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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.

Students have option to answer Either Question (BCOM-
H-SEC-T+P-01A) OR Question (BCOM-H-SEC-T-01B)
Course Code : BCOM-H-SEC-T+P-01A°
Course Title : E-Commerce
GROUP-A (Theory)

Full Marks : 20

- Time : 1 Hour
1. Answer any three questions: . 2x3%6
R e erpyn B e
1)  Mention any two limitations of convgntional
| Commerce, \
e e cr-cor 1 Mot B 7

ii)  What do youy mean by, E-Business?
E-Business 3eyre of f& @aRie
iif) What is 3 Digjtal Wallet?
. Digital Wallet R |
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iv) What is Credit Card?
Credit Card 2 |

v)  What is B2C model of E-Commerce?
E-Commerce-a9 B2C (s 3ere & @RI 2

2. Answer any one question: 5x1=5

| @@ @3 A0iT Ted wie ¢
i) Write a brief note on the evolution of
- E-Commerce in India. ' ’

SIS E-Commierce-43 Rass syoje sigraprst 361!

| ‘
'ii)  Write a short note on Payment Gateways.
) Payment Gateways ™ItE Bt ceya |
3.. Answer any one question: ' 9x1=9

@I, @i eesa Te whe ¢

i) What are the features -of E-Commerce? State

for what purpose E-Commerce ig ysed.
' 5+4

E-Commerce-43  (AF%yafy R o - (?FF{’

Boary E-Commerce J3g7 7y 0

ii) Define online banking. State the importance *

of online banking and the risks inyolved with
online banking. ‘
SRR R A5 TG | Sing pifee g @ g

4R 7 A TS R Ry ey 11
B 1+4+4
GROUP-B
(Practical)
403/Comm(C) (2).
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OR , :
Course Code ;: BCOM-H-SEC-T-01B

Course Title : Personal Selling and Salesmanship

Full Marks : 40 - o .Time : 2 Hours
1. Answer any five questions: 2x5=10
@I Aofo erig Tea wie ¢ .
- 1) Define career opportunity in selling.
Rt st qaEe-qg @ me .
ii). What do you mean by tour diary?
B oIt < e R @R
iii) What is periodical report? L .
iv) What is creative selling approach? Give an -
example. : o '
v) ~ What do you mean by order book?
SR R S R @RI
vi) Define motivation.
(RN HLHE v |
Vi) What is consultative selling? Give an example.
AT Ry oo gl G M
viii) What is esteem need? Give an appropriate exgmple.
TG el 9 ¢ el ST S el “10
. Answer any two questions: ‘ ) 5%2=
- -(FIAt 2 e
i Briefejﬁjim Tynami ¢ nature of motivation®.

(R Ao v’ el TN ¥
ii i
1) Do you think that personal S'ty 9 Give explanation.

buSineSS, customers and socie
IS Rirm-gra, 412 @R T G ED LAk

(P M Wi |
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. iii) Explain the relationship between personal sellmg,
salesmanship and sales management.

Jfeers R, hwwﬁwwﬂmmm
JrYi I

. iv) What is the difference between personal selling and |

salesmanship?
Ifeere Ry 93 Reraeacia g m@ﬁs?

3. Answer any two questions: 10x2=20
L @I gfS v Ted wie 3

i) . What do you mean by daily and periodical reports"

Discuss their necessities.
a8 SRR ST TS R (IR 2 it ATl
- R s 991 '
~ ii) Explain the myths of selling. -
o R S gr R :

iii) What is selling approach? What are its significance?
Explain various methods for makmg the selling
approch.
ﬁm%ﬁsﬁwmmﬁﬁvﬁmmrﬁa%
e gy 41

iv) Write short notes (any two): ' 5+5 -

Bl Tt (-Gl 4fB) 8

a) Sales management
REa gl

b) Periodical reports
siffafie e

c) Customer follow-up
siies Fe-i

d) Demonstration

i
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