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√ÿfl‚Êÿ ¬’̋¢œ ó ÁmÃËÿ ¬òÊ 
( BUSINESS MANAGEMENT — Second Paper )  

‚◊ÿ — 3 
1
4  ÉÊá≈U  

¬ÍáÊÊZ∑§ — 60 

 ¬⁄UËˇÊÊÁÕ¸ÿÊ¥ ∑§ Á‹∞ ‚Ê◊Êãÿ ÁŸŒ̧‡Ê — 
 GENERAL INSTRUCTIONS TO THE EXAMINEES : 

 1. ¬⁄UËˇÊÊÕË¸ ‚fl¸¬˝Õ◊ •¬Ÿ ¬˝‡Ÿ ¬òÊ ¬⁄U ŸÊ◊Ê¢∑§ •ÁŸflÊÿ¸Ã— Á‹π ¥ – 
  Candidate must write first his / her Roll No. on the question 

paper compulsorily. 
 2. ¬˝‡Ÿ ¬òÊ ∑§ Á„UãŒË fl •¢ª ̋¡Ë M§¬ÊãÃ⁄U ◊ ¥ Á∑§‚Ë ¬˝∑§Ê⁄U ∑§Ë òÊÈÁ≈ U / •ãÃ⁄U / Áfl⁄UÙœÊ÷Ê‚ 

„UÙŸ ¬⁄U Á„UãŒË ÷Ê·Ê ∑§ ¬˝‡Ÿ ∑§Ù ‚„UË ◊ÊŸ ¥ – 
  If there is any error / difference / contradiction in Hindi & 

English versions of the question paper, the question of Hindi 
version should be treated valid. 

 3. ‚÷Ë ¬˝‡Ÿ ∑§⁄UŸ •ÁŸflÊÿ¸ „Ò¥U – ¬˝‡Ÿ ‚¢ÅÿÊ 23 fl 24  ◊ ¥ •ÊãÃÁ⁄U∑§ Áfl∑§À¬ „Ò¥U – 
  All the questions are compulsory. Question Nos. 23 and 24 have 

internal choices. 
 4. ¬à̋ÿ∑§ ¬˝‡Ÿ ∑§Ê ©UûÊ⁄U ŒË ªß¸ ©UûÊ⁄U-¬ÈÁSÃ∑§Ê ◊ ¥ „UË Á‹π ¢ – 
  Write the answer to each question in the given answer-book only. 

 5. ¬˝‡Ÿ ‚¢ÅÿÊ 2 ‚ 7 Ã∑§ •ÁÃ ‹ÉÊÍûÊ⁄UÊà◊∑§ „Ò¥ U, Á¡Ÿ∑§ ¬˝àÿ∑§ ∑§Ê ©UûÊ⁄U 20 ‡ÊéŒÙ¥ ‚ 
•Áœ∑§ Ÿ „UÙ – 

   Question Nos. 2 to 7 are very short answer type questions. 
Answer to each of the questions should not exceed 20 words. 
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 6. ¬˝‡Ÿ ‚¢ÅÿÊ 8 ‚ 15 Ã∑§ ‹ÉÊÍûÊ⁄UÊà◊∑§ I ¬˝∑§Ê⁄U ∑§ „Ò¥U, Á¡Ÿ∑§ ¬˝àÿ∑§ ∑§Ê ©UûÊ⁄U •Êœ 
¬Îc∆ U ‚ •Áœ∑§ Ÿ „UÙ – 

   Question Nos. 8 to 15 are short answer I type questions. Answer 

to each of the questions should not exceed half page. 

 7. ¬˝‡Ÿ ‚¢ÅÿÊ 16 ‚ 21 Ã∑§ ‹ÉÊÍûÊ⁄UÊà◊∑§ II ¬˝∑§Ê⁄U ∑§ „Ò¥, Á¡Ÿ∑§ ¬à̋ÿ∑§ ∑§Ê ©UûÊ⁄U ∞∑§ 
¬Îc∆ U ‚ •Áœ∑§ Ÿ „UÙ – 

   Question Nos. 16 to 21 are short answer II type questions. 

