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OPTIOIf -A
Paper : COM-SE-6O14

( Personal Selllng and

1. Choose the correct answer lourl
lx4=4

cfts bK <tRBfrsa z (ffi
0 Which one of the following is ot a major

direct selling company in In ia?

ffidlirc mnrbtq<E<qh{"u Esir Rdii
csl-efift{q{?

(a)

(b)

(c)

(d)

Amway (q|:16)

Oriflame (\{RGF{)

Britannia(Rttfu)
Eureka Forbes @f+clrdu)

blank)

$tqs qwrs c<r{ t Crrfi R-A r{cs
I (4tfr 'tqSfit)

cross selling (@qR-6)

upselling (qtufr$
down selling (\5h 6ufr()

suggestive selling (

(rr) Selling a different product to a
is known as _. lFfll in

(a)

(b)

(c)

(d)
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When consumer buy a
is known as _.
C{GflE"rc1ER
Tr-{ N&$fuT c{'Ftlt{

(a) primary buying

(b) secondar5r

(c) immediate

(d) impulse buying

Full form of DSA is
G eE q <q-'l.fqdt<R
(a) Delivery Staff
(b) Direct Selling

(c) Direct Supplier
(d) Distribution and

A prospect' means
qn?g|<{\qd}t(q
(a) Company's

(b) A likely buyer (
(c) Company's M

Association (

(d) A likely seller (

fta

(iu)

(u)

4 (Sen-6/CBCS) sBc l12lc 3 Contd.

'oduct unplanned
(Fillinthe blank)

qnfteben

(qtfrrt?lviw)
@r)

(cftqor)
(qqsft-$a{)

4r)

Supply Agency

tr+r"rff<ffi+ti
{gFII C@vl)

of
T|TSRFI)

Tq<ifu)



(ui) Which of the following is la rational

buYing mouve /

FnFdRs csrd6t &-{qs em EIFII t

(a) Prestige (qFqB 
I

(b) l,ove and aJfection ({fit|+ 6{C)

(c) Durabiliff(R€l)
(d) Habit (qsfc)

/uii) Which of the following is not ionsidered
as advantage of a territorial spes torce r

ffiqRsc+rddrcstsfr+Rfi mfl qffi{$q
REtgt rt ltfil;R{? I

(a) Travel expenses can be fninimizedwqs{gqfi<ffi I

(b) Each salesperson's jobJis clearly
defined
d&w Rrsst< otn -{EErr{ fi{+t m
c{t

(c) Accountability is clearly {efrned for
each salesPerson I

q&w Fff <lk {K ntr{6pl *{FtK
fi{-<q<rqr I

(d) Salespeople develops fn-depth
knowledge ofProduct I

Frftofrxc{q qnft lfr< en ffirc w<

I
I

l-
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/uriy' A salesperson gives a a gft
before a major deal to thank the
customer for past
potential problem with
,sqqRr@sRsl.ssqqw
q,6{TR <tC{ qbf qw qifF b'iA< ..SiI

. What's the
approach ?

ftr
like the gift

as 'secret

deal

ffS-$,sbl

2x3=6

s of personal

frca ret'ta'F6ncgl<I
(a) The buyer might

client a gift after
Etuint &< ARE
B'n[<fi<4n<

2. Give brief answer to t].e

D{EE{firr e (ftotrrtQffiD
(r) Mention frzo limitatio

selling.
ve66ry fDffnrhsr

4 (Sen-6/CBcS) SEC r/2lc s

cssRB"ifi& qq q-6{

(b) This can be
the buyer

as bribe by

fum msRbsrsru {ql$R< "[r<(c) This can be
selling'
t*m'cEn"nR.6'1fr oR"<'ttr<

(d) The salesperson have to give the

F{II

Contd.



(i, Give firo examples of nqgative motivation
for a salesperson. I

fr-6<1fu .qw{ {tr.t c{ffiDs w1cen'fn ftt
bqt€"f firtr I

(iiii Give fioo examples of rational motives
of a buyer.
.sw{ c4sFt {fuqqs @r< \E-ffi-ll< rilvql-<q
finr

/iui Define sales manual.
63{16q6+oftt

(u) What is tour diary of the salesperson ?

R-6offerd<F<vrcsRftt
(rzr/ What is sales order boo,k ?

R-6<\fl6nTsftt

3. Answer ang two questibns from the
following: i 5x2=10
sEisfirt s{fKFF{ "K frrfilrdt firloxEwfr.it:
(t) Distinguish between p{rsonal selling

and salesmanship. 
I

<ifuls Rff qs Rqq ot< nlw qm qtafu q{q

fr'{tr
(it) State ttre importance of personal selling.

