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Jh xqtjkrh lekt] bankSj 

i-e-c- xqtjkrh okf.kT; egkfo|ky;] bankSj 
O;kolkf;d fo"k; % foØ;dyk Salesmanship 
izsfDVdy QkbZy ds lEcU/k esa vko';d funsZ'k 

ch-dkWe izFke o"kZ 2024&25  
 

• ch-dkWe- izFke o"kZ ds p;fur O;kolkf;d ikB;Øe foØ;dyk ij 
fo|kfFkZ;ksa dks ,d izsfDVdy QkbZy rS;kj djuk gSA fo'ofo|ky; 
vadlwph eas izsfDVdy QkbZy ds izkIrkad 'kkfey gksaxsA blds iw.kkZad 100 
gSA bleas ìFkd ls mRrh.kZ gksuk vko';d gSA 

• izsfDVdy QkbZy A/4 lkbZt ds isij ij yxHkx 15&20 i`"Bksa dh rS;kj 
djuh gksxhA 

viuh izsfDVdy QkbZy fuEukafdr fooj.k ds vk/kkj ij rS;kj djsaA 

1- Hkwfedk fuHkkus okys vH;kl & fo|kfFkZ;ksa dks foØ; ,oa foi.ku ds {ks= esa fofHkUu 
izdkjksa ds in cukdj dk;Z{ks= esa mu inksa dh Hkwfedk dSls fuHkk,¡ ;g vH;kl 
djuk gSA tSls&foØ;drkZ dh HkwfedkA fo|kfFkZ;ksa dks Hkwfedk fuekZ.k okys vH;kl 
dk  okbZ&okW VIVA-VOCE ds le; Presentation nsuk iM+ ldrk gSA 

 
2- fcØh izLrqfr ;kstuk rS;kj djuk& p;fur mRikn@lsok ds vk/kkj ij fcØh 

izLrqfr ;kstuk rS;kj djuh gS bl rS;kjh esa fuEufyf[kr fcUnqvksa dks /;ku esa  
j[ksaA 
• xzkgdksa dk /;ku vkdf"kZr djuk ¼vfHkoknu] lacks/ku] ckWMh ysXost½ ds 

vk/kkj ij 
• laHkkfor xzkgd dh fLFkfr ,oa euksfoKku dk vkdyu & vk;q jgu lgu] 

vkfFkZd Lrj O;olk;@is'kk vkfn ds vk/kkj ij viuk izLrqrhdj.k nsuk 
pkfg;sA 

• laHkkfor xzkgd dh fLFkfr ds vkdyu vuqlkj mRikn@lsok dh la{ksi  
     tkudkjh ,oa   
      vU; izfrLi/khZ mRikn@lsok ds lkFk rqyukRed tkudkjh Hkh nsuk gSA 

• laHkkfor xzkgd dh vkifRr;ksa 'kadkvksa dks /;kuiwoZd lquuk vkSj /kS;ZiwoZd 
mudk lek/kku djukA 

• laHkkfor xzkgd dks mRikn [kjhnus ds fy, rS;kj djukA 
 
 
 
 
 
 
 
 
 
 



3-   vkmVMksj lsYlesu ds ikl dke djus ;k vklikl jgus okys ls lk{kkRdkj fd;k    
      tkosa % 

Sample Interview Questions  
Name of the salesman : ----------------------------------------------------- 

Name of the Company ( he/she is working in ) : ------------------------------ 

Age : --------- 

Mobile No. : ------------- 

 

iz-1- mRikn@lsok dk uke D;k gSA 
What is the name of product/ service. 

 
iz-2- mRikn@lsok dh fo'ks"krk,¡ D;k gSA 

What are the qualities of product/ service. 

 

iz-3- mRikn@lsok dk ewY; D;k gSA 
What is the price  of product/ service ? 

iz-4- D;k mRikn@lsok dk dksbZ izfrLi/khZ mRikn@lsok cktkj gSA 
Is there any competitive product/ service in market ? 
 

iz-5- vkidk mRikn@lsok vU; izfrLi/khZ mRiknksa ls fdl izdkj csgrj gSA 
Explain how your product/ service is better than other product/service 

available in market. 

 

iz-6- dkSu ls vkWQj  mRikn@lsok ij daiuh }kjk fn;s tkrs gSA 
Which offers are given by company on  product/ service . 

 

iz-7- mRikn@lsok foØ; ds izdkj dkSu&dkSu ls gSA 
Which are the type of product/ service selling. 

