&AREEHI:
SET-4

Series JMS ®IE .
Code No. 99
e . qlienell el IRl 5 FE-I8
Roll No. T e o |

Candidates must write the Code on the
title page of the answer-book.

o FIAT WA TATHG AT 82 |

o YH-UF H QIR 1Y hl AR ST T hIg TR I T IA-YReehl o JE@-I8 W o€ |
o FUM G R A H AT H 31TH & |

o HUIT U 1 ST TTEHT I[E HEH W UgeA, T 1 ShHTeh a9 o1 |

e IO YH-UA Wl Ygd o AT 15 fire 1 Tma fem mn @ | ye-ud 1 foawor qats |
10.15 &9 foRIT M@ | 10.15 ST | 10.30 S d B had IH-IF I Tl R
39 A o TR o ITR-YEdep W hig I T4l fore |

e Please check that this question paper contains 8 printed pages.

e (Code number given on the right hand side of the question paper should be
written on the title page of the answer-book by the candidate.

e Please check that this question paper contains 31 questions.

e Please write down the Serial Number of the question before
attempting it.

e 15 minute time has been allotted to read this question paper. The question
paper will be distributed at 10.15 a.m. From 10.15 a.m. to 10.30 a.m., the
students will read the question paper only and will not write any answer on
the answer-book during this period.
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General Instructions :

(1) This question paper contains 31 questions out of which the candidate
needs to attempt only 28 questions.

(it)  Question paper is divided into two sections :

I. SECTION A

e Multiple choice questions/Fill in the blanks/Direct questions :
contains total 12 questions of 1 mark each. Answer any
10 questions.

e Very short answer type questions : contains total 7 questions
of 2 marks each. Answer any 5 questions.

e Short answer type questions :@ contains total 7 questions
of 8 marks each. Answer any 5 questions.

II. SECTION B

e Long answer/Essay type questions : contains total 5 questions
of 5 marks each. Answer any 3 questions.
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SECTION A
fogT 7@ o1 & IR T | 1x10=10

Attempt any ten questions.

1. € 3eY g’ 99 IH a1 ATd o e 3T fopt ST ot forawor wresm <h1
T §fe |

Name the channel of distribution that is used for selling goods through
mail order.

2. S NR hl DI THEA H dieAT SHE THE B qAT FI8R Il A9 @l
HEAT 3
(%) feafa-femo
(@) <&
(M) @
(%) SwdEd wft

The breaking of market into smaller units consisting of people with
similar tastes and behaviour is called

(a)  Positioning

(b)  Target

(c) Segment

(d)  All of the above

3. Tom 9T9R qen FERE 9 3199-31 1 fHaerRll e % w9 § wrfud i fomn
2 | T g0 I 61 T feuf- Rt wRiR 6 TeEE IR |
(%) TeF % MUR T
(@) ToEET % JATUR T
(TT)  STANTSHAIST & STUR T
(F) U fedeny % MUR W

Big Bazaar and Reliance have positioned themselves as economical
stores. Identify the type of positioning strategy adopted by them.

(a)  On the basis of price

(b)  On the basis of quality

(c) On the basis of users

(d)  On the basis of customer benefit
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Name the highest post in sales to which a sales manager can be

promoted.

Se fopet 3euTg 1 You-freior ahearyds 38 afta Hifgs qou @ e 3,
@l FETYd YA od i HEd &

(%) WHNIcHS ITHEFAT oo

(@) - ehlIcAeh IUHTEAT Yoo

(M (%) T (@)

(7) Sudad H § HIE AR

When a product is successfully priced higher than its objective monetary
value, then the related customer value is called

(a)  Positive customer value

(b)  Negative customer value

(c)  Both (a) and (b)

(d)  None of the above

forshdT 3TaIcIlehd AT TUH =0T &
(%) qgE
(@) oTEwrt

(1) T g

(9)  Tdfar den A § e

The first step in the salesperson’s overview is
(a) * Prospecting

(b).  Qualifying

(c) Placing presentation

(d)  Objections and handling objections
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(@) Yedd ("ad)
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(&) e

Advertising and sales promotion are the examples of which P of
Marketing Mix ?

