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Please check that this question paper contains 8 printed pages.

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.

Please check that this question paper contains 30 questions.

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

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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(v) @UE G 7 FAT-A1T 37! & D12 IH arct HIB o7 8 | 577 @ =8 @rad J941 &
IR T |
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General Instructions :
(i) This question paper is divided into four sections.

(it)  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.

(iti) Section B contains ten short-answer type questions carrying 2 marks
each. Answer any eight of these questions.

(iv) Section C contains eight short-answer type questions carrying 3 marks
each. Answer any seven of these questions.

(v)  Section D contains four questions carrying 5 marks each. Answer any
three of these questions.
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SECTION A
39 @UE § 37 T UH-UF 37% & aglaed] Fo7 & | 157 7Y fa%edl H & @ fawey
gHT 37K 3GH! 3T IR-GIeahT ey | 1x8=8

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 U % o 9 959 o 310 foIu Toh Tl Smg &M 1 forshdl <l el
S HET AT 7
(F) EIH Fell
(@) s #1 e (fasha wva)
() fesht weeEm
(m) foshl gaSH

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. B % PA 3G i 98 S TR 8 T Toshar gra <= 1 =ntee, fohg

9 § afferd T ATt 7 2
(%) fershi afcrenfimar
(@) w&d ®i

() 3G i

(=) fersht wren

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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fospa wifafafern o Sgva fgfor qen 39 Il &l T 7g o IW A
ST =N o1 T TAT AT hl Had &

(%) =

(@) fosht Ffifa
() fosh iR
(=) fersht A

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

frefafad o & S foshl Jage Sl weh WHifas YR 787 2 2

(/) ISR @

(@) foifem

(M) gyt (fefored)

(=) foawor 1 geeaHiet

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

(b)  Reporting

(c) Delivery

(d)  Optimizing distribution

Torshl v a1 AN AT 3feRan wH fAefafga § 9 fored sadia o @ 2
(%) AHa-am i fashi

(@) fem gr foshr
(M)
(|)  yumEtTes S

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

(a)  Face-to-face selling

(b)  Telephone selling

(c) Travelling

(d)  Administrative tasks
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6. fosh fsuTer qoaien 38 SROT TTavES 7
(%) GHEd HET 6 goaq ST A&l H U R
(@) dfregor sl S@H a°q1 Ifd A & g
(M) foshl F A A R ghigfie M % & foe
(a)  Toshaehdial @l w=id W@H & fog

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. Tusa fepiel & am @ gege 6 we fafy @

(%) Heo fowemm
(@) foshl qaiga=
(T) AT HoARA

(a) feshl wst.af. (M.B.O) gMI

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

(b)  Sales forecasting

(c) Standard appraisal

(d)  Sales MBO

8. ffaflga & @ si-a1 foshl geras & folu hHisH &9 1 T o9 g ?
(%) foshar srcafess Ifa g Smom
(@) foshar fafia ®a & fosht & 2fhe Thira sam
() fafh w19 dg w@ S
() @ sfeeh Ieutesh & S

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
(c) Accounts will be maintained on a regular basis
(d)  Accounts will be more productive
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SECTION B

39 @UE H G a1 13 ¥ & I o | 2x8=16

Answer any eight questions from this section.

9.  GHH H o= HF Y R 2

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

10. T GIANSTh (HEEhdl) o €Y H Teh foshal ohl fHehT sl TRUTNG HIfT |

Define the role of a salesman as a facilitator.

11. foshl shrer =1 3Tavash & 2

Why are sales quotas required ?

12. YRR 1 1 31ef 7 2 Tl g1 IhR & QEhRI o 919 @R |

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

13. Tosha hcTl o ST T=R hizTell sl YfHeRT T Ioci@ hHITT |

State the role of communication skills under salesmanship.

14. Toshl T o1 o/ o7 B 2
What is meant by sales organisation ?

15. fosht @ gfg @ & foiu foskaskatsti &t Wicdtied & <t fohgl Q1 faferi =
3ear@ T |

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

16. ‘fosh grafa 9 &1 @ 319 7 2

What is meant by ‘sales call’ ?

17. foshi wgfa & foedl g1 <l =1 Seorg <hifve |

State any two benefits of sales presentation.

18.  ‘foshar qen ‘feshl oo o1 uftnfia shifsre |

Define ‘salesman’ and ‘sales tariffs’.
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SECTION C

39 TS H & [#-81 @id 3991 & I 9T | 3x7=21

Answer any seven questions from this section.

19.

20.

21.

22.

23.

24.

25.

26.

308

forsht FTeHl < fafie Tl 1 H&T & Twemsy |

Explain briefly the various types of sales organisations.

gfqeh (GTTasi) JWRN o1 o1 319 § ?
What is meant by compensation rewards ?

fershl &i1 < B o foh=gl 7 3ezal 1 Seid hIfT |

State any three purposes of having sales territories.

fasha shaTl qe safeTd fashdl | =R & i3 i foirg sy |
Give any three points of distinction between salesmanship and personal
selling.

Teh 37T Tdshdl o TUNT hl THSTST |

Explain the qualities of a good salesman.

ohTe IUHIH IEG3T o [T ThETTd R WIEHTHS 3 IThi H T T

HIT | 3

Differentiate between rational and emotional buying motives for
consumer durables.

M o AHHAH TET (HiHe) Pl T&T H THIAET |

Explain briefly the latest store formats.

gHH W oEd W Y (RREET ghH) fhe TR foska o Sed-gia o
ATEH 2 T8 @ 2 He # 9o i |

How are In-store based selling formats contributing in salesmanship as a
career ? Describe briefly.
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SECTION D

39 @UE 7 G a1 @7 941 & I dfaw | 5x3=15

Answer any three questions from this section.

27.  &F ASHT o =N T U hIFST |

Describe the steps in territory planning.

28. U =S forshl hler A1 Al forsiwareti =l auEmsy |
Explain the attributes of a good sales quota plan.

29. TUH Sfal ¥ W Hd 0 BHI(CHed Toshal i Toshl Tidfaie—i 1 au
T |

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

30. 37U & fafirs o< =l ¥H=sy |

Explain the various components of motivation.
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