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: 

(i) 

(ii) 24 : 

(iii) 

(iv) (6 + 18) = 24 3 
(6 + 11) = 17 

(v) 

(vi) : 30 :

 (a) 6  

(b) 

(c) 

(d) /  

(vii) : 30 : 

 (a) 18  

(b) 11 

(c) 

(d) /    

IÊS> H$  $ 

(dñVw{ZîR> àH$ma Ho$ àíZ)  (30 A§H$) 

1. amoµOJma H$m¡eb na {XE JE 6 àíZm| _| go {H$Ýht 4 àíZm| Ho$ CÎma Xr{OE &  4 1=4 

(i) {H$gr gob _| gyÌ {MnH$mZo Ho$ {bE Cn`moJ H$s OmZo dmbr em°Q>©H$Q> Hw§$Or h¡   

(a) Ctrl + C 

(b) Ctrl + V 

(c) Ctrl + P 

(d) Ctrl + X 



  

355 Page 3 of 19 P.T.O.   

General Instructions : 

(i) Please read the instructions carefully. 

(ii) This question paper consists of 24 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 (6 + 18) = 24 questions, a candidate has to answer  
(6 + 11) = 17 questions in the allotted (maximum) time of 3 hours.  

(v) All questions of a particular section must be attempted in the correct 
order. 

(vi) Section A  : Objective Type Questions (30 marks) :  

(a) This section has 6 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 (30 marks) :  

(a) This section has 18 questions.  
(b) A candidate has to do 11 questions.  
(c) Do as per the instructions given.  
(d) Marks allotted are mentioned against each question/part.   

Section A 

                                     (Objective Type Questions)                         (30 Marks)   

1. Answer any 4 questions out of the given 6 questions on Employability 
Skills.  4 1=4  

(i) The shortcut key used to paste a formula in a cell is 

 (a) Ctrl + C    

 (b) Ctrl + V    

 (c) Ctrl + P    

 (d) Ctrl + X    
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(ii) _________ ì`{º$Ëd {dH$ma dmbo bmoJm| _| AmË_-_yë` H$s ^mdZm H$s H$_r hmoVr 
h¡, Am¡a Bg àH$ma do ImbrnZ H$s ^mdZmAm| Am¡a n[aË`mJ Ho$ ^` H$m AZŵ d H$aVo 
h¢ &   
(a) n¡amZm°`S> 

(b) pñH$µOmoBS> 

(c) gr_maoIm  

(d) OwZyZr  

(iii) _________ Ho$ AZwgma, CÚ_r g§gmYZm|, l_, gm_J«r Am¡a AÝ` g§n{Îm`m| H$mo bm^ 
H$_mZo Ho$ g§̀ moOZm| _| bmVm h¡ &  

(a) AW©emñÌr   

(b) g_mOemñÌr 

(c) _Zmod¡km{ZH$   

(d) à~§YZ Jwé  

(iv) SMART _| Aja T H$m AW© _________ h¡ &  
(a) Team spirit (Q>r_ ^mdZm) 

(b) Timely   
(c) Target 
(d) Task 

(v) {ZåZ{b{IV _| go {H$g ~ma _| H$_m§S> Ho$ {bE Ëd[aV nhþ±M àXmZ H$aZo Ho$ {bE 
AmBH$Z hmoVo h¢ O¡go {H$ Z`m, Iwbm, Am{X ?   
(a) _oZy ~ma  

(b) erf©H$ ~ma  

(c) _mZH$ ~ma  

(d) gyÌ ~ma  

(vi) EH$ CÚ_r Omo EH$ ì`dgm` ewê$ H$aVm h¡, CgH$m nmofU H$aVm h¡ Am¡a Cgo 
AmË_{Z^©aVm Ho$ {~ÝXþ VH$ nhþ±MmVm h¡ Cgo _________ H$hVo h¢ &  
(a) VH$ZrH$s CÚ_r   

(b) noeoda CÚ_r  

(c) H¥${f CÚ_r   

(d) nhbr nr  
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(ii) People with ________ personality disorder lack a sense of self-worth, 
and thus, experience feelings of emptiness and fear of abandonment. 

