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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 33 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)

(ii)

This question paper contains 33 questions out of which the candidate
needs to attempt only 25 questions.

Question paper is divided into two sections.
SECTION A

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

o 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 3 marks
each. Answer any 5 questions.

SECTION B

Long answer | Essay type questions : contains total 7 questions of 5 marks
each. Answer any 5 questions.


https://www.prepp.in

WwWw.prepp.in 'repp

Your Personal Exams Guide

SECTION A
=81 7@ 391 & 3 v | I1x10=10
Attempt any ten questions.
1. G H, MU B ARSI TY __ garg |
() Trafd (@) =
(m)  efEfE (m)  Srcafie
In Retail, order sizes tend to be small but
(a) Regular (b) Consistent
(c) Occasional (d) Many
2.  Teh %HaTSsl, $HETSel o 3cqTa ol fdsha AT B |
(%) i =swa (@) I ETH
() et (7)) & ETH
A franchisee sells a franchiser’s products
(a) Regularly (b) Exclusively
(c) Occasionally (d) Wholesale
3. fosra gfcenfiamd ST 9T & |
(%) afata (@) weEty
() sredaty (@) I wft
Sales Contests are incentive programmes.
(a) Long term (b) Medium term
(c) Short term (d) All of the above
4. fopa 9@ *1 R faawo FeA o fore 3umfi 7 |
(%) ol ufsha
(@) =39 gfsean
() fosea wfsraor
(a) fospaeshdiaT & i
(¥) Sudh @t

Job description statement of salesforce is useful for
(a) Recruitment Process

(b) Selection Process

(c) Sales Training

(d) Evaluation of Salespeople

(e) All of the above
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5. @1 fosha dired ST ged 31fueh o+ fau 3faa 7 |
() DI PR & Sl (W) TET PR & Sl
(M) &S ATHR & TSI (F) 3I9YE U G D T8l
Line sales organization structure is most suitable for
(a) Small size organizations (b) Medium size organizations
(c) Large size organizations (d) None of the above
6.  SUMIHI i et | % IO gEdH & @R

(%) STEISTE (TfrRfierdr) sed
(@) T 3™ | e

(m)  ifean geman

(9) IR FIE™ 6 e
(¥) <t a4l

The lifestyle of consumer is changing due to

(a) Increase in mobility
(b) Increase in disposable income
(c) Media exposure

(d) Increase in international business
(e) All of the above

7.  TudE T TTfud Teh §-hiuH HIOHT B |
(%) FTET (@) .
(m) SR (%) W
Snapdeal is an E-commerce company based in
(a) U.S.A. (b) UK
(c) Germany (d) India

8. UVl & femsT qen fashaehdiatt sl &= &1 3Teed T IROM &iar &
(%) faspa 9 = FeareT & gam
(@) ! frsared 8 gam
(M) () @ (@)
(d) 3I9YE ¥ DI T8l
Effective territory design and allocation of salespeople to territories
results in
(a) Improved salesforce performance

(b)  Improved company performance
(c) Both (a) and (b)
(d) None of the above
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h %3 Hieft ‘t@-[a ﬁﬁ??\_sp[
(BTaEepia), Foalate® qeon ffafad 4 @ e
(F) AIAHR (@) R
(M) TR ()  SSHATHR

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

(a) Rectangular (b) Square

(c) Circular (d) Hexagonal

fershar et % fore 3wy 7 € |

(%) hal IR (@) foshal IR

(M) wfcmft SR ()  39YE U 9 hig T8l
Sales quotas are not suitable in

(a) Buyers market (b) Sellers market

(c) Competitive market (d) None of the above

et aTifies ST dIR T T AT =T 7
(%) fafsrse sewai =1 fgfo

(@) I SR foe S gedred

() o SterEn T & T o ol
(9)  3TIcae dd4 A 1 el

The first step in designing an effective compensation plan is
(a)  Set up specific objectives

(b)  Examine the existing job descriptions

(c) Decide levels of pay or compensation

(d)  Decide indirect payment plan

fashaepatatt sl IR T % SR g g |
(%) fauom wafater § gfadat

(@) uyreq-faqe st sew

(M) foa wrt A e (fafve) wefa

(9)  STAT-3TeT Yok Tohot

(¥) <t a4l

It is important to motivate salespeople due to
(a) Changes in marketing environment
(b)  Conflicting company objectives

(c) Unique nature of the sales job

(d)  Separate motivational package

(e) All of the above
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2x5=10
Attempt any five questions.