(a)  Product

(b)  Promotion

(c) Price

(d) Place

forwst foa=mT =1 g™ s 2q U foshar o T a1 9 S1fHe o1 T g 2

What has become almost mandatory for a salesman to facilitate expert
discussion ?

T ICUTE o Tk § Td Toshdl gRT I hl Teh el qI <l ST 8 | 36 &
FEd § ?

A list of questions is prepared before selling a product by a salesman.
What is it called ?

fhd TR & GSHT T 3T o, T TR a1 Tell A& SHHehi I € TG 7]

22

(%) ot
(@) SAEgih
(1) TG
(a)  SHEfegsE

Factors like age group, income level and gender are considered in which
type of segmentation ?

(a)  Geographic

(b)  Behavioural
(c) Psychographic
(d) Demographic
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What is meant by functional relationship ?

12. YEfd & GO UM $9 e fo@r wehar 3 AYar $9 U 33T Tehdl 7 |
T H @ 2

During the presentation the customer might show some curiosity or raise
certain questions. What is it called ?

feb=&T aier y971 & 3¢ a7 | 2x5=10

Attempt any five questions.

18. IcuTe o1 @ 3 B 2
What is meant by a ‘Product’ ?

14. 37 Ui o 9m e {58 foskar 319w U9t & greq o Gehar 7

Enlist the range of positions a salesman can achieve in his career.

15. Uk foshar wegfa =t a 31ferss gurel 91 Tehal B 2

How can a salesperson make a presentation more effective ?

16. WoI-UR0 i 39 WHITA i FHSTST [HhT T 9 Th AT Icq1G I TRA
& H BT |
Explain the pricing strategy that you will opt to bring out a new product.

17.  “9&d19 A BT &1 379 2 2

What is meant by ‘approach’ ?

18. ‘“qEE 1 A FT |

Give the meaning of ‘prospecting’.

19. Tosha wfshan sraciien § wfthfora fafy =won it g=ht ST |

List the various steps involved in sales process overview.
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Attempt any five questions.

20. fouuHeRdiet gro Wi H8 fomaT SdT 2 2 989 ° "9 |

How is segmentation done by marketers ? Explain briefly.

21. T 3= foshal & f=faRaa 1ot it fag=mr i -

(%) cafed iz
(@) GUu HivA
() SR g

Discuss the following qualities of a good salesperson :
(a)  People skills
(b) Communication skills

(e) Market information

22. AU T T $e Shifd A foashd i e wwTfad foRem 8 2 WSy |

How has Internet revolution affected the sales in today’s era ? Explain.

23. BY hl I I H forshd fd TR JeE Har & 2 IHST |

How does a salesperson contribute to revenue generation for the firm ?
Explain.

24. T foshal o &9 H TR U5t o9 2q Tohral ©8 T hl gt AR HIT |
As a salesperson, prepare a list of any six questions for selling a Mixer
Grinder.

25. T 3T YHIU (UTgeh) <hi forrarati sl awemsy |

Explain the characteristics of a good prospect.

26. Tmaffaa feufa-fyttor wrHifet S faa=mr Hifse .
(%) UM fadenmy, qen
(@) fafir 3curg =t

Discuss the following positioning strategies :

(a) Customer benefits, and

(b)  Different product class
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SECTION B

fab=87 @7 971 & 3o T | 5x3=15

Attempt any three questions.

27. T8 fohew aun @iwe fohed B TR Tuse I |
Distinguish between hard skills and soft skills.

28. fafira yepr <t Sufr 1 gwEsT |

Explain the various types of objections.

29. e foshdl o MHITGIREd SRl I HHITSY :
(%) YTAH TehRBd AT, ql
(@) ot 6 Bfa s
Explain the following responsibilities of'a salesperson :
(a)  To collect payments, and

(b)  To build company’s image

30. U fashar o Toshd U & HEIYA foheal U= HiSTSAT I THATT |

Explain any five job related difficulties in the selling career of a
salesman.

31. fospa gurfeq it foreal ui= den-iehl <hl THEATST |

Explain any five techniques of closing sales.

99 8