 (a) Paranoid    

 (b) Schizoid    

 (c) Borderline    

 (d) Obsessive 

(iii) According to __________, an entrepreneur brings in resources, 
labour, material and other assets into profit-making combinations. 

 (a) Economists    

 (b) Sociologists    

 (c) Psychologists    

 (d) Management gurus 

(iv) The letter T  stands for __________ in acronym SMART. 

 (a) Team spirit    

 (b) Timely    

 (c) Target    

 (d) Task 

(v) Which of the following bar contains icons to provide quick access to 
commands such as new, open, etc. ? 

 (a) Menu bar    

 (b) Title bar    

 (c) Standard bar    

 (d) Formula bar 

(vi) An entrepreneur who starts a business, nurtures it and makes it 
reach a point of self-sustenance is known as _________.  

 (a) Technical Entrepreneur    

 (b) Professional Entrepreneur    

 (c) Agricultural Entrepreneur    

 (d) First Generation Entrepreneur 
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2. {XE JE 7 àíZm| _| go {H$Ýht 5 àíZm| Ho$ CÎma Xr{OE &  5 1=5 

(i) {~H«$s g§JR>Z Ho$ Cg àH$ma H$m Zm_ ~VmBE Omo ^m¡Jmo{bH$ {~H«$s g§JR>Z Ho$ ê$n _| 
^r OmZm OmVm h¡ & 

(ii) __________ IwXam àmê$n aÔ {H$E JE Am°S>©a Ho$ gm_mZ ~oMVm h¡ &   
(a) \  

(b) {deofVm ñQ>moa  

(c) gw{dYm ñQ>moa  

(d) {S>nmQ>©_|Q>b ñQ>moa  

(iii) _________, {S>nmQ>©_|Q>b ñQ>mog© H$m CXmhaU h¡ &  
(a) dm°b_mQ>©  

(b) bmB\$ñQ>mBb  

(c) BZ E§S> AmCQ> ñQ>moa   

(d) H«$m°gdS>©  

(iv) A{^àoaU Ho$ {H$Ýht Xmo MaUm| H$m CëboI H$s{OE & 

(v) {~H«$s ghm`H$ ì`{º$`m| Am¡a {~H«$s à{ejwAm| H$mo ŵJVmZ H$aZo Ho$ {bE _wAmdOo H$s 
H$m¡Z-gr `moOZm g~go Cn`wº$ h¡ ?   
(a) BH$mB© _µOXÿar àUmbr   

(b) g_` _µOXÿar àUmbr 

(c) grYr doVZ j{Vny{V© `moOZm  

(d) {d^º$s` _µOXÿar àUmbr 

(vi) {~H«$s joÌ {d{^Þ ~mµOmam| H$s godm H$aZo _| à~§YZ H$mo, H$ån{Z`m| H$s _________ 
Am¡a _________ g_PZo _| ghm`Vm H$aVo h¢ &  
(a) dñVwE±, godmE±    

(b) bm^, hm{Z  

(c) VmH$V, H$_µOmoar   

(d) {dH«o$Vm, J«mhH$  

(vi) {~H«$s g§JR>Z Ho$ Cg àH$ma H$s nhMmZ H$s{OE, Omo \$_© Ho$ {d{^Þ J«mhH$m| Ho$ 
AmYma na V¡`ma {H$`m OmVm h¡ &  
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2. Answer any 5 out of the given 7 questions.  5 1=5 

(i) Name the type of sales organization that is also known as 
Geographical Sales Organization.  

(ii) The ________ retail format sells cancelled order goods. 

 (a) Factory Outlet    

 (b) Speciality Stores    

 (c) Convenience Stores    

 (d) Departmental Stores 

(iii)  

 (a) Walmart    

 (b) Lifestyle    

 (c) In & Out Store    

 (d) Crossword 

(iv) State any two stages of motivation. 

(v) Which method of Compensation Plan is most suitable for paying 
sales-support personnel and sales trainees ? 

 (a) Piece wage system    

 (b) Time wage system    

 (c) Straight salary compensation    

 (d) Differential wage system 

(vi) The sales territories aid the management in understanding the 
ng different markets.  

