D%I oaded From : http://cbseportal.cont e W

[

myE mm

EI%! E‘%g Code No 355
e .

Roll No. 2‘:’% 3'%'5'@3'? IR % @98

Candidates must write the Code on the
title page of the answer-book.

e NOTE
(D 91 = = o 76 39 9199 # gfgd|(D Please check that this question
98 11 71 paper contains 11 printed pages.

(II) Y999 | erfgd 819 <hl 37X feu 7u shig|(II) Code number given on the right

TR ol B g,d{g']‘@aq % @98 W hand side of the question paper
A\ ICH should be written on the title page of

the answer-book by the candidate.

(I1T) AT I R o T 3 IH-uA T |(IIT1) Please check that this question
4293 7 | paper contains 42 questions.

(IV) 91 S99 1 IR f9@T I& & §|(IV) Please write down the Serial

qg@ 3?['{3'&??]351 T Y k1 A Number of the question in the
3199 9 | answer-book before attempting it.

(V) 38 993 bl 9gd o fu 15 fie &1|{(V) 15 minute time has been allotted to
gy fear w2 1 g 1 faam read this question paper. The
e #1015 9 TR Smwm | question paper will be distributed
10.15 9 ¥ 10.30 S 9% BF Had at 10.15 a.m. From 10.15 a.m. to

T F TS 3R 39 @ty % A 10.30 a.m., the students will read the
3 \m{_g@_‘ °|'1|~q-{ 15 T A e | question paper only and will not

write any answer on  the
answer-book during this period.

fersra et

SALESMANSHIP
ﬁaﬁ?ﬁma’wé | @7‘%71737’75:60

Time allowed : 3 hours Maximum Marks : 60

DovaaPoaded From : http://cbsepértal .com Court esy : PCBSE


http://cbseportal.com/
http://cbseportal.com/

D%%gloaded From: http://cbseportal.com e ELE
=T 3397 :
FHETfTRET 143911 &1 Siga Graei] & 9igT 3R 37571 G&d] & Tt Hiog :
(@) 39 J97-99 7 31 @V § — @UZ & : IR HI9cT 3N @UE & : 1357 HI9cT |
)  @UZ & : TN FIIA (10 3HF)
() 130796 o 7 @ [T 4 5771 & IR T | T4 Fo7 1 3% BT 8 |
(i) 13T 7w5 3991 7 @ fs] 8 Fo7] & TR ST | Jeeh Y97 2 3% T 8 |
) @U@ : 97 FIvier (50 i)
() 1RETTI12 399 7 @ (557 10 5941 & ¢ &0 | Gk Yo7 1 3b T 8 |
Gi) 1RE 7T 7 3991 § & faegl 5 T & TR Q0 | Yedeh J97 2 37eb FT & |
(i) RUTT7 o7 7 @ fbgl 5 Fo1 & I 10 | Jediob F97 8 3% H & |
v) BT 7w5 3991 7 @ f5T 8 Fo7] & IR T | I3 G975 3% #7 & |
(d) 3G J97-97 7 42 97 I & 979 @ 30 3971 & 37 37 8 |
(e) @it o7l & 13919 517/ @vS F! Ggl HH H e |
O HfEaE gaT 3 qe 8/

T ue &
(TR 19T (10 31eR)
130 77 6 F971 7 @ [-51 4 F991 & TR AT | I9% J971 3% T 8 | I1x4=4
1. I 99 & 9T 3ee) =i i 8 swafesq s | 1
fighting?/they/are/why
2. T UROT FTg ? 1
3. Tmafafaa & @ wH-a1 streafavardt safh 1 o 8 ? 1
A 9
(B) 31U
(C) dfdeg
D) I
4. S IR FERA HEEYU @ Hifh J gH foa- o weg o @ | 1
(A) SIS
(B)  TdAT-Heel
(C) TR
(D) 39w a4t
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General Instructions :

Read the following instructions very carefully and strictly follow them :

(a)  This question paper consists of two parts viz. Section A : Employability
Skills and Section B : Subject Skills.
(b)  Section A : Employability Skills (10 Marks)
(i) Answer any 4 questions out of the given 6 questions of 1 mark each.
(it) Answer any 3 questions out of the given 5 questions of 2 marks each.
(c) Section B : Subject Skills (50 Marks)
(i) Answer any 10 questions out of the given 12 questions of 1 mark each.
(it) Answer any 5 questions from the given 7 questions of 2 marks each.
(iii) Answer any 5 questions from the given 7 questions of 3 marks each.
(iv) Answer any 3 questions from the given 5 questions of 5§ marks each.
(d)  This question paper contains 42 questions out of which 30 questions are to
be answered.
(e)  All questions of a particular part/section must be attempted in the correct
order.
9] The maximum time allowed is 3 hours.
SECTION A
(Employability Skills) (10 Marks)
Answer any 4 questions out of the given 6 questions of 1 mark each. Ix4=4
1. Re-arrange the words to form a question. 1
fighting?/they/are/why
2. What is visual perception ? 1
Which of the following is a quality of a self-confident person ? 1
(A) Patience
(B) Compassionate
(C)  Committed
(D) Passionate
4. Dressing and grooming are important because they help us to look

