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FHYT 1457 ®1 &7 & 98 |
59 J77-97 4 g1 GUs] 4 24 J97 & : @S & IR @IS G |
GUE & 7 Jgl3 FHR & 7 & Tal GUE G 7 [a9THeE JHR & o7 & |

13T 7T (6 + 18) = 24 &1 ¥ 8, 3Hizar &1 3 52 & raied (sifewan) aqg §
(6+11)=17 J57 & 3T 37 3 /

1! faery @ve & Gyt 3971 &1 Ggl HH ° B HT TIG B3 ST T6T [
QU & : TGS FHR & Jo7 (30 37%) :

(a) 39 @S H6I77F |

(b) P THRIHF HHT 781 & |

(c) 13T 7Y 4391 & S79AR Hifg |

(d) &% J97 | 7 & G 3Taied 3l H1 Ieoid 19637 TIT & |
TS & : [AYIHE JHR & 97 (30 37%F) :

(@) 39 @S H 18 F77 & |

(b) ITHIGAR H 11 J77 F7 8 |

(c) 13T 71T 3397 & 3gaR T |

(d) T % 97| YT & Gra7 JERT 3H! BT Ic01@ 1537 T & |

WUE &
(TEgies u¥A) (30 31R)
TSR 1T R feU T 6 T § § foregl 4 I3 o I ST | 4x1=4
()  3TEnfies Ufshar =i ety qon g9t 99F & [T S @mar 95 9@
AT B ?
(i) Tafafaa & o fred w a1 sifees aehsfie gidt & 2
(a) Teh3fle (b) ¥TH Sieq
(c) dhe @
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General Instructions :
(1) Please read the instructions carefully.

(it)  This question paper consists of 24 questions in two Sections : Section A
and Section B.

(iit) 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. 4x1=4

1) Who constantly innovates to make industrial processes seamless and

efficient ?

(i1))  Which of the following has one or more worksheets ?
(a) Worksheet (b) Name box
(¢) Workbook (d) Cell
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(ii) Ta-gey § a1 gitafera 787 8 2

(a) & ol IO wE (b) SARKTT AL shl ATfed HEAT
(c) Mferr d&x (d) “ThNIcHS G

(iv) U fausideepsiia |
(a) Ctrl+P (b) Ctrl+T
(e Ctrl+S (d) Ctrl+C

(v) T=fafea 8 9 w991 999 9981 4 988 8 2
(a) HhRIcHS &I (b) YR o Towd ® A=
(c) Torat =1 ufgr wean (d) T I[® BT

(vi) Gﬁ?ﬂﬁﬁw%m%mwwﬁﬁ foefid &3 W Higd 4 3,

HEAd & |
(a) TR sIagT (b) HigaT ITH
() I idl gt (d) @ISR ITH
2. fewmw 79wl § 9 Rl 5 a9t o I AT | 5x1=5

(i) Todurerdl 3o fafime faxivaret/eon /ot W yehm Sied & S
3T SIS T B | Ig W I AYAT A & dohl & | I I

U gafyd 2@ |
(a) GHIfId 3cdTe (b) Gafdq 3cure
(c) Taufea same (d) SIfTd 34T

(i) Ifc IR o g I AEHNF TS THH IcTE U T8l L & 8, af
fashar =l fopd TR w1 e fafor shear =nfe 2

(a) = (b) I oA
(c) 8 ol Thd (d) 3HAF HH g
(i) forawor & forg wem & St=qia a1, fasha qam TIRew 987 & & Sl
feoife fore S 2 2
(a) T Gaell HE (b) WATSIEesh
(c) TR B (d) HEEH TSreEl
(iv) gt wiafafert s/a.wer afsaor o gat At g il & 2
(a) T (b) st.dT.
(¢c) TuA.d. (d) st.uad.
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(iii) What is not included in self-management ?