 (a) Goods, Services    

 (b) Profit, Loss    

 (c) Strength, Weakness    

 (d) Salespeople, Customers 

(vii) Identify the type of sales organisation, that is designed on the basis 
of various customers served by the firm.  
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3. {XE JE 7 àíZm| _| go {H$Ýht 6 àíZm| Ho$ CÎma Xr{OE &  6 1=6 

(i) FMCG H$m nyU© ê$n ? 

(ii) {ZåZ{b{IV _| go dh ñQ>moa nhMmZ| {OZH$m ñnîQ> n[a^m{fV bú` ~mµOma hmoVm h¡ :  

(a) {deofVm ñQ>moa  

(b) gwna_mH}$Q>  

(c) hmBna_mH}$Q>  

(d) {S>ñH$mC§Q> ñQ>moa  

(iii) ^m¡Jmo{bH$ BH$mB© Ho$ E~rgr {díbofU _| E  ?  

(a) Am°bdoµO   

(b) EZrdo 

(c) EZrdo`a   

(d) EZrdZ  

(iv) J¡a-ñQ>moa AmYm[aV IwXam {~H«$s Ho$ Xmo CXmhaU Xr{OE & 

(v) µOnVH$ BÝS>ñQ́>rµO (Zaptak Industries), {~H«$s à~§YH$ a_oe H$mo _wâV H$ma godm 
Am¡a _wâV Ka àXmZ H$aVr h¡ & H$ånZr Ûmam à`moJ {H$E Om aho J¡a-{dÎmr` _wAmdOo 
H$m Zm_ ~VmBE &  

(vi) gw{dYm ñQ>moa H$m ghr _mn Mw{ZE :  
(a) 300 dJ© \w$Q>    

(b) 500 dJ© \w$Q> 

(c) 800 dJ© \w$Q>  

(d) 900 dJ© \w$Q> 

(vii) {~H«$s joÌ Ho$ AmH$ma H$s nhMmZ H$s{OE Omo Am¡Úmo{JH$ dñVwAm| Ho$ {bE g~go 
Cn ẁº$ h¡ & 

(a) d¥Îm (Circle)  

(b) doO (Wedge) 

(c) hm°nñH$m°M (Hopscotch) 

(d) {Vn{V`m Kmg H$m nÎmm (Clover-leaf) 
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3. Answer any 6 out of the given 7 questions.  6 1=6 

(i) What is the full form of FMCG ?  

(ii) Identify from the following, stores that have a clear defined target 
market : 

 (a) Speciality stores    

 (b) Supermarkets    

 (c) Hypermarkets    

 (d) Discount stores 

(iii)  ? 

 (a) Always    

 (b) Anyway    

 (c) Anywhere    

 (d) Anyone 

(iv) Give two examples of non-store based retailing. 

(v) Zaptak Industries provides free car service and rent-free house to 
Ramesh, the sales manager of the company. Name the non-financial 
compensation reward being used by the company. 

(vi) Choose the right size for a convenience store : 

 (a) 300 sq. feet    

 (b) 500 sq. feet    

 (c) 800 sq. feet    

 (d) 900 sq. feet  

(vii) Identify the shape of the sales territory that is most suitable for 
Industrial Goods. 

 (a) Circle    

 (b) Wedge    

 (c) Hopscotch    

 (d) Clover-leaf  



  

355 Page 10 of 19 

4. {XE JE 6 àíZm| _| go {H$Ýht 5 àíZm| Ho$ CÎma Xr{OE &  5 1=5 

(i) ___________ {~H«$s g§JR>Z Ho$ à~§YH$ H$mo Ho$db gr{_V H$m¡eb H$m {deofk hmoZm 
Mm{hE &   
(a) H$m`m©Ë_H$  

(b) g{_{V  

(c) ì`mnma  

(d) CËnmX  

(ii) ^m¡Jmo{bH$ joÌ H$s {~H«$s j_Vm H$m AZw_mZ bJmZo Ho$ {bE {H$Z H$maH$m| na {dMma 
{H$`m OmVm h¡ ? 

