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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

(Personal Selling and Salesmanship)

Paper : COM-SE-6014

1. Choose the correct answer : 1x4=4

(i) Personal selling is an element of
_____ mix.

1%#t 1^®!^ 1

(a) product (^)

(b) price, (^)

(c) promotion

(d) process (Stl^Rit)

(ii) Personal Selling uses
communication.

TO I

(a) direct

(b) indirect

(c) both direct and indirect

7p$l^ xstr; wrw

(d) None of the above

^£l'5N3
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Which of the following is not a type of
salesperson ?

%it £1^

(a) Order takers

snslWft

(b) Order creators '

(c) Order getters

(d) Order spoilers

(iv) T5rpes of bu5dng motives are .

2R1WR ^*51 I

(a) product bu5dng motive

(b) patronage bu5dng motive

(c) Both (a) and (b)

(a) ̂5rR5 ft))

(d) None of the above
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2. Give brief answer to the following :

2x3=6

(i) State the objectives of personal selling.

(U) . Write two significances of salesmanship.

RvspfiRtjh ̂  %«1T I

(Hi) Give two examples of ethics in personal

selling.

3. Answer any two questions from the

following: 5x2=10

(i) Ebq)lain the myths of personal selling.

(tt) Discuss the advantages of sales

motivation.

^ I
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(Hi) Discuss the various post-sale activities
for customer retention.

(iv) Explain the information which must be

included in a tour diaiy.

4. Answer any three questions from the

following : 10x3=30

(i) Explain the differences between

personal selling and salesmanship.

Discuss the characteristics of a good
salesman.

4jm ̂  I ^^5? ̂

WlM^I

(it) Discuss Maslow's Need Hierarchy
Theory of Motivation.

TOR ̂P3C2R«IR TORt%r5R
WitH
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(in) What is buying motive? Explain the
significance of understanding bu3dng
motives in personal selling.

(iv) Describe the different steps in selling
process.

(v) Explain the ways of handling objections
in selling process.

1^3Rr

^1

(vi) Describe the reports and documents
required in personal selling. Explain the
purpose of ssJes reports.
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OPTION-B

(Retail Management)

Paper : COM-SE-6024

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

(a) 'Vishal Mega Mart' is an example of

^

(i) hypermarket store

(ii) departmental store

(Hi) speciality store

(iv) parasite store

14 W

(Choose the correct one)

(m ^ ̂fmm)

(b) Who proposed the social marketing
concept ?

C^t(?T <t«rh<p<qcR ?

(i) N. H. Borden
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(ii) Philip Kotler

(in) Hemy L. Hansen

(3^ «i|5f

(iv) Ben E. Enis

(Choose the correct one)
(m ^

(c) Retailing helps to create a Place, Time
and Possession utilities.

(Write True or False)

ttH,

(d) The first step in cpnsumer buying
process is .

(FUl in the blank)

3R1W ^

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

vBcwI^ spspngj^^ ̂  g

(i) What do you mean by Departmental
store ?

#si%r #11;^ 1%
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(a) What is direct marketing?

What is Store Security?

3. Answer any two of the following questions

briefly : 5x2=10

(i) Ebq}lain the features of retailing.

(ii) Ebcplain the importance of Advertise

ment in retailing.

(in) What do you mean 1^ Visual

merchandise ?

"5^ *1®U ^

(iv) What do you mean by Supply chain ?

CTWR 1% .
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4. Answer any three of the following :
10x3=30

^551^ f^(.<picil #r«lt o

(i) What is retailing ? Explain the emerging
trends in retailing.

^  1% ? ^

(ii) What are different types of retail
format ? Discuss briefly the ownership
format of retailing.

WfM

^1

(Hi) What is retail store operation ? Discuss
the elements of retail store operation.

#?

(iv) What are the factors that a retailer
needs to take into account while

choosing a location for a retail store ?
Discuss.

wnw Wl
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(v) What is Store layout? Discuss the
different types of store layout.

l^iwpg^

(in) What is merchandi^ pricing ? What are
the different types of retail pricing?
Explain.
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