(a) Motivating oneself (b) Achieving personal goals
(¢) Academic goals (d) Negative thinking

(iv)  Shortcut key for Print is .
(a) Ctrl+P (b) Ctrl+T
(¢ Ctrl+S (d Ctrl+C

(v)  Which one of the following helps to manage stress ?
(a) Staying positive (b) Thinking about the past
(c) Avoiding friends (d) Start crying

(vi) Individuals who focus on developing solutions that benefit the
society are called

(a) Family businessman (b) Women entrepreneurs

(c) First generation entrepreneurs (d) Social entrepreneurs

2. Answer any 5 out of the given 7 questions. 5x1=5

) Marketers highlight some of the special attributes/features/qualities
their brand is endowed with. This difference could be tangible or
psychological. These sentences are related to

(a) Potential Product (b)  Augmented Product
(¢) Differentiated Product (d) Generic Product

(i1)) In case no other business organisation in the market is offering
similar products, then what type of price will be fixed by the seller ?

(a) Higher price (b) Lower price
(c) Cannot comment (d) Very low price

(i1i) Under which function performed by channel of distribution are
buying, selling and risk bearing functions performed ?

(a) Transactional function (b) Logistical function
(¢) Facilitating function (d) Facilitating agencies
(iv)  Which activities are more focused on in-store activations and melas ?
(a) ATL (b) BTL
(c) ALT (d BLT
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(v) S8R GeU FUeR # gfafera fopu 9T & |
(a) ohH TR AT HH AR
(b) I ITTHH AT FHH FRIHBL
(c) ohH IR AT IH ATHHLI
(d) I T qAT I FRITHRL
(vi) IUHIRT SR oo qon i YR o Iuctsyr Icutel <hl hiwdi hl
AT 7Y TIE oh AR F1 hd @ ?
(vii) Tor® TR o Icare g foam fopeft I o sha foru ST 8 2

3. U 79wl § & fhgl 6 T o I AT | 6x1=6

(i)  Tord ThR & wITfUTT Jeurg o foTQ e Tior &1 SAran @ Afe Stefi/quest w
€I ohigd &l ?
(a) ESITCR I (b) ot 3eag
(c) SUNIRRI 3cdTg (d) gam

(i) 3Tk T@AT | UTEeh! I RN i o AT JHAR I TofT TR Bl
Ud Afeadi o Gt § held] shal o, q{rgamm%wﬁﬁé
afterd €T foha ST o1 | §YaR i %ol T Aol 941 hEelrd & 2

(a) I Ha (b) faf¥a 3eame
(c) SIS dTd IUTG (d) hifew 3
(iii) 39 foawer wreem o1 9 G T9H ATl hl TEAT 1 Toshd TS
T &9 9 foRan S @ |
(iv) Tr=faRaa § @ s nfafafat oo s @ wh & 2 2
(a) Twdlua. (b) stdua.
(¢ Tuadl. (d shead.
(v)  9a1 ohl SE-E fonivar dareti i e o Je HYRoT i hicd Ll
g7
(vi) IR AT % 3cq1eH H Tohd JehR ohl TR a&qadl shl ST fohall ST
g7
(a) YSima IEqu
(b) = AT '
(c) qAT AT HaTd

(d) IcuTiea Arft qen et

(vii) qea-fraftor & 3@ fafa &1 am dfe it wd = som § fenfe g

T ST @ Heo ! 9Tl 7, Tg T8 TAETI AN i 3THE Hia! 7 |
(a) HTeh-3T9 oo (b) WA SHT Hod-Hemo
(c) TTH-ITAY YeI-fgto (d) HT3gE gea-fem
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(v)  Food retailing superstore is included in
(a) Low customization and low empowerment
(b) High customization and low empowerment
(c) Low customization and high empowerment
(d) High customization and high empowerment

(vi) Why do consumers undertake a market survey and compare the
prices of different variants available according to their budget ?

(vii)) Which type of products are always purchased without any
planning ?

3. Answer any 6 out of the given 7 questions. 6x1=6

) For what type of shopping products does price become secondary in
case the focus is on style/quality ?
(a) Homogeneous products (b) Heterogeneous products
(c) Consumer products (d) Services

(ii)) On Wednesdays, Big Bazar used to cut back the price of fruits and
vegetables to attract large number of customers, however, no change
was made on the price of other products. What are vegetables and
fruits called for Wednesday ?

(a) Loss leaders (b) Assorted products
(c) Branded products (d) Premium products

(iii) Name the channel of distribution in which goods are sold directly to
the consumers online.

