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General Instructions :

(1) Please read the instructions carefully.

(it) This Question Paper consists of 21 questions in two sections : Section-A
& Section-B.

(iti) Section-A has objective type questions whereas Section-B contains
subjective type questions.

(tv) Out of the given (5 + 16 =) 21 questions, a candidate has to answer
(5 + 10 =) 15 questions in the allotted (maximum) time of 2 hours.

(v) All questions of a particular section must be attempted in the correct
order.

(vi) Section-A : Objective type questions (24 marks)
(a) This section has 05 questions.
(b) There is no negative marking.
(c) Do as per the instructions given.
(d) Marks allotted are mentioned against each question/part.

(vii) Section-B : Subjective type questions (26 marks)
(a) This section has 16 questions.
(b) A candidate has to do 10 questions.
(c) Do as per the instructions given.

(d) Marks allotted are mentioned against each question/part.

SECTION - A
(Objective Type Questions)
1. Answer any 4 out of the given 6 questions on Employability Skills. 4x1=4
(1) Which of the following is not an element of communication in the

process of communication ?
(a) Channel (b) Receiver
(¢) Sender (d) Time
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(i1) The internal stress in our mind emerges from
(a) Pent-up worries (b) Laziness
(c) Survival stress (d) Experiences
(111) Which of the following is correct about physical exercise as a stress
handling method ?
(a) It reduces blood circulation.
(b) It improves self-image.
(¢) It does make us feel better.
(d) It increases sadness.
(iv) The mouse performs all the functions except
(@) Turnon (b) Hover
(¢) Right click (d) Drag and Drop
(v)  Which of the following is not a function of an entrepreneur ?
(a) Making decision (b) Managing the business
(¢) Maximization of profit (d) Create a new idea

(vi) Which organization has made the Sustainable Development Goals ?

(a) League of Nations (b) UNICEF
(¢c0 WHO (d) United Nations
Answer any 5 out of the given 6 questions. 5x1=5

(1) Who is the father of Modern Marketing ?
(i1) The consumers will favour the products that are easily accessible at

an affordable price. Which concept states this fact ?

(a) Production Concept (b) Marketing Concept
(¢) Product Concept (d) Production Cost Concept
(i11) consists of catalogues, digital media and sponsored events.

(a) Product development (b) Pricing
(¢) Promotion (d) Sales
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(iv) Which of the following variables is a part of psychographic

segmentation ?
(a) Lifestyle (b) Family size
(¢) Family lifecycle (d) Occupation
(v)  Which of the following is not a valid basis for market segment ?
(a) Product related segmentation
(b) Technology oriented segmentation
(¢) Competition related segmentation
(d) Customer-based segmentation

(vi) refers to the place you want your brand or product to have

within a particular target market.

3. Answer any 5 out of the given 6 questions. 5x1=5
(1) Name the second step after prospecting in the sales process.
(1) The characteristics of a good prospect does not include
(a) Paying capability (b) Needy
(¢) Decision-making power (d) Educated
(111) Collecting information about customers is called
(iv) When a customer says — “I will have to ask my elders before buying.”
He or she is giving lame excuses. Name the term used for such an

objection.

(v) The sales person after meeting the customer assumes that the deal is

done; which type of close is this ?
(a) Concluding close (b) Alternative close
(¢) Assumption close (d) Future close
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(vi) Follow-up does not help in :

(a) Ensuring repeat sales
(b) For building customer loyalty
(¢) For ensuring customer satisfaction
(d) Increasing price
Answer any 5 out of the given 6 questions. 5x1=5

@

(1)

(ii1)

@iv)
W)
(vi)

Name line sales managers who are the top performing salesperson

having team player abilities.

Which of the following is not a role of salesperson ?

@)
(b)
(©
(d)

Image builder
Relationship builder
Revenue generator

Legal advisor

Name the business relationship that involves many transactions

between buyers and sellers, and last for many years.

Exchanging pleasantries with the customers is a part of

What is the full form of AMC ?

Which of the following is not a responsibility of a salesperson ?

@)
(b)
(©
(d)

To increase sales
To build company image
To create product knowledge

To develop a product
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5.  Answer any 5 out of the given 6 questions. 5x1=5

(1) Which of the following is not a hard skill ?
(a) Rule based
(b) Learned in school
(¢) Learned on the job
(d) Technological and Scientific
(i) __ is a process for resolving conflict between two or more
parties where both or all make adjustments to their demand to

achieve a mutually acceptable solution.

(a) Negotiation (b) Agreement
(¢) Contract (d) Decision
(111) is a term used to describe the way we handle our own

behaviour and emotions and those of the others.
(1v) Ethics in business is not important because

(a) suppliers prefer to deal with ethical companies.

(b) customers prefer to deal with ethical companies.

(¢) employees prefer to deal with ethical companies.

(d) lenders do not prefer to lend to the ethical companies.
(v)  Which of the following is the first step in the sales process ?

(a) Qualifying (b) Closing Sales

(c) Prospecting (d) Placing Presentation
(vi) A salesperson cannot portray an impressive image by —

(a) wearing formal clothes

(b) depicting good manners

(¢) having professional looks

(d) misinforming the customer
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SECTION - B

(Subjective Type Questions)

Answer any 3 out of the given 5 questions on Employability Skills. 3x2=6

Answer each question in 20-30 words.

6. Name all the elements of communication represented by a figure.

7. List any two Stress Management Techniques.

8.  What is the function of the ENTER key ?

9. State four qualities of a successful entrepreneur.

10. What is meant by sustainable development ?

Answer any 4 out of the given 6 questions in 20-30 words each. 4x2=8

11. Write a short note on the 4 P’s of Marketing.

12. ‘Literacy is not an appropriate basis for segmenting a shoe brand.” What

are the appropriate bases to segment a shoe brand in the market ?

13. What is meant by ‘Qualifying’ ? On what basis are the prospects assessed ?

14. What do you mean by Concealed objections ?

15. How does a salesperson acts as an image builder for the company ?

16. List two negotiation skills required by a salesperson.
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Answer any 3 out of the given 5 questions in 50-80 words each. 3x4=12

17. ‘Promotion is the communication aspect of the entire marketing function.’
What are the various tools used by the marketers to promote their

products or services ? Explain.

18. What are the various bases of segmentation ? Describe any two of them

with examples.

19. How does a salesperson select the prospect ? Explain.

20. ‘A sales training programme’ teaches a salesman how to sell company’s
products and it must be imparted to a salesperson before sending him in the

field. What skills does a salesperson acquire from the training ? Explain.

21. ‘To be good at hard skills one should have high IQ whereas to be good at

soft skills, good emotional intelligence EQ is required.” Explain.
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