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BCOS-186: Personal Selling and Salesmanship

Course Code BCOS-186

Course Title / Subject Personal Selling and Salesmanship
Programme B.Com CBCS

Medium Hindi Medium

Marks 100

Assignment Type Tutor Marked Assignment
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IR 1: ATHRNTA fABT (Personal Selling) FT 314, U fd, Hew vd fagmu= 9 fawa dadq @ 59
3R B TSAT PIOTI (ignoucollage.in)
TTHIT 500 Rsg

faoerTa Sreqgs & Sidia safTa fasb (Personal Selling) @1 3, Uefa, Wew wd fagmu= a fawa Tadq @ o
U 3R fadaT &1 sidd Agayul ®H g1 fardlt ot srprefiie iR Sgifas fazawor & 39 fawa &t 4a sfaurom,
% UfaeTRie fAwTT auT ST@! HRIVUNC &) WY FHRAT ATTRIS BIdT & | T8 GURUN T2} &1 Had Jdg W JHgH
P TOg I Sfdffed BRUT 3R TRUMH Bt et RS BT 31 s TRHUTT 3R WY D0 & A1e0H J 39
fow @ Tefia faftrsr ugqeht &1 asnfe qut arfdes geaic farar o T 3|

HfRITd fawhl (Personal Selling) &1 31, UTET W@Wﬁﬁﬂﬁﬁﬁ%ﬁﬁﬁﬂ%ﬁmﬁ
T fARIdTE Ud SRS T T 8id € | UyH, I8 Ffyd ok Jorafa ol w snenfea grar 8, Ry srema=
¥ twETdr 3R faysiaar s et 31 i, a8 Ssifaw Rigidl ok arafas oRfufadl & & ue goeg Jey
R T 8| Tellg, 3% AT geeh! &1 prag TR0 B J Sfed auf o TRerd! o THT S Yol § 3R Jal
sy ae ugaT gvd I ]

% faRad, TfeaiTa fa®t (Personal Selling) ®T1 31, UHfd, Aewa Td fagmu= 9 fawyg Jade @ & v
uferar 3R TP ARAWUTHS RN &1 Tften ST [ & TT8RTs &1 qugH & forg sifard §1 18 98 o -
Tipfas faer g, onfifie ud arftifcye ifqat 8 sruar asfes iR wefas gt &), ude uRfRufa & sror sk
RO &1 T WY a0 B BT 81 L & TS IR0 T AFBIGd UG ad! iR Yl BT Ure o34 ¥ Ffedt o
GUTT Tt T8t a1 U aRomy guta: wreEors g B

HTARING Sia- & AT 3R IR U ¥ YR I, 3fdies, Hiifas a SwmTa uRkexd & safadaia fast
(Personal Selling) @1 31, UPfa, Wewd Td fagmu= 9 fasry Taedq ¥ & URifedr srafdes Wy g1 YR o™
fa=ma iR fafauamgul gz & veme, Rien, ifa FuRor, iy dRE SR siefie faen & 39 Rigidl &1 aus
JUANT foraT STl 8| afRyd 3R a9 RS0 3UAM I T Had IS BT THgds JHIUH THd g1 8, Sfeh
ad fadT IR HRIFTT G&fdl &1 4t 15 fe= firereh 51

s, safemrd fashl (Personal Selling) ®T 314, Wfa, Ae td fagmu= 9 faspa Had @ &1 sreA favamd
I DT SMYRRIAT BT 001 Foxal B 1 Ao THg, TafRYT THRUN 3R HATGRIRSG IUAINIA BT Tg Y TG
frenfial & fascwonets T SR W faaR el &) e oxar g1 39 v R geg ushs sfarefie udensit o
IPY U F TY-TrY HiIw & Wy 3R ATaRTRS Siia & g f ercdd Bererd Rig gt 81

I 2: TP AWd fashdl (Salesperson) & SATTASH T[UT, TRIATY Ud ATTHIAD Afdpdr
(Business Ethics) T ICCER] aﬂﬁrl'l'{l (ignoucollage.in)

CITHIT 250 XM

oAt 31 & 3fdiid TP AWwd fashdT (Salesperson) & 3TARA® I[UT, TNIAY U4 HATGANAS Afadpdr
(Business Ethics) BT &1 GHF 3R f3a<HT &1 3fdid Agayul RiF g1 fodft ot siprefiies ik Jgifas fazawor & g9
faw & ga sfauron, 39 YIS [Amr auT 3wt STV & WY HRAT RIS 8idl & | T§ ATYROT q!
H HId Jdg W JAZH & TOIT 3P Adi-ed HRON 3R TROMAf o} T8 aren HRl 81 Ite giRumT iR Wy
TRHIU & Treaw ¥ 39 fovg § Tefd fafva ugqasii &1 d7e aut difches Yedie- foar o 9T g1