Answer to each of the questions should not exceed one page. 

 8. ¬˝‡Ÿ ‚¢ÅÿÊ 22 ‚ 24 Ã∑§ ÁŸ’ãœÊà◊∑§ „Ò¥, Á¡Ÿ∑§ ¬˝àÿ∑§ ∑§Ê ©UûÊ⁄U ÃËŸ ¬Îc∆UÙ¥ ‚ 
•Áœ∑§ Ÿ „UÙ – 

   Question Nos. 22 to 24 are essay type. Answer to each of the 

questions should not exceed three pages. 

 9. Á¡‚ ¬˝‡Ÿ ∑§ ∞∑§ ‚ •Áœ∑§ ‚◊ÊŸ •¢∑§ UflÊ‹ ÷Êª „Ò¥U, ©UŸ ‚÷Ë ÷ÊªÙ¥ ∑§Ê „U‹ ∞∑§ ‚ÊÕ 
‚ÃÃ˜ Á‹π ¥ – 

  For questions having more than one part carrying similar marks, 
the answers of those parts are to be written together in 

continuity. 
 10. ¬˝‡Ÿ ∑ ˝§◊Ê¢∑§ 1 ∑§ øÊ⁄U ÷Êª ( i, ii, iii ÃÕÊ iv ) „Ò¥U – ¬˝àÿ∑§ ÷Êª ∑§ ©UûÊ⁄U ∑§ øÊ⁄U 

Áfl∑§À¬ ( •, ’, ‚ ∞fl¢ Œ ) „Ò¥U – ‚„UË Áfl∑§À¬ ∑§Ê ©UûÊ⁄UÊˇÊ⁄U ©UûÊ⁄U-¬ÈÁSÃ∑§Ê ◊ ¥ 
ÁŸêŸÊŸÈ‚Ê⁄U ÃÊÁ‹∑§Ê ’ŸÊ∑§⁄U Á‹π ¥ —  

  There are four parts ( i, ii, iii and iv ) in Question No. 1. Each part 
has four alternatives A, B, C and D. Write the letter of the correct 
alternative in the answer-book at a place by making a table as 
mentioned below : 

 
   ¬̋‡Ÿ ∑̋§◊Ê¢∑§ 

Question No. 
‚„Ë ©UûÊ⁄U ∑§Ê ∑˝§◊ÊˇÊ⁄U  
Correct letter of 

the Answer 

 

 1.       (i)    
 1.       (ii)   
 1.       (iii)   
 1.       (iv)   
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 1. (i) ‚ê¬̋·áÊ ¬˝Á∑ ˝§ÿÊ ∑§Ê •ÁãÃ◊ ø⁄UáÊ „ÒU 
 (•) ‚ãŒ ‡Ê’hÃÊ  (’) ‚ãŒ ‡ÊflÊøŸ  
 (‚) SflË∑ Î§ÁÃ  (Œ) ¬ÈŸÁŸ¸fl‡ÊŸ –  
 The last step of communication process is  

 (A) Encoding (B) Decoding 

 (C) Acceptance (D) Feedback.  12  

 (ii) Á‹ÁπÃ ‚ê¬˝ ·áÊ ∑§Ë ‚Ë◊Ê „ÒU 
 (•) ‚Êˇÿ ∑§Ê •÷Êfl   
 (’) ªÙ¬ŸËÿÃÊ ∑§Ê •÷Êfl  
 (‚) ÷ÊflË ‚ãŒ÷¸ ∑§ Á‹∞ •ŸÈ¬ÿÈQ§   
 (Œ) ÁflSÃÎÃ ‚ÍøŸÊ ∑§ Á‹∞ •ŸÈ¬ÿÈQ§ –   
 The limitation of written communication is  

