
Total ftumber of pinted. pages-ll

4 (se!!-6lcBcs) sDC l/2
2(J23

COMMIRCE

( Skill Enhancement Course )

Allror the Qucatlotrs from aly ole Optlou.

OPTION - A

( Persondl Selllng .Ind Sd.les'ma,nshtp )

Paper : COM-SE-6014

OPTION - B

( Retdll Managenent )

Paper : COM-SE-6024

F\ll Marks : 50

Time : TWo hours

The fgutes ln the nargln lndlcdte
tull nzrks lor the questlona.

Answer eltlpt in English ot in Assamese'

Cotrtd.



OPTIOI{-A
Paper : COM-SE-6014

( Personal Selllng and SalesmanshlP )

1. Choose the correct answer : lx4=4

sq EB 6t stREfisa :

0 Personal selling starts with
understanding 

- 

of customers.

ffidsffiERoq q-{R?c-csqKs

qRl

(a) helP ({{l{)

(b) need ($C$qq)

(c) cost (EI{)

(d) sales (frfi)

(it The full form of CIS is

O.tP."Ua q-"I'fqd?<cq

(a) Channel Induced System

6Ec.d (qRsafl-fi

(b) Central Information System

m-filserEqrfi
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(c) Cumulative Increase Selling

rrcrcT{s1frfidi

(d) Chief Informaion Supervisor

TIlselP"lRsl&F

The Need Hierarchy theory of motivation

is given by :

w{cq<cfR Er{Mfirs'R qnTsn EqF| frF :

(a) Fedrick Herzberg (c+k$ Qdqrf)

(b) Victor Vroom (Gksil)
(c) A. H. Maslow (q.qRF.TItTt)

(d) Peter Drucker (ftFrVFliR)

Post sales activities includes

fr6< ftqq orfo-ql"|C<l{s wwe w:o

(a) customeridentification

ql-{shlB-s<6f

(b) sales presentation

ffiEq{qq
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(c) customer apathy

srRFffids'l
(d) customer feedback

sRqxrTqrs

2, Give brief answer to the following : 2x3=6

ffiftEr<r<<ufEs<frsr:

0 Give fiuo examples of career in selling.

R-6v c"HK fFt€n-q<qfi$r
(ii) Give firo examples of intrinsic and

extrinsic motivation.

qsfu qs <tfu$ q$E<ctK rDr€ql-{{q fi$ r

/iry' What is cash memo ?

mr cvmft?

3. Answer ang tuto questions from thefollowing: 5x2= lO
firefrRsmn< "Rf ftr€tq/ fDEq<EKfiBI:
(r) Explain the characteristics of personal

selling.

sfultg fr-6< b{fiBrqt< <rFBt crt I
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(u) State the dynamic characteristics of
motivation.

w{6c<6F rrGftd t<Flrffiil< €m{ Gt r

fiir/ Discuss the importance of after sales
service'

fr-6< Ae€ cfiFr s$q qfGtFIl F{l I

(iu) Wtrat are the purposes of preparing the

sales rePorts ?

R-6 Eer<qa erws{< Bcrtirq< fr?

4. Answer any three questions from the
. following : 1Ox3=3O

fiafifu fr@ttnt &fiFten< Eq fiat g

(n What is personal selling ? Discuss the

various tYPes of salesPerson.

<iFrrs R-6 ft t R&a er+tT{ Ra;ssit{ fiEcl
qTFTIFII<Xil I

(it What is buying motive ? Discuss the
various types of product and patronage

motives.

4-{s-{F €a6{i ftr ftfuq doF< ffift qa

tfcqm+q ceFril< fr{c{ qfratr{t s<f I

ll
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Discuss the importance of pre-approach
step in qualifuing the prospects. State
the various sources of information in
pre-approach step.

{$<j BekslE'f {Ff {r{l-{ <tr< erc-lBsrft<
qfi"qefq Eqg qf6ffi q1 

1 
qF -qh& 'Fi[Fels

vqi<RFtBscBcs"lctr
Define demonstration. Explain the
importance of demonstration in selling
process.

ar'.6< qgt fi$ | Rdi sfrafls qq.fu w<Hn
<*tl I

Discuss the various measures to make
selling an attractive career.

fr-fto q+ qo(fu ffinn Rorcq qF VFdta
frrta <-rrqr< Rqrl qrFIFl Fft I

Discuss the various ethical aspects in
personal selling.

