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No. of Questions — 24 SS—31–2—Bus. Manag. II  

No. of Printed Pages — 7 
 

 =SS… ®……v™… ®…EÚ {…Æ˙“I……, 2011  
SENIOR SECONDARY EXAMINATION, 2011 

¥…ËEÚŒ±{…EÚ ¥…M…« III (OPTIONAL GROUP III — COMMERCE) 
¥™…¥…∫……™… |…§…Δv… —  u˘i…“™… {…j… 

( BUSINESS MANAGEMENT — Second Paper ) 

∫…®…™… :  3
4

1

 
P…h]‰ı 

{…⁄h……»EÚ : 60 
 

 {…Æ˙“I……Ãl…™……Â E‰Ú  ±…B ∫……®……x™…  x…nÊ̆∂… : 

 GENERAL INSTRUCTIONS TO THE EXAMINEES : 
 1. {…Æ˙“I……l…‘ ∫…¥…«|…l…®… +{…x…‰ |…∂x… {…j… {…Æ˙ x……®……ΔEÚ + x…¥……™…«i…:  ±…J…Â* 

  Candidate must write first his / her Roll No. on the question 
paper compulsorily. 

 2. |…∂x… {…j… E‰Ú  Ω˛xn˘“ ¥… +ΔO…‰V…“ ∞¸{……xi…Æ˙ ®…Â  EÚ∫…“ |…EÚ…Æ˙ EÚ“ j…÷ ]ı / +xi…Æ˙ /  ¥…Æ˙…‰v……¶……∫… 
Ω˛…‰x…‰ {…Æ˙  Ω˛xn˘“ ¶……π…… E‰Ú |…∂x… EÚ…‰ ∫…Ω˛“ ®……x…Â* 

 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. ∫…¶…“ |…∂x… EÚÆ˙x…‰ + x…¥……™…« ΩÈ˛ * |…∂x… ∫…ΔJ™…… 23 ¥… 24 ®…Â +…xi… Æ˙EÚ  ¥…EÚ±{… ΩĘ̀ * 
All the questions are compulsory. Question Nos. 23 and 24 have 
internal choices. 

 4. |…i™…‰EÚ |…∂x… EÚ… =k…Æ˙ n˘“ M…<« =k…Æ˙-{…÷Œ∫i…EÚ… ®…Â Ω˛“  ±…J…Â* 
  Write the answer to each question in the given answer-book only. 
 5. |…∂x… ∫…ΔJ™…… 2 ∫…‰ 7 i…EÚ + i… ±…P…⁄k…Æ˙…i®…EÚ ΩĘ̀,  V…x…E‰Ú |…i™…‰EÚ EÚ… =k…Æ˙ 20 ∂…§n˘…Â ∫…‰ 

+ v…EÚ x… Ω˛…‰ * 
  Question Nos. 2 to 7 are very short answer type. Answer to each 

of the questions should not exceed 20 words. 
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 6. |…∂x… ∫…ΔJ™…… 8 ∫…‰ 15 i…EÚ ±…P…⁄k…Æ˙…i®…EÚ I |…EÚ…Æ˙ E‰Ú ΩÈ˛,  V…x…E‰Ú |…i™…‰EÚ EÚ… =k…Æ˙ +…v…‰ 
{…fiπ`ˆ ∫…‰ + v…EÚ x… Ω˛…‰ * 

  Question Nos. 8 to 15 are short answer I type. Answer to each of 
the questions should not exceed half page. 

 7. |…∂x… ∫…ΔJ™…… 16 ∫…‰ 21 i…EÚ ±…P…⁄k…Æ˙…i®…EÚ II |…EÚ…Æ˙ E‰Ú ΩĘ̀,  V…x…E‰Ú |…i™…‰EÚ EÚ… =k…Æ˙ 
BEÚ {…fiπ`ˆ ∫…‰ + v…EÚ x… Ω˛…‰ * 

  Question Nos. 16 to 21 are short answer II type. Answer to each 
of the questions should not exceed one page. 