TS 9 d faohdT (Salesperson) & STIR® I[UT, TRYATY UG HATGITAS AfdHdT (Business Ethics) BT & faxgd
T U 3P| B3 YHE [ARVATE Td WRAETD ST W 8id § | U9H, I8 M ok gogafeyd Hadl o smenia
BT 8, O 3renge ® Teeudt 3R fayg-aar s+t et 31 fadiy, a5 Agifoe Rigial 3R arafds aRfufaar &
&1 U Aoied & R T 81 Jailg, SHD A e BT HHds aiidmR0l T34 U Sied 9] & WRadl 9
U ST YHdT § 3R el s qe uga- GHa giar g
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HTGRING Sia- & IR SR faRy w0 § YRd™ Ao, e, Hiife 7 IRmd aRed ¥ Ue awd
faghar (Salesperson) & AAAP T, 'lﬂTi?I?IT({ Td qARS Afaedr (Business Ethics) &1 GRS RIRI G|
3 WY §1 HRT S A SR fafderargul <= & e, fRren, Sifa fefRor, iy SRl ok shafie faem o
3 Rygidl &1 saUe IUANT fhar ST 1 SUafyd 3R IF1He eBHI0 UM ¥ T had IHsl &1 JHueg
THTYTT G BT §, Sfed Tad A 3R IRINTT gerar o i 78 faun firad g1

ﬁ'@?ﬁﬁr, WWW (Salesperson) & ST S T, uﬁmamqamﬁw%?rﬁm (Business Ethics) &I
BT 31T fARTd 19 B SR BT i s 31 sifas gug, el Frffexor 3k saragie Ui &
Tg 3fgyd qH-ag faential & fazawunete Iig iR W faaR & & fasRid wrar g1 39 faw R gee ushs
ST TSN T IPHT UeRH & TY-T1 Hia® & 2Ny 3R ATagING Sl & forg of srid waerht g gt
gl

IR 3: faweg ufeean (Selling Process) & UHY <: HyTfad aredt ot @i (Prospecting), qa‘-
TUdh Td YHTH! UeIpUT THSMST (ignoucollage.in)

TITHIT 250 Mo

fawaTg siegm & Siavia fasea ufeean (Selling Process) * Uqy dRr: THTfad "«TI??)QI CARGIT] (Prospecting),
Ud-HUS Td B G SR fade T 1 ofdd Aeayul ®iF g1 [l off sraprafiie SR Jsifae fazawor & 59 fawy &
Td SHIYRT, 3% USRI BT aUT 9B HHAYUTE & WY HRAT aIH Sl & | T§ YRV I} Bl had
T8 | U & I 3 Sfdf-gd HRUN 3R TRUMH BT T8 RS il g1 Telds TRUTHT SR WE BP0 &
egH ¥ 39 favg § Yeftra fafte usqait &1 aue aut difdhes Geute- fosar ST 9T g1

fasra uferdr (Selling Process) & WHM TRUL: JUTA ATEHI Pt WA (Prospecting), Jd-HUS TG & fawqd
3T TSB! B UG ARV Ud IR AT WP 8Id 8 1 Tm, I8 A ok gamafud ot R enefd
Bi1 8, o) Sremae #f wohudl IR faygigar s+ el 81 fadii, a8 Jsifie Rigidl ok arafas aRkfufadl &
o1 U Aoied oY R BT 81 Jailg, 3P AT Teeh! BT pHeg avifeRul 31 ¥ Sied da) &) WRadl I
T ST Joha § 3R TEt st e Uge Gud g 3

HTGRING Sitg & AT 3R Ry w0 ¥ YR g, s, dimfas g Trird uRewa o fawa ufear
(Selling Process) & WH TRUT: HHTAd ATED| BI WIS (Prospecting), Jd-HUP T4 $ URIRHT SAfH T
81 YRd o fasmer iR fafaearguf = & gemem, e, Hfa Feafon, ity SRt oiR sienfie faer & 57 Rigidt &
S IYTNT {51 S1dT 8 | ARG 3R AFMTh SPHI0T T T T had THEIS BT JHISG FJHIU THT BT B,
i Tad fAPpTT 3R TR e 1 ot 73 = e 81

ﬁl’@'ﬁﬂ:, fasma ufesar (Selling Process) * g9 ORI JuTfad ‘JI'I?@QI CARGIT) (Prospecting), Uﬁ-ﬂ"ﬁ Td &I
3T favTeTd I o1 SMURRI &1 FHior Har 81 Vgifds TH, TafRud Tiffeur iR AagiRe ST &1 I8
3gyd g faenfial o fazevonee W ok W IR &mar & fIsfid &1 81 39 fav R Yee uahs
DTG D TGN H IHY UGRH & Y-y Hiq & MY 3R TR siad & forg o 3fdd waert R gt
gl

IR 4: G| DI U] BT FGIRUT (Handling Objections) AT fat gul H3 (Closing the
Sale) P dPH-i1d] 1 IR | quiv Fifong| (ignoucollage.in)

CTHIT 250 VMo

TIoRRT 31 & Sidiid ATge! @t Uil T fGRUT (Handling Objections) AT fas! Yuf #=4 (Closing the
Sale) & TH 3R fIaemT F1 Srdd Ayl WM g1 fHht ot srprefies ok Jsifaw fazewo & 39 fawg &t 7a
3IYROT, 3P UfABTRIS fAe™ quT STt ST & WY HRAT IS BIdT 3| T8 ATYRUN T ! Had Idg
W GAZH & S99 I 3idfied SR 3R TRum &} Tedt aren Rt g1 Tl URHT 3R Wy =PI &
e ¥ 39 favg & Jaifta fafts ugqait &1 axnfes qut difches Hedic faan S &l g