 (A) lack of evidence 

 (B) lack of secrecy 

 (C) unsuitable for future references 

 (D) unfit for lengthy information.   12  

 (iii) ¬Á⁄Ufl„UŸ ÁflôÊÊ¬Ÿ ◊Êäÿ◊ „ÒUU 
 (•) ∑ ˝§ÿ Á’ãŒÈ ÁflôÊÊ¬Ÿ ∑§ÊU  
 (’) ’Ê±ÿ ÁflôÊÊ¬Ÿ ∑§Ê 
 (‚) ◊ŸÙ⁄¢U¡Ÿ ÁflôÊÊ¬Ÿ ∑§ÊU  
 (Œ) «UÊ∑§ mÊ⁄UÊ ¬˝àÿˇÊ ÁflôÊÊ¬Ÿ ∑§Ê –  
 Vehicle advertising is a mode of  

 (A) purchase point advertising 

 (B) outdoor advertising 

 (C) entertaining advertising  

 (D) direct mail advertising.    12  
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 (iv) ©U¬÷ÙQ§Ê ‚¢flh¸Ÿ ÁflÁœ ◊ ¥ ‚Áê◊Á‹Ã „ÒU 
 (•) Áfl∑ ˝§ÿ ¬˝ÁÃÿÙÁªÃÊ∞°U  (’) »Ò§‡ÊŸ ‡ÊÙ  
 (‚) ‚÷Ê∞° fl ‚ê◊‹Ÿ   (Œ) ◊ÈçÃ Ÿ◊ÍŸ –   
 Consumer Promotion Method includes 

 (A) Sales contests (B) Fashion show 

 (C) Meetings and Seminars (D) Free samples. 
1
2  

2. •Ÿı¬øÊÁ⁄U∑§ ‚ê¬˝ ·áÊ ‚ ÄÿÊ •Ê‡Êÿ „ÒU ? 

 What is meant by Informal Communication ? 1 

3.  ™§äfl¸ªÊ◊Ë ‚ê¬˝ ·áÊ ∑§ ∑§Ùß¸ ŒÙ ◊ıÁπ∑§ ◊Êäÿ◊ ’ÃÊß∞ –  

 Mention any two oral mediums of upward communication. 1 

4. √ÿÊfl‚ÊÁÿ∑§ ¬òÊ ◊ ¥ Á‹Á¬∑§Ëÿ ‹ÉÊÈ „USÃÊˇÊ⁄U ∑§⁄UflÊÿ  ¡ÊŸ ∑§Ê ∑§Ê⁄UáÊ ’ÃÊß∞ – 

 Mention the reason for putting the clerk’s short signature in the 

business letter. 1 

5.  ∞∑§ √ÿÊfl‚ÊÁÿ∑§ ‚¢SÕÊ Á∑§Ÿ ©Ug‡ÿÙ¥ ∑§ Á‹∞ ’Ò¥Á∑ ¢§ª ‚¢SÕÊŸÙ¥ ∑§ ‚ÊÕ ¬òÊ √ÿfl„UÊ⁄U ∑§⁄UÃÊ „Ò ? 
∑§Ùß¸ ŒÙ ©Ug‡ÿ ’ÃÊß∞ –   

 What are the purposes for which a business enterprise makes 

correspondence with banking institutions ? Mention any two 

purposes. 1 

6.  »È§≈U∑§⁄U √ÿÊ¬Ê⁄U ∑§ SflM§¬, Á∑§⁄UÊÿÊ ∑ ˝§ÿ ¬hÁÃ ∞fl¢ ¬˝÷Êª ÷ÈªÃÊŸ ¬hÁÃ ◊ ¥ ∑§Ùß¸ ∞∑§ •ãÃ⁄U 
’ÃÊß∞ – 

 Point out any one difference between Hire purchase system and 

Instalment payment system as a retail trade form. 1 

7.  Áfl‡Ê ·ÊÁœ∑§Ê⁄U ŒÈ∑§ÊŸÙ¥ ∑§Ù S¬CÔU ∑§ËÁ¡∞ – 

 Explain Franchise shops. 1 

8.  ““‚ê¬˝ ·áÊ ÁŸÿÙ¡Ÿ ∞fl¢ ÁŸÿãòÊáÊ ◊ ¥ ‚„UÊÿ∑§ „ÒU –””  ‚◊¤ÊÊß∞ –  

 "Communication helps in planning and control." Explain. 2 
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9.  ‚◊Ê¡ ∞fl¢ ⁄UÊCǪ̂U ∑§ Á‹∞, Áfl¬áÊŸ ¬˝’ãœ ∑§ ◊„Uàfl ∑§Ù ÁŸêŸÊ¢Á∑§Ã •ÊœÊ⁄UÙ¥ ¬⁄U S¬CÔU ∑§ËÁ¡∞ — 
 (i) ⁄UÙ¡ªÊ⁄U ◊ ¥ flÎÁh 

