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In Par-II Question No, 11 to 22 are total 
12 questions of 4 marks each, out of which 

8 questions are compulsory to attempt. Answer 
should be clear and to the point. The answer of 
each question should not be more than one 
page. 

(vi) r-III e yHs tvT 23 3 27 a6 Mat 

174-SS 

H-III 4 s9 23 Ter 27 6 sr&i g4 b 

In Part-III Question No. 23 to 27 are of 6 marks, 
give answer of any three questions in clear 
words and to the point, The answer of these 
questions should not be more than bvo pages. 

fradt aST at ? 

STd-I r-I Part-I 

What is Salesmanship ? 

1 

1 

[Tun over 



174-SS 

[Tum over 

174-SS 

(iv) afIAI 

Expand 

the 
term 

EFT. 

(i) 

(ii) 

4 

EFT 

# 
fEAT 

ft 

frfeftà 

-

(-�fer 

P? 

10. 

EFTe 

feera 

fyë 

1 

(iii) zuea 

(iv) rfsI 

What is 

(i) H3T 
? 

9 

7. 

�s 

fesftrt 

f 

fadr 

tradtfaa 

er 

P" 

(iii) 

24x7 

hours 
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a week. 
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you 

mean 
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traditional 

trading? 
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During night only 
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During holidays only 
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E-rnarketing is available 

What 
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selection 

of 
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Discuss 

the 
future 

status 

ofe-trading 

in 
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Write 
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four 

disadvantages 

of 
E-Banking. 
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Explain 

the 
advantages 

of 
sales 

promotion. 

Explain the process 
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Explainvatious 

advantages 

of 
E-marketing. 
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Discuss 
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of 
sales 

promotion. 
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Discuss 

the 
features 

of 
e-marketing. 
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'Salesmanship 

as 
a 

career' 

Discuss. 
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Discuss 

the 
present 

status 

of 
e-marketing 

in 
India. 
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Discuss 

any 
two 

types 
of 

salesman. 

4 

4 

11, 

feadt 

aast 

t 
at 

fat 

et 
vaeT 

�d 
I 

4 

4 

Explain 

the 
prerequisites 

of 
e-trading 
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Discuss the role of media in sales promotion. 

Explain the advantages ofe-trading. 

What is the status ofe-banking in India ? Explain. 
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Differentiate between e-marketing and traditional 
marketing. 
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