(iv)  Which activities out of the following are prohibitively expensive ?
(a) ATL (b) BTL
(¢ ALT (d) BLT

(v)  What feature of service makes it difficult to standardize the quality
of services ?

(vi) What type of industrial goods are used in producing the finished
goods ?
(a) Capital items
(b) Raw material
(c) Supplies and business services
(d) Manufactured materials and parts
(vii) Name the pricing method which tells the firm what prices

competitors are charging in the market, but it ignores replacement
costs issue.

(a) Mark-up pricing (b)  Cost plus pricing
(c) Break-even pricing (d) Demand oriented pricing
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4., feuu ¢ vl ¥ 9 fondl 5 I3l & ST EfT | 5x1=5
()  IcUTe SHad =gk <hl Tohd STa%AT T TS o oY H il Y BIF o1 Il

o Gohdl & ?
(a) STRIEYH 3T (b) dfg 3T
(c) Uftaererar TerEe (@ = A i srEEen
(i) Frfafed & @ gea-fgier St ywifad @ Je 9" Bk -1 7 2
(a) 3cuTg fawgientor (b) TS AN
(c) H & 3k (d) fe=nfrar

Gii) fasha Iuu=a Tenshi qen foxitw @Emar & fdics shael =1 @A
AT T YSH HLAT 3§ ?
(iv) T=fafaa o @ = faska dada w Sfga s g 2
(a) Toram &Y smavgehar arelt Th ®H
(b) T MR Hro
(c) WTSR | Ueh T IcUTE IR aTeAl Teh HH
(d) 3Tcuraty faska i STTEwehdl dTell Th BH
(v) I W B W WE (ShI[) 6 I HH & fau -8 T Hl

SI3TAIE i hl STTIHAT & ?

(a) 3EUM (b) HIEEIRR
(c) T Uy d TgEs
(vi) UeM hl S FarsTi ¥ UTed hHIvH ¥ Fefaiad § @ A 9 HAE § 2
(a) Toie (b) foas
() U =ANRL (d) o =
5. fauwu 6wl 4 @ fopegl 5 Y91 & I S | 5x1=5

(i) 9 T dWR I gig sl THEAT Bl 8, G Teh BH ohl JHTIral 1 ot
T AT IITH T I8 Hehdeh shi4-T BIdT & 2

(a) ST T (b) W feora
(c) TSR |A (@) Afhan oy
(i)  STd UTEehI hl Teh IUTC ohl = o foTq Teh 371 31ferer wegeen Al wrfert
&, 39 91 FEd § ?
(a) I EX (b) TUeh &
(c) AT HIegqq (d) dH TR
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4. Answer any 5 out of the given 6 questions. 5x1=5

(1) From which stage of PLC can an organisation observe an onset of
decline in profits ?

(a) Introduction stage (b)  Growth stage
(c) Maturity stage (d) Decline stage
(ii))  Which of the following is an external factor that affects pricing
decisions ?
(a) Product Differentiation (b)  Cost of Production
(c)  Objectives of the firm (d) Competition

(i1i) Who provides necessary information to buyers in addition to after
sales service and financial assistance ?

(iv)  Who out of the following may focus on sales promotion ?
(a) A firm needing expansion
(b)  An industrial company
(¢) A firm launching a new product in the market
(d) A firm needing short-term sales

(v)  Which ‘App’ is required to be downloaded by the user to check into
locations on their smart phones ?

(a) Instagram (b) Foursquare
(c) Swarm App (d) Android

(vi)  Who out of the following usually makes profits from commission for
the service they provide ?

(a) Agent (b) Distributor
(¢) Retailer (d) Wholesaler
5. Answer any 5 out of the given 6 questions. 5x1=5
1) When a market has potential for growth, what is a better indicator
of a firm’s effectiveness than target return on investment ?
(a) Preventing competition (b)  Price stabilization
(c) Market share (d) Maximum profit

(ii))  When there is an involvement of one or more than one intermediary
to sell a product to the consumers, what is it called ?