 (ii) ‚Ê◊ÊÁ¡∑§ ¬Á⁄UflÃ¸Ÿ ∑§Ê ‚ÊœŸ – 
 Explain the importance of marketing management for the society and 

country on the following basis : 

 (i) Increase in employment 

 (ii) Means of social change. 2 
10.  ∞∑§ √ÿÊfl‚ÊÁÿ∑§ ¬òÊ ∑§ ‡ÊË·¸∑§ ÷Êª ◊ ¥ Á∑§Ÿ-Á∑§Ÿ Á’ãŒÈ•Ù¥ ∑§Ê ©UÀ‹π „UÙÃÊ „ÒU ? ∑§Ùß¸ øÊ⁄U 

Á’ãŒÈ ’ÃÊß∞ – 
 What points are mentioned in the letter head part of a business letter ? 

Mention any four points. 2 

11. ∞∑§ •ÊŒ ‡Ê ¬òÊ ◊ ¥ ‡ÊÊÁ◊‹ Á∑§∞ ¡ÊŸ flÊ‹ ∑§Ùß¸ øÊ⁄U Á’ãŒÈ•Ù¥ ∑§Ù ’ÃÊß∞ –  
 Mention any four points to be included in a letter of order. 2 

12. ÁŸêŸÊ¢Á∑§Ã •ÊœÊ⁄U ¬⁄U Áfl∑ ˝§ÿ ∞fl¢ Áfl¬áÊŸ ◊ ¥ •ãÃ⁄U ’ÃÊß∞ — 
 (i) ¬˝Ê⁄Uê÷ 

 (ii) ßë¿UÊ•Ù¥ ∑§Ê ôÊÊŸ – 
 Differentiate between selling and marketing on the following basis : 

 (i) Beginning 

 (ii) Information about desire. 2 

13. “ßã≈ U⁄UŸ≈ U ◊Ê∑ ¸§Á≈ ¢Uª” ∑§Ë ∑§Ùß¸ øÊ⁄U Áfl‡Ê ·ÃÊ∞° ’ÃÊß∞ – 
 Mention any four characteristics of ‘Internet Marketing’. 2 

14. ““ÁflôÊÊ¬Ÿ ©U¬÷ÙQ§Ê•Ù¥ ∑§ Á‹∞ ‹Ê÷¬˝Œ „ÒU –”” ß‚ ∑§ÕŸ ∑§Ë ¬ÈÁCÔU ◊ ¥ ∑§Ùß¸ øÊ⁄U Ã∑ ¸§ ŒËÁ¡∞ –   
 "Advertising is beneficial for consumers." Give any four arguments to 

justify this statement. 2 

15.  ÁŸêŸÊ¢Á∑§Ã •ÊœÊ⁄UÙ¥ ¬⁄U Áfl∑ ˝§ÿ ‚¢flh¸Ÿ ∑§ ◊„Uàfl ∑§Ù S¬CÔU ∑§ËÁ¡∞ — 
 (i) ÁflôÊÊ¬Ÿ ∞fl¢ flÒÿÁQ§∑§ Áfl∑ ˝§ÿ ∑§Ë ¬˝÷Êfl‡ÊË‹ÃÊ ◊ ¥ flÎÁh 

 (ii) ◊äÿSÕÙ¥ ∑§Ù •Áœ∑§ ‚ÈÁflœÊ∞° – 
 Explain the importance of sales promotion on the following basis : 

