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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

O

The figures in the margin indicate
Jull marks for the questions.

Answer either in English or in Assamese.
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OPTION-A
onal Selling and salesmanship)

( Pers
Paper : COM-SE-6014

1. Choose the correct answer : 1x4=¢q

o Teaeol qifg Oferedl 8

(1) " personal selling is an element of

1X.

m
Fferre Rt N T ©AMIA |

(a) product (@)

(b) price W)
(c) promotion (TEIFIe)

(d) process (eiferan)

(i) Personal Selling uses
communication.

Ifere Rl AN IR P |
(@) direct

TF
(b) indirect

| SPTTE

() both direct and indirect

T I ST GCAI]
'(d) “None of the above

8oFT OIS 7TF
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(i) Which of the following is not a type of
salesperson ?

wee a0 Reaasia adie 9gd ¢

(a) Order takers

T AR

(b) Order creators
i RS

(c) Order getters
T RIS

(d) Order spoilers
T RIS

(iv)] Types of buying motives are
TR SO BRI T

(a) product buying motive
T TSI T

(b) patronage buying motive
OATFO! TR Sy
(c) Both (a) and (b)
(a) S (b) A
(d) None of the above
S9[TF OIS 7R
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(i) Write two significances of salesmanship,

ReaRire 757 o !

(iii) Give two examples of ethics in persona]

selling.

Wﬁ?ﬁﬁﬁ—tﬂf@?@@fﬁ W‘TWI

Answer any two questions from the
following : o9%x2=10

(i) Explain the myths of personal selling.
INSore Rl Sz IR T

motivation.

4



(iii) Discuss the various post-sale activities
for customer retention.

AzF YR AR [P ez [fw srfeaoprmz
ST |

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

g e} AEoTe oegeE R witm SR
g 9

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

=fiRe e ot exiT Tex [l ¢

(1) Explain" the differences between
personal selling and salesmanship.
Discuss the characteristics of a good

salesman.

Ffore R s Rl Ners 4! ALHEI
[ 9| GEH ©lF RETFAE AT

SCEBA 41 |
(i) Discuss Maslow’s Need Hierarchy
Theory of Motivation.

memmmwwﬁm
S T |

A LO - C1ADNAC OTA 1 1A INAN 171 01 1~ = C'rrntA




(i) What is buying motive ? Explal;n Fhe
significance of understanding buying

motives in personal selling.

ma‘f{f%ﬁs?a]f@ﬁ'@ﬁzﬁ@mﬁ?ﬁ?{f@?cvm
AFR RO I

(iv) Describe the different steps in selling
process. '

Ry eferar Rion TPmg 36 711 |

(v) Explain the ways of handling objections
in selling process.
Ry dierare Sivife Hage F9 TolmIT i
9 |

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

< R R e Somicar 2 91
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OPTION-B
( Retail Management)
Paper : COM-SE-6024

Answer the following questions as directed :
1x4=4

Rorireiie Foale gl Tet & ¢

(@) ‘Vishal Mega Mart’ is an example of

‘R o S ©o ) (PR G ORIRSe ?

() hypermarket store
Tfeqze RelN Siei

(i) departmental store

ey sier
(iii) speciality store
Reg Relew Shaig

(lv) parasite store
ARG Reiew SieR :

(Choose the correct one)

(% Cech!l IR Cleyear)

() Who proposed the social marketing
concept ?

I ANEF ISITFIET NG Si9-GIRRe 2
() N. H. Borden

. @3p, I’ ICSH
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(i) Philip Kotler
fefersl oI
(i) Henry L. Hansen
@S| G5 Qb

(iv) Ben E. Enis
& 3« e

(Choose the correct One)

(o% GGICo! e @f@/waf)

Retailing helps to create a Place, Time

and Possession utilities.
(Write True or False)

J5a Rereis 2F, T SN SEHRT SoEiho;
e T IR | (% « S8% 7))

(c)

(d) The first step in consumer buying
process is |

(Fill in the blank)

THtee! TR AfEare oA Sy tare
l - (RNET AT g )

2. Answer the folloning questions briefly :

2x3=6

() What do you mean by Departmental
store ?

ﬁ@%mﬁm%{m?
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3.

() What is direct marketing ?
e e 152

(i) What is Store Security ?
I5at Rl wler [aieel {2

Answer any two of the following questions
briefly : 5x2=10

TS Tl erpTyEs Retet ghrq b Tew ot ¢
() Explain the features of retailing.

LRI R g W@RBRER i |

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

R3 [eFl Iz Reaisim @y g < |

(iii) What do you mean by Visual
merchandise ?

U AT Rt e & gere
(iv) What do you mean by Supply chain ?
QNN e IR B e e
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| the following :
4. Answer any three of 10x3=3;

oo gt forang B fordl ¢

(i) What is retailing ? Explain the emerging
trends in retailing.
o1 ) ) e 9l R T TS 4
Fod g |

(i) What are different types of retgil
format ? Discuss briefly the ownership

format of retailing.

Rfon eiiRT Ypal RF s o [ & 2 Wiy

! 9pal Pt IR SNfETIR 50T CAbA
1|

(iii) What is retail store operation ? Discuss
the elements of retail store operation.

LI Rt ©loR g¥ms it e qpar [
SISR FRFIR SRR Sicema 31 |

(iv) What are the factors that a retailer

needs to take into account while
choosing a location for a

. A retail store ?
Discuss. -
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y-

what is Store layout? Discuss the
) diffefent types of store layout.

ﬁﬁcﬁﬁaﬂﬂﬁs?ﬁﬁfﬂ 3R st RePeizE
sete T |

rchandise pricing ? What ar¢

at 1s M€
es of retail pricing?

different tyP



