople 

(d) keep salespeople on their toes 

7. {nN>bo [aH$m°S>m] Ho$ AmYma na àjonU H$s EH$ {d{Y h¡  

(H$) _yë` {díbofU  
(I) {~H«$s nydm©Zw_mZ  

(J) _mZH$ _yë`m§H$Z  

(K) {~H«$s E_.~r.Amo. (M.B.O) Ûmam  
Projection on the basis of past records is a method of 

(a) Value analysis 

(b) Sales forecasting 

(c) Standard appraisal 

(d) Sales MBO 

8. {ZåZ{b{IV _| go H$m¡Z-gm {~H«$s _wAmdµOo Ho$ {bE H$_reZ ê$n H$m EH$ bm^ h¡ ?  

(H$) {dH«o$Vm AË`{YH$ ào[aV hmo OmEJm  
(I) {dH«o$Vm {Z`{_V ê$n go {~H«$s Ho$ Am±H$‹S>o EH${ÌV H$aoJm 

(J) {Z`{_V ê$n go boIo aIo OmE±Jo  

(K) boIo A{YH$ CËnmXH$ hmo OmE±Jo   
Which of the following is an advantage of using a commission form of 

sales compensation ? 

(a) The salesperson will be highly motivated 

(b) The salesperson will regularly collect sales data 

(c) Accounts will be maintained on a regular basis 

(d) Accounts will be more productive 

 



308 6 

IÊS> ~ 

SECTION B 

 

Bg IÊS> _| go {H$Ýht AmR> àíZm| Ho$ CÎma Xr{OE &       2×8=16 
Answer any eight questions from this section. 

     

9. ‘XþH$mZ _| ~oMZo’ H$m Š`m AW© h¡ ?  
What is meant by ‘In-store based selling’ ? 

10. EH$ g§`moOH$ (_XXH$Vm©) Ho$ ê$n _| EH$ {dH«o$Vm H$s ^y{_H$m H$mo n[a^m{fV H$s{OE &  
Define the role of a salesman as a facilitator. 

11. {~H«$s H$moQ>m Š`m| Amdí`H$ h¢ ?  
Why are sales quotas required ? 

12. nwañH$ma H$m Š`m AW© h¡ ? {H$Ýht Xmo àH$ma Ho$ nwañH$mam| Ho$ Zm_ Xr{OE &  
What is meant by rewards ? Name any two types of rewards. 

13. {dH«$` H$bm Ho$ A§VJ©V g§Mma H$m¡ebm| H$s ^y{_H$m H$m CëboI H$s{OE &  
State the role of communication skills under salesmanship. 

14. {~H«$s g§JR>Z H$m Š`m AW© h¡ ?  
What is meant by sales organisation ? 

15. {~H«$s _| d¥{Õ bmZo Ho$ {bE {dH«$`H$Vm©Am| H$mo àmoËgm{hV H$aZo H$s {H$Ýht Xmo {d{Y`m| H$m 

CëboI H$s{OE &  
State any two methods to encourage a salesperson for bringing sales. 

16. ‘{~H«$s gå~pÝYV ^|Q>’ H$m Š`m AW© h¡ ?  
What is meant by ‘sales call’ ? 

17. {~H«$s àñVw{V Ho$ {H$Ýht Xmo bm^m| H$m CëboI H$s{OE &  
State any two benefits of sales presentation. 

18. ‘{dH«o$Vm’ VWm ‘{~H«$s ewëH$’ H$mo n[a^m{fV H$s{OE &  
Define ‘salesman’ and ‘sales tariffs’. 
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IÊS> g 

SECTION C 

 

Bg IÊS> _| go {H$Ýht gmV àíZm| Ho$ CÎma Xr{OE &           3×7=21 
Answer any seven questions from this section.         

 

19. {~H«$s g§JR>Zm| Ho$ {d{^Þ àH$mam| H$mo g§jon _o| g_PmBE &  
Explain briefly the various types of sales organisations. 

20. à{VnyaH$ (_wAmdµOm) nwañH$mam| H$m Š`m AW© h¡ ? 
What is meant by compensation rewards ? 

21. {~H«$s joÌm| Ho$ hmoZo Ho$ {H$Ýht VrZ CÔoí`m| H$m CëboI H$s{OE &  
State any three purposes of having sales territories. 

22. {dH«$` H$bm VWm ì`{º$JV {dH«$` _| AÝVa Ho$ H$moB© VrZ {~ÝXþ ~VmBE &  
Give any three points of distinction between salesmanship and personal 

selling.  

23. EH$ AÀN>o {dH«o$Vm Ho$ JwUm| H$mo g_PmBE &  
Explain the qualities of a good salesman. 

24. {Q>H$mD$ Cn^moº$m dñVwAm| Ho$ {bE VH©$g§JV Am¡a ^mdZmË_H$ H«$` àoaH$m| _| A§Va ñnï> 
H$s{OE & 3 

Differentiate between rational and emotional buying motives for 

consumer durables.  

25. XþH$mZm| Ho$ ZdrZV_ ñdê$nm| (\$m°_}Q>) H$mo g§jon _| g_PmBE &   
Explain briefly the latest store formats.  

26. XþH$mZ _| ~oMZo H$m ñdê$n (ñQ>moa-ñdê$n XþH$mZ|) {H$g àH$ma {dH«$` H$bm OrdZ-d¥{Îm _| 
`moJXmZ Xo ahm h¡ ? g§jon _| dU©Z H$s{OE &  
How are In-store based selling formats contributing in salesmanship as a 

career ? Describe briefly. 



308 8 

IÊS> X 

SECTION D 

 

Bg IÊS> _| go {H$Ýht VrZ àíZm| Ho$ CÎma Xr{OE & 5×3=15 
Answer any three questions from this section. 

27. joÌ `moOZm Ho$ MaUm| H$m dU©Z H$s{OE &  
Describe the steps in territory planning. 

28. EH$ AÀN>r {~H«$s H$moQ>m `moOZm H$s {deofVmAm| H$mo g_PmBE &  
Explain the attributes of a good sales quota plan. 

29. EH$ S>m°ŠQ>a go ^|Q> H$aVo g_` \$m_m©ñ`y{Q>H$ëg {dH«o$Vm H$s {~H«$s J{V{d{Y`m| H$m dU©Z 
H$s{OE &  
Describe the sales activities of a pharmaceuticals salesperson while 

calling on doctors. 

30. A{^àoaU Ho$ {d{^Þ VÎdm| H$mo g_PmBE &  
Explain the various components of motivation.  
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