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gm_mÝ` {ZX}e : 

(i) `h àíZ-nÌ Mma IÊS>m| _| {d^m{OV h¡ & 

(ii) IÊS> A _|  EH$-EH$ A§H$ Ho$ Mm¡Xh> àíZ h¢ & g^r àíZm| Ho$ CÎma Xr{OE & àíZ  

g§»`m 1 go 14 ~hþ{dH$ënr àíZ h¢ {OZ_| AmnH$mo {XE JE {dH$ënm| _| go EH$ ghr {dH$ën 

H$mo MwZZm h¡ Am¡a CgH$mo AnZr CÎma-nwpñVH$m _| {bIZm h¡ & 

(iii) IÊS> ~ _| Xmo-Xmo A§H$m| Ho$ bKw CÎma dmbo Zm¡ àíZ h¢ & BZ g^r àíZm| Ho$ CÎma  

Xr{OE & 

(iv) IÊS> g _| VrZ-VrZ A§H$m| Ho$ bKw CÎma dmbo N> :> àíZ h¢ & BZ g^r àíZm| Ho$ CÎma  

Xr{OE & 

(v) IÊS> X _| nm±M-nm±M A§H$m| Ho$ Xmo àíZ h¢ & BZ XmoZm| àíZm| Ho$ CÎma Xr{OE & 

General Instructions : 

(i) This question paper is divided into four sections.  

(ii) Section A contains fourteen questions carrying one mark each. Answer 

all the questions. Questions no. 1 to 14 are multiple choice questions in 

which you have to select one correct option out of the given options and 

write the same in your answer-book.  

(iii) Section B contains nine short-answer type questions carrying 2 marks 

each. Answer all these questions.  

(iv) Section C contains six short-answer type questions carrying 3 marks each. 

Answer all these questions. 

(v) Section D contains two questions carrying 5 marks each. Answer both 

these questions. 
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IÊS> A$ 
SECTION A 

 

Bg IÊS> _| EH$-EH$ A§H$ dmbo ~hþ{dH$ënr àíZ h¡ & BZ g^r àíZm| Ho$ CÎma Xr{OE & {XE JE 
{dH$ënm| _| go ghr {dH$ën Mw{ZE Am¡a CgH$mo AnZr CÎma-nwpñVH$m _| {b{IE &   1×14=14 
This section contains multiple choice questions carrying one mark each. Answer 

all these questions. Choose the correct option out of the given options and write 
the same in your answer-book. 

   

1. aoIm {dH«$` g§JR>Z g§aMZm g~go Cn ẁº$ hmoVr h¡     

(H$) N>moQ>o-AmH$ma Ho$ g§JR>Zm| Ho$ {bE   

(I) _Ü`_>-AmH$ma Ho$ g§JR>Zm| Ho$ {bE  

(J) ~‹S>o-AmH$ma Ho$ g§JR>Zm| Ho$ {bE  

(K) Cn`w©º$ _| go H$moB© Zht   

Line sales organisation structure is most suitable for  

(a) Small-size organisations  

(b) Medium-size organisations 

(c) Large-size organisations 

(d) None of the above  

 

2. EH$ Cn^moº$m H$s OrdZ-e¡br _| n[adV©Z Am ahm h¡  

(H$) J{VerbVm _| d¥{Õ Ho$ H$maU   

(I) à`moÁ` Am` _| d¥{Õ Ho$ H$maU    

(J) _r{S>`m CX²^mgZ (EŠgnmoµOa) Ho$ H$maU   

(K) A§Vam©îQ´>r` ì`mnma _| d¥{Õ Ho$ H$maU  

(L>) Cn ẁ©º$ g^r  
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The lifestyle of the consumer is changing due to  

(a) Increase in mobility  

(b) Increase in disposable income  

(c) Media exposure  

(d) Increase in International Trade  

(e) All of the above  

 

