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COMMERCE
(Skill Enhancement Course)

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
Jull 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
o7 Tl AR Tlered 3
(i) Personal selling is an element of
‘ mix. :
Ifere Rt R ¢ oA |
(a) product (%)
(b) price. (W) '
(c) promotion (TENEIY)
(d) process (aiféF)
(i) Personal Selling uses
communication.
oS R camicas 9 |
(a) direct
AF
(b) indirect
B
(c) both direct and indirect
T S SPTRT YCA!
(d) None of the above
89FF OIS 7T
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(i) Which of the following is not a type of
salesperson ?

wore fal @Ml Rerseiia eipit Tz ?
(a) Order takers
T e
(b) Order creators °
T Rl
(c) Order getters
i TR

(d) Order spoilers‘
T KR

(iv) Types of buying motives are
TR TR SIRRR T |
(@) product buying motive
T FIIRT Sy
(b) patronage buying motive
BTN TR Sy
() Both (a) and (b)
(@) &% (b) B!
(d) None of the above
CITT GBI8 N
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2. Give brief answer to the following :

fAxfERerIR o Tew ft ¢

()

(i)

(iii)

2x3=6

State the objectives of personal selling.

e RPN SopiRIR Tt 411

Write two significances of salesmanship.
ReaRmi 7o o%y

Give two examples of ethics in personal
selling. ' .

w%%ﬁzﬁ@mm@ﬁfwmwﬁm

3. Answer any two questions from the
following : 5x2=10

F=fReRRR [ Ferear g5 e Tex faan

()

@

Explain the myths of personal selling.
Ifesre Rl siosAEm It 3111

Discuss the advantagés of sales
motivation. '

R SreiReir FRTR S =41
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(iii) Discuss the various post-sale activities
for customer retention.

WWW%@?%WWW
T 4|

(iv) Explain the information which must be
- included in a tour diary.

<« = e suge SR s surmR
WWI

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

ﬁﬁﬁﬂ@ﬁﬁﬂﬁﬁﬁm@mﬁm

(U] Explam the differences between
personal selling and salesmanship.
Discuss the characteristics of a good
salesman.

mﬁ@wﬁmﬂﬁmwmm
Y F9 | GTw o Reraein [RER
ST 1 |

(i) Discuss Maslow’s Need Hierarchy
Theory of Motivation.

AT A

| 4 (Sem-6/CBCS) SEC 1/2 [PSS/RM)/G S Contd.



@iii) What is buying motive ? Explain the
significance of understanding buying
motives in personal selling.

el B 2 Ifeare Refte Frerfe 3@ v
G YR A

(iv) Describe the different steps in selling
process.

" ﬁma@mﬁ%awa@wn

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

R aferare wielf& Naae 3919 SomER ot
e

(vi) Describe the reports and documents
required in personal selling. Explain the
purpose of sales reports.

&are Rl ez Ao oi% wfRoimg
39 711 | R fSrawvms o It 1 1
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OPTION-B
( Retail Management)
Paper : COM-SE-6024

1. Answer the following questions as directed :

1x4=4

RotiTIE Foae @R Tes ol ¢

(@)

(b)

‘Vishal Mega Mart’ is an example of

R ol D’ ST (FINBIR & THIRIe 2

h (i) hypermarket store

fegRr Rl ©leig

(i) departmental store
R ©eR

(iii) speciality store
Rz Rl orerR
(iv) parasite store

G Rl SleR

(Choose the correct one)
(%% Beh IR Bersqn)

Who proposed the social marketing
concept ?

QI AT IS LN SRR 2
(i) N. H. Borden-
<. B[ TS
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(i) Philip Kotler
RefE= 35

(i) Henry L. Hansen
(R G QAT

(iv) Ben E. Enis
N T s

(Choose the correct one)
(o& Eewh! IR Gerem)

(c) Retailing helps to create a Place, Time

and Possession utilities.
(Write True or False)

Jpat RewFols ZF, T % SRe Sowifiel
ABS HQYF I]F| ﬁmacwwwwﬁﬁ%wv

(d) The first step in consumer buylng
process is

.(Fill in the blank)

Tolree! Y Afdraie A9 o TR
i (T 3% 959 7))

2. Answer the following questions briefly :

- 2x3=6
1o SRS A 5 Te Tl 3

() What do you mean by Departmental
store ?

ﬁ@tﬁamﬁqﬁmﬁsm?
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(i) What is direct marketing?
AerF JEe e

(i) What is Store Security ?
YRt Reiolq erer Rarsrer (e

3. Answer any two of the following questions
briefly : 5x2=10
wore ARl TR R ghiv 5 Tew fora ¢
() Explain the features of retailing.

R RFt JagR RRBPRR I 74

(i) Explain the importance of Advertise-
ment in retailing.

IRt Rt IS ReiofR o7 IR 11|

(ii) What do you mean by Visual
merchandise ?

P oy R (e B e
(i) What do you mean by Supply chain ?
QAR /e e & g@me
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4.

Answer any three of the following :

10x3=30

o) fRgerear fofare e ol 8

i)

(1)

(iti)

(iv)

What is retailing ? Explain the emerging
trends in retailing.

45t R 3t B 2 9t R 3929 B
A IR A | -

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

Rfen sRT YR R =i Reie [ 2 wifediwe

o YR R I TR 553 e
e

What is retail store operation ? Discuss
the elements of retail store operation.

pal R ST QAR I (e 3pat [t
OISR FIFAI SAMTTR =D 1 |

What are the factors that a retailer
needs to take into account while
choosing a location for a retail store ?
Discuss.

Fa R sreiR ﬂtmwmaﬁﬁmm—
RTroeE @INER S [oa 3R =iea
A I |
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(v) What is Store layout? Discuss the
different types of store layout.

Retem Rt e Riew oy Retom Rz
A 4 |

(vi) What is merchandise pricing ? What are
the different types of retail pricing?
Explain.

oR we Pdfiet Re RSy e 97 7=
ez & &0 ot 3
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