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U.G. 3rd Semester Examination - 2020

COMMERCE
[PROGRAMME]

Skill Enhancement Course (SEC)
Course Code : BCOM-G-SEC-T-01A&1B
Full Marks : 40

The figures in the right-hand margin indicate marks.

Time : 2 Hours

Candidates are required to give their answers in their
own words as far as practicable.

Answer all the questions from selected Option.

OPTION-A
Course Code : BCOM-G-SEC-T-1A

Course Title : E-Commerce and Computer
Applications in Business

(E-Commerce)
[Marks : 20]

1. Answer any three questions: 2x3=6
-1 fouift ars Teg wie ¢
1)  What do you mean by M-Commerce?
M-Commerce IS 9 & (@RI 2

11) State two limitations of conventional

commerce.

agliore Alfdcera uio Aeael ge |
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iif)

v)

v)

What is UPI?

UPI 52

What is NPCI?
NPCI 52

What is Debit Card?
Debit Card {2

2. Answer any one question: 5x1=5

@@ @FH 4 Tad 7S ¢

i)  Write a short note on Core Banking Solutions.
IR IR AR T2 GF0 Il (@19 |
i1)  Compare between Debit Card and Credit Card.
(TG FIEC € (GFCE FIGH MK Gorl I |
3.  Answer any one question: 9x1=9

@@ @FH 4 Tad 7S ¢

i)
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What are the risks involved with e-payments?

How can you minimize those risks? 4+5
B- (A0 A0 S Jeafl & e o feia
a3 el fgow sawe

State the features of e-commerce. How it is
different from the traditional commerce?
5+4

3-ET AR ScED S | e 3w
AL191® ISR (AT 722
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(Computer Applications)
[Theory of the Practical]

[Marks : 20]

1. Answer any three questions: 2x3=6

@~ foafo e Teg wie ¢

1)  What is a spreadsheet?

1)  Mention the different types of Charts created
in MS-Excel.

111) How ‘Freeze Panes’ is done in MS-Excel?

1v)  Mention the 8 types of accounting journals
available in Tally ERP 9.

v)  Whatis ‘Group’ in Tally ERP 9?

vi) Mention the pre-created ledger heads available
in Tally ERP 9.

2.  Answer any one question: 4x1=4

@-@FE @B a4 Ted 7S ¢

)

ii)

Write how you will add a new row and a new
column in an Excel Sheet.

Mention Group Heads for the following
Ledger Heads:

Ledger Head Group Head

Purchase

Income under P&L A/C

Savings Bank

Secured Loan

457/Comm.
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3.  Answer any one question:

10x1=10

@@ @FH 4 Tad 7S ¢

i)
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Mention the steps to draw a Pie Chart from

the following data showing percentage against
each Grade:

Result Number of Students
Grade — A 30
Grade - B 50
Grade — C 10
Grade -D 10

Write how you will perform the following in
Tally ERP 9:

a)  Creation of a Company.

b)  Entry for deposit of Rs.5,000 into the
bank.

c) View the Trial Balance.
d)  Alter a ledger head

e) Pass entry for Depreciation’.
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OPTION-B

Course Code : BCOM-G-SEC-T-1B

Course Title : Personal Selling and Salesmanship

1. Answer any five questions: 2x5=10

@-CF Hofo g Teg wie ¢

)

Vi)

vii)

viii)
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Define Salesmanship.

e el 9|

What is ‘Cash Memo’?

Fom A F e

What is the meaning of ‘Prospect’?
‘e (Prospect) 51 12

What is ‘Demonstration’?

‘e’ (Demonstration) I ?

What do you mean by ‘Motivation’?

T2 TECe F(@RI?

What is ‘Objection Handling’?

oi+ife Zicelr e

What do you mean by ‘Tour Diary’?

T v @ ce F @Re

What do you understand by ‘Presentation’?
ToZloR T P @RI ?
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2. Answer any two questions: 5x2=10

@I 7fB A T wie ¢

i)

iif)

3.  Answer any two questions:

Briefly discuss about Sales Manual and Order
Book.

‘R I Q3R TG I8 794 B 54 |

Briefly state the essential features of a Good

Presentation and Demonstration.

MEFGCIE O ©le ToEloe 9 avitad
ARG ARErafer adfa 541

Write a note on ethical aspects of Selling.
i i el Fw @b @ @2

What is the difference between Personal

Selling and Salesmanship?

Jfeore Ren ak e e S i1l e
10x2=20

@I 7fB A T wie ¢

i)
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Describe the needs as mentioned by Maslow

in his ‘Hierarchy of Need Theory’.

T iR e gnaifFe fasft-ce Smfie

‘TS @ I T
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iii)
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Write short notes on:
Y @6 @14 ¢
a)  Daily Reports, and

Afemg eferave Mg @3

b)  Periodical Reports.
e eforwe 7z |

Discuss about:

RUGIPRINS S

a)  the meaning and importance of prospect
OIGIERS R AC

b) characteristics for qualifying as

prospect, and

oI @97l TG @REPFR
c) methods of prospecting.

e Aol

Narrate the features and methods of Closing
Sale.

Ty Re@s @Y 9k “&fe ada 741
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