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General Instructions :
(i) Please read the instructions carefully.

(it)  This question paper consists of 21 questions in two Sections : Section A
and Section B.

(iii) Section A has Objective Type Questions, whereas Section B contains
Subjective Type Questions.

(iv) 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 5 questions.

(b)  There is no negative marking.

(c) Do as per the instructions given.

(d)  Marks allotted are mentioned against each question/part.
(vii) 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) (24 Marks)
1. Answer any 4 out of the given 6 questions on Employability skills. 4 x1=4

1) The receiver’s acknowledgement and response to the message is

called in communication.
(A) feedback (B) channel
(C) information (D) transfer
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(i1) Why is the ability to work independently important in the

workplace ?

(A) Toincrease dependence on colleagues
(B)  To reduce job responsibilities

(C) To avoid team work and collaboration

(D)  To promote personal growth and decision-making

(i1i))  Which of the following is not a stress management technique ?
(A)  Physical exercise (B) Meditation
(C)  Worrying about stressors (D) Yoga

(iv)  Which types of files are typically removed during a routine

clean-up to optimize computer performance ?
(A) System files (B) Software applications
(C)  Temporary files (D) Important documents

(v)  Which function of an entrepreneur involves creating of a new
method, idea or product ?

(A) Innovation (B) Division of income

(C) Managing risk (D) Making decisions

(vi)  Which of the following is a consequence of unsustainable practices
that harm ecosystem and biodiversity ?

(A)  Economic growth (B) Environmental degradation

(C)  Short-term profits (D) Population growth
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2. Answer any 5 out of the given 6 questions. 5x1=5

(1) Which of the following is not one of the 4 Ps of the marketing mix ?
(A) Product (B) Place
(C) Profit (D) Price

(ii))  What is the first step in the marketing process ?
(A)  Choosing right consumer groups
(B) Targeting the consumer group
(C)  Developing a marketing mix

(D)  Understanding the consumers’ needs/wants

(iii) A good prospect in the sales process is characterized by :
(A)  High price sensitivity
(B) Lack of interest in product
(C) A need or desire for the product

(D)  Unwillingness to make a purchase

(iv)  Which of the following is the first step in the sales process ?
(A)  Qualifying the prospect (B) Placing the presentation
(C)  Closing the sale (D) Identifying the prospects

(v)  Which of the following is not a typical career path in selling ?
(A)  Market researcher (B)  Sales representative

(C)  Account manager (D) Sales manager

(vi)  Which of the following is considered a hard skill in selling ?
(A) Time management
(B)  Active listening
(C)  Technical knowledge about the product

(D) Interpersonal communication
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3. Answer any 5 out of the given 6 questions. 5x1=5
1) The service marketing mix includes three additional variables

compared to product marketing mix. Which of the following is not
one of these additional variables ?

(A) People (B) Packaging
(C)  Process (D)  Physical evidence

(i1)  The term ‘targeting’ in the marketing process refers to :
(A) Identifying potential products for all
(B)  Choosing the specific group of consumers to serve
(C)  Setting the price of product

(D)  Deciding on distribution channel

(iii) Which of the following is not a step in the sales process ?
(A) Identifying prospects (B) Handling objections
(C)  Setting the price (D)  Closing the sale

(iv) A key responsibility of a sales manager is :
(A) Conducting market research
(B)  Developing new products
(C)  Designing promotional materials

(D) Managing a team of sales representatives

(v)  Which skill is most essential for a career in selling ?
(A) Technical expertise
(B) Interpersonal communication
(C)  Graphic design
(D) Financial accounting

(vi)  Soft skills in selling typically involve :
(A) Analyzing sales data
(B) Managing inventory
(C)  Creating product brochures
(D) Building relationships with customers
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4. Answer any 5 out of the given 6 questions. 5x1=5
1) Define Etiquette of Business.

(i1)  Why is it important to understand consumer needs and wants in the
marketing process ?
(A)  To lower the cost of production
(B) To create a marketing mix that satisfies the target market
(C)  To reduce the number of products offered
(D) To increase the complexity of the marketing strategy

(i1i) Qualifying a prospect involves :
(A) Identifying potential customers who are most likely to buy
(B)  Closing the sale quickly
(C)  Offering a discount on the product

(D) Demonstrating the product’s features

(iv) Sales careers are typically found in which of the following
industries ?
(A) Manufacturing (B) Education
(C) Healthcare (D) Government

(v)  Active listening is important in selling because it helps to :
(A) Speed up the closing process
(B) Increase the products’ price
(C) Identify needs and preference of buyers

(D)  Reduce the time spent on presentations

(vi)  Which of the following is a critical skill for closing sales ?
(A) Financial accounting
(B)  Graphic designing
(C)  Programming and technology

(D) Persuasion
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5. Answer any 5 out of the given 6 questions. 5x1=5

1) The ability to manage time effectively in sales is crucial because
it :

(A) Increases the number of prospects contacted
(B)  Decreases the need for sales training

(C)  Reduces the cost of products

(D) Simplifies the sales process

(i1)  Negotiation skills are vital in selling because they help to :
(A)  Secure favourable terms for both parties
(B) Increase product inventory
(C)  Design marketing materials
(D) Develop new products

(iii)) Which of the following is a major challenge in a career in sales ?
(A) Designing new product features
(B) Creating new marketing campaigns
(C) Maintaining up-to-date product knowledge
(D) Setting product prices

(iv)  Which of the following roles is likely to involve face-to-face
interaction with customers ?

(A) Market analyst (B)  Supply chain coordinator
(C) Brand manager (D) Sales representative

(v)  The main purpose of handling objections in the sales process is to :
(A)  Reduce the products’ price
(B)  Identify new probable buyers
(C)  Avoid difficult questions
(D) Convince the prospect to make a purchase

(vi)  Closing sales refers to :
(A) Offering a final discount
(B) Completing the transaction with the customer
(C) Ending the presentation abruptly

(D) Reassessing the prospect’s qualifications
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SECTION B
(Subjective Type Questions) (26 Marks)

Answer any 3 out of the given 5 questions on Employability skills. Answer each
question in 20 — 30 words. 3X2=6

6. What are linguistic barriers to communication ?

7. State the steps to manage emotional intelligence.

8. (a) What are SPAM mails ?
(b)  Should we respond to them ?

9. Write any two myths about entrepreneurship.

10. How can we create sustainable cities ?

Answer any 4 out of the given 6 questions in 20 — 30 words each. 4x2=8
11. Describe Penetration Pricing.

12. Give any two requirements for effective segmentation.

13. Describe the word ‘Prospect’.

14. How can a presenter make a presentation effective ?

15. What do you understand by the term ‘Market Information’ ?

16. Define ‘Emotional Control’. Why is it important for a salesman ?

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

17. “A successful marketing strategy must have a good marketing mix.”
Comment.

18. What is ‘Positioning the Product’ ? Give any three strategies to position a
product.

19. Explain in brief the processes included in a sale.
20. Establish the significance of after-sales service.

21. What are business ethics ? Why are they so important as skills in selling ?
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