 8. |…∂x… ∫…ΔJ™…… 22 ∫…‰ 24 i…EÚ  x…§…xv……i®…EÚ ΩĘ̀,  V…x…E‰Ú |…i™…‰EÚ EÚ… =k…Æ˙ i…“x… {…fiπ`ˆ…Â ∫…‰ 
+ v…EÚ x… Ω˛…‰ * 

  Question Nos. 22 to 24 are essay type. Answer to each of the 
questions should not exceed three pages. 

 9.  V…∫… |…∂x… E‰Ú BEÚ ∫…‰ + v…EÚ ∫…®……x… +ΔEÚ ¥……±…‰ ¶……M… ΩĘ̀, =x… ∫…¶…“ ¶……M……Â EÚ… Ω˛±… BEÚ 
∫……l… ∫…i…i…¬  ±…J…Â* 

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

10. |…∂x… GÚ®……ΔEÚ 1 E‰Ú S……Æ˙ ¶……M… ( i, ii, iii i…l…… iv ) ΩĘ̀ * |…i™…‰EÚ ¶……M… E‰Ú =k…Æ˙ E‰Ú S……Æ˙ 

 ¥…EÚ±{… (+, §…, ∫… B¥…Δ n˘) ΩÈ˛ * ∫…Ω˛“  ¥…EÚ±{… EÚ… =k…Æ˙…I…Æ˙ =k…Æ˙-{…÷Œ∫i…EÚ… ®…Â 
 x…®x……x…÷∫……Æ˙ i…… ±…EÚ… §…x……EÚÆ˙  ±…J…Â : 

 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 : 

 |…∂x… GÚ®……ΔEÚ 
Question No. 

∫…Ω˛“ =k…Æ˙ EÚ… GÚ®……I…Æ˙ 
Correct letter of 

the Answer 

 

 1. (i)    

 1. (ii)   

 1. (iii)   

 1. (iv)   
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1. (i)  n˘∂…… E‰Ú +…v……Æ˙ {…Æ˙ ∫…®|…‰π…h… EÚ… |…EÚ…Æ˙ ΩË    
  (+) ∂……Œ§n˘EÚ ∫…®|…‰π…h… (§…) +…Ë{…S…… Æ˙EÚ ∫…®|…‰π…h… 

  (∫…) +v……‰M……®…“ ∫…®|…‰π…h… (n˘)  ±… J…i… ∫…®|…‰π…h… * 

  The type of communication on the basis of directions is 

  (A) Verbal communication  

  (B) Formal communication 

  (C) Downward communication  

  (D) Written communication.   
2
1   

 (ii) ∫…®|…‰π…h… EÚ… =q‰̆∂™… ΩĘ̈  

   (+) ∫…Δn‰˘∂… n‰˘x…… (§…) ∫…®…Z… {…Ën˘… EÚÆ˙x…… 

   (∫…)  ¥…¥……n˘ EÚ…‰ ∫…÷±…Z……x…… (n˘) ∫…Δn‰̆∂… |……{i… EÚÆ˙x…… * 

  The purpose of communication is  

   (A) to deliver message (B) to create understanding 

   (C) to solve dispute (D) to receive message. 
2
1   

 (iii) ¥™……{…… Æ˙EÚ ®…v™…∫l… ΩĘ̈   

   (+) l……‰EÚ ¥™……{……Æ˙“ (§…) + ¶…M……‰{…EÚ 

   (∫…) ={…¶……‰HÚ…  (n˘) x…“±……®…EÚk……« * 

   The merchant middleman is 

   (A) wholesaler 

   (B) under-writer 

   (C) consumer 

   (D) auctioneer.   
2
1  
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 (iv) ""∫¥…™…Δ ∫…‰¥…… E‰Ú  ∫…r˘…xi…'' {…Æ˙ +…v…… Æ˙i… °÷Ú]ıEÚÆ˙ ¥™……{……Æ˙ ∫…ΔM…`ˆx… ΩĘ̀   

