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1. . Answer any three questions: me : 1 Hour

@I o el TS W ¢ 2x3=6
;i)  State two Purp0Ses of E Gt
E-Commerse tﬂa‘iﬁ%ww s
ii) What do you mean by E"Bllsin. ;
 E-Business ¥10° SN f =i ess?
iii) What is a Digital Wy,
Digital Wallet 72 :
iv) What is Credit Cargs
credit Card 7
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v) ~ What is the C2C model of E-Commerce? * - o o
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E-Commerce < C2C (Wl 3103 & A2

2. _ Answer any one question: : 5%1=5 Course Titlg : Personal Selling and Salésma“ShiP
. . L : Full Marks : 40 _ Time : 2
@-CIT G mw we ¢ o 1." Answer any five questions: - 2x <_)urs
i)  Compare between Debit Card and Credit Card. © @I A argm Ter e ¢ 2x5=10
" . .Debit Card <R Credit Card 3 X Gl A | i) What is sales management?
.. . _ Rer oMt Ree
il) Write a short note on Payment Gateways. - i) What is demonstration?
. Payment Gateways S=ité D1, 74| el e | S
'Answer any one question: v 9x1=9 iif) What is periodical ‘report?
@@ @3 e e e s . . A e o
) L. ' L iv) What is creative selling appr
i) What are the limitations of conventional example. o PProach? Give an -
commerce? How far do you think that those e Ry «igt Be WWWI . ,

limitations have been solved by E-Commerce?
' 4+5
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SIS E-Commerce AR TR AT T

v) What do you mean by opqe
e e
vi) Define motivation.
ERR AR S|

vii) What is consultative sellinoo - .
oratspders R R ng? Give an‘?Xamme, .

bk i » iii) Write two characteristi e |
ii) Deﬁne: online papking. State the importance vlu) rite @zgrlcﬁﬂﬁ'ﬂ:i% of a good salesman,
~ of online banking and the risks involved with 2. Answer any two questions: [siLc R N TR
online banking ; _ " -Gl W e B e g 5%x2=160
. WW‘%WWIWW@ TG i) Define personal selling Discuss its nature - _
R N Fops FRrofl Raca w1 41 ~ objectives. ' reand
o Fffers R eI g | e
SR 144 e 58 St weTisa
GRoyp-B if) Do you think that rl; STS0ng| selling is im ortant f ]
(Pracs: * business, custom®s Md saciery o ;0 ey
Tactical) TRFare REF-T7h AW gz explanation.
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c. N ' II

iif) Explain the felationship between personal selling, H
. salesntanship and sgles management. |

- SIS R, R RO

- i 3 P

iv) What precautions are to be made at the time of ﬁ

handling objectiony - - ]

AR IReT sy syt SRETE FACS T |

3. Ans_wer any two questions: : : 10x2=20 : (
-G b e B m ¢ - -
) Whiat are sales repoyts? what purpose doesit serve? -

Explain varioyg types of sales reports. |

SR By e 185 90 ¢ RIS 47 i

R Reetfs <y

) What is motivatigp, Explain Abrzham Maslows
~ heed hierarchy theory of motivation.

G Re? Abrahag, C e EACC T AT
TR0 | Maslows &L , o

i) Whatis selling apypye . - o v are it significance?
Explain varioyg métho ds for making the selling
approch. -
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V) Write short notes (.. ]
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a)' Transact
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. ‘ b) . PeriOdica] reDOrts
©)  Customer foll,
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