3. ñZ¡nS>rb EH$ B©-H$m°_g© H$ånZr h¡, Omo ñWm{nV h¡     

(H$) `y.Eg.E. _|  

(I) `y.Ho$. _| 

(J) O_©Zr _| 

(K) ^maV _|   
Snapdeal is an E-commerce company based in   

(a) USA 

(b) UK 

(c) Germany   

(d) India  

 

4. à^mdr joÌ {S>µOmBZ VWm joÌm| Ho$ {bE {dH«$`H$Vm©Am| Ho$ Am~§Q>Z Ho$ n[aUm_ñdê$n 

(H$) {dH«$` ~b {ZînmXZ _| d¥{Õ hmoVr h¡   

(I) H$ånZr {ZînmXZ _| d¥{Õ hmoVr h¡ 

(J) (H$) Am¡a (I) XmoZm|   

(K) Cn ẁ©º$ _| go H$moB© Zht   

Effective territory design and allocation of salespeople to territories 

results in  

(a) Improved sales force performance  

(b) Improved company performance  

(c) Both (a) and (b)  

(d) None of the above  
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5. Hw$N> gmYmaUV: Cn`moJ {H$E OmZo dmbo nW-{ZYm©aU Z_yZo grYr aoIm, {M{~S²>S>r, {Vn{V`m 
nÎmr VWm {ZåZ{b{IV _| go EH$ h¡ :   

(H$) Am`VmH$ma   

(I) dJm©H$ma   

(J) d¥ÎmmH$ma   

(K) fS²>^wOmH$ma   

Some of the commonly used routing patterns are straight line, hopscotch, 

clover leaf and one of the following :  

(a) Rectangular  

(b) Square  

(c) Circular  

(d) Hexagonal  

 

 

6. {dH«$` H$moQ>m Cn`wº$ Zht  h¢  

(H$) H«o$Vm ~mµOma _|   

(I) {dH«o$Vm ~mµOma _|   

(J) à{V`moJr ~mµOma _|   

(K) Cn ẁ©º$ _| go g^r _| 

Sales quotas are not suitable in  

(a) Buyers market  

(b) Sellers market  

(c) Competitive market  

(d) All of the above  
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7. EH$ à^mdr j{Vny{V© `moOZm H$mo {S>µOmBZ H$aZo H$m àW_ MaU h¡   

(H$) {d{eîQ> CÔoí`m| H$s ñWmnZm H$aZm   

(I) dV©_mZ H$m`© dU©Z H$m narjU H$aZm   

(J) ^wJVmZ Ho$ ñVa `m j{Vny{V© Ho$ ñVa H$m {ZU©` H$aZm   

(K) AàË`j ^wJVmZ `moOZm H$m {ZU©` H$aZm   

The first step in designing an effective compensation plan is to 

(a) Set up specific objectives  

(b) Examine the existing job descriptions  

(c) Decide levels of pay or compensation  

(d) Decide indirect payment plan  

 

 

8. {dH«$`H$Vm©Am| H$mo ào[aV H$aZo Ho$ H$m`© H$mo {dH«$` à~§YH$ H${R>Z VWm _hÎdnyU© nmVo h¢    

(H$) ~mµOma n`m©daU _| n[adV©Z Ho$ H$maU   

(I) nañna-{damoYr H$ånZr Ho$ CÔoí`m| Ho$ H$maU 

(J) {dH«$` H$m`© H$s {d{eï> àH¥${V Ho$ H$maU   

(K) Cn ẁ©º$ g^r    

Sales managers find the task of motivating salespeople difficult and 

important due to  

(a) Changes in marketing environment  

(b) Conflicting company objectives  

(c) Unique nature of the sales job  

(d) All of the above  
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9. {dH«$` g§JR>Zm| H$m _w»` H$m`© hmoVm h¡   
(H$) {dH«$` H$aZm   

(I) H«$` H$aZm  
(J) {dVaU H$aZm   

(K) {dkmnZ XoZm    
The main task of sales organisations is to effect   

(a) Sales   

(b) Purchases   

(c) Distribution  

(d) Advertising  

10. Cn ẁº$ {dH«$` g§JR>Z H$s AZwnpñW{V _| ~‹S>o ñVa H$m ________ g§^d Zht h¡ &   

(H$) {dH«$`  
(I) CËnmXZ  

(J) {dVaU   

(K) n¡Ho$qOJ   
Large scale _________ is not possible in the absence of a proper sales 

organisation.   

