424/Comm.  UGBrdSem/BCOM-G-SEC-T+P-01ARBA3

U.G. 3rd ngéster Examination - 2023 |

COMMERCE
. [PROGRAMME]
Sklll Enhancement Course (SEC)
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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 have to option either questions BCOM-G-
SEC-T+P-01A OR questions BCOM-G-SEC-T-01B.

Full Marks : 20 . . ' Time : 1 Hour

Course Code : BCOM-G-SEC-T+P-01A
Course Title : E-Commerce
GROUP-A
(Theory)
[Marks : 20]
1. Answer any thrree questions:’ 2x3=6 '
R-I R A e e - '
i) Whatis Electronic Payment?
Electronic Payment &?

{i) Mention two objectives of E-Commerce.

E—Corhmercé 97 qf5- S T TRt
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iii) What are the disadvantages of Credit Cards?
Credit Card-q3 SPifRutef iﬁ? -
iv)  What is Smart Card? '
Smart Card &2 -
V) What is E-Wallet?
o E-Wall.letr ﬁ? '
- Answer any one quéstion' 5% 1._=5
G- G = 20i Te vl
i) - What do you understand by the term E-
Commerce? What does it dlfferent from E-
“Business? 2+3=5
E-Commerce *¥5 @id1 gft § @rie aft E-
Business (33 RoIta St 2 .
ii) What is Supply Chaih- Management? What are
the advantages of Supply Chain Management?
' 2+3=5 "
Supply Chain Management ¢ Supply Chain
‘Management-43 R4t 7 &2
3. " Answer any one question: - 9%x1=9
) Descnbe Busmess-to Customer: of e-busmess
' . model. What are the advantages of B2C model?
What are the challenges that é-businesses face
in implementing B2C initiate?  2+3+4=9-
424/Corm @)
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Businiess-to-Customer of e-business S0w&i(S 2y .

- AN B2C wreEioa 1 {1 2 B2C 3t asmE
TTPAE (P (P SO TR = 2

What is Paymént gateway? How does a payment
gateway work" Write the advantages and
dlsadvantages of payment gateway.

- 2+3+4=9

Payment gateway T2 azs% Payment gateway

I3 31% I 2 Payment gatéway-a3 Sjﬁtn‘ GR

‘miﬁm@mﬁsﬁﬁ?

GROUP-B
[Practical]

(3) [Turn over]




Full Marks : Time : 2 Houi’s

‘Course Code : BCOM-G-SEC-T-01B
Course Title : Personal Selling and Salesmanship
[Marks : 40]

1. Answer any five questions: 2x5=10

E-CIE Aot 2T Tea e
i) W‘hat is sales management?
fga I 2 '
ii) What is the meaning of ‘Prospect’?
‘epirel® aq a2

What do you mean by ‘motivation’?

ii1)
“(ergell FET00 N (2
iv) Whatis ;objection handling"?
weife FrefFR 2
v) Whatis ‘defnonstration"? :
‘e e -
vi) What do you mean by ‘tour diary’? -
RO e @R

vii) - What do you undestand by ‘presentation’?

ToAgHa R ol [ @i
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viii) What is ‘objection handling’?

sielf ek e '
Answer any two questions: . 5%2=10
(F-GRIT {6 AT Te WIS

i)  Differentiate between Marketing and Pefso
- Selling. : ' nal

et @R iRpore Rt Teg =iy fee

i)  Distinguish between buying motives and seliin
g

points.
R S GR R AECE W Ay 7|

iii) What is tour dairy? Give a proforma of a t
our

dairy.

P SIS @B caremi e |
iv)  Explain various types of salesperson.

Rfen qaea Reraas il 4
Answer any two questions: 10><2%20

- 5 AT T i

i) Explain the meaning and importance of
o

Prospect? Mention the characteristics fq
T
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qualifying as prospect. Discuss about the method 1o o o c) . Value based selling

- C of Prospecting. | : ' e o |
-i‘ . - Prospect @9 i ¢ oFg JiY! | TASRAL W | ‘ o - ]jaily report
| | mwmmﬁmwmﬁ\m _ B
g TNE S 7 G & i%ﬁ_, s

ii) What is selling approach? What are its
| ‘ signiﬂcanée? Explain various methods for.
making the approach.

E 'ﬁ@ﬂﬂﬁ%%?ﬂﬁ@&%ﬁs?mmtﬁﬁaﬁﬁ
IGfS Y T

[iii) What is objection handling? What are the

P - various type of objections? Explain various .=~ '
l | " methods of handling objections.

: S mﬁ%ﬂﬁmﬂmﬁs?ﬁ%ﬁwmﬂ%ém%ﬁw

oif ~HfEstETaE R 1= Tt 1
b . ‘ iv) - Write short note on (any two): . ) 5+5
| | @R e e

"a)  Prospecting and qualifying
eyl 9 TS S |

| ) ‘ b) Pre approach _ '
A TS
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