<IfuxsR-6< ssvEa"tcl I

4 (Sern-6/CBCS| SEc l/2/C 6
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/iy' Explain the need hierarc
A. H. Maslow.

e.qiu.llwnffir
/iul Discuss the essentials

presentation.

qnE|q',g'fEt"rfi \q|FfiFlt<*tt I

ofobjection(u) What are the major reason
by the prospective co ?

:reRiE fF]E|{qt{fuw frr
with its(ui) Draw a proforma of cash

contents.

drtq cfiTR R{TKgqqdt arqt

Answer ang three questio:
following:

Eqfr.[a
(, What is salesmanship Discuss the

characteristics of a good

R-wqtftr ewqE
qIrqIFilGfiI

@ Discuss elaborately
selling situations.

ous types of

frfuq drn< F-fi qRRe<
qIFTFII€II

RqsEIr<

4.

y theory of

sq'<]l'{u'l?|F{tl

of a good

s from the
10x3=3O

4 (Sen-6/cBCSl SEC l/2/G 7 Contd.
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What is buYing motive
importance of under
*otit 

"" 
in Personal

@-g€Rvcq.rftr <Ifu'lg

{qFeac<f{GIl
What is prosPective
the methods to identiff
consumer.
c-glsB ffiR?csRI
qqGKKqrEIsal€lt
Discuss various me
approach for successful
q<nRft<tr<R-6
Ftll

/ur/ What is after-sales
importance of after-sales
fr-ocstqc€fr?fiEFrslBr
<*il I

What is sales report ?
purpose for making the
R"6E&r<q{ftrRfi
sRct{{qqrflE-{lFll

/uiiy' Discuss various ethical
from company's and
perspective.
co-cffftqRdtffi1&-ot'r+
tq&sfr"fq{qqtrqtr{wt r

a (Sem-6/cBCS) SEC t/2/c 8

? Explain the
the buying

q's{v[F[

? Discuss
prospective

G-qeqn

qsGqrqtfrt

? Discuss the

e+vqtFIlFl

the major
report.

elwsrFr{?li

of selling
ustomer's

\tn

(iu)

(u)



l.

OPTION-B
Paper : COM-SE
( Retatl

Answer the following

(ang four) lx4=4

2 (fut4t

an example of
correct one)

c{'l4tbR,ss

{i€bfr\e?/)

fu,flTcr< ftqq mc<r<< Ew
6IffiI)

(a) Walmart super center'

'€Tl-dTff TCq R"t.fi Cs-{'

Eqt<q r

(r) departmental store

FqftsRqqiqen

hyper market store

Tqsqqt{fi-$R{f{sls

speciality store

Fz.r<vRq.rr qer

parasite store

'r<ffftRqqqwn

a (Sem-6/CBCS) SEC ll2li 9 Contd.



(b) The word 'retailer' has been
which word ? (Choose conect one)
Gfrr< ffi6'mmts*< "Rqtfur

q€U/A\e?/)(s6
Latine (CqFA)

French (<tff)
oreek (ft+)
Persian ("ilfud)

(c) Who introduced the concept tnarketing
mix'? (Choose tte one)
3ql{frqfrq.r\q<fldt c$lr{ oRkr

(sa itqEfruo)
Philip Kotler (ffi{
Herry L. Hemen (cq.frqE. f<vql
N. H. Borden (q{.eE <Ft[w)

0
(u)

(iii)

(iu)

(t)

(i,
(ut)

(iu)

(d) W-hich one of the following is
of direct marketing ?

William J. Santon @ffi.lT 6q.. c6fr)
h one of the following is 4ot a form
€ct markefino ?

fr.trccsr{FrE r;ffi#*";*,(Choose the cqrrect one)
F<qKfrqsw{t{ 

?
(saEwfiq€6frv+D

(t) Catalogue retailing
slT-d-styF"eRlfr-dia

@ Telemarketing
q{Wt<qmwt

a (Scn-6/CBcS) SEc r/2/c lO



(n

Personal selling

srGflsfr-@

Direct mail

eMrsfs
(e) Retailers not only

wide variet5r of _,
range of complementar5r

g<r@oer+
ctqft ffi{{{, F\e(q|6s fqPFr.trRr (

wsFrFtq{l
@) Store retailing is also

U<tR{qdqer{strw*
1Ntrh€wtrI{r

4(Scn-6/cBcsl SEc tl2l0 1l

(iit)