TS| Dt MUl BT fGRUT (Handling Objections) TT faspt qul #IA (Closing the Sale) & fa¥qd sieqa= @
D! Hs YT FAATATE Td WIS M WY B & | T, I8 FAfyd iR Jogafyd fFomt w s grar g,
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ORI sre ® U udn SR fayiaar s+t gt 31 fgdta, a8 Jifis Righdl ok arafas uffufadt & &9 we
oled Gae RIMT Bl 81 Jatg, 395 AT Uch! &7 HHaG avieRul d3- J Sfed aul & WRadl I FHT off
T g 3R T Fspd 9 Uga IHa g |

TR Sia & IHANT 3R IRy &0 § YRdg I, e, e 7 TRrd uRewd # urgsd! ot
3mafral &1 fAarRor (Handling Objections) a%nﬁﬁqpfmﬁ (Closing the Sale) CAR* RG] WW%I
YR SN fawne ok fafaerargof 3= & vemem, Rrem, Sifa RufRon, iy S ok shafies o o 39 Rigial @
P IUTNT {51 SI1dT 3| TafRUd 3R e DBV UAH I 9 Had TS 6T JHISG JHUTH THT 8idT ©,
e Td AT 3R TRITTA e o oft 718 fa=m firerdht 31

s yia:, ATe| Bt Uil T fAGRT (Handling Objections) T fs! quf #%+ (Closing the Sale) &1 30T
fIaTd I o) nuRfRIe &1 Ao Hrar 81 sifos Ty, Fafkid Fiffaor sk aragie ITRRTEr &1 a8 sfgyd
997 faanfial #f fazawumes g ofiR Wdd faaR &mdr &) e w1 81 39 fvg R Yeg uss eeid
wRiensit ¥ I UeRH & [ry-TrY Hiaw & 2y R AagIRe Siia & fae ot srcdd wererdt R gt 81

IR 5: fapg 9a ugeq (Sales Force Management), ufRreor, edu | Td IIT:."QfT-I 'FECI'IW 31 faferay
TR UHTRT ST (ignoucollage.in)
T 250 XTe5

oAt Sierae & SiPia fasha 96 WY (Sales Force Management), UTRT&UT, TRV UG UeRIA Heaidp+T &1
faftr wR &1 9wt 3R fada &1 ordd Heaqyl &I g fandt ot srpreftie iR Sgifae favayu & 39 favg &1 g4
SAYRTT, 3P UfBTRIP fIBTH TUT TSB! HTAUUICH DT WY BT TP BIdT ¢ | T8 SATYRUT T} P hddl Idg
R I & gold I fdf-ifed HRUN 3R aROMH &t Test oare adl g1 s uRUTH 3R WY DI &
egH ¥ 39 favg § Geftra fafte usqait &1 aue aur difdhes Geute- fosar ST 9T §1

fasPa 96 WG (Sales Force Management), WTRT&UT, URUIT T4 USRI edid &t faftri R & fawqga sreqaa 9
D! Hs YA FIATATE Td TRAFTAS 3 WY g & | TuH, T8 FAfyd ok Jogafyd ot w e g g,
o 3regg § uhveudr iR fayg-igar s+ st 21 fedia, a8 Jgifas Rigial 3R ardfds uRfufadt & o9 e
Toled e RIMT Bl 81 Jatg, 396 AT Uch! &7 HHaG avieRul o1 J Sfed aul & Radl I JHT off
T g 3R T Fspy 9 Uga-T IHd g |

HTGRINRG g & ST 3R IR =0 F URdTT wrfores, snffes, wimfas @ Swimma uikewa § fawa 9a yees
(Sales Force Management), UfR1&{UT, IR TF WeRiA Geaisd ot faftral R & urifiewdr siafdies Wy 81 YRd
S fa=ma ofR fafaerarguf <=r & v, e, ify R, iy TRmY ok shefie e 37 Rigidl &1 amus
IUGNT a1 ST g1 SIafRUd 3R 331D EPHI0 UH T T Had JHIT3N BT JHISg JHTYM THT Bidl 8, Sfehp
Tad [IpT SR TRINTT gerdr o1 it 713 femm foradh 21

frswya:, fasha 9@ e (Sales Force Management), WiRI&UT, TRUN TG WeH Jeaidd @t AR/ wR &1
3T fIvTeTd I 1 SMURRI &1 FHior Har 81 Vgifde TH, TafRud Tiffeu iR AagiRe ST &1 8
3feyd T faaniial # fyzeuners O iR Wda fAuR &mdr &) el &dr 81 39 vy R Jeg uss
PGS TR § IFY UK & Y-y Hia™ & MY 3R raeiRe Sitaq & forg +f sidid waer Rig gt
gl
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This solved assignment is prepared for educational/reference purposes only. Students should read IGNOU study material and
write answers in their own words before submission.
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