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OPTION-A ‘
Paper : COM—SE-6014\|
( Personal Selling and Salesmfxnship )

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

5% e Ak Seal ¢ (Rt oY)

(i) Which one of the following is rOt a major
direct selling company in India ?

frsfafe Gﬂﬂﬁnﬁﬁ¢@aéﬁ1qﬂnaNWE1idﬁ
I 72 2 |
(a) Amway (|INR) i

(b) Oriflame (W) i

(c) Britannia (M) |
(d) Eureka Forbes (T3 #5)

(i) Selling a different product to a customer

is known as . (Fillin the blank)
AT GGFF (AT AN R €107
| (T} 1% ofa9 71)

(a) cross selling (&% R&Y)
(b) upselling (ST5f)

(c) down selling (T (5fR)
(d) suggestive selling (
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(i) When consumer buy a product unplanned
isknownas___

mﬁm%ﬂwﬁmﬁmﬁwmﬁ <51 T
(A (SO 2T (@I W

(iv)

(v)

(a)
(b)
(c)
(d)

primary buying (
secondary buying
immediate buyin

impulse buying (|

Full form of DSA is
& @5 @ 3 5754 wef Tzrm

(@)
(b)
()
(d)

Delivery Staff Ag

(Fill in the blank)

|
(Tt 312 937 1)
e )

(CoMe @)

g (SleHfas 1)
aicafoe @)

:ncy

Direct Selling Agent

Direct Supplier Agent

Distribution and Supply Agency

A ‘prospect’ means

B! TR T 2R |
Company’s details (=17 Rasf)

(a)
(b)
(c)

(d)

A likely buyer (<
Company’s Memg¢

AV (Fol)

yrandum of

Association (P A=)

A likely seller (a'ﬂ
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(vi) Which of the following is
buying motive ?

a rational

ﬁﬁ%ﬂ@m@m@m

(@)
(b)
()
(d)

Prestige (2f$€) \

Love and affection (™ \Nﬁ- xR
Durability (FZ=®1) \

Habit (ST71) .#
|

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

frfee @nmwmﬁasﬁﬁﬁ‘quﬁm

f21Ca Sioly 11 712 2

(@)

(b)

(d)

Travel expenses can be mlmrmzed
FEORIH g TR AR |

Each salesperson’s joblis clearly
defined

afer Rueer Im wrm% feffaet 71

=

Accountability is clearly cieﬁned for
each salesperson

aﬁvmﬁzﬁmﬁﬁmww
fAfd T =@

Salespeople develops itn-depth
knowledge of product

ﬁ?ﬁﬁwmﬂw@amﬂﬁmw
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(viii) A salesperson gives a customer a gift
before a major deal|to thank the
customer for past busiriess. What'’s the
potential problem with this approach ?

T RTEFOR 22 oS Teq 3N R

GARIF 303 BT Tleq 9MS TAZR GBI

fitear | €% orfrs sTery s f o

(@) The buyer might npt like the gift
(TR THAZIITH! It AR oA

(b) This can be considered as bribe by
the buyer

I (@2 Ber05 3 sty FR A1

(c) This can be considered as ‘secret
selling’
R “CoMsi R 361 broy R siicq

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

AfST1 b forme Riwerz s @51
Tz frg e

2.  Give brief answer to the following : fany three)

2x3=6
5 & foat ¢ (R fofay)

) Mention two limitatiohs of personal
selling.

If&sre RPR 7oy TRl B i |

4 (Sem-6/CBCS) SEC 1/2/G 5 Contd.




\
(i) Give two examples of nﬂ:gative motivation

for a salesperson.
RE3& e A aﬁ*mm SRR 70T
Trreael frat |

(i) Give two examples of ‘rational motives
of a buyer. "

Lﬂm-@mmww CORIESS]
fazn \

(iv) Define sales manual.
& e /e e g

(v) What is tour diary of the salesperson ?
R ftema B o 57

(v) What is sales order book ?
IR odR 3= &2

3. Answer any two questions from the
following : 5x2=10

mﬁmaﬁwwﬁmm\mwmz

(i Distinguish between pe¢rsonal selling
and salesmanship.

Wﬁﬁmﬁmmm&mwmﬂaﬁqq
T |

(i) State the importance of p .rsonal selling.
Ifeore TR vy Tme wﬁ\
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(i) Explain the need hierarchy theory of
A. H. Maslow.

9, G2, NFHAIR AT G I 3 |

(iv)] Discuss the essentials| of a good

B! SfeT GBS AT HICADA 1 |

(v) What are the major reasons of objection

(vi) Draw a proforma of cash memo with its

contents.
ol (O Rz B! a1 @it |
4. Answer any three questions from the
following : 10x3=30

weTe a2 SRt Rz opig Te foal o

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

Ry w1 2 gom i [
GBI 41 | l\
(ii) Discuss elaborately vaq‘ious types of

selling situations. [

Rfer awe R AR Raa Rgesia
SIS 3 | |
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(iii)

(iv)

(v)

(vi)

(vii)

What is buying motive|? Explain the
importance of understanding the buying
motives in personal selling.

T 9 Sy &2 e
TG 3 39 3|

the methods to identify the prospective
consumer.

IR ot 2 ABRY T
G ST A 4 | s

Discuss various methiods of sales
approach for successful selling.

e Rk 14 A R om et | AG S STAG
31|

What is after-sales service ? Discuss the
importance of after-sales service.

