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B.T.M. EXAMINATION, 2026

3. Explain the concept of Salesmanship. What (Sixth Semester)

are the qualities of a good salesman ? 16
(Re-appear Only)
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Salesmanship in Tourism

Unit IT (3T8 11) Time : 3 Hours] [Maximum Marks : 80
4. What is Sales Forecasting ? Discuss its Before answering the question-paper, candidates must
significance and methods used in a tour ensure that they have been supplied with correct and
operator company. 16 complete question-paper. No complaint, in this regard
) will be entertained after the examination.
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FRT | question from each Unit. Q. No. 1 is

compulsory. All questions carry equal marks.
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Compulsory Question ( 3T&m& wgT)

Describe the following : 8x2=6

(a) What is the role of a salesman in the
tourism sector ?

(b) Define Sales Planning.

(c) Mention any two features of Personal
Selling.

(d) What do you understand by Sales
Strategy ?

(e) What 1s Sales Budget ?

(f) Mention any two tools of motivating sales
personnel.

(g) Write any mwo points of difference
between sales and marketing.

(h) What 1s Sales Force Evaluation ?
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Unit I (Z&TE 1)

2. Define Personal Selling and explain its

advantages and limitations with examples from

the tourism industry. 16
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Unit IV (318 1V) 5. Discuss the steps involved in developing a

8. Explain the role of technology in modern sales Sales Strategy. Why is it essential for tourism

management. How has information technology organizations ? 16
changed the traditional approach in tourism S SIS S S S
sales ? 16 . .
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Unit III (3T 1)

9. What are the key ethical responsibilities of
. . _ 6. Explain the role of training in enhancing the
salespersons in tourism ? How can unethical

practices be avoided ? 16 performance of sales force. 16
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7. What are the objectives and benefits of

% o2 o2 designing a Sales Compensation Plan ? 16
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