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Please check that this question paper contains 11 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 31 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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General Instructions :
(i) This question paper is divided into four sections.

(it)  Section A contains fourteen questions carrying one mark each. Answer
all the questions. Questions no. 1 to 14 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 nine short-answer type questions carrying 2 marks
each. Answer all these questions.

(iv)  Section C contains six short-answer type questions carrying 3 marks each.
Answer all these questions.

(v)  Section D contains two questions carrying 5 marks each. Answer both

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

1. @ fosha died |iEET ged U Bl 8

(%) BI-3HN o A1  foIu
(@) WEIH-ATHR & TSI o folu
(T)  TZ-3ATHN o HTSHI & foTT
(") 39IH H | Fg A8

Line sales organisation structure is most suitable for
(a)  Small-size organisations

(b)  Medium-size organisations

(c) Large-size organisations

(d) None of the above

2. U IUYRKN & Sie-3eft o uftads 31 @1 8
() Tiasfierar ® gfg o wro

g) TSI @ H ghg o HR

) i IgUE (THUISR) & HR

H) S AR H ghg & SR

T) IugE 9t
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The lifestyle of the consumer is changing due to
(a) Increase in mobility

(b)  Increase in disposable income

(c) Media exposure

(d)  Increase in International Trade

(e) All of the above

IS T 3-hIHE HEH @, S EATUd 8

(%) 9w@T H

(@) 9. 8

(M)  SEH

(|F) 9ra °

Snapdeal is an E-commerce company based in
(a) USA

(b) UK

(c) Germany

(d) India

T & Tesis qen &1 o o7 fosrerendisti o TTeed & TiumHEaEd
(%) Tospa s foreq # gfg =t @

(@) et s | gig B 2

(M) (&) 3R (@) <=

(7) 39w § § His T

Effective territory design and allocation of salespeople to territories
results in

(a) Improved sales force performance
(b) Improved company performance
(¢)  Both (a) and (b)

(d)  None of the above
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$S AYRG: ST fohu I aret vur-faior T dieft T, fafegd, faufaen
geft qen fr=fefaa 7 9w 2

%) IR
g) R
M) AR
) TgYSITHR

Some of the commonly used routing patterns are straight line, hopscotch,
clover leaf and one of the following :

(
(
(
(

(a)  Rectangular
(b)  Square
(c) Circular

(d) Hexagonal

fosha WhieT STH 737 ©
(%) hal SOIR ¥
(@) foshar awR T
() wfqErt s |

(b)) SYwHEadf |

Sales quotas are not suitable in
(@) Buyers market

(b)  Sellers market

(c) Competitive market

(d) All of the above
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T STt &faqfd AT i fSSTeT S T gow o 2

fafire Sgeai 1 TmaaT e

JAHT T JUH T THET AT

YA o TR AT S o T 1 Ul ST
T WA ATSHT o {0l e

The first step in designing an effective compensation plan is to

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

Set up specific objectives
Examine the existing job descriptions
Decide levels of pay or compensation

Decide indirect payment plan

fasrashaistl w1 YA S o H1 I foshd TaU Hied 1 e I1d &

TR gafewor # qitEd= & R
TeR-foriel} rot % 32wl & HR
fosha sl &1 i wohid < ro
39 |t

Sales managers find the task of motivating salespeople difficult and
important due to

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

Changes in marketing environment
Conflicting company objectives
Unique nature of the sales job

All of the above


https://www.prepp.in

Www.prepp.in 'repp

10.

11.

308

Your Personal Exams Guide

fosha et 1 g FE g 8
(%) o e

(@) hI T

() ferdwor e

(o) femrm &

The main task of sales organisations is to effect
(a)  Sales

(b)  Purchases

(c) Distribution

(d)  Advertising

U Tk wied i srufeufa § o8 &R 1 Gaa 8 7 |

(%) Tora

(@) e

() faawm

(") Gehfomm

Large scale is not possible in the absence of a proper sales
organisation.

(a) sales
(b)  production
(e) distribution

(d)  packaging

frafifiagd § @ S8 WR 9508 FUe TF & B4 % A9 S9d § qU WR
fafim fawmi # fawe gar 2 2

() gl &)
(@) fourfer w@r
(M) s 'R

(F) HEHRI WR

Which of the following stores sells a number of brands under one roof and
the store is divided into various departments ?

