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The ﬁgures in the right-hand margin indicate marks.
Candidates are required to give their answers in their
own words as far. as practicable. ‘

Student shall option Either Question (BCOM-H-SEC-
T+P-01A) OR Questlon (BCOM-H-SEC-T-01B)

Course Code : BCOM-H—SEC-T+P-01A

C(_)urse Title : E-Commerce
| GROUP-A (Theory)
Full Marks : 20 | Time:1Hour _
1. Answer any three questions: - 2x3=6 |

&I TS s G e 8 '

i) Write the full form of UPI and NCPL.

UPI @3¢ NCPI-¢3 sffast |
ii) Whatis Debit Card? .~
' Debit Card 2
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ili) What is B2C model‘of E-Comr'nerce?i ' _ . - ii) What are the features of E-CommerCe?~ State

L - ' ' - e is used.
. E—Commerce—«aa B2C w1 1 & @ﬁt? o o _ for What_P}n'pose E-Commerc . .

. iv) Mention any two llmltatlons of conventlonal

E-Commerce~a9 erﬁ@mﬁ ﬁs ﬁs? cac ey

commerce. .
ST E—Commerce W@WW'
"WW@-@WEEWWWI .
V) What is Online Banking? L
GROUP-B -
mﬁrﬁi\ﬁs? - . . A o
. o T S o (Practical)
2.  Answer any one question: = . . 5x1=5 ‘ . .
-G @2i% arszr Te wie 3 |
i Write a short note on Digital Wallet - ' [ :
- .%%Bm\ezrrca%wﬁmmu o o
' i) Write a brief note on the evolution of o
- E-Commerce in India. o .
| W,Efcomerc&QﬁWW#Wﬁﬁ‘ﬁT A , .
-3, -Answer'a'ny«one questidn: S o §x1=9
(3G @36 & Teq Ml ¢
i)  Whatare the risks lnvolved in e—payments‘) How
would you mmumze those? 544
e-payments-43. 7Y RS Yroafy s g ot
| ﬁwﬁﬁ@ﬁﬁmm?
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GROUP-B

Course Code : BCOM-H-SEC-T-01B

‘Course Title :

Full Marks : 40

Time : 2 Hours

1. Answer any five queéstions: 2x5=10
@@ ol don B e 3 :
i) Define ASalesmanshi'p. ,
| " CRPTARoR 7wl fe |
- ii) What i's‘Cash memo? |
- Rl oo
iii)' What is objection handmg?
gkt @
iv)  What do you mean by tour diary?
V)  Define career opportunity in selling,
R T a7 it me
vi) ~ What do you mean by mterrogatlve approach in -
_ sellmg process? _
© 341/Comm. ()

Personal Selling and Salésmanshi'p '

vii)

What is est'e‘erh need? Give -an appropriate.

- example.

B WW%?W%@WWI

viii) Discuss different source of information used

. bya salesman before approaching a prospect:

B T PR AR e e Rt

2. Answer any two questions:

SIRECACRIERSICERCC Gz S .
5x2=10

-G B e B e 2

. ).

Briéﬂy discuss about salés manueii_' and order

- book.

ﬁmwamwﬁa@wvrmﬂwm
F| '

What is the difference between personal selling

and salesmanshlp‘7

‘ WTW@«WW’H@%?

)
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What do. you mean by self Iactuahzatlon?‘ .

Tllustrate self actualization on the back drop of

buying motive of a customer? ‘
F-IIGIR JE106 R 6 (I ¢ o MR oy
TACTR SPDICS GLei 3-IRBIOITE Dl
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Briefly expléin the 'dynami.c.nature of

iv)
motivation".
‘R sifsRet eﬁp‘ﬁ ﬁ"m-zvf [ T
3. Answer any two questlons B 10x2=20

i)’

Explain the myths of selling,

if)

- dii)

Explain the meaning and impbrtance of
prospect. Mention the characteristics for

qualifying as prospéct. DlSCUSS about the method -
-of prospectmg

WW%G@WWWlWW@W

Wtﬁﬁﬁmﬁ@mwnmﬁomm '

oA 991 :
‘What do YOU mean by daily and perlodlcal

" reports? Discuss their necessities,

iv)

~mewmm@m?m

sirEAIS! R SETs 57|
Write short notes (any two):"
Bl T (-G D) ¢

~a)  Sales management
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R T

(6)

d)

: bemdnstratipﬁ
Buying m'otivesA
| @mm

Prehmmary stages of Personal Selhng

Process
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