   (+)  ¥…¶……M…“™… ¶…hb˜…Æ˙ (§…) §…Ω÷̨∫…ΔJ™…EÚ n÷̆EÚ…x…Â 

   (∫…) ={…¶……‰HÚ… ∫…Ω˛EÚ…Æ˙“ ¶…hb˜…Æ˙ (n˘) ∫…÷{…Æ˙ §……V……Æ˙ * 

  Retail trade organisations constituted on the basis of "the 

principle of self service" are known as  

   (A) Departmental Stores  

   (B) Multiple Shops 

   (C) Consumer's Co-operative Stores 

   (D) Super Bazar.   
2
1  

2.  ¥…EÚh…‘™… ∫…®|…‰π…h… ∫…‰ C™…… +…∂…™… ΩĘ̈ ?  

 What is meant by Diagonal Communication ?  1 

3. ∂……Œ§n˘EÚ ∫…®|…‰π…h… B¥…Δ M…ËÆ˙-∂……Œ§n˘EÚ ∫…®|…‰π…h… ®…Â EÚ…‰<« BEÚ +xi…Æ˙ §…i……<B *  

 Point out any one difference between verbal communication and non-

verbal communication.  1 

4.  ¥…¶……M…“™… ¶…hb˜…Æ˙ EÚ…‰ {… Æ˙¶…… π…i… EÚ“ V…B *  

 Define departmental stores. 1 

5. |…i™…I…  ¥…i…Æ˙h… |…h……±…“ EÚ…‰ ∫{…π]ı EÚ“ V…B *  

 Explain direct distribution system. 1 

6. x……<«∫]≈ı…‰®… E‰Ú +x…÷∫……Æ˙ "" ¥…Y……{…x… ¥…fiΩ˛n˘ ∫i…Æ˙“™… =i{……n˘x… EÚ… EÚ…Æ˙h… B¥…Δ {… Æ˙h……®… ΩÈ˛''* ∫{…π]ı 

EÚ“ V…B *  

 According to Naistrom, "Advertising is the cause and effect of large 

scale production." Explain. 1 

7. °‰ÚÆ˙“¥……±…‰ °÷Ú]ıEÚÆ˙ ¥™……{……Æ˙“ ∫…‰ +…{…EÚ… C™…… +…∂…™… ΩĘ̈ ?  

 What do you mean by Peddlers or Hawkers ?  1 
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8. +…{…EÚ“ Æ˙…™… ®…Â, ∫…®|…‰π…h… ®…Â ™…Δj… n˘…‰π… B¥…Δ ¥…Ë™… HÚEÚ  ¶…z…i…… EÚ“ §……v……+…Â EÚ…‰ n⁄̆Æ˙ EÚÆ˙x…‰ E‰Ú  ±…B 
C™……-C™…… EÚn˘®… =`ˆ…™…‰ V……x…‰ S…… Ω˛B ? ∫…®…Z……<B *  

 In your opinion, what steps should be taken to overcome barriers of 

instrumental fault and individual differences ? Explain. 2 

9. i…EÚ…n‰̆ E‰Ú {…j… ∫…‰ +…{…EÚ… C™…… +…∂…™… ΩË˛ ? i…EÚ…n‰˘ E‰Ú {…j… ®…Â EÚ…x…⁄x…“ EÚ…™…«¥……Ω˛“ EÚ“ S…‰i……¥…x…“ 
EÚ§… n˘“ V……i…“ ΩË˛ ?  