ﬁwmﬁs?ﬁmmm%@wwm
=4l |

What is sales report ? Discliss the major
purpose for making the sales report.

R afsranm &2 R FS I T
PRTZ ST 541 |

(viii) Discuss various ethical aspects of selling

from company’s and customer’s

perspective.
(RTINS 1 7RI o[t Jidht 3 Rifen
[Ciice ﬁwﬂqumm 1|
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OPTION -B

Paper : COM-SE-6024

( Retail Managemerit)

1. Answer the following questions as directed :

(any four)

1x4=4

FOFPIE Feee aree Tes (Bt ¢ (Ricerar

51f35Y)

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

“GETD IR Rl (@ OFF (PR 93
TR ¢ (®% e IR Bfasa)

(i) departmental store
fRetith Rstem Ster

(ii) hyper market store

IR TS Rt SreE

(iii) speciality store
Ry Retew elee
(iv) parasite store

ARG [ oI
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(b) The word ‘retailer’ has been derived from
which word ?  (Choose the correct one)

TRUOZAR’ *TCBH (RPINCH! SRR =3 =441 wi1f3rg 2
(% e Tfersan)

(i) Latine (cefba)
(i) French (F315))
(iii) Greek (%) \
(iv) Persian (#iif5a)
(c) Who introduced the concept of ‘marketing

mix’ ? (Choose the correct one)
TR T QRN (Pl S R 2
(% Teseor A Cierean)

()  Philip Kotler (f¥fs! 35a)

(i) Herry L. Hemen (&9} 941, ()
(i) N. H. Borden (<. «3p. BIR[AT))

(iv) William J. Santon A (. (5B)

(d) Which one of the following is niot a form
of direct marketing ?

(Choose the correct one)
feate @Rt sroms T 4RI 2T 9
(o% Tewes! AR Bhveay)
(i) Catalogue retailing
SIS Yyt Rt

(i) Telemarketing
SRS TerRRe
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(iii) Personal selling }
Feore R [

(iv) Direct mail
AOF TS

(e) Retailers not only provide consumers
wide variety of , but also a wide
range of complementary servies.

(Fill in the blank)
Pl Rl (oreiss i Rfvr @
A IR 7=, (verE [few s ore
SSRGHR| (T 312 737 1)

(/) Under pricing pol'lzy, 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)

_ TORM IS, a5 AT S e

7R T 33 3R @ 2iferaie s e

T FCARN 2 | (T} 312 o3 F71)

(g) Store retailing is also called ‘brick and

morter’ retailing.  (Write true or false)

LA Rl e 1 @i i Hrrse’ s

51 e T T ‘
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(h) Retailing also helps tocreate 2 place,

time and possession ut lities.
(Write true or false)

pal R IR, T s Tl
B TR w5 (7 8% 72)

2. Answer any three of the following questions
very briefly : 1 2x3=6

e RS TR R oD TS 5y Ted
ferat) |
(i) What is direct marketing ?
ey TG 2 |
(i) What is super market *
3z e 1 RoR ES 2
(iij) What is discount store
151 A1 (R Rt e
(iv) What do you mean by store lay-out ?
<[l vl S1ar 2l Fgee
(v) What do you mean by -marketing ?
‘qu-iBe 3fere R gEe {
(vi) What is convenience stﬁlre ?

HRyrEw Retom S 2
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3.

Answer any two of the followiing questions
briefly : 5x2=10

ware il emiia it §h19 Tt i o
(i) Explain the sales promotion in retailing.
et e [l I 151 34 |
(i) Explain the features of retailing.
45t R AR AR A 3|
(iij) What is franchising ?
FbIRfeR W e

(iv) Explain the importance of advertisement
in retailing.

At s Rwmioe o3y w -4 |
(v) What do you mean by hyper-market ?
wfoqze TG SIeR I 5 et 2
(vi) What is store security ? |

pat Rvtor Siei Faeal 3 e

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

o T Ak Tveat ¢ (R B

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

A R ) 6 7 oReas 3pal R i
TR RPTE I |
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(i) What are different types of retail format ?
Discuss the traditional retail format of
India. |

e eiiva Y531 Refia onfE Retie & 2 oirwada
AT NIEATZ ST 7541 |

(i) What is retail marketing mix ? Discuss
briefly the compoments of retail
marketing mix.

P31 R TRt el sl Yt R el
firrta Rfen Qe Raw stz e =)

(iv) What is departmental|store ? Discuss
the features of depam?ental store.

Rz vl ©om e ﬁ%ﬁm Rl S1eRa
CAMBTIZ ST 31 |

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

W R elem G5 g 31 waice Ruzor
ST (PIRCIR BoAM Reaom #R aAreat? st
TG 354 |
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(vi)

(vii)

What is visual merchandisiné ? What are
different tools or techniques used for
visual merchandising ? Discuss.

gy siey R 2 el A RFre -
e JIYL T W 2 A
What is merchandise pricing ? What are

different retail price strategies adopted
by retailers ? Discuss. |

ot 7 Rt R 2 Qa1 o2 e 1
7 e (FHEER & 2 Sicana =11

(viii) Discuss the role and respo!nsibilities of

store manager in promoting operational
efficiency in a retail store. |

1 R w1 <R el T Rl e
ARPEFETA G S WG ST 1 |
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