<tfu fls R-&{ R&n tr&+ fr"rnn qrrqtfi Rt r

(iii)

(iu)

(u)

(vi)
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OPTION-B
Paper : COM-SE-6024
( Retall ilIanagement )

I . Answer the following questions as directed :

1x4=4

frc6.fl1tft< frrflE s{cEK Eq fr'..n :

(a) A coffee parlour in a shopping centre'is
an example of (Choose the correct one)

Rqqq c+-qs cmsfr ordq er;1uq'< c$ti66
q+Gq|{{q (sa EwrA??Q6frsa)
(i) specialit5r store

fic.mcfiqqnqe1-<

(ii) departmentalstore

fisrfi-sRqfiqsn
/iii/ parasite store

"nffiRqqaqen
/iu,) destinationstore

6Tsififfiv-tsFt

(b) A _ is a set of firms that make and
deliver a given set of goods and services
to the ultimate consumer.

(Fill in tie blank)
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?{cR ev,fs B"rcqirftE' qrK(-FRI

frrrs .sffi s<I qt+ cc-{< aw qs cqlrffi
sft+mqnBl (ffirt?ls,toq)

(c) is the easiest and least expensive
form of retail ownership to organise.

(Fill inthe blank)

t<q 
"U<r 

{frftw rt{{ qtrFp?s
:r{e rflT fiq<rff qq | @fr ,t? ls.,t oq)

(d) Retailers perform specific activities such
as anticipating customer wants,
delivering assortments of product,
acquring market information and
financing. (\)Vite true or false)

$-{ @ dtq+< EfRqI-{ / qEkF{ t{T{T{,
E-{r< RR<rst €t-t-q, {q|E{ se[ q.ieR qRi;

ft-ezstflT{ frF{ on $MT<F T&efic{Itr{ |

(sa Gqeafrv)

2. Answer the following questions very briefly :

2x3=6
s-dv BzFFlg ElnS qEjuD{EB fr!il s

(i) What do you mean by hyper_market ?

Tqq qEn{fr-s R{qn qel-{ {frrq ft ler r
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What is personal selling ?

<lfuercR-fiftr

What is m-commerce ?

e{<n6lR.rq'ft{sIr

3. Answer cng two of the following questions
briefly: 5'2=10
E-{v fi$ Edr$T{ futat fFnul.t-< B.rn :

ft) Explain the role of Advertising in
Retailing.

?&qr R'68 Fq++< pfr-or <fim m I

@ Explain the characteristics of retailing.

U<l R-6 <r<rEt< t<fiBq{q<rF.n cl r

Discuss briefly the tools or techniques
used for visual merchandising.

nI fifi-d|s c<iFmnoEt-ffi{d <REFI <xt
c{E*$qG[E-{lFtt

Discuss briefly the characterstics of
departmental store.

Fvtfi< qen i<FrBrqfqffi wror+ wr r

(ii)

(ttl')

(iii)

(iu)
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4. Answer ang three of the following
questions: 1Ox3=30

s-q< frrfr/z-d FfiFr<Be< fr'{ c

(i) What is retailing ? Discuss the key
factors leading to high retail growth in
India.

U<r fi6<r+{ ft? sRE-<6 rB-<lR-6<Kql

Rcns qR€l 6$[rtrct E"ftnmtqu*.T qtntnt
{<lr

(ii) What are different types of retail format ?
Discuss briefly the non-store based retail
trade.

fr&a ersn< U-<r fi-6< qfrR-ql-$ frr fiGq $
rF${Rqcnv-reF{frfu .mrfi-ff<r<acxu*o I
qrFilD;llnr{ 

|

/irl Assume you are a manager of food retail
chain store. How are you going to decide
the location of your outlet ?

qRcqlilVfiswqrEnwTqFd<<qRfls-{rr i

ffffitrSHl***,"*svn {
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(iv) What is retail positioning ? Discuss
briefly how to build retail siore image.

rJI(l cr{a ft r t<r R-ff R{fi ,{qR qn{ffi
6{tcrts dF{t Ef,T qtrqtE{t G[ |

(u) What is store layout ? Discuss different
t5rpes of store layout.

Rqq' qen frflr' ft r Rfus r{q< R{qr sNR
RilccgqtrdtFilT{r

1rur) What is merchandise pricing ? What are
the different types of retail pricing ?
Discuss.

q$q c-{ fi{|nt fr ? fiF{ eRrFFr "ffi c-{ fi{-{$
c{{qlrqtF{Gtl
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