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Answer the Questions from any one Option.

OPTION-A
( Personal Selling and Salesmanship )
Paper : COM-SE-6014
OPTION-B
( Retail Management )
Paper : COM-SE-6024
Full Marks : 50
Time : Two hours

The figures in the margin indicate
full marks for the questions.

Answer either in English or in Assamese.
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OPTION-A
Paper : COM-SE-6014
( Personal Selling and Salesmanship )

1. Choose the correct answer : 1x4=4
um Ted (5 afe Tfeved ¢

(i) Personal selling starts with

understanding of customers.
G Rl ez TR (TS SIS
24|

(@) help (372)
(b) need (ATAEH)
(c) cost (W)

(d) sales (R&)

(i) The full form of CIS is
5.2, 9%,3 7o)l wef Carz
(a) Channel Induced System
(0 (AR Sl

(b) Central Information System

(IR Y Selfen)
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(iii)

(iv)
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(c) Cumulative Increase Selling

AT i R

(d) Chief Informaion Supervisor

2 B pASIRE

The Need Hierarchy theory of motivation
is given by :

SLERENT AT TSR 27 ©Eeo! fara ¢
(a) Fedrick Herzberg (=g zrefanf)
(b) Victor Vroom (f$33 &)

(c) A.H. Maslow (9.925.31CH!)

(d) Peter Drucker (613 gFR)

Post sales activities includes

G Pree IR Te9e AT

(a) customer identification
2z foarese

(b) sales presentation
R Borgiel
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(c) customer apathy
SAZER TR

(d) customer feedback
RS9 TS

2. Give brief answer to the following : 2x3=6
fFfaferaeT oy Ter fia ¢

(i)  Give two examples of career in selling.

RS (op 75y Swrgael |

(i) Give two examples of intrinsic and
extrinsic motivation.

TSRS W% AR SEeRAR 757 SR i |
(iii) What is cash memo ?
W e e
3. Answer any two questions from the
following : 5x2=10
fFrefefRecare @t Rz oy emm Se faan 2
() Explain the characteristics of personal
selling.
Ifesre Rt taféiyear e <= |
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(i) State the dynamic characteristics of
motivation.

Ser2ReR SifeAie MBI S 34 |

(iiij) Discuss the importance of after sales
service.

TR e R 9% SCEa &4 |

(iv) What are the purposes of preparing the
sales reports ?

R aferamm 2we T SRR 2

4, Answer any three questions from the
following : 10x3=30

fsflRe Rrear ! owe Tes frai ¢

(i) What is personal selling ? Discuss the
various types of salesperson.

e R 2 Rfen e Rewslic REw
HTEDA! 41 |

(i) What is buying motive ? Discuss the
various types of product and patronage
motives.

T S e Rfew eres Adt o
sppTetERel (R I SEal 411
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(i) Discuss the importance of pre-approach
step in qualifying the prospects. State
the various sources of information in
pre-approach step.

AR oSG TH IR A LTSN
AV GG SN 4 | AR AT
w27 Rifen Tt S 41 |

(iv) Define demonstration. Explain the

importance of demonstration in selling
process.

Avefera s1at il | R aferars evfre awg
11

(v) Discuss the various measures to make
selling an attractive career.

R o= wreiTia Rare ot offp ofewte
fafen 3R R wicEmsa 3|

(vi) Discuss the various ethical aspects in
personal selling.

Afeste Rerta [ifen taios i st st |
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OPTION-B
Paper : COM-SE-6024
( Retail Management )

1. Answer the following questions as directed :
ix4=4

FoEIE Rrere awar Yes s

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

Rotem (Tare 4 IfF 2ief 93T TFR @WBE
G THIEEe (% Teth! AR Tferean)

(i) speciality store
Resrag Rt stara

(i) departmental store
o1t R ©lar

(iii) parasite store
RGN Rolem SteE

(iv) destination store
o) WS eier

(b) A is a set of firms that make and
deliver a given set of goods and services

to the ultimate consumer.
(Fill in the blank)
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(c)

(d)

020 ROI% CATSIEIta SoTHHRI
farerg Gellie 53y O RIR 2 SIS (ISR
afeda s | (7 HZ 779 F1)

is the easiest and least expensive
form of retail ownership to organise.
(Fill in the blank)

T A R SR SBRes
T iE el we | (I 12 559 )

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

P [PeiR aizes 5w / Sere s,

437 gt Suaw, ITR oy Fe W

AT o= S PR T4 3= |
(8% 7 955 7))

2. Answer the following questions very briefly :

2x3=6

TS TS T O by Teq B 3

()

What do you mean by hyper-market ?
TR SO Rivtel Sler i & ga e
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() What is personal selling ?
Ifears RF e

(i) What is m-commerce ?

-6 Ifertat R g ¢
3. Answer any two of the following questions
briefly : 5x2=10
TS {1l SR R 7b1q Y Tes e

(i) Explain the role of Advertising in
Retailing.

Pl RFTs Reioma fim @< a1 |

(ii) Explain the characteristics of retailing.
YAl [T TR ARRPTR i 4 |

(iii) Discuss briefly the tools or techniques
used for visual merchandising.

T 24 RIS (PR Fo1- e IRT[E 0
T B IS 34 |

(iv) Discuss briefly the characterstics of
departmental store.

RrerTa Srer REBPE 5Nte SIED 4 |
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4. Answer any three of the following
questions : 10x3=30

e Rigrean fofabrg Tea el ¢

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

Pl R Iy 52 oo gt R g
fRrRePeTS ST AR SAMIRETR 530 S
|

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

ffen svim Ypat PR @ Rees B2 R
43 Rl e RER Y5 R gz sat
A 3 |

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

4Rt Bt < 2 <At e 5w |
a%ﬁﬂwmmmﬁﬁaqaﬁmmgﬁ
& & fmre awy far e
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(iv) What is retail positioning? Discuss
briefly how to build retail store image.

W =R 1 2 YAt R Rstem qaea o
RTAF B 55T ST 41 |

(v) What is store layout ? Discuss different
types of store layout.

Rt Sierr Ry 6 2 Rien @om Rolom wier

RIS 3541 |

(vi) What is merchandise pricing ? What are
the different types of retail pricing ?
Discuss.

A4 vq iR 5 2 RS eiea 2 = Rffes
AT A T4 |

4 (Sem-6/CBCS) SEC 1/2/G 11 2500