(a) Zero level (b) One level
(¢) Indirect channel (d) Three level
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(iii) oHed o I TR & 9w dfvre Sem difoes e & a9 ua

TAFLITh ®Y Y FGER FL 8 |
(iv) oI SO H 140 1 G o @Y TSI b gRI BT hl A
IcuTel o HaHe shi Al <ar @ ?
(a) A (b) feaex
(c) dTgEW @) fowres
(v) ®NIR 9ed o U ford YehR o1 =R SAlhisd @ 2
(a) e & grr (MfEes) (b) TadHd
(¢) I fauom @ fasea

(vi) UTEhi <l SgAdl g3 SOFael d°1 SHERRl o IFIHN fquurshdl 3cdrg
Uohs ST FUTohA T AT @ 2

6. Tumu 6w # © fordl 5 w1 & I & | 5x1=5
(i)  3cared o fafid a0 W e Jodi W AW 61 3Tehad i o [T T
H o Y99 grT fordeht =9 foRam SmaT @ 2

(a) 3IcUTEH hl T
(b) H I UhS JaTe
(c) hH I AW
(d) 3cdTeH, HAT Q1 Hodi hl Farad TS
Gi) Tr=fafega 7 9 wH-a1 ardiE sa fove § gog 591§ 2

(a) IAFLIh I (b) SATHISETEA I
(c) WM @M (d) e 3=
(iii) I T &9 T BH 1 TIH] a1 3 qAT o T a7l ATed o1 LaTiHced
AT g ?
(a) T (b) forawh
() U =ANRL (d) o AT

(iv) Woa-faRor i fpg fafy 6 oF=mia e wd fafve ogeht & 3 Wad

Sl AIAT FTAR AAT-3TAT oI el & ?
(a) U qed HAifd (b) Y& ge-faefo
(¢) aeu Hea-faim @) yfqErft gea-frefor

(v) “fosha gauda’ o1 = 1 B 2
(vi) G o1 31 3 2
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(iii) Name the form of transaction in which the parties interact
electronically rather than by physical exchange ?

(iv)  Who allows companies to promote their products in short messages
limited to 140 characters ?

(a) Google (b) Twitter
(c) WhatsApp (d) LinkedIn
(v)  Which type of communication has been popular in penetrating
markets ?
(a) Word of mouth (b) Promotion
(c) Direct marketing (d) Selling

(vi)  Why does the marketer design the product package according to the
changing customer preferences and attitudes ?

6. Answer any 5 out of the given 6 questions. 5x1=5

1) What is chosen by the management of a firm while making
estimates of profits at different levels of production at different
prices ?

(a) Quantum of production

(b) Cash flow to the firm

(¢) Revenue to the firm

(d) Best combination of production, volume and prices

(i)  Which Indian industry out of the following is one of the largest in

the world ?
(a) Electronic Industry (b)  Automobile Industry
(c) Fashion Industry (d) Steel Industry
(iii) Who independently owns a firm and takes title to the goods
handled ?
(a) Agent (b) Distributor
(¢) Retailer (d) Wholesaler

(iv)  Under which pricing method will a firm charge different price from
different customers according to their ability to pay ?

(a)  One Price Policy (b)  Penetration Pricing
(c) Dual Pricing (d) Competitive Pricing
(v)  What is meant by ‘Sales Promotion’ ?

(vi)  What is meant by ‘Service’ ?
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(FRreerowes we) (30 i)
TR BT T 130 70 5 3991 § G [81 8 I941 & It 9T | 9 J97 & I
20 - 30 3155 7 a7 | 3x2=6

7.  TUH BEA § 1 (AThg) Sl hH H T < =01 hl T SHET |

8. U IgHl & foIu ITqdafcher hivrcAl ol Hawd HHSTST |

9. U¥ UlE UM BId & 9 Ueh oAk o SAfhed 1 9Ui hid 3 | fohegl = &1 g=h
ERIERS

10. Hfthea foshrl o1 G Rt o fofir =l 1 Sg@ HIT |

11. U 3ITH o gl e SR hl THATST |

13T 70 5 J991 7 @ f67 3 FoI & I 20 - 30 eel § & | 3x2=6
12. 3T o INMYR W ARG fasma qon fasha gadq 7 3= wuse hifve |

