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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.

Course Code : BCOM-P-SEC-T-1A
Course Title : E-Commerce

Full Marks : 20 Time : 1 Hour

1. Answer any three questions : 2x3=6
@it FowfS 2lva Tex we ¢
i) What is E-B,u‘siness-?'
E-Business I/ =7 .
i) What is the Full form of G2C?
 G2C s st =g e
iii) What is Online Banking?
Online Banking FRICE =12
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iv) What is the Full Form of ATM?
ATM 3 oz o e
v)  What is search engine?
Search Engine $QI(F =12
2. Answer any one question : IXi=3
- @35 2ras Ted wies 3

i) Distinguish between E-commerce and E-
Business.

E-commerce ¢ E-Business <3 #ide e
ii) ~ Write short notes on Credit card.
Crédit' card F{F A< B @Y |
3. Answer any one question : 9x1=9
@-CICN @Fb @rsia Ted mhe ¢
1) Explain the features of E-Commerce.
E-Commerce @31 (@@pefe =iemat 321

ii) Discuss the activities of organisations like
Flipcart, Amazon.

Flipcart, Amazon FXZISfEa FrEast TAF (=<l
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Course Code : BCOM-P-SEC-T-IB
Course Title : Personal Selling and Szlesmanship

Full Marks : 40 Time : 2 Hours

1. Answer any five questions : 2x5=10
@ Ao 2 Ter wie ¢
i) Define team selling approach.
e R yiReHia Wie wie |
ii)  Define Prospecting. Give appropriate example.
| EEI-GF A WG | ST THIZIY WG |
iii)  What is presumptive closing?
ST TGS 2

iv)  What is the full form of AIDA? In what type of
selling process AIDA is applicable?

AIDA-~g3 54 T 9 ? (I 7073 [y Amfore
AIDA &31%5 ?

V) What do you mean by patronage buying motive?
| BIAES TS TS B ER?
vi)  What is order book? What is its utility?
SR R R GF AR Fie
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vii)  What is non-profit selling? Give an appropriate
example.
eSS e e 9o @‘ﬁ{@ St |
viii) What is canned presentation?
e SHAZHAN 2 |
2. Answer any two questions : 5x2=10
T §fo AT TeA 7S ¢
1) Discuss the ethical aspect of selling.
Rewm @foe fe SEpa 391
ii) Discuss the characteristic features of é
- salesperson.
Reredlia Rl s $41
ili)  What are the differences between rational and
emotional buymg motives?
T @R AR TR @IW@%?I &
Al [
iv)  Write a short riotc on sales report.
| R e S4a wfed Bt (@91
3. Answer any two questions : 10x2=20
| -CRIE! o SCer TEd M6 ¢
i) | Elaborate different methods of Prospectmg
wEE-aq Rifen *feq Rge SEna 34
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What are the different types of sales
presentation? Illustrate each type with
appropriate example.

fRgn Torgemr [fon aerrensf & &2 3are

Wmﬁ\%ﬁwmatmmlf'

iii)

 What do youv mean by myths 'of selling?

Discuss seven myths of selling.

iv)
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FEPIRA A F4 |

Discuss the steps of consumer buying process.

core! T dfeaia smrmeafs st 41
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