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	1. Give short answers to the following questions:  
i. What are the various selling theories?
Selling theory consists of two main theories.
1) AIDA sales theory
2) The right theory of the situation

AIDA theory: The theory is that while salespeople are doing sales presentations (interviews), the customer's mind moves to the following four levels:
Attention, interest, desire, behavior.

Right Set of Circumstances Theory: When a salesperson provides a client with a cup of tea and the client accepts it, the interview will proceed and eventually the salesperson might think that this effort will lead to sales. However, the disadvantage of this theory is that it is seller-oriented, so the seller controls the situation.

Buying Formula Theory: The basic premise of this theory is that buyers' needs and problems are taken into account. In other words, the role of a salesperson is to be seen as a role of helping the buyer directly or indirectly to find a solution. The term 'solution' can be referred to in the following two sections.
1) the product itself and
2) The brand - or company's – name

ii. What is personal selling? How it is different from sales promotion?
In theory, an individual sale is defined as an interpersonal conversation between a buyer and a seller. The purpose of this conversation is to persuade the buyer to accept the seller's opinion and ultimately to allow the buyer to take special action.
Personal sales can be classified as a kind of promotional tool. This is a personal action, not a communication through the media, and typically a seller can deliver a message in a convincing way to deliver a product or service to a future buyer.
Sales promotion is defined as all promotional activities except for individual sales, advertising and publicity, and is a form of non-personal one-way, which is presented in newspapers and magazines. This is different from personal sales.

iii. How can you differentiate between the Buying Formula Theory and Behavioural
Equation Theory?
In these two theories, the following differences can be found.
The "behavioral equation" theory considers the final decision-making process of the buyer's product or service, but also considers the process of sales of the salesperson.
On the other hand, in the buying formula, the process of determining the buyer's purchase is most simply compressed as shown below. 
“Need-> solution-> purchase”
In this theory, the buyer's needs are explained step by step.

iv. List various stages in the personal selling process.
The personal sales process includes the following steps:
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a. Prospecting: Locating, identifying, and verifying targeted customer segments.
b. The Pre-Approach: It is a homework done by a salesperson before contacting the customer. Specific information related to background, product requirements and personal information may be collected during this process. This information may include the age of the prospect, marital status, hobbies, interests. 
c. Approach: At this stage, the company first contacts prospects. This identifies the interests of the prospect, and allows the first impression of the salesperson to decide whether or not it can develop a lasting relationship. A variety of information obtained during the pre-access stage with potential customers can be very useful at this stage.
d. Sales Presentation: This is the most important part of the sales process. This is an attempt by the salesperson to deliver the product to the customer. That is to say,
sends messages that the product delivers through products, slides, photos, videotapes, booklets, flipcharts, and more. This can be seen as an action to attract potential customers.
e. Handling objections: Even if the prospect is interested in the product, there may be a reservation until they decides to make a purchase. This means that there may be questions, questions, or objection about the product or service. In this process, the salesperson must provide a solution to the lack of understanding of the prospect's product. In other words, potential customer questions or objection are a way to see how close they are to making a purchase decision.
f. Closing the sale: Proficient sales result in a sale. At this stage, the salesperson must close the sale at the appropriate moment.
g. Follow up: The salesperson must follow up even if the sale ends. He can provide details to the customer, such as delivery time, purchase conditions and price payment method. Your salespeople can attend to important issues to customers in a timely manner to ensure customer satisfaction. If a salesperson wants to repeat purchases, follow-up action may be required.

v. What is the difference between the approach stage and presentation stage of the personal selling process?
The Access stage occurs when first contacting a potential customer, but the presentation phase is the most important part of the sale, where the salesperson is attempting to deliver the product to the prospective customer.

vi. What is the difference between Order Taking and Order Getting?
Order taking: People who perform daily sales work are seen as non-creative sales people who receive orders. Their role is to inform the order and ensure the proper handling of the order. In this scenario, the customer will identify the products they need and the quantity of products they ordered. There are three types of receipt of orders:

1) Driver salesman;
2) Inside order taker; And
3) Outside order taker.

On the other hand, Order Getting is not a routine task. This process involves a salesperson meeting the customer directly, introducing the benefits of the product or service, and persuading the customer to purchase the product. At this stage, a very high level of creative selling know-how may be required. Here are the various kinds of Order getters:

1) creative sellers of tangible products, and 2) creative sellers of intangibles (including
Services.

vii. List the qualities of being a good salesperson
Basically, there are several qualities that the salesperson who in charge of company’s sales should have at a certain level:

1) Physical Qualities: This is related to the health and appearance of the salesperson. The health of the business person directly affects business trips. In addition, good looks are required for sales.

2) Communication Ability: Communication is a two-way communication process that is necessary for both sellers and buyers.

3) Mental Qualities: The analytical skills, intelligence, and conceptual skills of the sales market or product are essential to the salesperson for good performance. He must be able to provide a solution to all business related issues.

4) Education and Experience: The salesperson must have a minimum educational qualification to ensure the correct delivery of the product or service. In other words, the minimum level of education is required.

5) Enthusiasm: If a salesperson is not enthusiastic about his products or services, he can not achieve good results.

6) Courtesy: The salesperson must have good manners and listening skills and need a polite way of behaving.

7) Initiative :: Sales representatives need skills to find new customers and sell them in new ways.

8) Empathy: Empathy is the ability to understand a person's point of view, feelings, and situations. The salesperson needs to look at the issue of sales from the buyer's perspective.

9) Dependability: The salesperson should be able to give credibility to the buyer.

10) Integrity and Honesty: Salespeople are responsible for honest handling of the company's public funds.

viii. List the tools used in consumer protection.
Consumer protection tools can be described as policies, laws, institutions and structures that form the framework of the consumer protection system. The following protection tools can be used to protect consumers' interests.

United Nations Guidelines
Consumer Protection Agency / Organization
Consumer Protection Act
Consumer compensation

2. You are a salesperson working in a pharmaceutical company. Explain the procedure
how you approach your customers and get orders. 
I am a salesperson of a pharmaceutical company and I plan to get  an order by accessing a customer in the following order.
Prospeting-> Pre-approach-> Approach-> Sales Presentation-> Handling objections-> Closing the sale-> Follow up

First, make an appointment with the target customer, prepare marketing materials, present proficiently, provide explanation and understanding of the product, listen to the customer's idea, recommend the appropriate product, and make an order. I will show all my effort for getting an order from them.
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