 What do you mean by letter of Dunning (Takada) ? When is warning of 

legal action given through such letter ? 2 

10. BEÚ +SU‰Ù ¥™……¥…∫…… ™…EÚ {…j… E‰Ú  x…®x……Δ EÚi… M…÷h……Â EÚ…‰ ∫{…π]ı EÚ“ V…B : 

 (i) =q‰˘∂™… + ¶…®…÷J…i…… 

 (ii) {…⁄h…«i…… *  

 Explain the following merits of a good business letter : 

 (i) Object orientation 

 (ii) Completeness. 2 

11. M…∂i…“ {…j…  ±…J…x…‰ E‰Ú EÚ…‰<« +…`ˆ =q‰˘∂™… §…i……<B *  

 Mention any eight objectives of writing a circular letter.  2 

12. "]‰ı±…“®……EÊÚÀ]ıM…' EÚ“ EÚ…‰<« S……Æ˙  ¥…∂…‰π…i……Bƒ §…i……<B *  

 Mention any four characteristics of 'Telemarketing'. 2 

13. ""BEÚ ∫…xi…÷π]ı O……Ω˛EÚ ∫…Δ∫l…… E‰Ú  ±…B ∫…Ω˛…™…EÚ  ∫…r˘ Ω˛…‰i…… ΩĘ̈ *'' ∫{…π]ı EÚ“ V…B *  

 "A satisfied customer is helpful to the undertaking." Explain.
 

 2 

14. ¥™……{……Æ˙“ ∫…Δ¥…r«̆x… EÚ“ +…`ˆ  ¥… v…™……Â E‰Ú x……®…  ±… J…B *  

 Write the names of eight methods of Dealer promotion. 2 

15. ¥…M…‘EfiÚi…  ¥…Y……{…x… B¥…Δ +¥…M…‘EfiÚi…  ¥…Y……{…x… ®…Â EÚ…‰<« n˘…‰ +xi…Æ˙ §…i……<B * 

 Mention any two differences between classified advertisement and 

non-classified advertisement.  2 

16. ∫…®|…‰π…h… EÚ“ EÚ…‰<« UÙ:  ¥…∂…‰π…i……Bƒ §…i……<B * 

 Mention any six characteristics of communication. 3 
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17. ∫…®|…‰π…h… |… GÚ™…… EÚ…‰ Æ‰̇J…… S…j… u˘…Æ˙… |…n˘Ã∂…i… EÚ“ V…B *  

 Show the communication process with the help of a diagram. 3 

18. BEÚ ¥™……¥…∫…… ™…EÚ {…j… E‰Ú |……∞¸{… E‰Ú |…l…®… (|……Æ˙Œ®¶…EÚ) §……Æ˙Ω˛ ¶……M……Â E‰Ú x……®…  ±… J…B *  

 Write the titles of initial (preliminary) twelve parts of the layout of a 

business letter. 3 

19. ®……±…  x…®……«i…… E‰Ú ∞¸{… ®…Â ®……±… +…{…⁄Ãi… ∫…®§…xv…“ {…j… ®…Â +…{…  EÚx…- EÚx… §……i……Â EÚ…‰ ∂…… ®…±… 

EÚÆÂ˙M…‰ ?  

 Being a manufacturer what content will you include in a letter of 

supply of goods ? 3 

20. °÷Ú]ıEÚÆ˙ ¥™……{…… Æ˙™……Â E‰Ú n˘…‰π……Â EÚ… ¥…h…«x… EÚ“ V…B *  

 Describe the demerits of Retailers. 3 

21.  ¥…GÚ™… ∫…Δ¥…r«˘x… ∫…‰ C™…… +…∂…™… ΩË˛ ?  ¥…GÚ™… ∫…Δ¥…r«˘x… EÚ…‰ EÚ…Ëx…-EÚ…Ëx… ∫…‰ +…v……Æ˙…Â {…Æ˙ ¥…M…‘EfiÚi… 