(a) sales   

(b) production   

(c) distribution   

(d) packaging  

11. {ZåZ{b{IV _| go H$m¡Z-go ñQ>moa ~hþV-go ~«mÊS> EH$ hr N>V Ho$ ZrMo ~oMVo h¢ VWm ñQ>moa 
{d{^Þ {d^mJm| _| {d^º$ hmoVm h¡ ?   
(H$) gw{dYm ñQ>moa   

(I) {d^mJr` ñQ>moa 

(J) ûm¥§Ibm ñQ>moa  
(K) ghH$mar ñQ>moa   
Which of the following stores sells a number of brands under one roof and 

the store is divided into various departments ?    

(a) Convenience store   

(b) Departmental store   

(c) Chain store 

(d) Cooperative store 
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12. g§JR>Z go ~mha CËnmXm| VWm godmAm| H$mo J«mhH$m| Ho$ {bE I‹S>m H$aZm H$hbmVm h¡   

(H$) {dH«$`H$bm   

(I) ì`{º$JV {dH«$`  
(J) \$sëS> {dH«$`   

(K) {dH«$` joÌ    
Pitching products and services to clients outside the organisation is 

known as   

(a) Salesmanship  

(b) Personal selling   

(c) Field selling  

(d) Sales territory  

13. {ZåZ{b{IV _| go H$m¡Z-gr {dÎmr` j{Vny{V© `moOZm A{YH$ O{Q>b VWm bmJy H$aZo _| H${R>Z 
hmoVr h¡ ?   
(H$) grYm doVZ   
(I) grYm H$_reZ  

(J) {ZînmXZ ~moZg   

(K) g§`moOZ    
Which of the following financial compensation plans is more complex and 

difficult to administer ?    

(a) Straight Salary   

(b) Straight Commission   

(c) Performance Bonus   

(d) Combination  

14. EH$ {dH«$` joÌ {Og_| ehar VWm J«m_rU XmoZm| joÌ gpå_{bV h¢, H$hbmVm h¡    
(H$) nƒ‹S> (do µO) 

(I) d¥Îm 

(J) {M{~S²>S>r   
(K) {Vn{V`m nÎmr   
A sales territory that contains both urban and rural areas is called  

(a) The wedge   

(b) The circle   

(c) The hopscotch   

(d) The clover leaf  
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IÊS> ~ 

SECTION B 

 

Bg IÊS> _| Xmo-Xmo A§H$m| Ho$ Zm¡ bKw CÎma dmbo àíZ h¡ & BZ g^r àíZm| Ho$ CÎma Xr{OE &    2×9=18 
This section contains nine short-answer questions carrying 2 marks each. Answer all 

these questions. 

     

15. joÌr` {dH«$` g§JR>Z H$m Š`m AW© h¡ ?   
What is meant by territorial sales organisation ?  

16. {dH«$` g§JR>Z Ho$ {H$Ýht VrZ H$m`m] H$m CëboI H$s{OE &  
State any three functions of a sales organisation.  

17. ^maV _| IwXam ì`mnma H$s dV©_mZ pñW{V H$m CëboI H$s{OE &   
State the present status of retail trade in India. 

18. g§J{R>V IwXam ì`mnma \$m°_}Q> Ho$ bm^m| H$mo g§jon _| g_PmBE &   
Explain briefly the advantages of organised retail format.           

 

19. {H$gr joÌ Ho$ à~§Y _| H$ån{Z`m| Ho$ gm_Zo AmZo dmbr Xmo à_wI g_ñ`mAm| na àH$me  
S>m{bE &   
Highlight the two major problems faced by companies in managing a 

territory. 

