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Answer the Questions from any one Option. .

OPTION-A
( Personal Selling and Salesmanship)
Paper : COM-SE-6014
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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OPTION-A
Paper : COM-SE-6014
( Personal Selling and Salesmanship)

1. Choose the correct answer : 1x4=4
ey (B 3R Sieved ¢
(i) Personal selling starts with
understanding of customers.
Jfeare R g TR (TS T
7|

(a) help (312¥)
(b) need (YTAEH)
(c) cost (W)

(d) sales (R

(ii) The full form of CIS is
PAS PR T UL fetey
(a) Channel Induced System
(50T (IR el
(b) Central Information System

T O AT
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(c) Cumulative Increase Selling

AT I R

(d) Chief Informaion Supervisor

T B FATOIREIT

(iii) The Need Hierarchy theory of motivation
is given by :

LSRR AT TSR AN OEo! e ¢
(@) Fedrick Herzberg ((Ffg< eianf)
(b) Victor Vroom SR

(c) A.H. Maslow (9.49%5.5Ga1)

(d) Peter Drucker (fiBR QITIR)

(iv) Post sales activities includes

RFR g ILFANRNE TGS ATH
(a) customer identification
=S e
(b) sales presentation
R Sopgiom
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(c) customer apathy
DIESEACLIDS

(d) customer feedback
ARTS TS

2.  Give brief answer to the following: 2x3=6
FufRewrmT 5y Ter fm s
(i) Give two examples of career in selling.

RIS (oM 75 e fan|

(i) Give two examples of intrinsic and
extrinsic motivation.

SRR oI AR SRR 757 enrRae |
(iii) What is cash memo ?
W G e
3. Answer any two questions from the
following : 5x2=10
FefiRewie o1 R g5t es Tee frar ¢
(i) Explain the characteristics of personal
selling.
e Repl MBI I 1)
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(ij) State the dynamic characteristics of
motivation.

SRR oifTiE CaBR S 3

(iii) Discuss the importance of after sales
“service.

REIR Pz ERIT Y S 341 |
(iv) What are the purposes of preparing the
sales reports ?

R AT oFe TR SRR [ e

4. Answer any three questions from the
following : 10x3=30

s R Rt e Tes fua ¢

() What is personal selling ? Discuss the
various types of salesperson.

Ifeare R e Rien aet Reaeiik Ram
T 4 |

(i) What is buying motive ? Discuss the
various types of product and patronage
motives.

FaeaR oy e Riew goi R I i
SBTATTS! (2RI R SCeioa 1
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(iii) Discuss the importance of pre-approach
step in qualifying the prospects. State
the various sources of information in

pre-approach step.

AR ToATOIE TH TR AW AF-GRVSIAR
ARTTR TG SEADA F91 | HIF-ARS 2T
T [fon Sent S 41 |

(iv) Define demonstration. Explain the
importance of demonstration in selling
process.

o v1eea Tl | ReR! elferrs e awg
0

(v) Discuss the various measures to make
selling an attractive career.

P ua S Rar ot st gita
e Tre R wicna #t )

(vi) Discuss the various ethical aspects in
personal selling.

I RFie Rfen (7fes iR St = |
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OPTION -B
Paper : COM-SE-6024
( Retail Management)

1. Answer the following questions as directed :
1x4=4

oI Feee SRR T o e

(a) ‘A coffee parlour in a shopping centre’ is
an example of (Choose the correct one)

Rl (o 4! I AR 93 S/ @FIRGBR
& Tz (8% GeH! AR Bfaean)

(i) speciality store
Ry Retew ©rer

(i) departmental store
Reifa Reiod SR

(iij) parasite store
TG R SreR

(iv) destination store
o7 fAfHS Srer

(b) A is a set of firms that make and
deliver a given set of goods and services
to the ultimate consumer.

(Fill in the blank)
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I « 1> $ A Ak (A (G B DS |
ReiT 9o =37 S R 2 Wi eI
2fSDing TR | (3T HZ 279 7)

is the easiest and least expensive
form of retail ownership to organise.
(Fill in the blank)

_ YR iRy A15R bR
G oE el wel 1 (W HZ 79 F)

(d) Retailers perform specific activities such
as anticipating customer wants,
delivering assortments of product,
acquring market information and
financing. (Write true or false)

Pl Reroik el 5iRn / srore s,

7] RIee! THIW, ITR oY AT ¥

Faraiiag Al T SRR S I |
(9% (7 F9% [a3})

2. Answer the following questions very briefly :
2x3=6

oS TS eppTEE SOrS 5 e fel ¢
(i) What do you mean by hyper-market ?
3R eIy Rold O Ifete & e e
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(i) What is personal selling ?

e Rl e
(iii) What is'm-commerce ?
G- 3ferca 1 @t e
3. Answer any two of the following questions
briefly : 5x2=10

were Al IRIRT [Rrle KoI 63 e fo ¢

() Explain the role of Advertising in
Retailing.

P e Rersiag S T 1|

(ii) Explain the characteristics of retailing.

a1 ReFt IR IRBPRR I 3=

(i) Discuss briefly the tools or techniques
used for visual merchandising,
ey ol RFTS PIREAI FeT-CEPIET TR 541
T HE e 34 |

(iv) Discuss briefly the characterstics of
departmental store.

Reriy orer ARBPRR S0 S| 31 |
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4. Answer any three of the following
questions : : 10x3=30

o firret ffAvT Ted ol 8
i) What is retailing ? Discuss the key

factors leading to high retail growth in
India. :

mﬁzﬁmﬁs?mmﬁ@m
RIS SR AR SRR G ST
|

(i) What are different types of retail format ?
Discuss briefly the non-store based retail
trade.

Rtn ot P Refl o Rees Ree RAfom
1o Rivter ote R R 4l R IRRomZ ol
QIS 34 |

(iii) Assume you are a manager of food retail
chain store. How are you going to decide
the location of your outlet ?

YRR St 4 AR 2 i 5 ARG |
&% Rojei ree T FfR Frars @ire o
R R Raze owy e
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(iv) What is retail positioning? Discuss
briefly how to build retail store image.

A SR [ ¢ A Rt Roielm v oy
AL SIf531 BT A 31|

(v) What is store layout ? Discuss different
types of store layout.
Retei Srai Ry R ¢ Rfen taeig Rl erer
RUPITE SEs 34|

(vi What is merchandise pricing ? What are

the different types of retail pricing?
Discuss.

Ao 7 Rdiee R ¢ RSH 24F1T o8 = Reffs
TR A F4 |
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