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er the Questions from any one Option.

OPTION -A

(Personal Selling and Salesmanship )
Paper : COM—SE—60i4 :
OPTION -B
( Retail Management)

Paper : COM-SE-6024
Full Marks : 50
Time : Two hours

The figures in the margin indicate
full marks for the questions.

Answer either in English or in Assamese.
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paper ° cOM-SE-6014

sonal Setling and Salesmansy, )

(Pe

1 the, cofrech AUEHE GHLAND o,

Lxgy
Sy b R TR 2 (Rewrzn o1 sy

. which one of the following is not 5 o
(l) ° ° 4 ajor
direct selling company in India ?
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() Amway (SIN)

(b) Oriflame (WRGFY)

() Britannia (&R

(@) Eureka Forbes (T3 T45)

) Selling a different product to a custome |
s known as — . (Fillinthe blank
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aproduct unplanneq
is known as

—~———_ (Fillin the blanky
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(30T} 313 of3m )
Primary buying (AR 7y)
Secondary buying ( ¢sfiet &)

immediate buying (Slwfie &)

impulse buying (Wi &)
Full form of DSA is

ﬁiu‘lﬁﬂ?’f‘?jjfwﬂfti@

(a) Delivery Staff Agency
(b) Direct Selling Agent

(c) Direct Supplier Agent
(d) Distribution and Supply Agency
A ‘prospect’ means

! TR e [0

(a) Company’s details (@srwnﬁﬁaﬁ«ﬁw)
(b) A likely buyer (qom TSI ()

(c) Company’s Memorandum of

Association (™A1 =l
A likely seller (95 38Ry Riceret)

(c)
(d)
(iv)

(v)

(@)
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nich of the following ig & gy |

(Ul) buylng motiVC ? l()rl-
e A LTS TR oy,

@) Prestige Cll)

(b) Love and affection (333 w5, o
() Durability (fgzo)
(d) Habit (STefiA)

.. which of the following is not considey
(vii) lh;dvantage of a territorial sales forg

frfERe @RI S foT R I ey
oot olel 1 A 2 he s
(a) Travel expenses can be minimized

aUpE g FRA AR

(b)) Each salesperson’s job is cleal
defined

affvem Ricareiq i ~igerd FEE T

i fined
() Accountability is clearly de

¢ach salesperson o

e R 2y T HEES!

ﬁfﬁ‘l ™=y

Salespeople develops
knowledge of product ﬁ@ﬁ@ﬁ
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(viii) A salesperson gives a customer a gift
before a major deal to thank the
customer for past business. What’s the
potential problem with this approach ?

T R oIZ 21z 16 Tox T AT 47
GRIF AT GO ©ReR Hies Sioice Boig @bt
e | 9% ~mforsR TSRy T e

(a) The buyer might not like the gift
(TFOE THFTC! et TN AT

(b) This can be considered as bribe by
the buyer
TR (o2 BLRG I I FR A

(c) This can be considered as ‘secret
selling’
201 (oMol R 3feT o IR A

(d) The salesperson will have to give the
client a gift after every deal

o051 pfea foize RreroiR dies «ol
iz fia #nfaa
). Give brief answer to the following : (any ;hgee6)
X3=
v s o ¢ (et oY)
() Mention two limitations of personal
selling.
Tfears R gor AmRae! Sad 1|
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..o examples of negatiye
g

(il give tW
for a salesperson.

e g T QI
e | S
Give two examples of rati |
of a buyer. i Inotivi
o (@O FETHS T TR
frl 3
(y) Define sales manual
R (e [ e

(v) What i i

) at is tour diary of the salesperson)

N

Rt wfiome G oicat <52

(vi) What is sales order book ?

R oo 3 5 2

tivah.rj

(i)

Answer

an

following : Y two questions from tht
5x2=Il

e il ensii
Rl Riceizen g epsia T

i) Disti
stinguish betw
b '
and salesmanselfipeen personal sellf

Teors )
B R T TS 4 |

(i) g e
Tess
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Portance of person@ scl}
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i Explain the need hierarch

. (v What are the maj

. Answer an

N

y theory of
A. H. Maslow.

q. aas.mwamﬁamwwwn

fv) Discuss the essentials of
presentation.

B! Ol Bogiofg RIEEIRIO &) SAC [ o e

a good

or reasons of objection
by the prospective consumer ?

WE‘WW"@W}WW%?

(i) Draw a proforma of cash
contents.

wwmaﬁwwaﬁmﬁml

memo with its

Y three questions from the
following :

) What is salesmanship ? Discuss the
characteristics of a good salesman.

ﬁmmﬁs?ﬁwwﬁ@wﬁaﬁmw
WO 11 |

Discuss elaborately various types of
selling situations.

Rfen ain R «ifififes Raa Rgeew
TS < |

(iy)

g
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bt uying motive ? Exp..

i) ce of understandin Uy , §
I lmpno‘;et:nln personal Selling.g the buh.%
mot"”" oy 2 IS Rdfre %%

77 419
: tive consum .
nat is prosSpec=r= = €r? Djg. |
t‘”he ! ethods to identify the pms;:guﬁ:,
consumer- :

(iv)

(v) Discuss various methods of Sales
approach for successful selling,

e R o RIA ey,

&l
What is after-sales service ? Discuss the

importance of after-sales service.

