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Please read the instructions carefully.

This question paper consists of 21 questions in two Sections : Section A
and Section B.

Section A has Objective type questions, whereas Section B contains
Subjective type questions.

Out of the given (5 + 16) = 21 questions, a candidate has to answer
(5 + 10) = 15 questions in the allotted (maximum) time of 2 hours.

All questions of a particular section must be attempted in the correct
order.

Section A : Objective Type Questions (24 marks) :

(a)  This section has 5 questions.

(b)  There is no negative marking.

(c) Do as per the instructions given.

(d)  Marks allotted are mentioned against each question/part.
Section B : Subjective Type Questions (26 marks) :

(a)  This section has 16 questions.

(b) A candidate has to do 10 questions.

(c) Do as per the instructions given.

(d)  Marks allotted are mentioned against each question/part.

SECTION A
(Objective Type Questions) (24 marks)
Answer any 4 out of the given 6 questions on Employability Skills. 4x1=4

1) Which of the following is important for effective communication ?
(A) Ignoring the listener (B)  Speaking loudly
(C)  Active listening (D)  Using jargon

(i1)  Setting specific and measurable goals is a part of :
(A) Time management (B) Financial management
(C) Health management (D)  Social management
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(iii)

(iv)

(v)

(vi)

Answer any 5 out of the given 6 questions.

(i)

(ii)

(ii1)

2y
s
Our ability to do the things that need to be done without someone or
something influencing is :
(A) Emotional awareness (B) Harnessing emotions

(C) Managing emotions (D)  Self-motivation

Which of the following is an input device ?
(A) Printer (B)  Monitor
(C) Mouse (D) Speaker

Which of the following is not a step in the entrepreneurial process ?
(A) Idea generation (B) Business planning

(C) Implementation (D)  Job seeking

Which of the following practices contributes to environmental
sustainability ?
(A)  Over-using resources (B) Recycling

(C)  Deforestation (D) Increased pollution

In marketing mix, “Promotion” involves :

(A)  Deciding the product’s features

(B)  Setting the price of the product

(C)  Advertising, sales promotions and public relations

(D)  Choosing the distribution channels

An effective marketing mix should be

(A)  Product-oriented (B) Competitor-oriented

(C) Customer-oriented (D) Sales-oriented

Which of the following is not a part of the marketing mix ?
(A) Product (B) Price
(C) Promotion (D)  Process
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Which of the following is mot a common basis for market

segmentation ?

(A)  Geographic (B) Demographic
(C)  Product-oriented (D)  Psychographic
What is the main goal of positioning the product ?

(A) To identify potential customers

(B) To create a distinct image and identity of the product in the

consumer’s mind
(C) To determine the price of the product

(D) To choose distribution channels

What is USP in positioning ?

Answer any 5 out of the given 6 questions.

(1)

(i1)

(iii)

(iv)

What is the primary goal of selling ?

(A) Maximizing profits

(B)  Building customer relationships
(C) Meeting customer needs and wants
(D)  Controlling production costs

5x1=5

Which of the following is an example of sales presentation

technique ?

(A)  Pricing strategy

(B) Handling objections

(C) Demonstrating product features
(D) Managing inventory

Which of the following is a characteristic of effective salespeople ?
(A) Aggressiveness

(B)  Active listening and empathy

(C)  Rigid adherence to scripts

(D)  Avoiding customer interaction

A salesperson can collect data from and

sources.
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What is the role of follow-up in the selling process ?

(A)  Closing the sale

(B)  Building rapport with customers

(C)  Dealing with customer complaints

(D) Maintaining relationships after the sale

What is the purpose of prospecting in selling ?

(A)  Setting sales quotas

(B)  Building customer loyalty

(C) Identifying potential customer

(D) Conducting market research

Answer any 5 out of the given 6 questions. 5x1=5

(1)

(i1)

(iii)

(iv)

(v)

(vi)

Which of the following industries commonly employs sales
professionals ?

(A)  Agriculture (B) Healthcare

(C)  Construction (D) Mining

Salesman ask the customer to sign AMC with their organisation.
Give the full form of AMC.
What do you understand by the term “Keeping accounts alive” ?

Presentation of website and integration of web marketing are
examples of skills.

(A) People
(B)  Analytical
(C) Interpersonal

(D) Information and technology

Which of the following is not an After-Sales service technique ?
(A)  Regular contact (B) Handling grievances
(C) Handling cash (D)  Support services

Which career involves selling insurance policies and financial
products to individuals and businesses ?

(A) Insurance sales agent (B) Real estate agent

(C) Travel agent (D)  Stockbroker
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Answer any 5 out of the given 6 questions. 5x1=5

) Which skill is typically considered as a hard skill in the business

context ?
(A) Leadership (B) Negotiation
(C)  Financial analysis (D)  Conflict resolution
(ii)  In marketing skills have an important role to play.

(A) Team work
(B)  Problem-solving
(C) Programming
(D) Communication
(iii) Which of the following is a soft skill ?
(A)  Project management
(B) Time management
(C) Computer programming
(D) Data analysis

(iv)  Give the full form of EQ in relation to soft skills.

(v)  Business ethics deals primarily with :
(A)  Social responsibility
(B)  The pricing of products and services
(C)  Moral obligation

(D) Being unfair to the competition

(vi)  Which of the following is not an element of communication ?

(A) Source
(B) Target
(C) Media

(D) Capital
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SECTION B
(Subjective Type Questions) (26 marks)

Answer any 8 out of the given 5 questions on Employability Skills in
20 - 30 words each. 3x2=6

6. What is meant by communication skills ?

7. Give four steps for effective Time Management.

8. What is the primary function of an ‘Operating System’ ?
9. Why is market research important for entrepreneurs ?

10. What is the purpose of recycling ?

Answer any 4 out of the given 6 questions in 20 — 30 words each. 4x2=8
11. Define ‘marketing’.

12. What is a ‘target market’ ? How does a business find a target market ?

13. List out the characteristics of a good prospect customer.

14. How can objections related to high price be handled ?

15. What are the primary roles of a sales representative ?

16. What do you understand by negotiating skills in marketing ?
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Answer any 3 out of the given 5 questions in 50 — 80 words each. 3x4=12
17. State the importance of marketing mix.

18. Explain any four requirements of effective ‘Segmentation’.

19. “Each profession comes with its list of challenges and opportunities.” In
the light of this statement, what are the various challenges faced by the
salesperson in his/her career ?

20. Why is it important to provide ‘After-Sales Service’ ?

21. “The selling or marketing jobs require that a salesman should use his
communication skills effectively”. Justify the statement by providing the

objectives of communication.
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