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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.

(it1) 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) Marks allotted are mentioned against each question/part.
(c) There is no negative marking.
(d) Do as per the instructions given.

(vit) 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 given 6 questions on Employability Skills. 4x1=4
(1) A force within you that drives you to do things is called 1
(a) Self awareness (b) Self motivation
(¢) Self realisation (d) Self confidence
(1) is the ability to identify and manage one’s own emotions as
well as the emotions of others. 1

(a) Emotional Intelligence (b) Emotional Blackmail

(c) Motivation (d) Communication
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(1) A__ is alocation where a gr(.)up of files can be stored. 1
(a) Hard disk (b) Folder
(¢) Software (d) Hardware
(iv) Which of the following is a shortcut key to save a file ? 1
(a) Ctrl+C (b) Ctrl+P
(c) Ctrl+S d) Ctrl+V
(v)  Which of following is not trait of a successful entrepreneur ? 1
(a) Open mindedness (b) Confidence
(¢) Independence (d) Pervasiveness
(vi) Entrepreneurs cancreate _ in the market. 1
(a) Job opportunities (b) Products
(c) Services (d) Favourable conditions
Answer any 5 out of given 6 questions. 5x1=5
(1) What is meant by promotion mix ? 1
(11) “Place” in the 4P’s means same as 1
(a) Promotion (b) Distribution
(¢) People (d) Demand

(111) When you bring a new product, you may be able to start off by

charging quite a high price; what type of pricing strategy is this ? 1
(a) Cost-plus pricing (b) Hour-based pricing
(¢) Skimming pricing (d) Penetration pricing
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(1v) Psychographic segmentation does not include 1
(a) Personality (b) Social class
(¢) Laifestyle (d) Income level

(v) When the marketer selects only one single segment out of the
various segments available, it is called 1
(a) Undifferentiated strategy (b) Concentrated marketing
(¢) Individual marketing (d) Differentiation strategy

(vi) What is meant by USP ? 1
3. Answer any 5 out of given 6 questions. 5x1=5
(1) The first step in the selling process deals with finding who
will buy their product. 1
(a) Prospectus (b) Consumer
(c) Buyer (d) Seller
(11) Name two sources through which salesperson tries to obtain the
database of prospective customers. 1
(111) Placing the presentation is also called as 1
(a) Pre-approach (b) Approach
(¢) Qualifying (d) Post approach
(1iv) What do you mean by Procrastinating ? 1

(a) Giving lame excuses for not buying the product.
(b) Raising unnecessary objections.
(¢) Asking too many questions.
(d) Asking for very less price.
(v)  When a customer says, “I think it is too expensive, I cannot buy it”.
Then, what type of objection is this ? 1
(a) Relating to product or service
(b) Relating to high price
(¢) Relating to quality of the product
(d) Relating to the behaviour of the customer
(vi) What is the last step in the selling process ? 1
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Answer any 5 out of the given 6 questi(;ns. 5x1=5
(1) Why should sales personnel have to chase their daily targets ? 1
(11) A sales person is not a 1

(a) Revenue generator

(b) Image builder

(¢) Relationship builder

(d) Forecaster
(111) What is the meaning of Annual Maintenance Contract (AMC) ? 1
(1v) The most difficult job in sales is 1

(a) Collection of payments

(b) Participation in the sales meetings

(¢) Integrity of character should be maintained

(d) After sale service
(v)  What is meant by ‘Functional Relationship’ ? 1
(vi) List any two responsibilities of a sales person. 1
Answer any 5 out of the given 6 questions. 5x1=5
(1) Which of the following is not a soft skill ? 1

(a) Self management

(b) Self confidence

(c) Stress management

(d) Accounting
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(11) Which of the following is not an importance of eye contact in

communicating ?

()

(b)

(©)

(d)

(111)

()

(©)

It creates individual communicating.
It keeps you focussed.

It keeps the speaker informed that you are listening.

It may create misunderstanding between the communicator and

the communicatee.
1s about bargaining to reach a mutually agreeable outcome.
Negotiation (b) Contract

Agreement (d) Deed

(1v) Business ethics means

()
(b)
(©

(d)

Moral obligation
Social responsibility
Fair pricing of products and services

Unfair competition

(v) Name two types of communication.

(vi) Which of the following is not a characteristic of hard skill ?

()

(©

Rule based (b) Technological

Learned in school (d) Experience based
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SECTION -B
(Subjective Type Questions)

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

Answer each question in 20-30 words.

List any two stress management techniques. 2
Give any two differences between interests and abilities. 2
What do you understand by computer hardware and software ? 2
State any two qualities of a successful entrepreneur. 2
List two misconceptions around entrepreneurship. 2
Answer any 4 out of the given 6 questions in 20-30 words each. 4x2=8
What are the two types of marketing mix ? 2
State any two strategies for market targeting. 2

State any four sources that can be used by the salesperson to collect data

about the prospective customers. 2
Why handling objections is important for the salesperson ? 2
What do you mean by Grievance Handling ? 2
Why is it important for salesperson to follow business ethics ? Explain. 2

Page 13 of 16 PT.0.



17.

18.

19.

20.

21.

99

o0

few e 5 a9i A & fordi 3 Tl o ST AT | Tieh T34 o1 3T 50-80 ree] H €T |

3x4=12
“Ser |qUT TorIuE Sl T T H9R 98] & |7 UH Toheal =R el sl eHemsy eh g
fIqUTeRdT 3194 ITCT 1 Jeidd L Uehd B | 4
TATHIST, TRATET TA1 T (STP) AR 61 HEed IGTE GRI HHEATST | 4
ek Torsha 1 9O i b fotu forsrar ufshan © o= =wor 24 @ | 39 9fshan & 99| =K
TN T It 1T | 4
Teh UTeeh o U g o foTC Ueh Trshal o UTH & STIERYA SIvet B4 =TT | forshan
foTu StTerseres W forgl TR hiwrel <h1 fae=AT hifse | 4

Teh i o1 T &Y < YT 35T FIeH 1 & o1 weh forshan & um@ giel & &1
TS I BFT 8T | Toshar o foTu 311aves fohegl I’ HieT i o hiSTel shi ferer=mT
SHifT | 4

Page 14 of 16



17.

18.

19.

20.

21.

99

o0

Answer any 3 out of the given 5 questions in 50-80 words each : 3x4=12

‘Promotion is just the communication aspect of the entire marketing
function’. Explain four ways through which the marketer can promote

his / her product.

Explain the concept of ‘Segmenting, Targeting and Positioning’ (STP) with

relevant examples of each.

The sales process includes five steps to conclude a sale. State the first four

steps in the process.

A sales person must have certain basic skills before approaching a

customer. Discuss any four such skills required by the salesperson.

A salesperson in order to finalize or settle a deal must have effective
negotiation skills. Discuss any four negotiation skills required by the

salesmen.
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