1
(A) Smart
(B)  Untidy
(C)  Shabby

(D) All of the above
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5. GPS® U 9 1 g ? 1
(A)  TeAree qiferert faeen
(B) T UHe faeen
(C) T T faeem
(D) TS Uigten faEen

6. TAHFRE? 1
137 70 5 3971 7 @ [%818 Fol & I T | TAF J7 2 3F H B | 2x3=6
7. G U™ i Tohral g1 fRivarsti ol geieg i | 2
8.  HATH ICH-YGEH HINQ 1 Toh Haw@qUl WIT F1 § ? 2

9. SME.HELA. ICT) % uftwrfyd hifsre | foredl g1 omg. A, Suepeon & 9w e |1 2
10. 3-7A 9d § 9rEEE % T w0 Ui (i) BH =Tfee, d1fh a8 I1fUeh guiara
Bl Teh ?
11. BRa iver @ § 2 foregl a1 o1 A odTsu |
T s @
(Teror =tote) (50 7<k)
13T 77 12 3971 § @ 35710 3571 & 3R AT | I289% J971 376 FT & | 1x10=10

12.  fesht fawm 2 %I TSR YGH LT & | 1
(A) @
(B) 3G
(C) HareA
(D) &l
13. foshil @ o1 g s JHE ST 7 | 1
(A) <N W
(B) 3T9al W
C) SR
(D) TRt ™
14. YRA § G SR yr&ai | fovia 7 | 1
(A) TR Imenid
(B) TR 3nenid
(C)  (A)@ (B) gl
(D) 39IH Y HIE &I
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5.

6.

What is the full form of GPS ?
(A)  Global Positioning System
(B)  Global Payment System
(C)  Global Program System
(D)  Global Pointing System

What are Green Jobs ?

Attempt any 3 questions out of the given 5§ questions of 2 marks each.

7.
8.
9.

10.

11.

List any two characteristics of hybrid business.

Why is grooming an important part of self-management skills ?

Define ICT. Name any two ICT devices.

~ [ 5

What characters should the password have in an e-mail address, to make

it more secure ?
What are Green Skills ? Name any two.
SECTION B
(Subject Skills)

(50 Marks)

Answer any 10 questions out of the given 12 questions of 1 mark each.

12.

13.

14.

The sales department provides jobs to many

(A)  People
(B)  Products
(C)  Services
(D) Sources

The main task of a sales organization is to effect

(A)  People

(B)  Experiences
(C) Task

(D) Sales

Retail formats in India are divided into
(A)  Store based

(B) Non-store based

(C) Both (A) and (B)

(D)  None of the above
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15.

16.

17.
18.

19.

20.

(A)
(B)
(&)
(D)

(A)
(B)
(&)
(D)

TR G 3R & w1 fashar i et o1 fewan g1 ahat B | (@87 7o7a)
Tfer Tereh Torsh! o1 379 Afeeh ShHTeM BT 7, SHfGT fashar seft-weft 3gR W

TR
BIETHThE
feurde wr
T VR
o T IYHHT i Siiea3IcA! dect & 2 |
Tffierar § gfg
TS o™ H gig
FoR e (Hifen) gamn
3T auft

Jrferen farshl =1 qh SId 8 |

(A)
(B)
©)
(D)

e ol o T T ShHieM w1 YT T Sran &, 58 foshar dwatargee

I UTEH

A UTeh

(A) @ (B) S
Sudh § @ i T

H A2 |

(A)
(B)
()
(D)

IIRY
TeH (35
EAIR
fomm

HIeHIcH® €9l sl WItd o faw @i @t foshl & fofu fou 7o qoepr

B ERdg

(A)
(B)
(&)
(D)

AT JTEhT
R3S IR
(A) T (B) ST

30 | O s T
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15. Walmart is the largest 1
(A)  Supermarket
(B) Hypermarket
(C)  Department store
(D)  Discount store
16. The lifestyle of the consumer is changing due to . 1
(A) increase in mobility
(B) increase in disposable income
(C) media exposure
(D) All of the above
17. Opening and closing of stores can be a part of salesperson’s
responsibility. (True/False) 1
18. Since more sales means more commission, salespeople sometimes extend
more sales on credit to . 1
(A)  Unworthy customers
(B)  Worthy customers
(C) Both (A) and (B)
(D)  None of the above
19. A commission is paid to salespeople for every sale they
successfully. 1
(A) Initiate
(B) Close
(C) Try
(D) Thought
20. Rewards given to salespeople towards the attainment of organizational
objectives may be . 1