(a)  Convenience store
(b)  Departmental store
(c) Chain store

(d)  Cooperative store
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ST W o1& Icq1e] a7 Y13l sl UTaeh! & AT WET HEAT hadldl &

(%) Tashaehal
(@) =afema fasea
() hies T
(a) fospa &=

Pitching products and services to clients outside the organisation is
known as

(a)  Salesmanship
(b)  Personal selling
(¢)  Field selling

(d)  Sales territory

fFrfiiied o & SF-E foxia &faqfd As1 i Sfed q9m AR it | hicd
Bl & 2

(%) Hlem daw
(@) ar e
(m)  freaTe
CIEISE

Which of the following financial compensation plans is more complex and
difficult to administer ?

(a)  Straight Salary

(b)  Straight Commission
(c) Performance Bonus
(d) Combination

e fasha & o st aen arior <41 & wftafera 8, e @

() =g (d9)
(@) 3a

(m) fufoegd
(a)  faufean o=t

A sales territory that contains both urban and rural areas is called
(a) The wedge

(b)  The circle

(¢)  The hopscotch

(d)  The clover leaf
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57 GUE 7§ GL3l 3] & A1 7Y I FIct FeT & | 57 @4 I & I T | 2x9=18

This section contains nine short-answer questions carrying 2 marks each. Answer all
these questions.

15.

16.

17.

18.

19.

20.

21.

22.

23.

308

el forsha aired o1 m Sef B 2

What is meant by territorial sales organisation ?

Torsha waT & foregl i 1t 1 Seoi@ il |

State any three functions of a sales organisation.

IRd H GeU AR ! aaa feafd &1 Seor@ Hife |

State the present status of retail trade in India.

Tfed Gl AR BIHe o ATH bl Hal9 § THEAST |

Explain briefly the advantages of organised retail format.

fret & & YeY O FHE o W W Al §F Y@ qHEe WOy
BTy |

Highlight the two major problems faced by companies in managing a
territory.

hice fasha < fou foamofie qamensti w1 seo@ I |

State the prerequisites to be considered in field selling.

forsrarehent § 1RO 1 T HEw B ?

What is the significance of motivation in salesmanship ?

Ifg 319 fasharehdl ol T YA Hid 7, a1 3Tk I Teh =1l g | I
forsharenat 2 | BT 4 o= il |

If you pay a salesperson enough, you will have a well motivated
salesperson. Discuss briefly.

ST <kl T & FATEATITT hl Ioold hifT |

State the first two stages of motivation.
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SECTION C

This section contains six short-answer questions carrying 3 marks each. Answer
all these questions.

24.

25.

26.

27.

28.

29.

308

TSATcHe: 3231 <h! UTTed o Ufd fashaehdia o s¥agR ol Hefdd =3 & fou
TISTCHS TR (Ufdhat) he Hewaqul & ? 989 § |0esy |

Explain briefly how organisational rewards are important to direct the
behaviour of salespeople towards the attainment of organisational
objectives.

T AU kT AT 37 B 2 Teh IR <h] HERAT § THATST |

What is meant by extrinsic motivation ? Explain with the help of an
example.

&5 Testrea 1 ufshan &1 989 8§ 9ui9 hifvy |

Describe briefly the procedure for designing a territory.

I A 7Y TF T AGH R FFET Wk fashaeal 8, T 9T UTEH o duE
forshe TR ehtUT o TH 7Y 3cdTg hi TIRITATSTl qem oyl W YehTsT STy |

Assuming that you are a salesperson of a passenger car company,
highlight the features and advantages of your product at the time of a
sales presentation to a prospective customer.

TaTferd dfeT wefil o i qon HHTsTi i @ed § a9ETsy |
Briefly explain the benefits and limitations of automatic vending
machines.

TG qYT T Tosha Te o fohegl ofi ol sl Had | dWEsy |
Explain briefly any three advantages of Line and Staff type of sales

organisation.
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57 GUE F qie-9i9 37 a1 g1 I9T 8 | 37 G 39 @ IR G197 | 5x2=10
This section contains two questions carrying 5 marks each. Answer both these

questions.

30. Y YT i oh qvarq i fashaehdl w1 SR QU T A BT & ? 99 § U
i |

Why is a salesperson’s job not over even after getting an order ? Describe

briefly.

31. IR R HiHel H IUA g3 TGl hl &9 H THATT |

Briefly explain the emerging trends in retail formats.
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