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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-G-SEC-

T+P-01A) OR Question (BCOM-G-SEC-T-01B)

BCOM-G-SEC-T+P-01A
GROUP-A

(E-Commerce)
[Marks : 20]

Answer any three questions: 2x3=6
@Il foaft avs Tex wie ¢
1)  What is Credit Card?
Credit Card &5 ?
11)  What is the B2B Model of E-Commerce?
E-Commerce-43 B2B (T &2
111)  What is Core Banking?
IR i &6

[Turn over]

1v)  What do you mean by E-Commerce?
E-Commerce J#1(® & (@RI 2
v)  State two importances of E-Commerce.
E-Commerce-43 U @Fg (51041 |
2. Answer any one question: 5x1=5

@@ @36 arF Ted wie ¢

i)

ii)

What is the importance of Online Banking?
SR ifEe-9q wweule i 62

Write a short note on Business-to-Consumer
(B2C) model of E-Commerce.

E-Commerce-a39 B2C WO Tod Bl (712 |

3.  Answer any one question: 9x1=9

@@ @36 arF Ted wie ¢

)
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What are the limitations of conventional

commerce? How E-Commerce overcomes

those limitations? 5+4
sfelgsiies Alfirera Amaelsfe /52 E-Commerce
el 2 SMasiwls sfows e

Describe the Online Banking. Why it is
important? 4+5

SiEiee JifE KRG il S |12 @ wwge 2
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GROUP-B BCOM-G-SEC-T-01B
(Computer Applications in Business) [Marks : 40]

[Marks : 20] 1.  Answer any five questions: 2x5=10

Q- B erem Ted wis ¢
1)  What do you understand by 'Personal Selling'?

‘Ffeare ey e < @e

(To be conducted by the respective college)

i1)  What is 'Sales Management'?
T s e

ii1) What is Tour Diary?
RIS

1v) Define 'After Sale Service'.

‘fiera Teq #faEal Aceife 41

v)  What do you understand by Career
Opportunities in Selling?

@@ 'Career Opportunity' IS & (A 2
vi)  What is 'Demonstration'?

‘Gl 2
vii) Define Motivation.

TRl IRl 9 |
viil) What is 'Periodical Report'?

‘Frenifes afsave Fie
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2. Answer any two questions: 5x2=10

@-(FIC 76 &F Ted wie ¢

1)  What are the Methods of Prospecting?
AoyiHe Aol & 62

i1)  Briefly explain the term 'Sales Manual'.
“Rgea SgIer 1% ATl 1A 4|

1i1) Mention the reasons of 'Objection Handling'.
“ioffe giefr a7 sEdel S 9|

iv) Briefly explain the 'Dynamic Nature of
Motivation'.
SRR AAfeRe e’ FLCHCs! I 4 |

3. Answer any two questions: 10%x2=20

@-(FIC 76 &F Ted wie ¢

)
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Give a brief description of buying motives and

their uses in personal selling.

@A Sy a3 Tt [iere Siva 92 T=>iE
O35 Mg a9 mie |

What are the measures for making selling an

attractive career?

e 9ol SR i o s o 5
BIREISI (%
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111) Explain the Ethical Aspects of Selling.

TR e e afe gl = |
1v)  Describe the features and methods of 'Closing
Sale'.
oS [ -g9 (A% @R Amhofe] Tl 9 |
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