(iii) àm¡Úmo{JH$ Am¡a ßdm°B§Q>-Am°\$-gob àUmbr Ho$ {dH$mg Zo IwXam {dH«o$VmAm| Ho$ {bE 
_________ Ho$ H$m_ H$mo gwì`dpñWV {H$`m h¡ &  
(a) CËnmX àXe©Z   

(b) CËnmX V¡`ma H$aZo  

(c) ñQ>m°H$ à~§YZ   

(d) a{OñQ>a ~ZmZo  

(iv) Amn {H$g IwXam joÌ Ho$ VhV _m°_ Am¡a nm°n  H$s XþH$mZm| H$mo dJuH¥$V H$a|Jo ?   
(a) g§J{R>V  

(b) Ag§J{R>V  

(c) gaH$mar  

(d) {ZOr 

(v) {~H«$s joÌ H$s ñWmnZm H$aVo g_`, {Z §̀ÌU BH$mB`m| H$m M`Z H$aZo Ho$ níMmV {~H«$s 
à~§YH$ Ûmam H$m¡Z-gm H$X_ CR>m`m OmVm h¡ ? 

(vi) dV©_mZ ì`` `mo½` Am` H$m Vrgam Am`m_ ________ h¡ &  
(a) doVZ   

(b) H$_reZ  

(c) àmoËgmhZ   

(d) ~moZg  
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4. Answer any 5 out of the given 6 questions.  5 1=5 

(i) Under ________ sales organisation, manager needs to be an expert 
only in limited skills. 

 (a) Functional    

 (b) Committee    

 (c) Trade    

 (d) Product  

(ii) What factors are considered for estimating sales potential of a 
geographical area ? 

(iii) The development in Technology and Point-of-Sale systems have 
streamlined the work of _________ for retailers. 

 (a) Product Display    

 (b) Product Preparation    

 (c) Performing Inventory    

 (d) Maintaining Register 

(iv) -and-Pop  
shops ? 

 (a) Organised    

 (b) Unorganised    

 (c) Government    

 (d) Private 

(v) Which step is undertaken by a sales manager after selecting control 
units, while setting up a sales territory ? 

(vi) The third dimension of current spendable income is _________. 

 (a) Salary    

 (b) Commission    

 (c) Incentive    

 (d) Bonus 



  

355 Page 12 of 19 

5. {XE JE 6 àíZm| _| go {H$Ýht 5 àíZm| Ho$ CÎma Xr{OE &  5 1=5 

(i) Eogo Xmo Xoem| Ho$ Zm_ ~VmBE {OZHo$ ~mµOmam| _| Ag§J{R>V IwXam {~H«$s H$m X~X~m h¡ &   

(ii) g{_{V {~H«$s g§JR>Z _|, H$m¡Z `moOZmAm|•H$mo bmJy H$aVm h¡ ?  

(a) {~H«$s H$_u  

(b) {~H«$s à~§YH$  

(c) AÜ`j  {~H«$s joÌ  

(d) CnmÜ`j  {~H«$s joÌ 

(iii) {~H«$s joÌ H$m à~§YZ H$aVo g_` {~H«$s {dH«o$Vm H$s Zm¡H$ar _| à_wI J{V{d{Y H$s 
nhMmZ H$s{OE & 

(a) J«mhH$m| go ~mVMrV H$aZm   

(b) H$m ©̀ H$m _mJ© {ZYm©[aV H$aZm  

(c) J«mhH$m| H$mo `H$sZ {XbmZm   

(d) Amn{Îm`m| na H$ma©dmB©  

(iv) EH$ {dH«o$Vm H$mo {XE JE ì`{º$JV {dH$mg Ho$ Adga  Ho$ Xmo CXmhaU Xr{OE & 

(v) EH$ Am°Q>mo_mo~mBb H$ånZr, H$mam| H$m {Z_m©U H$aZo dmbr {~H«$s g§JR>Z H$s {H$g 
àH$ma H$s g§aMZm H$mo AnZmEJr ?   

(a)  

(b) N>moQ>m 

(c) O{Q>b 

(d) Vb na gnmQ> 

(vi) {ZåZ{b{IV _| go H$m¡Z-gr {Oå_oXmar \$sëS> goëg à{V{Z{Y H$s   hmoVr h¡ ?  

(a) amoS> emo  

(b) g§̂ m{dV Cn^moº$mAm| Ho$ gmW g§Mma  

(c) S>moa-Qy>-S>moa {d{µOQ>   

(d) Ab_m[a`m| H$m nwZ ©̂aU  
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5. Answer any 5 out of the given 6 questions.  5 1=5 

(i) Name two countries whose markets are dominated by unorganised 
retailing.  