 (i) Increases effectiveness of advertising and personal selling 

 (ii) More facilities to middlemen. 2 



 6 

SS—31–2—Bus. Manag. II SS–562-II   

16.  •Ê¬∑§Ë ⁄UÊÿ ◊ ¥, ‚ê¬̋·áÊ ∑§Ù ÷Ê·ÊªÃ ’ÊœÊ ∞fl¢ ∑§◊¡Ù⁄U ŸÃÎàfl ∑§Ë ’ÊœÊ ∑§Ù ŒÍ⁄U ∑§⁄UŸ ∑§ Á‹∞ 
ÄÿÊ-ÄÿÊ ∑§Œ◊ ©U∆ U Êÿ  ¡ÊŸ øÊÁ„U∞ ? ¬à̋ÿ∑§ „ UÃÈ Á∑§ã„UË¥ ŒÙ ∑§Œ◊Ù¥ ∑§Ê ©UÀ‹π ∑§ËÁ¡∞ –  

 In your opinion, what steps should be taken to overcome barriers of 
language and poor leadership in communication ? Mention any two 

steps for each. 3 

17. •œÙªÊ◊Ë, ™§äfl¸ªÊ◊Ë ∞fl¢ Áfl∑§áÊËÿ̧ ‚ê¬̋·áÊ ∑§Ù ⁄ UπÊÁøòÊ mÊ⁄UÊ ¬˝ŒÁ‡Ê¸Ã ∑§ËÁ¡∞ – 
 Show the downward, upward and diagonal communications by 

diagram. 3 
18.  ∞∑§ •ë¿U √ÿÊfl‚ÊÁÿ∑§ ¬òÊ ∑§ ÁŸêŸÊ¢Á∑§Ã ªÈáÊÙ¥ ∑§Ù S¬CÔU ∑§ËÁ¡∞ — 
 (i) ¬˝÷Êfl‡ÊË‹ÃÊ 
 (ii) Áfl‡fl‚ŸËÿÃÊ – 
 Explain the following merits of a good business letter : 

 (i) Effectiveness 

 (ii) Credibility. 3 

19.  •Ê¬ •¬Ÿ ©U¬∑ ˝§◊ ◊ ¥, Áfl∑ ˝ §ÃÊ ∑§Ê øÿŸ ∑§⁄UÃ ‚◊ÿ Á∑§‚ ‚ÒhÊÁãÃ∑§ ∞fl¢ √ÿÊfl„UÊÁ⁄U∑§ ôÊÊŸ ∑§Ë 
•¬ˇÊÊ ∑§⁄ ¥Uª  ? S¬CÔU ∑§ËÁ¡∞ –  

 What theoretical and practical knowledge will you prefer while 

selecting a salesman in your enterprise ? Explain. 3 

20.  •¬˝àÿˇÊ ÁflÃ⁄UáÊ √ÿflSÕÊ ∑§ Á∑§ã„UË¥ ÃËŸ M§¬Ù¥ ∑§Ê fláÊ¸Ÿ ∑§ËÁ¡∞ –  
 Describe any three forms of the indirect distribution system. 3 

21.  Á‡Ê∑§ÊÿÃË ¬òÊ Á‹πÃ ‚◊ÿ Á∑§Ÿ-Á∑§Ÿ ’ÊÃÙ¥ ∑§Ù äÿÊŸ ◊ ¥ ⁄UπŸÊ øÊÁ„U∞ ? ∑§Ùß¸ ¿U— Á’ãŒÈ 
’ÃÊß∞ – 

 What points should be kept in mind while writing a complaint letter ? 
Mention any six points. 3 

22.  •Ê¬∑§Ù ∞∑§ Ÿÿ ‚Ê’ÈŸ ÁŸ◊Ê¸áÊËÿ ‚¢SÕÊŸ ∑§Ê Áfl¬áÊŸ ¬˝’ãœ∑§ ÁŸÿÈQ§ Á∑§ÿÊ ªÿÊ „ÒU – 
©U¬÷ÙQ§Ê•Ù¥ ∑§Ù flSÃÈ ∑§ ’Ê⁄ U ◊ ¥ ÁflSÃÎÃ ¡ÊŸ∑§Ê⁄UË Œ Ÿ ∑§ Á‹∞ •Ê¬ ÁflôÊÊ¬Ÿ ∑§ ◊Êäÿ◊ ∑§Ê 
øÿŸ ∑§⁄UÃ ‚◊ÿ Á∑§Ÿ-Á∑§Ÿ ÉÊ≈ U∑§Ù¥ ∑§Ù äÿÊŸ ◊ ¥ ⁄Uπ ¥ª ? Á∑§ã„UË¥ •Ê∆ U ÉÊ≈ U∑§Ù¥ ∑§Ù S¬CÔU  
∑§ËÁ¡∞ –  

