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ELEMENTS OF SALESMANSHIP
Paper - II (English & Telugu Versions)

MODEL QUESTION PAPER
(For the Academic Year 2021-22 only)

Time : 3 Hours Max. Marks : 50

SECTION - A 10×2=20

Note: (i) Answer ANY TEN questions. (ii) Each question carries TWO marks.

 (i) (ii) 
1. What is meant by Broker?


2. Mention various types of Selling.


3. Who is Export Salesman.


4. Write briefly source of Recruitment of Salesman.


5. What is Sales Bulletins?


6. Define sales manuals?


7. Write any classification of buying motives?


8. Write about middlemen.


9. Methods of identifying customers


10. What is Sales Presentation?


11. Write the customer-orinted approach.


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12. What is meant by objection?


13. Write  various types of Objection.


14. Explain about Insurance Agent.


15. Who is Export Salesman.


SECTION - B 5 × 6 = 30

Note: (i) Answer ANY FIVE questions. (ii) Each question carries SIX marks.

 (i) (ii) 
16. Write the role and functions of Salesman.


17. Explain the types of Selling.


18. Write the duties and Responsibilities of Salesman.


19. Write the Remuneration to the Salesman.


20. Write the source of Product Information.


21. Explain the buying motives.


22. Write the customers influency decision regarding purchase of

product.


23. Write the steps in Sales Presentation.


24. Write the methods of Handling objections.


25. Explain about the following

a. Mail order Salesman b. Travel Agency Salesman





__________


