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OPTION-A
Paper : COM-SE-6014
( Personal Selling and Salesmanship)

1. Choose the correct answer : (any four)
: 1x4=4

e Teg iR Sieveal ¢ (Rewren 516y

(i) Which one of the following is not a major
direct selling company in India ?

el @ SIS 9Bl I3 aerF Rk
IR} 72H 2
(@) Amway (SINR)
(b) Oriflame (SREY)
~ (c) Britannia (R
(d) Eureka Forbes (o733 ¥5)

(ii) Selling a different product to a customer

is known as . (Fill in the blank)
AT 9T [Ce9 ANG! [P FIAHT (AR
a | (T} 312 279 7)

(a) cross selling (% ReFY)
(b) upselling (SNHRR)
(c) down selling (S GfR)

(d) suggestive selling (%R [Fh)
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(iii) When consumer buy a product unplanned
is known as . (Fill in the blank)

et Boreres seifReEresica Aud « bl @

IR TS @RI _____ |
(T} A% %7 )

(@) primary buying (2% &)

(b) secondary buying (¢4 &%)

(c) immediate buying (SI<FAT &H)

(d) impulse buying (WRHT F)

(iv) Full form of DSA is

& @ @ 3 F~ef wief TR

(a) Delivery Staff Agency

(b) Direct Selling Agent

(c) Direct Supplier Agent

(d) Distribution and Supply Agency

(v) A ‘prospect’ means

9ot “TFERA'Y W R

(@) Company’s details (>IN RFT)
(b) A likely buyer (9% TSI (FSl)

() Company’s Memorandum of

Association (@™AIRIF IRHifo)
(d) A likely seller (& 78Ry Reeret)
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(vi) Which of the following is é. rational
buying motive ?
fnfiRe W ffevmre TR Sy ?
(a) * Prestige (2fS~f&) |
(b) Love and affection (= % (F2)
(c) Durability (%)
(d) Habit (SSJ)

(viij) Which of the following is not considered
as advantage of a territorial sales force ?

sl G Sk REeT PR IR

f2p1eet oty 31 w2

(a) Travel expenses can be minimized
TG g1 (I AR

(b) Each salesperson’s job is clearly
defined
sifoew Reerer I 8o R =i
= ,

(c) Accountability is clearly defined for
each salesperson
ifoem ReF! WfER AR MRS TS
i

(d) Salespeople develops in-depth
knowledge of product
RPT e AT TSR i Refe 3
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(viii) A salesperson gives a customer a gift
before a major deal to thank the
customer for past business. What'’s the
potential problem with this approach ?
& REroiE AT SO Tod JIPIAS A KM
AR AR <GB TIE R S9ITs THZI <ol
e | 9% AwfSUIR TRy Tl /e
(@) The buyer might not like the gift
(PO TAZITH! SIeT AR AT

(b) This can be considered as bribe by
the buyer _
BT (el B I i IR AR

(c) This can be considered as ‘secret
selling’
B (o=l Ry 3 a1y PRI A

(d) The salesperson will have to give the
client a gift after every deal

o051 pe s RTolR AIEeE ol
oz iR AR
2.  Give brief answer to the following : {any three)
2x3=6
vy Tes fimt ¢ (Rewiea fefon)
i) Mention two limitations of personal
selling.
e R 7ol S 4|
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(ii) Give two examples of negative motivation
_ for a salesperson.

RP1fe goms AR GEfSABT SeaeR g5
TrrRet |

(iii) Give two examples of rational motives
of a buyer.

IG (TR RS T SRR 75) Tue
s

(iv) Define sales manual.

R e (e

(v) What is tour diary of the salesperson ?
Rt Fiieme 59 oieast 2

(vi) What is sales order book ?
TR osR T e

3. Answer any two questions from the
following : 5x2=10
O Ut IR o[ Redic b oiT Tes for g

(i) Distinguish between personal sellmg
and salesmanship.

Jfere Rept iz Repa 9 MerS Al AP
ferm

(i) State the importance of personal selling.
Jfpare PR 939 T F41
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(m) Explain the need hierarchy theory of
. A. H. Maslow.

9, 93%. wmﬁmwwwn

"(iv) Discuss the essentials of a good
- presentation.

A GRCL Ei O aw@ﬁmmwmw |

(v) What are the major reasons of objection
by the prospective consumer ? -

AT GATSISIR i3 T FIFARIT [

(vi) Draw a proforma of cash memo with its
contents.

oW (T R Bt T i |

4. Answer any three questlons from the
following : 7 10x3=30

TS T SPUICAIR <11 Rz f e T v

() What is salesmanship ? Discuss the
characteristics of a good salesman.

ﬁmwﬁ?mwﬁmﬁaﬁmw
oGS T

(i) Discuss elaborately vaifiéus .types of
selling situations.

ﬁmwﬁﬁmﬁmﬁﬁw
SIS 1 |
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(iii) What is buying motive ? Explain the
importance of understanding the buying
motives in personal selling.

mwmﬁsm%ﬂ@ﬁa‘%mm
@R T 9 71 |

(iv) What is prospective consumer ? Discuss
the methods to identify the prospective
consumer.

FEIT Trireie! &2 TRy Trirere! oare 339
HRSRIT SCEAH 5 | ,

(v) Discuss various methods of sales

approach for successful selling.

el R A R ~iafes R «iaf® s

9|
(vi) What is after-sales service ? Discuss the
importance of after-sales service.

Rertes (Rt 6 ? ReFeaied Gk a9g icss
' M
(vii) What is sales report ? Discuss the major
purpose for making the sales report.