20. \$sëS> {dH«$` Ho$ {bE {dMmaUr` nydm©nojmAm| H$m CëboI H$s{OE &  
State the prerequisites to be considered in field selling.  

21. {dH«$`H$bm _| A{^àoaUm H$m Š`m _hÎd h¡ ?   
What is the significance of motivation in salesmanship ?  

22. `{X Amn {dH«$`H$Vm© H$mo à`m©ßV ^wJVmZ H$aVo h¢, Vmo AmnHo$ nmg EH$ AÀN>r Vah go ào[aV 
{dH«$`H$Vm© h¡ & g§jon _| {ddoMZm H$s{OE &   
If you pay a salesperson enough, you will have a well motivated 

salesperson. Discuss briefly.   

23. A{^àoaUm H$s àW_ Xmo AdñWmAm| H$m CëboI H$s{OE &   
State the first two stages of motivation. 
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IÊS> g 

SECTION C 

 

Bg IÊS> _| VrZ-VrZ A§H$m| Ho$ bKw CÎma dmbo N>: àíZ h¡ & BZ g^r àíZm| Ho$ CÎma Xr{OE & 3×6=18 
This section contains six short-answer questions carrying 3 marks each. Answer 

all these questions. 

24. g§JR>ZmË_H$ CÔoí`m| H$s àm{ßV Ho$ à{V {dH«$`H$Vm©Am| Ho$ ì`dhma H$mo {ZXo{eV H$aZo Ho$ {bE 
g§JR>ZmË_H$ nm[al{_H$ (à{V\$b) H¡$go _hÎdnyU© h¡ ? g§jon _| g_PmBE &  

Explain briefly how organisational rewards are important to direct the 

behaviour of salespeople towards the attainment of organisational 

objectives.   

25. ~mhar A{^àoaUm H$m Š`m AW© h¡ ? EH$ CXmhaU H$s ghm`Vm go g_PmBE &    
What is meant by extrinsic motivation ? Explain with the help of an 

example.  

26. joÌ {S>µOmBZ H$s à{H«$`m H$m g§jon _| dU©Z H$s{OE &   
Describe briefly the procedure for designing a territory. 

27. `h _mZVo hþE {H$ Amn `mÌr H$ma H$ånZr Ho$ {dH«$`H$Vm© h¢, EH$ ^mdr J«mhH$ Ho$ g_j 

{dH«$` àñVwVrH$aU Ho$ g_` AnZo CËnmX H$s {deofVmAm| VWm bm^m| na àH$me S>m{bE &   
Assuming that you are a salesperson of a passenger car company, 

highlight the features and advantages of your product at the time of a 

sales presentation to a prospective customer. 

28. ñdMm{bV d|qS>J _erZm| Ho$ bm^m| VWm gr_mAm| H$mo g§jon _| g_PmBE &   
Briefly explain the benefits and limitations of automatic vending 

machines.  

29. aoIm VWm ñQ>m\$ {dH«$` g§JR>Z Ho$ {H$Ýht VrZ bm^m| H$mo g§jon _| g_PmBE &   
Explain briefly any three advantages of Line and Staff type of sales 

organisation.  
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IÊS> X 

SECTION D 

 

Bg IÊS> _| nm±M -nm±M A§H$m| dmbo Xmo àíZ h¢ & BZ XmoZm| àíZm| Ho$ CÎma Xr{OE &  5×2=10 
This section contains two questions carrying 5 marks each. Answer both these 

questions. 

30. AmXoe àmßV H$aZo Ho$ níMmV² ^r {dH«$`H$Vm© H$m H$m`© nyam Š`m| Zht hmoVm h¡ ? g§jon _| dU©Z 

H$s{OE &   
Why is a salesperson’s job not over even after getting an order ? Describe 

briefly. 

31. \w$Q>H$a ì`mnma \$m°_}Q>m| _| C^aVr hþB© àd¥{Îm`m| H$mo g§jon _| g_PmBE &   
Briefly explain the emerging trends in retail formats. 
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