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General Instructions :

(1)
(ii)

(iii)

(iv)

(v)

(v)

Please read the instructions carefully.

This question paper is divided into 3 Sections viz. Section A,
Section B and Section C.

Section A is of 5§ marks and has 06 questions on Employability skills.

(a) Question number 1 to 4 are one mark questions. Attempt any three
questions.

(b) Question number § and 6 are two marks questions. Attempt any
one question.

Section B is of 12 marks and has 12 questions on Subject specific skills.

(a) Question number 7 to 12 are one mark questions. Attempt any four
questions.

(b) Question number 13 to 18 are two marks questions. Attempt any
four questions.

Section C is of 8 marks and has 3 competency based questions.

Question number 19 to 21 are four marks questions. Attempt any two
questions.

Do as per the instructions given in the respective sections.

(vii) Marks allotted are mentioned against such section/question.

Section - A

Answer any 3 questions out of the given 4 questions. Each question is of

one mark. 1x3=

1. Name two qualities of an entrepreneur.

2. What does an entrepreneur do to increase his/her importance and income ?

3.  What do you mean by REDUCE in context of sustainable development ?

4.  What do you understand by Upcycling ?

3

1

1
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Answer any 1 question out of the given 2 questions. Each question is of

two mark. 2x1=2

5. ‘A person needs a lot of money to start a business.” Do you agree ? Give

any one reason in favour of your answer. 2

6. Why is adopting sustainable techniques for sustainable development of

grave importance in 21st century ? 2
Section - B (4 + 8 =12 marks)

Answer any 4 questions out of the given 6 questions . 1x4=14

7. What do you understand by after sales services ? 1
8. How does a salesman provide feedback to the producers ? 1
9. How can a salesman build goodwill of his/her company ? 1
10. What do you understand by privileged status ? 1
11. Why is discussion important in business negotiations ? 1

12. Personal hygiene is important for a sales person. Do you agree ? Give any

one reason. 1
Answer any 4 questions out of the given 6 questions. 2x4=8
13. Xis a sales personnel in Y Ltd. What should Y Ltd. expect from X ? 2
14. State any two main responsibilities of sales personnel. 2
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What is the significance of web marketing in sales ?

Describe soft and hard skills.
List any two objectives of effective communication.

How is persuasion an essential element of effective negotiation ? Explain.

Section - C

(COMPETENCY BASED QUESTIONS)

Answer any 2 questions out of the given 3 questions. 4x2=8

Nidhi and Chhavi are friends and they belong to different fields of
employment. Nidhi belongs to the sales field and Chhavi works in an IT
company. Chhavi feels that her job is highly skilled whereas Nidhi being

part of the sales department of the firm does not require specific skills in
her job.

Assuming yourself to be Nidhi, discuss the skills necessarily required to

be successful in the field of sales.

Aman, a salesman in a reputed firm thinks that his job does not end with

cracking a deal or sale rather extends beyond that.

Do you agree with the view point of Aman ? If yes, then what ways he can

adopt to keep customers happy after sale ?

Reena, a sales person believes that in order to settle a deal or reach an
agreement that is acceptable to both parties she must have effective
negotiation skills. Discuss few negotiation skills she must posses in order
to be successful in a deal.
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