(ii) In Committee Sales Organization, who implements the plans ? 

 (a) Salesperson    

 (b) Sales Manager    

 (c) President  Sales field   

 (d) Vice President  Sales field 

(iii) Identify the key activity in the job of field salesperson while 
managing the sales territory. 

 (a) Interacting with customers    

 (b) Scheduling their route (way)    

 (c) Convincing customers    

 (d) Handling objectives 

(iv) Give two examples of opportunity for personal growth offered to a 
salesperson. 

(v) What type of structure of sales organization would an automobile 
company, manufacturing cars adopt ? 

 (a) Large    

 (b) Small    

 (c) Complex    

 (d) Flat at bottom 

(vi) Identify from the following, what is not a responsibility of a field 
salesperson ? 

 (a) Roadshow    

 (b) Communicating with prospects    

 (c) Door-to-door visits    

 (d) Restocking of shelves 
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6. {XE JE 6 àíZm| _| go {H$Ýht 5 àíZm| Ho$ CÎma Xr{OE &  5 1=5 

(i) Cg {~H«$s g§JR>Z H$m Zm_ ~VmBE {Og_| AÜ`j-{~H«$s {deofk H$_©Mm[a`m| go gbmh 

boVm h¡ &   

(a) bmBZ   

(b) bmBZ VWm ñQ>m\$  

(c) H$_oQ>r  

(d) H$m`m©Ë_H$   

(ii) \$sëS> goëg H${_©̀ m| H$s {H$Ýht Xmo nyd©-Amdí`H$VmAm| H$s gyMr ~ZmBE &   

(iii) Cg j{Vny{V© `moOZm H$s nhMmZ H$s{OE Omo _hÎdnyU© {~H«$s ~b H$mo nwañH¥$V H$aZo 

Ho$ {bE àmoËgmhZ, {Z §̀ÌU Am¡a n`m©ßV bMrbonZ H$m g§VwbZ àXmZ H$aVr h¡ &  

(a) grYm doVZ   

(b) grYm H$_reZ   

(c) àXe©Z ~moZg   

(d) doVZ VWm àmoËgmhZ `moOZm   

(iv) {~H«$s g§JR>Z Ho$ _w»` CÔoí` H$m CëboI H$s{OE &  

(v) {~H«$s H$aZo dmbo bmoJm| H$mo ŵJVmZ H$aZo Ho$ {bE g~go bmoH${à` Am¡a ì`mnH$ ê$n 

go Cn`moJ {H$`m OmZo dmbm H$_reZ AmYma  ? 

(vi) O~ EH$ {~H«$s ì`{º$ H$mo doVZ, _mÝ`Vm, nwañH$ma, ^Îmm|, Am{X O¡go nwañH$mam| Ho$ 
_mÜ`_ go ào[aV {H$`m OmVm h¡, Vmo Bgo _________ àoaUm H$hm OmVm h¡ &   

(a) _yb ŷV    

(b) ~mhar   

(c) emar[aH$    

(d) _Zmod¡km{ZH$   
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6. Answer any 5 out of the given 6 questions.  5 1=5 

(i) Name the type of sales organization in which the President-Sales 

takes advice from staff of specialists.  

 (a) Line    

 (b) Line and Staff    

 (c) Committee    

 (d) Functional 

(ii) List out two prerequisites of field sales personnel. 

(iii) Identify the Compensation Plan, that offers a balance of incentive, 

control and enough flexibility to reward important salesforce. 

 (a) Straight salary    

 (b) Straight commission    

 (c) Performance bonus    

 (d) Salary-plus-Incentive plan 

(iv) State the main objective of a Sales Organization. 

(v) 

make payment to salespeople ? 

(vi) When a salesperson is motivated through rewards such as pay, 

formal recognition, awards, perks, etc., it is referred to as __________ 

motivation. 

 (a) Intrinsic     

 (b) Extrinsic     

 (c) Physiological     

 (d) Psychological  
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    IÊS>-I 
({df`naH$ àH$ma Ho$ àíZ)  (30 A§H$) 

5 3 
20  30   3 2=6 

7. AmË_-àoaUm Ho$ _hÎd H$m CëboI H$s{OE &  

8. ?   

