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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 30 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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This question paper is divided into four sections.

Section A contains eight questions carrying one mark each. Answer all
the questions. Questions no. 1 to 8 are multiple choice questions in which
you have to select one correct option out of the given options and write the

same in your answer-book.

Section B contains ten short-answer type questions carrying 2 marks

each. Answer any eight of these questions.

Section C contains eight short-answer type questions carrying 3 marks

each. Answer any seven of these questions.

Section D contains four questions carrying 5 marks each. Answer any

three of these questions.



Qs A

SECTION A
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This section contains multiple choice questions carrying one mark each. Choose
the correct options out of the given options and write the same in your
answer-book.

1. TH U8 % o a 959 ot 30 oI Toh il S8 a4 1 forshdl <l el
S HET AT 7
(%) AFHYUN Hel
(@) o= w1 wE (fasha &)
() fesht weEm
(m) foshl TS

The art of the salesman to reach up to the heart of a customer and create
his permanent place there is called

(a)  Research art
(b)  Salesmanship
(c) Sales management

(d) Sales combination

2. P % PA IcUIG I 98 HHS TR 8 T fashar gra <= i1 =ntae, fohg

&9 # Fffend 1 ST B 2
(%) fershi afcrnfimar
(@) w4 ®i

() 3G i

(a) fesht e

The standard amount of the company’s total product that must be sold by
a salesperson is classified as

(a) Sales contest
(b)  Expense quota
(c) Production quota

(d)  Sales quota
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The work of setting up objectives for selling activities, determining and
scheduling the steps necessary to achieve these objectives is known as

(a)  Selling

(b)  Sales policy

(c) Sales programme

(d)  Sales planning

fFrefefiad 9 & -8 foshl Jaeq 61 v WHifas et 787 8 ?
(%) ToR T

(@) faifen

(M) gyl (fefaed)

(a) faawer &1 seeaHieRto

Which of the following is not a strategic role of sales management ?

(a)  Tracking

(b)  Reporting

(c) Delivery

(d)  Optimizing distribution

forshl v a1 AN AT 3TfeRan gHy Aefafga 5 9 fored sadia o @ 2
(%) SEA-TE i fash

(@) <efiw g fesht
(M) FE
(|)  ySEtes S

Salespeople spend most of their time doing which of the following
activities ?

(a)  Face-to-face selling

(b)  Telephone selling

(¢)  Travelling

(d)  Administrative tasks
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Sales performance evaluations are necessary to

(a) ensure that management meets its goals
(b)  supplement and enhance training

(c) provide feedback to salespeople

(d)  keep salespeople on their toes

7.  Tuso fepiel & g W gggu i e fafy @

(%) Teo favemo
(@) fosh! qaiga=
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(a)  foshl T3, (M.B.O) g0

Projection on the basis of past records is a method of
(a)  Value analysis

(b)  Sales forecasting

(c) Standard appraisal

(d)  Sales MBO

8. Tr=fafea & @ s-an fosht geras & fofu Fifiee €9 %1 w6 A9 8 2
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Which of the following is an advantage of using a commission form of
sales compensation ?

(a)  The salesperson will be highly motivated

(b)  The salesperson will regularly collect sales data
(¢)  Accounts will be maintained on a regular basis
(d)  Accounts will be more productive
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SECTION B
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Answer any eight questions from this section.

9.  GHM U o= H A Y R 2

What is meant by ‘In-store based selling’ ?

10. T GIANSh (HEEhdl) o &9 H Teh foshal <hl ffieht shi gitwriva hifd |

Define the role of a salesman as a facilitator.

11. foshl shler o1 3T99deh & ?

Why are sales quotas required ?

12. YRR 1 1 319 ] 2 Tl g IohR & TRl o 919 @R |

What is meant by rewards ? Name any two types of rewards.

13. foshd el o STAPA HR hITTEl shl YHRT I Ieai@ hHIMT |

State the role of communication skills under salesmanship.

14. Toshl Tre o1 @ o7 B 2
What is meant by sales organisation ?

15. Tt § 3fg @ & oo foshaeateti @ Wieatfed & <t fopedl @ fafermni =1
I i |

State any two methods to encourage a salesperson for bringing sales.

16. ‘foshl grafq s o1 =1 1 § 2

What is meant by ‘sales call’ ?

17. Tkt wegfa & fo=gi 1 ol =t Seor@ HIfTT |

State any two benefits of sales presentation.

18.  ‘foshar qen ‘feshl oo o1 uftnfya hifsre |

Define ‘salesman’ and ‘sales tariffs’.
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Answer any seven questions from this section.

19. fushl gl & fafie gl =6l 989 ° g9esu |

Explain briefly the various types of sales organisations.

20. T (GATES) RN T F1 AL g ?
What is meant by compensation rewards ?

21. Tosft &l & 819 & fopedl 19 329l 1 3o HIfT |

State any three purposes of having sales territories.

22.  Tohd Shell T SATHTA Tk H 3T % hig A fog STy |
Give any three points of distinction between salesmanship and personal
selling.

23. U 7= Toshdl o U I THSATST |

Explain the qualities of a good salesman.

24. T IUWIRAI TGl o fTC ThaTma TR HIEHICHS ha YThi H AR T

it | 3

Differentiate between rational and emotional buying motives for
consumer durables.

25. Ml o A @Rl (WiHS) I T&Y H THIATST |

Explain briefly the latest store formats.

26. GHM H o= o TEY (WRREET M) fhe Jer foasea o sfemgfa 4

ArTeH 2 @ R 2 °98g | aui A |

How are In-store based selling formats contributing in salesmanship as a
career ? Describe briefly.
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SECTION D
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Answer any three questions from this section.

27. &3 IISHT o =N Bl IUH hIfT |

Describe the steps in territory planning.

28. U Y= forshl shier AT <Al faRigarsti =»t dHesT |

Explain the attributes of a good sales quota plan.

29. TUH Sl ¥ W Hd THI BHI(CHhed foashal i foshl Tiafafe—i 1 auq
HIfT |

Describe the sales activities of a pharmaceuticals salesperson while
calling on doctors.

30. 37U & fafye aai =6l 99=msy |

Explain the various components of motivation.
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