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This question paper is divided into four sections.

Section A contains fourteen questions carrying one mark each. Answer
all the questions. Questions no. 1 to 14 are multiple choice questions in
which you have to select one correct option out of the given options and

write the same in your answer-book.

Section B contains nine short-answer type questions carrying 2 marks

each. Answer all these questions.

Section C contains six short-answer type questions carrying 3 marks each.

Answer all these questions.

Section D contains two questions carrying 5 marks each. Answer both

these questions.
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SECTION A

3 @IS § TH-U% 3% aid agladed] I97 & | 37 a4t 3o & IW Y | 15T T
fasheyl § @ G5 fasbeq giHT 37k 3G! 379 ITW-YleasT § 17f&w | Ix14=14
This section contains multiple choice questions carrying one mark each. Answer

all these questions. Choose the correct option out of the given options and write
the same in your answer-book.

1. YE s die ST ded UG Bl 8

(%) BIE-ATHR & TSI & foTT
(@) WEIH-ATHR & TSI o foru
(1)  ES-3TMHR & TSI & 1T
(") 39Ih H | Hig T

Line sales organisation structure is most suitable for
(a)  Small-size organisations

(b)  Medium-size organisations

(c) Large-size organisations

(d) None of the above

2. e IUNRAI ! Shad-Sieft # e 311 BT 8
(%) Tifaeficrar # gfg & Hro

g) TSI @ W ghg o R

M) iife g (TEITISR) % HR

H)  SIAUS SR # ghg h HRO
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The lifestyle of the consumer is changing due to
(a)  Increase in mobility

(b)  Increase in disposable income

(c) Media exposure

(d)  Increase in International Trade

(e) All of the above

3. WU U i-HHY HEO 7, S crfud @

(%) 9wE.T H

(@) 3. d

() A H

(I) uRaH

Snapdeal is an E-commerce company based in
(a) USA

(b) UK

(c) Germany

(d) India

4.  99Tet & TeSTeT qen &t % fofu foshashaieti o STT&ed o TRUHEaEy
(%) fospa =@ froarem 4 95 &t 8
(@) ot feared # gig Bt 2
(M (%) W (@)
(") 3TE ° | g T8l

Effective territory design and allocation of salespeople to territories
results in

(a) Improved sales force performance
(b) Improved company performance
(c) Both (a) and (b)

(d)  None of the above
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Some of the commonly used routing patterns are straight line, hopscotch,

clover leaf and one of the following :

(a)  Rectangular
(b)  Square
(c) Circular

(d) Hexagonal

fosha WhieT ST &7 @
%) shal ST H
@) foshar araR A
) yfeenft SR @
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Sales quotas are not suitable in

(
(
(
(

(a)  Buyers market
(b) Sellers market
(c) Competitive market

(d) All of the above
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() fafsme 3evai i wumaqT e
(@) a9 & Ui T eI HET
() T % TR AT AfAYfd o TR R o HE
(|)  3TIcTe A AT S Aol e
The first step in designing an effective compensation plan is to
(a)  Set up specific objectives
(b)  Examine the existing job descriptions
(c) Decide levels of pay or compensation

(d)  Decide indirect payment plan

8. fsmrdiall 1 3 O F F 1 o e B Ao MR T
(%) ST e § qEd % H
(@) TR w % s % e
(1) Fowm i faftre T O
(@) 3w @

Sales managers find the task of motivating salespeople difficult and
important due to

(a)  Changes in marketing environment
(b)  Conflicting company objectives

(c) Unique nature of the sales job

(d)  All of the above
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(%) Taspa e
(@) hI BT
() forawor e

(o) fermma g

The main task of sales organisations is to effect
(a)  Sales

(b)  Purchases

(c) Distribution

(d)  Advertising

10. 39 fasha wire 1 rufeyfa § 58 Tt = T9g TE 7 |
(%) fospa
(@) 3eared
() foawo
(=) Yepfom
Large scale is not possible in the absence of a proper sales
organisation.

(a) sales
(b)  production
(¢) distribution

(d) packaging

11. ffafgd 4 8 $H-8 ®R 9508 98 th & a0 & A d9d § 99 ©R
fafim fovmtt & fovs & 2 2

(%) gl @
(@) fourfe w@r
(M) TEd =R
(|F)  TERH WR

Which of the following stores sells a number of brands under one roof and
the store is divided into various departments ?