9. CÚ{_Vm H$s {H$Ýht Xmo {deofVmAm| H$m CëboI H$s{OE &   

10. ñàoS>erQ> Ho$ {ZåZ{b{IV KQ>H$m§o H$mo g_PmBE :  

(a) n§{º$  

(b) H$m ©̀nÌH$ 

11. g§jon _| ì`{º$Ëd {deofVm H$V©ì`-{Zð>m  H$s ì`m»`m H$s{OE &  

5 3 20  30   3 2=6 

12. grYo doVZ _wAmdOm `moOZm Ho$ Xmo bm^ ~VmBE &  

13. {~H«$s g§JR>Z CËnmXm| Ho$ {dVaU _| Xmohar ^y{_H$m {Z^mVo h¢ &  ì`m»`m H$s{OE &  

14. _mJ© H$m AZwHy$bZ EH$ \$sëS> {dH«o$Vm H$s H¡$go _XX H$a gH$Vm h¡ ?  

15. g§J{R>V Am¡a Ag§J{R>V IwXam {~H«$s Ho$ ~rM AÝVa ñnîQ> H$s{OE &    

16. EH$ ào[aV {dH«o$Vm H$s {H$Ýht Xmo {deofVmAm| H$m CëboI H$s{OE &  

3 2 30  50   2 3=6 

17. àoaUm Ho$ {d{^Þ Am`m_m| H$s ì`m»`m H$s{OE &  

18. m AW© h¡ ?   

19. {~H«$s g§JR>Z bm^ H$_mZo H$s gw{dYm àXmZ H$aVo h¢ &  H$WZ Ho$ AmbmoH$ _|, {~H«$s g§JR>Z 
Ho$ _hÎd Ho$ {H$Ýht VrZ {~ÝXþAm| na MMm© H$s{OE &   
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Section B 
                                     (Subjective Type Questions)                        (30 Marks)   

Answer any 3 questions out of the given 5 questions on Employability Skills. 
Answer each question in 20  30 words each.  3 2=6 

7. State the importance of Self-Motivation.   

8. What do you mean by a Startup ?  

9. State any two characteristics of Entrepreneurship. 

10. Explain the following components of a spreadsheet : 

(a) Row 

(b) Worksheet 

11. Briefly explain the personality trait   

Answer any 3 out of the given 5 questions in 20  30 words each.  3 2=6 

12. State two advantages of Straight Salary Compensation Plan.  

13. 
Explain.  

14. How can optimisation of route help a field salesperson ?  

15. Distinguish between Organised and Unorganised Retailing.  

16. State any two characteristics of a motivated salesperson.  

Answer any 2 out of the given 3 questions in 50  80 words each. 2 3=6 

17. Explain the various dimensions of motivation.  

18. What is meant by salesmanship ?    

19. 
discuss any three points of importance of a Sales Organisation. 
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5 3 50  80   3 4=12 

20. nZr h¡ & lò m CnmÜ`j-{~H«$s 
h¡ Am¡a CZHo$ AYrZñW amo{hV Am¡a Am{_a CÎma Am¡a X{jU joÌm| _| {~H«$s g§^mbVo h¢ & lo`m 
BñVr\$ o AYrZñWm| H$mo AÜ`j-{~H«$s H$s _§Oyar Ho$ {~Zm 
H$moB© AmXoe/{ZX}e Zht Xo gH$Vr & BgH$m H$maU h¡ {H$ H§$nZr _| g^r {ZU©` boZo H$s e{º$`m± 
{g\©$ AÜ`j-{~H«$s Ho$ nmg h¢ &  

(a)   

(b) (a) _| nhMmZo JE {~H«$s g§JR>Z Ho$ {H$Ýht VrZ bm^m| Am¡a hm{Z`m| H$m CëboI 

H$s{OE &  

21. {~H«$s joÌ H$mo {S>µOmBZ H$aVo g_` {~H«$s à~§YH$ Ûmam ~ohVa ~mµOma H$daoO Ho$ {bE ì`mnH$ 
ê$n go Cn`moJ {H$E OmZo dmbo joÌ Ho$ AmH$mam| H$mo g§jon _| g_PmBE &    