(A) Compensation rewards

(B) Non-compensation rewards
(C) Both (A) and (B)

(D)  None of the above

DovaaPoaded From : http://cbsepértal .com Court esy : PCBSE


http://cbseportal.com/
http://cbseportal.com/

D%I oaded From : http://cbseportal.cont . EM
21, et % T TR % R g o denalt A A (R A

1 STTYNON & Y § JHET 18 | 1

(A) &= foshr

(B) e fesht

©) fouom

(D) 39k Tt
22, HiTeATcHe SehTgdl 9T ARG foshl shiHA sl HiY 7T HHTCH

fosht 3299 2 | 1

(A)  gfcfiran

(B) UgMEfd

(C) i

(D) dNie
23. IUYIEIRA % UH TG, GUEAIST AT WMot &1 i Uk foshar i TiAT ST

HEATT 2 | 1

(A) &= foshr

(B) Tasha &=

(C) faurem

(D) ¥R
3u 7@ 7 3991 7 @ [35-815 I971 & IR AT | Icdh 972 37 F71 8 | 2x5=10
24, TR R F1 &8 ? 2
25. B9 hi Toshl AT hieT 41 & 2 2
26. &3 % ATHR U ITYhT T IR 8 2 forgl el s 19 arsy | 2
27. fetee wr 1 foxivand o1 & 2 2
28. Tushi gea w3 2 2
29. IO o YA <l TN hl Iodd iy | 2
30. “I9-=R Iyl foshl” @ @ S1fiu § 2 2
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21. The concept of pitching products and services to clients outside the
organization is known as . 1
(A) Field sales
(B)  Budget sales
(C)  Marketing
(D) All of the above
22, are quantitative objectives assigned to sales organizational
units and individual sales personnel. 1
(A) Contests
(B)  Promotions
(C)  Quotas
(D) Budgets
23. A group of consumers, prospects or geographical areas assigned to a
salesperson are known as . 1
(A)  Field selling
(B)  Sales territory
(C) Segmentation
(D) Market
Attempt any 5 questions from the given 7 questions of 2 marks each. 2x5=10
24. What are non-compensation rewards ? 2
25. What is Rupee sales volume quota ? 2
26. What do you mean by territory shape ? Name any two. 2
27. What are the features of a discount store ? 2
28. What is a Sales Organization ? 2
29. State the first two stages of motivation. 2
30. What is meant by “In-store based selling” ? 2

Dovadboaded From : http://chsepdrtal . con Court esy : PCBSE


http://cbseportal.com/
http://cbseportal.com/

D%I oaded From : http://cbseportal.cont e W
e

@-w7wﬁﬁ#&#5wﬁwmﬁﬁw/mm33ﬁmfw?/ 3><5j5-
31. Toshl T I HI-U B I L & 2 3
32. @I HTeA & ATHI I Ieci@ T | 3
33. €9 IaF AT hl FIHAT FT G ? 3
34, ‘i’ <k fafir smam @ € 2 3
35. Toshaehetl H ATHIRUT T 1 A & ? 3
36. forsh! goheh o 1 AT § ? 3
37. TR TeT H AT HT 9 HINT | 3
13T 77 5 o1 § @ 15573 F97] HT IR 11T | Fe F7 5 3% H1 5 | 5x3=15

38. Jafeh fashar ol TG i @ F© ft Iwfa T war 2, Al weofiwf
M-foefar g off foshl dm =l IcaTfed sid & | o 3T WEHd & ? HE

B 5
39. fusht wier fauff & i ufsean & ar & foar & ==t Aifvw | 5
40. FasT fb U= qum SIS TgaH foshd 9@ TR Yot 1 T

i 9T 6 B | 5
41, WR-IMYMNG Heht HAUR FT 7 ? I8 IN-TER YT Hert AR & Hd fir

8? 5
42. &3 A % =wor w1 avia il | 5
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Attempt any 5 questions from the given 7 questions of 3 marks each. 3xb=15
31. What factors affect sales organization ? 3
32. State advantages of Line organization. 3
33. What are the disadvantages of straight salary plan ? 3
34. What are different dimensions of ‘motivation’ ? 3
35. What is the importance of motivation in salesmanship ? 3
36. What are the functions of a sales facilitator ? 3
37. Describe the structure of a hybrid organization. 3
Attempt any 3 questions from the given 5 questions of 5§ marks each. 5x3=15

38. Whereas nothing attracts salesmen like hard cash, but sometimes
non-financial rewards also charge up the sales team. Do you agree ? Give

reason. 5
39. Discuss the procedure for setting sales quota in detail. 5

40. Explain how formal and informal recognition is an integral part of

salesforce reward systems. 5

41. What is store-based retailing ? How is it different from non-store based

retailing ? 5

42, Describe the steps in territory planning. 5
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