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1.         Give short answers to the following questions:                                                                           (24)

i. What are the various selling theories?
AIDA 
A –attention
I-interest 
D-desire
A –Action 
ii. What is personal selling? How it is different from sales promotion?
Personal selling is a face to face interaction or communication within the seller and buyer , long term basis  while sales promotion is a non direct interaction within buyer and seller . they will use marketing tool such as advertising , media & newspaper to promote the products .
iii.      How can you differentiate between the Buying Formula Theory and Behavioural
Equation Theory?
Buying formula theory is the buyer’s needs and problems receive a lot of attention , and helping for solution while behavioural equation theory is related to the buyer’s decision process but also takes the saleperson’s influence process into account .
iii. List various stages in the personal selling process.
To seek out potential customers ,to convert them into customers & to retain them as satisfied customers .
iv. What is the difference between the approach stage and presentation stage of the personal selling process?
Approach stage is occur when initial stage is made from the prospectthrough pre approach stage ,The approach stage is much more easier as beginning stage seller recognized the problem , details of the client while presentation stage is the seller ‘s duty to convey and explain the product ‘s benefits to the buyer and trying to approach them with product together ,pictures, booklets
v. What is the difference between Order Taking and Order Getting?
Order taking is a person do a very little selling , and just to take note orers and ensure the timely processing while order getting is the saleperson must meet customers to promotoe the advantages of the product / service and convince the buyer to purchase the products .
vii.      List the qualities of being a good salesperson 
            1)physical qualities – appearance /image 
            2) communication ability –good  language skills 
           3) mental qualities –inteligence , smart , skillful
           4) education and experience –education qualification and experiences 
          5)enthusiasm –good character 
         6)courtesy – good manners 
        7) initiative –finding new customers and maintain old customers 
       8) empathy – understand other s person view and situation 
    9 ) dependability – reliable and handle problems well 
  10) intergrity and honesty – able to manage company’s funds in his/her responsibility .
viii.      List the tools used in consumer protection.
1) Direct premium – is offered to a consumer purchasing a product or service by getting gifts along with the purchasers .
2) Conditional premium –the buyers can get coupons , wrappers contests ,money refund offer 


2.         You are a salesperson working in a pharmaceutical company. Explain the procedure
how you approach your customers and get orders.                                                                    (6)
                      



                      Firstly when I saw a customer walking by the pharmacy , I will go over to the customer and seek their attention by asking what their needs . Once their explain their needs , I had truly understand what is their problems , getting more info and then I will present few items that are suitable to their needs . I will explain each items to them to see which are more relevant and giving beneficialto them . After that , the customer will decide which to purchased . Once their decided I will take down the customer record for future record in case they will come back for a second purchase.
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