 You have been appointed marketing manager in a new soap 
manufacturing enterprise. To give detailed knowledge about the goods 
to the consumers, what factors will you consider in selection of 
advertising media ? Explain any eight factors. 6 
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23. ⁄UÊ¡œÊŸË Ä‹ÊÚÕ S≈ UÙ⁄U, 107, ‚Œ⁄U ’Ê¡Ê⁄U, ÁŒÀ‹Ë ∑§Ë •Ù⁄U ‚, •¬Ÿ √ÿÊ¬Ê⁄ UªÎ„U ∑§Ù flÃ¸◊ÊŸ 
SÕÊŸ ‚, 309, ∑§ŸÊÚ≈ U å‹‚, Ÿß¸ ÁŒÀ‹Ë ¬⁄U SÕÊŸÊãÃÁ⁄UÃ ∑§⁄UŸ ∑§Ë ‚ÍøŸÊ Œ Ÿ „ UÃÈ ∞∑§ ª‡ÃË 
¬òÊ Á‹Áπ∞ – 

•ÕflÊ 

 ÄflÊÁ‹≈ UË Ä‹ÊÚÕ ◊ø ¸ã≈U, 71, ‹Ê‹ Á∑§‹Ê ’Ê¡Ê⁄U, •Êª⁄UÊ ∑§Ë •Ù⁄U ‚ ’Ùê’ Á‚À∑§ S≈ UÙ⁄U, 
19,§¬È⁄UÊŸË ◊¢«UË, ‚Í⁄UÃ ∑§Ù ©UŸ∑§ ©Uà¬ÊŒÙ¥ ∑§Ë Á∑§S◊, ◊ÍÀÿ ∞fl¢ Áfl∑ ˝§ÿ ‡ÊÃÙZ ∑§ ’Ê⁄ U ◊ ¥ ∞∑§ 
¬Í¿UÃÊ¿U ∑§Ê ¬òÊ Á‹Áπ∞ – 

 Write a circular letter on behalf of Rajdhani Cloth Store,  

107, Sadar Bazar, Delhi, mentioning information about shifting his 

business house from the present place to 309, Connaught Place,  

New Delhi. 6 

 OR 

 Write an enquiry letter on behalf of Quality Cloth Merchant.  

71, Lal Kila Market, Agra to Bombay Silk Store, 19, Purani Mandi, 

Surat, for enquiring about the quality of their products, their price and 

terms for sale. 6 

24. ÕÙ∑§ √ÿÊ¬Ê⁄U ‚ •Ê¬∑§Ê ÄÿÊ •Ê‡Êÿ „ÒU ? ÕÙ∑§ √ÿÊ¬Ê⁄UË ∑§Ë Á∑§ã„UË¥ ¿U— Áfl‡Ê ·ÃÊ•Ù¥ ∑§Ê fláÊ¸Ÿ 
∑§ËÁ¡∞ – 

•ÕflÊ 

 ÕÙ∑§ √ÿÊ¬Ê⁄UË ∑§ ∑§Ùß¸ ¿U— ªÈáÊÙ¥ ∞fl¢ ∑§Ùß¸ ¿U— ŒÙ·Ù¥ ∑§Ê fláÊ¸Ÿ ∑§ËÁ¡∞ –  

 What do you mean by wholesale trade ? Describe any six 
characteristics of wholesaler. 1 

1
2  + 4 

1
2   

 OR 

 Describe any six merits and any six demerits of wholesale traders. 

   3 + 3 

    