 EÚ™…… V……i…… ΩË˛ ? ¥…h…«x… EÚ“ V…B * 

 What do you mean by sales promotion ? On what basis is sales 

promotion classified ? Explain.  3 

22.  ¥…EÚ…∫… {……<«{…  x…®……«h…“ ∫…Δ∫l…… E‰Ú l……‰EÚ ¥™……{……Æ˙“ Ω˛…‰x…‰ E‰Ú x……i…‰ +…{… °÷Ú]ıEÚÆ˙ ¥™……{…… Æ˙™……Â EÚ…‰  

EÚ…Ëx…-∫…“ ∫…‰¥……Bƒ |…n˘…x… EÚÆÂ̇M…‰ ? (EÚ…‰<« +…`ˆ ∫…‰¥……Bƒ) 

 What services will you provide to retail traders being a wholesaler of 

Vikas Pipe Manufacturing undertaking ? (Any eight services) 6 

23. x…™…x… ∫……c˜“ ∫…‰x]ıÆ˙, x…‰Ω˛∞¸ §……V……Æ˙, EÚ…x…{…÷Æ˙ EÚ“ +…‰Æ˙ ∫…‰ ∂……J…… |…§…xv…EÚ, §…ÈEÚ +…Ï°Ú §…c˜…Ën˘…, §……{…⁄ 

§……V……Æ˙, EÚ…x…{…÷Æ˙ EÚ…‰ 5 ±……J… Ø˚{…™…‰ E‰Ú + v… ¥…EÚπ…« ∫…÷ ¥…v…… Ω‰˛i…÷ {…j…  ±… J…B * 

+l…¥…… 
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 Æ˙…¥…i… +…™…Æ˙x… ∫]ı…‰Æ˙, ±……‰Ω˛…M…g¯ EÚ“ +…‰Æ˙ ∫…‰ ∏…“Æ˙…®… Ω˛…b«˜¥…‰™…Æ˙, {…Ω˛…c˜M…ΔV…,  n˘±±…“ EÚ…‰ BEÚ 

GÚ™……n‰˘∂… {…j…  ±… J…B  V…∫…®…Â (i) 5 ]ıx… – 16  ®…®…“, (ii) 10 ]ıx… – 12  ®…®…“ B¥…Δ               

(iii) 15 ]ıx… – 8  ®…®…“ Æ˙…`ˆ“ ∫… Æ˙™…… M……‰±b˜x… ]≈ı…Δ∫…{……‰]«ı EÚ®{…x…“ ∫…‰ ¶…‰V…x…‰ EÚ… =±±…‰J… EÚÆÂ˙ * 

 Write a letter to the Branch Manager of Bank of Baroda, Babu Bazar, 

Kanpur for providing overdraft facility of Rupees 5 lakhs on behalf of 

Nayan Saree Centre, Nehru Bazar, Kanpur. 

OR 

 Write a letter on behalf of Rawat Iron Store, Lohagarh to place 

purchase order of Rathi Saria (i) 5 tons – 16 mm. (ii) 10 tons – 12 mm. 

and (iii) 15 tons – 8 mm to Shree Ram Hardware, Paharganj, Delhi for 

sending goods through Golden Transport Company. 6 

24. ¥…Ë™… HÚEÚ  ¥…GÚ™… ∫…‰ C™…… +…∂…™… ΩĘ̈ ? ¥…Ë™… HÚEÚ  ¥…GÚ™… E‰Ú ®…Ω˛i¥… E‰Ú  EÚxΩ˛” UÙ:  §…xn÷̆+…Â EÚ…‰ 

∫{…π]ı EÚ“ V…B * 

+l…¥…… 

  ¥…Y……{…x… ∫…‰ C™…… +…∂…™… ΩË˛ ?  ¥…Y……{…x… B¥…Δ ¥…Ë™… HÚEÚ  ¥…GÚ™… ®…Â EÚ…‰<« UÙ: +xi…Æ˙ ∫{…π]ı 

EÚ“ V…B *  

 What do you mean by personal selling ? Explain any six points of the 

importance of personal selling.  

OR 

 What do you mean by Advertisement ? Explain any six differences 

between advertisement and personal selling. 6 

 

    