13. & fasha Trea ot o S1ef 2 2

What is meant by territorial sales organization ?

14. faspa gea & sl 9 srt =1 3g@ i |
State any three functions of sales organization.

15. 3@ foshd Te TeeET &1 w1 A g 2
What is meant by line sales organization structure ?

16. TS et AR o &Y o ATH hl SAREAT HhifT |

Explain the advantages of organized retail format.

17. 24 x 7 ST H Uh 99 AR H1 TAMUd Tehed PIohl SAURI 7 | 35k Thal
T ArTies fRfia oes B | B d U SEl s H 9 9 TN Bt
JEATS 4 I GIHThe @It e & | 24 x 7 1 EQGTH B4 % HRU AT w0
ST IR =4 ?

24 x 7 1s a large well established individual retailer in Bangalore. He has

a regular clientele of hundreds of local citizens. Recently two major
national retail chains have opened supermarkets in the same locality.

Being an owner of the 24 x 7, what will you do and why ?

18. &3 1 JaY i H HEAHA T FHAT hl I arell fohedl g @ TS T
TR ST |

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

19. sarh (&) faspa & fore eam 4 wed I vt (feafadi) =1 3g@ hifse |

State the pre-requisites to be considered in field selling.

fab=¢1 aier yo1 & 3o7 o | 3x5=15

Attempt any five questions.

20. fasha yaus & foru faspaenalsti & fou fosea e fuior =i smavass 8 2

Why is it important for a sales manager to set quotas for salespeople ?
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What is the significance of motivation in salesmanship ?

22. ‘‘afe 1 faspaehal @ ik 99 <d g, A MU Uk =T ULk fashashdl i
S | feoeft HifSw |

“If you pay a salesperson enough, you will have a well-motivated
salesperson.” Comment.

23. foshushalsti & GER & ¥ 8g TeATcHe JWHR hE HE@Ul & dih
TATSTcH 3¢9 bl TH TohaT ST Toh ? TWETST |

Explain how organizational rewards are important to direct the

behaviour of salespeople towards the attainment of organizational
objectives.

24.  oTE MU0 K1 w7 A B 2 ISR hl GFEGT ¥ GHIATSU |

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

25. &7 feomea @ i wEifafy = auH Hifse |

Describe the procedure for designing a territory.

26. WG § HIh SR o GHGYT hl TUTST |

Explain the Retailing scenario in India.
@ us d
SECTION B
faregt wier 71 & IR T | 5x5=25

Attempt any five questions.

27. TgEtferd fasht (afem) asfa & ey qen =i @ & 2

What are the benefits and limitations of automatic vending machines ?

28. YW Hifche qYT FEW HIfche § Fral TISE HIfAT |

Differentiate between super market and hyper market.


https://www.prepp.in

WwWw.prepp.in 'repp

Your Personal Exams Guide

o JUMIHT 3cUTal i T
HEwaqUl SATaETieh 313 o fashd Ufereh g fohu S &, a1 o1 3eh! fary
TRIET STEvAharsti 1 o S HiT ?

If you are appointed as a sales trainer for a consumer products strategic

business unit of a large multi-national company with 100 salespeople,

how would you decide their specific training needs ?

30. ST qAT %6 TR o dIshd TS & ATHI dT BIAT hl THATST |

Explain the advantages and disadvantages of line and staff type sales

organization.

31. foe=mr Hifse o6 = foshaehatl 1 &Rl fasha oTTew OTH 0 o 39U ff qU
FT T B |

Discuss why a salesperson’s job is not over even after getting an order.

32. fasha mmn wier frgito it fafemi @@ yepmer siferu |
Highlight the methods for setting the sales volume quota.

33. fashaehdl o fu ‘Uemafd 1 3799 ek o7 < &9 § &1 qHET ST 8 2

How is ‘opportunity for promotion’ considered as a motivational force to

salesmen ?
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