Rt efSramm 2 R ef o eige =9 330

DI HATEBN 1 |

(viii) Discuss various ethical aspects of selling
from company’s and customer’s
perspective.

Il 1% AR IR o R s Rfew
Ao feomgg SiceTo=t 354 |
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OPTION-B
Paper : COM-SE-6024
( Retail Management)

1. Answer the following questions as directed :
(any four) 1x4=4

Rotiipie Foae ouwRe Ter ot o (et
51361)

(a) ‘Walmart super center’ is an example of
(Choose the correct one)

‘eIt PR Rl (&’ ST (FHER G
THIZR 2 (% W?ffiﬁﬁwf)

(i) departmental store
Rtz Rt SR

(ii) hyper market store
IR TS ot ©eid

(iii) speciality store
Ry ReteH Srel

(iv) parasite store

G Kot ©reig
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(b) The word ‘retailer’ has been derived from
which word ?  (Choose the correct one)

RPN *AC! PITO SRR I AR =z e |
(o7 Teh! MR Cfevazy) |

(i) Latine (¢afoR)
(i) French (FIIT)
(iii) Greek (TF)
(iv) Persian (557 )
(c) Who introduced the concept of ‘marketing

ix’ ?° (Choose the correct one)
T e’ LIFATH (@I WIS IfIfe 2
(o7 Beveh! AR Cfaean)

(i) Philip Kotler (sl ¥5e11%)

(i) Herry L. Hemen (CZS! 1. (ZC)
@iii) N. H. Borden (4. «25. INTTH)

(iv) William J. Santon (SfRIN (3. (56+1)

(d) Which one of the following is not a form

of direct marketing ?
(Choose the correct one)

RIS (SN AorF IS 49 7= ?
(=% Tl AR Cfrear)

(i) Catalogue 'retajling
wifRIe® YR Rt
(ii) Telemarketing

SIS IR
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(iii) Personal selling
Jears Rl
(iv) Direct mail
AT TIF
(e) Retailers not only proyide consumers

wide varietyof _____,butalsoa wide
range of complementary servies.
(Fill in the blank)
YA Rl cores 71w Ko 171
A R 7=, (o Rifen 371 GRS
SRR (271 31 %7 )
() Under pricing policy, a very high
price is set for a new product initially
and gradually the price reduced as
competitors enter the market.
(Fill in the blank)
: TERA TS, T AT SIS T
VSIS 139 IR IS ST =T TS
T IR A | (2T} HZ 77 )
(g) Store retailing is also called ‘brick and
morter’ retailing.  (Write true or false)
LAl Rt SR B! o Al Brre e

Ypal e T |
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(h) Retailing also helps to create a place,
time and possession utilities.

(Write true or false)
A RPN, P T SRS Tl
ARFE (o7 7 ToT fa730)

2. Answer any three of the following questions
very briefly : 2x3=6

woTe SRS ST et ol wrers 59 e
foram |
(i) What is direct marketing ?

oAerF I e
(i) What is super market ?
2= I T AN e e
(iiij) What is discount store ?

(51 A 72 Retoiw oreg e

(iv) What do you mean by store lay-out ?

oAl fsiei Ster e ot 5 e

(v) What do you mean by m-marketing ?

‘qu-NFBe I [ gE e
(vij What is convenience store ?

SRuIEwS Reldr e 2
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Answer any two of the following questions
briefly : 5x2=10

wore Al eMIIN et 7519 Tes ol ¢
(i) Explain the sales promotion in retailing.
Ypat Reprs Rkt J@sset vaie it 1|
(ii) Explain the features of retailing.
" a1 R TR RS I |
(iii) What is franchising ?
PBIRfeR St e e

(iv) Explain the importance of advertisement
in retailing.
5t fierTe Resiomg @ il 1|

(v) What do you mean by hyper-market ?
gz ITT SR e 3@ e

(vi What 1s store security ?

Y5t Rt ©terg Rarsiat wie e

Answer any three of the following
questions : 10x3=30

W< e Al Tfvsat ¢ (Reea B!

(i) What is retailing ? Explain the basic
reasons for growth of retailing in India.

mﬁﬁmﬁs?mmﬁﬁﬁaﬂw
G TR Tt 1 |
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()

(iti)

(iv)

v

What are different types of retail format ?
Discuss the traditional retail format of
India.

Rifew e Gt RP i Reie R orreata
TS LR S5 31 |

What is retail marketing mix ? Discuss
briefly the components of retail
marketing mix.

Y53t Rt zensaset foeel R ¢ ypat Rt qmierdl
g RfSw Qe Rac sais s 10|

What is departmental store ? Discuss
the features of departmental store.

oMy Reiw SreR &2 Reify Reca sord
APBRTE SITEIs 31 |

What are the factors that a retailer needs
to take into account while choosing a
location for a retail store ? Discuss
briefly. '

L5 R ©Iei GBR SR AR e Reapel
oW PRI Temia Reaswt 3R] aAat 2 s9is

- AL 39 |
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(vi) What is visual merchandising ? What are
different tools or techniques used for
visual merchandising ? Discuss. -

Y 4y R B2 7 o1y Reflw (e Fil-
(T Y I W 2 STl 311 |
(viij What is merchandise pricing ? What are

different retail price strategies adopted
by retailers ? Discuss.

o4~ 7S e 6 2 a1 Roeroiz a1 oW
W Rdieer e [ R e @iear 4t

(vifi) Discuss the role and responsibilities of
store manager in promoting operational
efficiency in a retail store.

I R ©leR @iy el e R Sl
ARBTTeTR i % M S 39 |
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