22. ñQ>moa _| EH$ IwXam CËnmX àXe©ZH$Vm© CËnmXm| H$mo àX{e©V H$aZo Am¡a {~H«$s CËnÞ/

{bE J«mhH$m|  IwXam ñQ>moa àXe©ZH$Vm© H$s 
{H$Ýht Mma à_wI {Oå_oXm[a`m| H$mo g§jon _| g_PmBE &     

23. ñd §̀ {b{_Q>oS>  Ho$ _mH}$qQ>J _¡ZoOa lr Am ẁf Zo AnZr {~H«$s Q>r_ H$mo ha _hrZo 10,000 OyQ> 
~¡J ~oMZo H$m AmXoe {X`m & nhbo _hrZo Ho$ A§V _| nm`m {H$ H$_©Mmar {ZYm©[aV bú` H$mo 
àmßV H$aZo Ho$ {bE à{V~Õ Zht Wo & Bg{bE H$_©Mm[a`m| H$mo ào[aV H$aZo Ho$ {bE CÝhm|Zo 
KmofUm H$s {H$ ha _hrZo Ho$ A§V _| AnZm bú` nyam H$aZo dmbo àË òH$ H$_©Mmar H$mo àe§gm 
nÌ àXmZ {H$`m OmEJm VWm 2 _hrZo Ho$ {bE {O_ H$s gXñ`Vm Cg H$_©Mmar H$mo àXmZ H$s 
OmEJr Omo g~go Á`mXm OyQ> ~¡J ~oMoJm &  

 Cn ẁ©º$ n§{º$`m| _| M{M©V, µJ¡a-_wAmdOm nwañH$mam| H$mo nhMmZ| Am¡a CZH$s ì`m»`m H$s{OE &   

24. dram {b{_Q>oS> H$s {~H«$s à~§YH$ g¥{îQ> H$mo ~mµOma H$s ~XbVr n[apñW{V`m| Ho$ AZwgma {~H«$s 
joÌm| H$mo g§emo{YV H$aZo H$s {Oå_oXmar gm¢nr JB© h¡ & nhbm MaU nyam H$aZo Ho$ ~mX g¥{îQ> 
\ Xr{OE Am¡a {~H«$s 
joÌ H$mo g§emo{YV H$aZo {H$ à{H«$`m Ho$ AJbo MaUm| H$s ì`m»`m H$s{OE &   
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Answer any 3 out of the given 5 questions in 50  80 words each.  3 4=12 

20. Numex Ltd. is a manufacturing concern, engaged in production of toys. 
Shreya is the Vice President-Sales and has subordinates Rohit and Amir, 
the sales managers handling sales in North and South zones respectively. 
Shreya wants to resign because she cannot give any orders/instructions to 
her subordinates without the approval of President-Sales as well as all the 
decision-making powers are vested only with the President-Sales in the 
company. 

(a) Identify the type of Sales Organisation adopted by Numex Ltd. 

(b) State any three advantages and disadvantages of the Sales 
Organisation identified in (a). 

21. Discuss briefly the widely used territory shapes for better market coverage 
by the sales manager while designing a sales territory.  

22. retail in-store product demonstrator plays an important role in 
showcasing and displaying the products and engaging with customers to 

any four key responsibilities of a retail  
in-store demonstrator. 

23. Mr. Ayush, the marketing manager of Swayam Ltd , directed his sales 
team to sell 10,000 jute bags every month. At the end of the first month it 
was observed that the employees were not committed to achieve the target 
assigned. Therefore, to motivate the employees he announced that at the 
end of every month a certificate of appreciation will be awarded to each 
employee who accomplished their target, and a gym membership for  
2 months will be awarded to the employee who sold the maximum number 
of jute bags.  

 Identify and explain the non-compensation rewards highlighted in the 
above lines. 

24. Srishti, the sales manager of Veera Ltd., has been assigned the 
responsibility of revising the sales territory, according to the changing 
market conditions. After completing the first step, Srishti got stuck and 
does not know what would be the next step. Advice Sristhi and explain the 
subsequent steps in the procedure of revising sales territory. 

 