(a) Convenience store
(b)  Departmental store
(e) Chain store

(d)  Cooperative store
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TS © IT&X 3cqTel a1 HAT3T hl UTEh! o [T WS T Haddl &

(%) fospaesran
(@) wareTa fosea
(M) dies fasma
(u) faspa &=

Pitching products and services to clients outside the organisation is
known as

(a)  Salesmanship
(b)  Personal selling
(c) Field selling

(d)  Sales territory

frafifea @ @ SF-E foxia @fagfd Jsmn tfae Sfed aon Ar | hicd
&Il 8 ?

(%) €l daw
(@) e sz
() e sE
CIEISE]

Which of the following financial compensation plans is more complex and
difficult to administer ?

(a)  Straight Salary

(b)  Straight Commission
(c) Performance Bonus
(d) Combination

us fasea & fred weh aon o a1 & wfiifod €, e &
(%) w3 ()

(@) 99
(m) fafoe
(@) foafoem o=t

A sales territory that contains both urban and rural areas is called
(a) The wedge

(b)  The circle

(c) The hopscotch

(d)  The clover leaf
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SECTION B
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This section contains nine short-answer questions carrying 2 marks each. Answer all
these questions.

15.  &fiT fosea gea &1 @ 19 2 2

What is meant by territorial sales organisation ?

16. TIsra @1ed & fordl H Rl o1 Soai@ hIfST |

State any three functions of a sales organisation.

17. YA § GeU IR 61 gaqH fedfa &1 Seor@ Hifsu |

State the present status of retail trade in India.

18.  @fed Gell AR HIHS o ATHI sl T&Y H THAST |

Explain briefly the advantages of organised retail format.

19. Tt &3 & yoy § SR & T W arefl § YgE aueed W YH
STy |

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

20. ice fasa & fou faamofie q@meansti w1 seo@ HIfvT |

State the prerequisites to be considered in field selling.

21. faspehen # S1TSROT *1 1 HE @ ?

What is the significance of motivation in salesmanship ?

22, Jf¢ 19 foshaehal sl YT YA Hd &, df 3Yeh UTH Ueh Tl ag ¥ IRa
fasharerat 8 | mag 0 faa=m il |

If you pay a salesperson enough, you will have a well motivated
salesperson. Discuss briefly.

23.  3IMUTOM 1 JUF 1 FTEAT3 k1 Iod hIFIT |

State the first two stages of motivation.

308 9 P.T.O.



w@us |
SECTION C

57 GUE § T 3TH] F T I FIT B2 Jo & | 37 @UT I99] & I G190 | 3x6=18

This section contains six short-answer questions carrying 3 marks each. Answer
all these questions.

24, TISATCHS Il <hl UTftd o Ufd fashaehdiali o sIg8R ol e % & fau
TTSATCH TtHeh (Wfdhal) e Wewqul & ? 949 | |9sisy |
Explain briefly how organisational rewards are important to direct the

behaviour of salespeople towards the attainment of organisational
objectives.

25. Sl TR 1 a7 37 @ 2 Uk 3280 hl HERIAT ¥ 9HESy |
What is meant by extrinsic motivation ? Explain with the help of an
example.

26. & femea i ufskan =1 989 4 v Hifsu |

Describe briefly the procedure for designing a territory.

27. U8 WHd BY T 30 AGN HR FFA &k faspashdl 8, T Wil UTEh ok wwe
foTshe SRR < T 37T 391G hi ToRIvaTeT qm oWl W JehreT STielt, |

Assuming that you are a salesperson of a passenger car company,
highlight the features and advantages of your product at the time of a
sales presentation to a prospective customer.

28. La=ferd dfem #fiai o el qem HHIsT i €9 ° 99esu |

Briefly explain the benefits and limitations of automatic vending
machines.

29. @ JA W fashd e & foheal i i i W& H Twesy |
Explain briefly any three advantages of Line and Staff type of sales

organisation.
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SECTION D

349 GUS H GiF -9l 371 qict @ 9T & | 57 311 ¥ @ I Ao | 5x2=10

This section contains two questions carrying 5 marks each. Answer both these

questions.

30. W YT A b qvarq o} fashaehdl w1 SR QU R A g1 ® ? WU § U
i |

Why is a salesperson’s job not over even after getting an order ? Describe

briefly.
31. TR FUR HiHel H I 55 Il ol 649 § THAST |

Briefly explain the emerging trends in retail formats.
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