18. 34 Givd Hifgan fquoe wiewm ol aHesT S 7YY TeEdl il fashd sed et
TG HTHER Y i T JTE Y& Hidl 7 |

14. U 309G o HoI-HUNu # SAeETieh e @i adld T Agwqul Haieh
HU B ?

15. 1T, 2019 %I T 4 Th T 3L foete TR-FHSPR Giel wg 36 oIy
Tilied TH, 1Y WRETd Y &l foha | 38k UvaTq 364 1 fo=m s1ae
gfEr & @19 @ren fohu {6 ag o1a anfve weweme ey (T.um ) @il Fehdl
2 | 31E & YR hl Ug=M hIfTT den 9ok fosg § 99 § gugmsy |

16. fauum T8t & Yada gesk g fAsaifed i <l GHEST |
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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. 3Ix2=6
7. Enlist the steps to sort data in a file.
8. Explain the importance of interpersonal skills for an entrepreneur.

9. There are five parameters that describe an individual’s personality. Enlist

any four.
10. State the various steps to overcome personality disorders.
11. Explain any two functions of an entrepreneur.
Answer any 3 out of the given 5 questions in 20 — 30 words each. 3x2=6

12. Distinguish between personal selling and sales promotion on the basis of

objective.

13. Explain the platform for social media marketing which provides its

members the opportunity to generate sales leads and business partners.

14. How is location of a business organisation an important determinant of

price of a product ?

15. X purchased an expensive inverter split air-conditioner on 15t May, 2019
and he didn’t purchase AMC at the time of purchase, but eventually he
discussed and expressed his thought to his family members that he might
purchase AMC now. Identify the type of product and explain it in brief.

16. Explain the functions performed by promotion element of marketing mix.
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fow 70 3 991 7 @ fab81 2 F¥71 & I 30 - 50 3151 4 e | 2x3=6
17. Tk IqATf Yesfor fofa & <= gfafaa g 2
18. faqwr wream & ==F & yWifad o IOl 3IUIC © TEUd hRehl <hl <=l

i |
19. 9 TR & 79t foauor greemt i 9 |
130 10 5 3991 4 @ 618 I941 & I 50 — 80 Isq] 7 7 | 3x4=12

20. 9RA H o9 9 et aft U foRU U @it @l ARG TR o TRed Td
IRAR oAU FATE o F=d hE i dd YRAE @ gRe Td 7
ITiereRter T ST fohu U e gRen fafe=m, 2011 1 9e T gial 8 | 36
=T IcdTel shl Fepfd qAT ST o folU STcAferh ol aviF, gianm dagmH!,
Ife $o 7, I TELIHdT B |

STE | A ATERON 6l Tg=H hIfT qT Eeh! {HeRT THEST, |

21. WoI-FuRor &1 wwifad o arel fafie sient o W G 9o awsse S Tl
o1 e w1 & e H gid # |

22. fefafga Icuel & Ut Icutes faawor & form wream &1 == KU qon
w1 2

(%) ¥E N A I
(@) @
23. Yadd 0 <kl gt 9 WiEAT WHifd a9emsy |

24. AT fIIUM T qRURE foqum & 3 o HiE =R fog ST |
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Answer any 2 out of the given 3 questions in 30 — 50 words each. 2x3=6
17. What does a useful packaging decision include ?

18. Discuss the factors related to the product affecting the selection of the
channel of distribution.

19. Explain the three types of indirect channels of distribution.

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

20. In India all the packaged foods sold are required to comply with the Food
and Safety Regulations, 2011 issued by the Food Safety and Standards
Authority of India functioning under the Ministry of Health and Family
Welfare whereby the products require more extensive descriptions of their

nature and use along with safety warnings, if any.

Identify the concept discussed above and explain its role.

21. Name and explain the various factors affecting pricing which are within

the control of a firm upto a certain extent.

22. Which channel of distribution will be selected by the manufacturer if he

deals in the following items and why ?
(a)  Perishable goods
(b)  Diamonds

23. Explain Push and Pull strategies of Promotion Mix.

24. Give any four points of difference between online marketing and

traditional marketing.
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