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All questions are compulsory.
Marks allotted to questions are indicated against each of them.
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5 hat is a sales presentation ? Why is it important to plan a sales
sentation ? Explain with the help of examples. 6
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at objections are generally mada by potential customers while
ing a product ? Explain with examples. T
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plain the importance of providing After Sales Service in case of

isumer durable products. 5
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are important steps in making a sales presentation to a potential :
? Explain. 5
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How do supporting evidences help in making a sales presentation ?
Explain with the help of examples.
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What are rational buying motives ? Explain with the help of examples.
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What are the factors affecting purchase of a consumer non-durable
product ? Explain with the help of examples.

RN N GEET @ GUIRT fF G SudE oTurl 3R % Ha & yfad
e 7@ FNE A § |

What is meant by planning a sales presentation ? Explain.
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How can the interest of potential buyer be noted while making a sales
presentation ? Explain.
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What are the important methods of making a sales presentation ?
Explain.
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How would you establish rapport with a potential buyer ? Give two
examples.
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Give two examples of how a salesperson can help a buyer in making
choice of a product.
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List any four factors affecting purchase of consumer products.
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List four after sales services offered by a seller.
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