 

iz-8- laHkkfor Øsrk@xzkgd dks okLrfod Øsrk@xzkgd esa ifjofrZr djus ds fy, vki 
fdu dfBukbZ;ksa dk vuqHko djrs gS rFkk mUgsa dSls gy djrs gSA 

What difficulties you feel to convert your prospected customer/Purchaser 

in to real customer/Purchaser & how will you solved these difficulties. 

 

iz-9- Ckkg~; foØ; izfrfuf/k ds D;k nkf;Ro gSA 
What are the duties of Outdoor salesman. 
uksV&mijksDr iz'u uewus ds :Ik esa fn;s x;s gSA fo|kFkhZ vius mRikn@lsok 
Product/Service ds vuqlkj mijksDr lk{kkRdkj iz'uksa esa ifjorZu dj ldrs gSA 
rFkk uohu iz'uksa dks 'kkfey dj ldrs gSA 

• foØ; izfrfuf/k ds lkFk lk{kkRdkj ds lk{; (Proof) ds fy;s fo|kFkhZ dk 
foØ;drkZ ds lkFk QksVks ,oa fctusl foØ;drkZ ds fctusl dkMZ dh QksVksdkWih 
yxkuh gSA 
 



4- fcØh ctV dksVk ,oa {ks= 
 
 

• fcØh ctV %& Sales Budget 
 

fiNys o"kksZ dh foØ; ek=k&bdkbZ;k¡ ,oa jkf'k ds vk/kkj ij vkxkeh o"kZ ds fy, 
fcØh ctV rS;kj fd;k tkrk gSA vr% p;fur mRikn dh foØ; ctV dh 
tkudkjh&ekfld] =Sekfld] v/kZokf"kZd ,oa okf"kZd ds vk/kkj ij tkudkjh nh 
tkuh pkfg;sA 
 

• foØ; dksVk %&Sales Quota 
 

foØ; dksVk dh tkudkjh esa ctV vof/k dk  Turnover (Total Sales) 
dh tkudkjh jkf'k ds :Ik esa nh tkuh pkfg;sA 
 

• fcØh {ks=%&Sales Territory 
 
foØ; {ks= dh tkudkjh esa mRikn@lsok ds foØ; LFkkuksa&'kgj] rglhy] 
laHkkx ,oa izns'k dh tkudkjh ,oa bu {ks=ksa esa dk;Zjr~ mRikn@lsok 
foØ;drkZ dh la[;k dh tkudkjh nh tkuh pkfg,A 
 

5- foKkiu] O;fDrxr fcØh vkSj fcØh izpkj ds chp varj 
 

• foKkiu&(Advertisement) 

tc fuekZrk viuh oLrq] lsok ;k laLFkk ds ckjs esa fofHkUu lk/kuksa ds }kjk 
miHkksDrk dks tkudkjh iznku djrk gS rks bls foKkiu dgk tkrk gS foKkiu ds 
izeq[k ek/;e& lekpkj i=] if=dk] nhokj foKkiu] iksLVlZ] gksfMZXl] cSulZ] 
ifjogu foKkiu] euksjatu ,oa vU; foKkiu ds ek/;e jsfM;ksa] Vsyhfotu] 
flusek] esy izn'kZuh vkfnA 

 
• O;fDrxr foØ; &(Personal Sales) 
O;fDrxr foØ; esa foØsrk ,oa xzkgd ds e/; izR;{k lEidZ ,oa O;ogkj gksrk gS 
bldk izeq[k mnns'; xzkgdksa dh Ø; leL;kvksa dks gy djrs gq, foØ; djuk 
gSA bldk mi;ksx xzkgd larqf"V ds lkFk foØ; òf) ds fy;s fd;k tkrk gSA 

 
• fcØh izpkj &(Sales Promotion) 
fdlh oLrq ;k lsok dh fcØh esa o`f) djus ds fy, ,sls iz;klksa dks blesa 'kkfey 
fd;k tkrk gS tks izk;% fu;fer izd`fr ds ugha gksrs gSaA blds izeq[k ek/;e gS & 
lsEiy forj.k] esys ,oa izn'kZfu;k¡] eq¶r ijh{k.k] NwV ;k fjcsV vkfnA 

 
fo|kfFkZ;ksa dks muds p;fur mRikn@lsok ds lac/k esa foKkiu] O;fDrxr 

foØ; ,oa foØ; lao/kZu dh tkudkjh nh tkuh pkfg,A 
 

vFkok @ OR 

dsl LVMh@ CASE STUDY 

 

lsYlesuf'ki dh vo/kkj.kk o egRo crkrs gq, fdlh dEiuh dh dsl LVMh 
¼lsYlesuf'ki j.kuhfr ½ foLrkj ls crkb;sA 