(iv)

Under _ pricing , averyhigh
price is set for a new initially
and gradually the pri reduced as
competitors enter the

inthe blank)

-:IeIRqff&s,

qt+sfinm
q{EsTdtEfuoR<ens q{<qr'{E

consumers
also a wide

inthe blank)
SFR

cFtT{ 613ils

trV"I+qfrtl

tF1<qo<rt

'brick and

6rrns'frqfi
morter' retailing. true or false)

Contd.
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Retailing also helPs 1;:1"-1t"thl Retanung ars\., lrvrvv. 
,r,ifi i.".time and Possesslond;fii7ru" - tatA

"mrfi-fi<t{EftF'""qry$
IEont

sa rq qea fi'+t)

Answer ong threeof the followinc q"t;l3i;
very brieflY :

s-dsffid{c{< ffiffiRwrsqEw
frqt
(r) What is direct marketing ?

gsls<ql<<Rqft?

(ir) What is suPer market ?

TS.<siK<IA'lKw6ftt
/iii,l What is discount store ?

<rEr <l c<qRR4't{ gter< ft ?

(iul What do you mean by store lay-out ?

uTl R"ifi qer< Aq.f{ {adE fr 1ql ?

(v) What do You mean bY m-marketing ?

'er-qr6Fr'lfrrq ft 1qt t

(vi) Wlnat is convenience store ?

a place'

2.

lRow+Ramqcrfr?

4 (Sem-6/CBcs) SEctl2lc L2



3. Answer a;ng tuto of the follouiing questions
briefly: 5x2=10

g-ss fr'{tq{r{K{ fuldt ftnvg frq :

0 Explain the sales promoti,rn in retailing.

"e{ R-6\o fr-6 1fr-e.t u$S otwt <t t

(iE Explain the features of rdtailing.

U{ R-6 {r+t< t<fiErc{c<|"fi €l I

(iry' What is franchising ? |

equffi fi6{ frr
liui Explain the importance ol advertisement

in retailing.

${f fr-6sfuefd< s+YqIlrUIFtl I

(u) What do you mean by h1'per-market ?

c&1<l<qn st'et< $nq ft 1wtt

/rai What is store securitY ?

"&-{ Rq.rr qer< fi-{qEl flr,t ftr

4. Answer ang three of the following
questions; 1Ox3=30

rfrs EB <tRbfr€<l z (ftora' fuffit)

fl What is retailing ? Exflain the basic
reasons for growth of refailing in India.

3f{ fr-6 <tl"{ fr t "r@ U+ Rfr R-$FR

cfifr+onqcqs<I!ficf l 
I

4 (Sen-6/CBCS) Sqcrl2lc 13 | Conta'
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What are dilferent t5pgs of retail format ?
Discuss the traditiongl retail format of
India.

fiGe emm 
"p<r 

ftfu qrl{R-d?F ft I qo+f<
"f<"R{v ctfr{{ qfFffiil {*fl I

What is retail marketibg mix ? Discuss
briefly the compo4ents of retail
marketing mix.

1p-<t fr-ff swT€q eqq Ah U{r Rq? T€iFFF{ef

fiq.F RGa 4eq5 REct u$o qtc.qtw €t I

I

What is departmental{store ? Discuss
the features of departr{ental store.

Rstffr Rqqq qen ft r RFrfts R"ni qen<
t<ffErcgqtrotF{Rtr

(u) What are the factors tha{ a retailer needs
to take into account ufhile choosing a
location for a retail store ? Discuss
briefly.

?&d R6 qen 6n vrqn Xqn €{frc R@stqr{ c{'Fr<R bffiT fir{Fq sR Efcrt? D$T
w[ailD-{t<qf I r

(it)

(iit)

(iu)

4 (s€m-6/cBcs) sECt/2/c t4
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(a) What is visual

(uit)

(ail)

a (Serr-6/cBcS) SEC rl2l9 15 4000

? What are

different tools or used for
visual merchandising ?

I.U'Ftrfr-6ft?{.U flR.fis
ffirfqsd{<Gtq{?qfrqlFll

What is merchandise ? What are

dilferent retail Price stra
by retailers ? Discuss.

adopted

'fdFq<fi{<qft? 
?&<t fiRFS

q{fi{<q< ffi{-a6$<ftft1 {*il I

Discuss the role and of
store manager ln operational
elficiencY in a retail store'

g<R-6vrer-<qfi<+,frsst
qRurarow<VF-oql+nfig

ffivtew
cfll

I


