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2009 

SALES & MARKETING 

Time Allotted : 3 Hours Full Marks : 70 
 

The figures in the margin indicate full marks. 

Candidates are required to give their answers in their own words 

as far as practicable. 

GROUP – A 
( Multiple Choice Type Questions ) 

1. Choose the correct alternatives for the following : 10 × 1 = 10 

i) Which one of the following is not an open-end 
questionnaire ? 

 a) Completely unstructured 

 b) Story completion 

 c) Intention-to-buy scale 

 d) Word association. 

ii) Which one of the following is not a close-ended 
questionnaire ? 

a) Rating scale 

b) Thematic apperception test 

c) Likert scale 

d) Dichotomous. 
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iii) Which one of the following is not a traditional form of 
media for communication ? 

 a) Radio b) Television 

 c) Internet TV d) Danglers. 

iv) Advertising is a paid form of .................... presentation 
and promotion of ideas/goods/services. 

 a) Personal b) Illustrative 

 c) Powerpoint d) Non-personal. 

v) An ad-hoc interview is 

 a) planned 

 b) structured 

 c) un-planned 

 d) relatively longer in duration. 

vi) A Likert scale question is 

 a) a question with 2 possible answers 

 b) a scale that rates the importance of an attribute 

 c) a statement that shows the level of 
agreement/disagreement 

 d) a scale that rates some attribute from “poor” to 
“excellent”. 

vii) In a personal sales call, the 4th step that comes after 
prospecting, pre-approach, approach is  

 a) overcoming objections 

 b) negotiations 

 c) presentation and demonstration 

 d) follow-up. 
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viii) The term ‘cross-selling’ refers to 

 a) the company’s direct products sold to him 

 b) the company’s other products sold to the guests 

 c) third parties are involved in selling the products of 
the company 

 d) online sales of products. 

ix) Which is not a constituent of Guest Information 
Management ? 

 a) Guest comment card 

 b) Mystery shoppers 

 c) Point-of-purchase ( PoP ) scratch cards 

 d) Company records. 

x) The term ‘going-rate pricing’ basically refers to 

 a) setting price based on the competitors’ price rather 
than company cost or demand 

 b) setting price based on the company cost 

 c) setting price based on the country’s economy 

 d) setting price based on maximizing profits. 

GROUP – B 
( Short Answer Type Questions ) 

 Answer any three of the following. 3 × 5 = 15 

2. What do you mean by promotion mix ? Describe with 

suitable examples. 

3. What do you mean by open end and closed end 

questionnaires ? 
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4. Mention the four types of customer interview with an 

example each. 

5. What are pros & cons of a customer interview ?  

GROUP – C 
( Long Answer Type Questions ) 

 Answer any three of the following.  3 × 15 = 45 

6. Explain the concept of personal selling. State the various 

steps involved in the process of personal selling  with 

suitable examples. 

7. What do you understand by Marketing Information System     

( MIS ) ? State the various functions of MIS with their 

implications. 

8. Explain the various steps of a new product development 

cycle. State the various processes and strategies that you will 

be taking into consideration for the above. 

9. What is your idea of pricing policy ? Mention the various 

factors to be taken into consideration while setting the price 

of a product or service.  

    


