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(Skill Enhancement Course)

Answer the Questions from any one Option.

OPTION-A
i (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
Sull marks for the questions.

Answer either in English or in Assamese.




OPTION-A | ® ! 4 (¢) Cumulative Increase Selling
Paper : COM-SE-6014 Ji RAZIETS Yo Rl

( Personal Selling and Salesmanship )
(d) Chief Informaion Supervisor

1. Choose the correct answer : 1x4=4 T O pARSIREIR
R TSI (1 MR e ¢ @) The Need Hierarchy theory of motivation
(i) Personal selling  starts with is given by :
understanding ¢ customers, TGRSR AT AT OGTH! e ¢
:Tf,? " Rt e ——— TN O wiks | (a) Fedrick Herzberg (Cof& 2rersf)
(@ help (7Z) ] (b) Victor Vroom ({33 &%)
(b) need (eArew) ! : ’ (c) A.H. Maslow (9.4935.9IGAN)
(c) cost (W) (d) Peter Drucker (f4511 GR)
(d) sales (R | (iv) Post sales activities includes
(i) The full form of CIS jg | Rt Pres s woge A
o2 qz3 T g e 10y (@) customer identification
(@) Channel Induceq System -‘ M e
e 2ffe e} (b) sales presentation
(b) Central Information, System ﬁ?ﬁ@’fﬂ’ﬁ
(FET O At
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(c) customer apathy “
AR STy
(d) LCustomer feedback
WW
2. Give brief answer to the following :  2x3-6
oY e fogy
) Give CXamples of Career in selling
ﬁﬁ@ ol 557 Gl ml
i) Give two €xam i i d
€xtrinsjc motivatri,ciz? ° intrinsic an
%m%%qﬁ whremrel |
(i) What is cash emg 9
W A o
3 Answer an
folloWing Y two qu%stions from the

. : x2=10
LT 5321

O Explain g o, © O frI 2

selling, cc araCteristics of personal
Mﬁ%
TR AR S
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(i) State the dynamic characteristics of
motivation.

SR ifefie i S

(iii) Discuss the importance of after sales
service.

R foree G ey wiicetts 2
(iv) What are the purposes of preparing the
sales reports ? ‘

R e et w1 Somea B

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

ﬁwﬁﬁsﬁm@ﬁwW%@aﬁm

() What is Personal selling ? Discuss the
various types of salesperson.

m%%ﬁ@f%?ﬁf‘vawﬁwﬁaﬁm
Tt 91 |

i) What is buying motive ? Discuss the
various types of product and Patronage
motives.

TR oy e Ry AP AN wpee
qéwmwcemﬁﬁmwmww.
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(iv)

)

(i)

4 (Sem~

Discuysg th i
€ various ety s in
Persona] Selling, thical aspect

"%"“ﬁ@?%mew
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OPTION - B
Paper : COM-SE-6024
( Retail Management )

1. Answer the following questions as directed :

Rofpins Reste e St forar ¢

(a)

(b)

1x4=4

‘A coffee parlour in a shopping centre’ is
an example of (Choose the correct one)

ﬁwwamwmmﬁwmmmm

G Tz (3% Besehr IR Slrean
()  speciality store
Rerag Retm oo
() departmental store
ReiM Rt rerm
(i) parasite store

IENRA Rstoy S

(iv) destination store

o5 A3 ee

A is a set of firms that make and
deliver a given set of goods and Serviceg
to the ultimate consumer,

(Fill in the blank)
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(c)

(d)

;

(202 RUI% STt SoRTpRl
R G T O CRI &g =i (SISt
eI TR | (1 HZ 559 1)

is th.e easiest and least expensive
form of retail ownership to organise

(Fill in the blank)

RPN o wibiets
G O e e 1 (W 52 g5 )

Retailers perform specific activities such
as anticipating customer wants
delivering assortments of product,
acquring market information anci

financing. (Write true or false)

R e 22 SRR / Wt s,
731 fRftgel THAA, ToRg wey AT oI
ezt ffoat Pt Preram sty 2oq |

(% 7 S sy

2. Answer the following questions very briefly :

2%x3=6

woTe SRS ePTET STOI% 55 Wey faya

(i)

Wi

What do you mean by hyper-market »
72 S ﬁﬁqﬂwwif%mf%qm?
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@ (i) What is personal selling ?

s Rl i
(iii) What is'm-commerce ?
- Jfereet 6 g
3. Answer any two of the following questions

briefly : 5x2=10
weTe Tl AR R Ko 5 Tee fra g

(i) Explain the role of Advertising in
Retailing.

LAl Rete Restwes gfre ot 1|

(i) Explain the characteristics of retailing.
a1 Rl g CRRRTE  < |

(iij) Discuss briefly the tools or techniques
used for visual merchandising.

T A RS (e F1-Grie e oy
5P TS 1 |

(iv) Discuss briefly the characterstics of
departmental store.

ﬁ@%mwhﬁwmwmmwl
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4. Answer any three of the following
questions : 10x3=30

©oie fRigeeal fofolq $ex g

() What is retailing ? Discuss the key

factors leading to high retail growth in
India.

EI RFl IR B2 SRews ypa1 Rt 79

Reerere SRt st Seimimr s st
Sl

(@) What are different types of retaj] format ?

Discuss briefly the non-store baged retail
trade.

fafem e 3 R wif frare 50 Rfom

m«ﬁﬂmwmﬁ%mﬁ@mw
SIS 5 |

(i) Assume you are a manager of food retail
chain store. How are yoy going to decide
the location of your outlet ?

YRR gfS A A Y5 e 55 i |
uﬂ?ﬁﬁmmﬁa’é{ﬂﬁaﬁwﬁmmgﬁ
& & Rage ooy Ml e
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(iv) What is retail positioning ? Discuss

(v)

(vi)

briefly how to build retail store image.

a1 SE 5 2 Ipa1 Rt Reotem 92w oS
TP SN GILS CEID 5 |

What is store layout ? Discuss different
types of store layout.

fRiotei Stei [ 6 2 Rifen &R Reiom e
RFIFPTR. S5 41 |

What is merchandise pricing. ? Wl}a.t are
the different types of retail pricing?
Discuss.

9/ 79 fRdfaet 6 2 Rifem aiga =19 7R e
R SIS 9 |
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