RoEe ORI 3 RF@Ies ORI ST @

|

(viil What is sales report ? Discuss the majr
purpose for making the sales report
R eferamm 2 Rt eiforawe 2 TR E

_ IRPAR SIS 341 |

(vi) Discuss various ethical aSpCCtS of
from Company’s and cuStO
Perspective,

&

(i)

selling
mer's



OPTION-B
Paper : COM-SE-6024
( Retail Management )

, Answer the following questions as directed :
(any four) 1x4=4

mmﬁmmmm%mms(ﬁzm
JIE)

(@) . ‘Walmart Super center’ is an example of
(Choose the correct one)

"STETG I2e, Rotey zpa O (NG 9
TR 2 (8% T 1R Bevey)

() departmenta] store
ReIMa Retei oo
(@) hyper market store
TR Ty Retew ©rerg
(iii) speciality store
fRorg Retel eterr

ﬁ' (iv) parasite store

RGN Retaw el
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(c)

(d)

retailer’ has be“tﬁ;‘: deriveg .

. ootd PE-(GRO0SE IR comre,, ony

whicf 7 el (IO ST %37 oigy |
(%% OGR! MR %\? !

(i Latin€ (o)

(il French (FHD)

i) Greek ()

(iv) Persian (sAif5a)

Who introduced the concept of ‘marketiy,
mix’ ? (Choose the correct ong

TR [T LIFANCET (PICT SIS et
(% @Waﬁ@@ﬁw}

) Philip Kotler (Ffeio 35e71%)

(i) Herry L. Hemen ((Z]] & ()
(i) N.H. Borden (<. «3p. qI9C%H)

W) William J. Santon (S (3. 6

Whif’h one of the following is not a o
of direct marketin g? )
. :

ﬁm@ (ORHY (Choose the correct on



A

AL

(e)

(i) Personal selling

Ifere Ry

(iv) Direct mail

wide variety of

, but also g wide
ary servies.

(Fill in the blank)
mﬁmmwﬁmw\
A R e, coeres Rfen = crne
SRDIR | (30Tt 312 13 =)
Under Pricing policy, a very high
Price is set for g new product initially

and gradually the Price reduced as
competitors enter the market,

(Fill in the blank)
\mfﬂ%@,mm@wmﬁw
R TS 3 7R e AT w2 STz

o0 SR 2 | (YT 1% 27 =)

range of Complement

(9) Store retailing is also called ‘brick ang

morter’ retailing.  (Write true or false)

W Roter St 21 o Aifet e’ ety
R fere T T |
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ng also he!ps to Create
d possession utilitjeg = Plag,

(Write true o

Retaili

M time an

Answer any three of the following Questig,

very briefly : 23

e e PT Rl fefaibre erﬁm j

fara|

() What is direct marketing ?
o G b 2

(i) What is super market ?

TR TG 31 pol NS 2

(i) What is discount store ?
13 (72 Rstol Bhesig 52
What do you mean by store lay-out’

mﬁwmﬁmwﬁ;qw

W
"2t do you mean by m-marketi®®
Ry

What i

(iv)

? ]

“Onvenience store ?

TRy Rott e f g



any two of the following questions
' g?i:‘f}’;ri J 5x2=10
() Explain the sales promotion in retailing.

P ReFre Rt 3 vt e ot |

i) Explain the features of retailing.
3 Rt IR iR gt
i) What is franchising ?

CPBIRMSR Wt 5 2

(iv) Explain the importance of advertisement
in retailing.

€3 Rt Reasim s a1t 301 |
(v) What do you mean by hyper-market ?
TSI ISR el I @ e

(vi) What is store security ?
3 ReloR Sieix Farsiat sy & 2

Answer any three of the following
Questions : 10x3=30
o e R Sevent ¢ (et fefavy)

) What is retailing ? Explain the basic
reasons for growth of retailing in India.

Rt [l g [ 2 sileeas Yt [kt R
G e A 31 |
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(i)

(iv)

(v)

What is retail marketing mix 7 Disgyg
briefly the components of retai
marketing mix.

Rl el el 6 2 Ypat R s
e e Qe RIW 5303 St w

What is departmental store ? Discush
the features of departmental store.

et Reto Sterq R ReotsTie Retor ol
WRSTR witese 25 | |

What are the factors that a retailer needf
o take into account while chOOSInga |



) What is visual merchandising ? What are
d}fferent tools or techniques used for
visual merchandising ? Discuss.

0 o1 R R o0 oty R corcare wi-
@I YT T W 2 eI 340 |

vii) V\{hat is merchandise pricing ? What ar¢
different retail price strategies adopted

by retailers ? Discuss.
Wﬂﬁﬁaﬁﬁs?mﬁw@ﬁmwﬁ@‘ﬂ
7 R e 3 & 2 oot 9

d responsibilitics of

(viii) Discuss the role an
moting operational

store manager in pro
efficiency in a retail store.

mﬁzﬁmﬁ«ﬂ%ﬁm@mﬁ@ww
WWWW@WWWI

o,
%/CBCs) sEC 1/2/G 15 4000



