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      INDIAN SCHOOL AL WADI AL KABIR
                 MID-TERM EXAMINATION
[bookmark: _GoBack]                        MARKETING AND SALES SET 1

Class: X									    Max. Marks:50 

Date: 	24/09/2026								    Time: 2 hours

GENERAL INSTRUCTIONS: 
(i) Please read the instructions carefully. 
(ii) This question paper consists of 21 questions in two Sections : Section A and Section B. 
(iii) Section A has Objective Type Questions, whereas Section B contains Subjective Type Questions. 
(iv) Out of the given (5 + 16) = 21 questions, a candidate has to answer (5 + 10) = 15 questions in the allotted (maximum) time of 2 hours. 
(v) All questions of a particular section must be attempted in the correct order. 
(vi) Section A : Objective Type Questions (24 marks) : 
(a) This section has 5 questions. 
(b) There is no negative marking. 
(c) Do as per the instructions given. 
(d) Marks allotted are mentioned against each question/part. 
    (vii)    Section B : Subjective Type Questions (26 marks) : 
                 (a) This section has 16 questions.
                 (b) A candidate has to do 10 questions. 
                 (c) Do as per the instructions given. 
                 (d) Marks allotted are mentioned against each question/part.        


SECTION A: OBJECTIVE TYPE QUESTIONS
	Q. 1.
	Answer any 4 out of the given 6 questions on Employability Skills (1 x 4 = 4 marks)
	Marks

	i. 
	The receiver’s acknowledgement and response to the message is called ___________ in communication. 
A. Feedback 
B. Channel 
C. Information 
D. Transfer
	1

	ii. 
	Which of the following is an effect of negative stress? 
A. Increase in productivity 
B. Good mental health 
C. Psychosomatic disorders 
D. Emotional stability
	1

	iii. 
	Identify the example of verbal communication from the following options: 
A. A 'No Parking' sign
B. A biohazard symbol
C. A telephonic conversation
D. A frown
	1

	iv. 
	Which of the following is not a stress management technique ? 
A. Physical exercise 
B. Worrying about stressors 
C. Meditation 
D. Yoga
	1

	   v.
	Stage fear and unwillingness to express one's views are examples of which type of barrier?  
A. Interpersonal barrier
B. Physical barrier
C. Cultural barrier
D. Linguistic barrier
	1

	   vi.
	Which of the following characteristics helps an individual to inculcate discipline that further helps him/her in consistent efforts to move towards goal? 
A. Self-awareness 
B. Self-regulation 
C. Self-motivation 
D. Independence
	1



	Q. 2.
	Answer any 5 out of the given 6 questions (1 x 5 = 5 marks)
	Marks

	i. 
	The Service Marketing Mix includes three additional variables besides the 4 P's. These are: 
A. People, Process and Physical evidence
B. Price, Place and Promotion
C. Packaging, Branding and Labelling
D. Product, Price and Place
	1

	ii. 
	Closing sales refers to : 
A. Offering a final discount 
B. Completing the transaction with the customer 
C. Ending the presentation abruptly 
D. Reassessing the prospect’s qualifications
	1

	iii. 
	Arrange the following in correct sequence:
 I – Segmentation II – Positioning III – Targeting. 
A. I, II, III 
B. II, III, I 
C. I, III, II 
D. III, II, I
	1

	iv. 
	Which of the following is NOT a requirement for effective segmentation? 
A. Measurable
B. Accessible
C. Substantial
D. Expensive
	1

	v. 
	In which kind of products, sale may take time and may not be completed in one call or one meeting?
	1

	vi. 
	Name the last step of selling process that help in repeat purchases and building customer loyalty.
	1



	Q. 3.
	Answer any 5 out of the given 6 questions (1 x 5 = 5 marks)
	Marks

	i. 
	A dress designer wishes to sell his unique exclusive dress to wealthy customers. Which pricing strategy should he use? 
A. Penetration 
B. Skimming 
C. Cost-plus pricing 
D. Hour-based pricing
	1

	ii. 
	An umbrella manufacturer decides to concentrate its sales efforts in regions with heavy rainfall rather than dry, arid regions. Identify the type of market segmentation illustrated here.
	1

	iii. 
	Which of the following is NOT a quality of a good prospect? 
A. Feels the need for the product
B. Has the capability to pay
C. Has decision-making power
D. Lives in the same city as the salesperson
	1

	iv. 
	What is the one basic difference between consumer market and business market?
	1

	v. 
	Segmenting the market on the basis of lifestyle and personality is known as: 
A. Demographic segmentation
B. Geographic segmentation
C. Psychographic segmentation
D. Behavioural segmentation
	1

	vi. 
	State whether the following is true or false: 
"Market segmentation can be carried out independently, without being linked to targeting and positioning."

	1



	Q. 4.
	Answer any 5 out of the given 6 questions (1 x 5 = 5 marks)
	Marks

	i. 
	Charging a low price when a new product is launched to gain quick market share is known as:  
A. Skimming
B. Cost-plus pricing
C. Penetration pricing
D. Premium pricing

	1

	ii. 
	Name the type of market segmentation based on occasions, benefits sought, user status, and loyalty status.

	1

	iii. 
	A qualifying prospect means: 
A. The prospect Who is selected for approach 
B. The prospect who is not selected for approach 
C. The prospect who is not relevant for approach 
D. The prospect Who is not sure of buying
	1

	iv. 
	Question: The below given image shows the salesman’s presentation to convince the customers as it involves showing proofs and examples of how a product can benefit the customer. Identify the activity undertaken by the salesman.
          [image: C:\Users\User.DESKTOP-6H72IBQ\Pictures\young-handsome-businessman-vacuum-cleaner-260nw-1214016208.jpg]

	1

	v. 
	Define Public Relations.
	1

	vi. 
	Who constitute ‘Leads’ in the sales process? 
A. Number of customers 
B. Number of persons who require the goods 
C. Number of persons who require the goods and are willing to buy  
D. Number of persons who may be possible customers
	1




	Q. 5.
	Answer any 5 out of the given 6 questions (1 x 5 = 5 marks)
	Marks

	i. 
	  A __________________ price is an exclusive price charged for up market products. 
	1

	ii. 
	Fill in the blank: 
The whole market is broken into smaller units consisting of people with similar tastes and behaviour through the process of _______.

	1

	iii. 
	Planning the presentation is also called as: 
A. Approach 
B. Pre-approach 
C. Prospecting 
D.  Concluding
	1

	iv. 
	Vodafone's 'Zoo Zoo' characters are an example of positioning on the basis of: 
A. Price
B. User
C. Symbols or illustrations
D. Product class
	1

	v. 
	Raising of objections by a customer during a sales call generally indicates: 
A. Disinterest in the product
B. Interest in the product/presentation
C. Refusal to buy
D. None of the above
	1

	vi. 
	The use of a name, symbol, or design to identify a product is known as: 

A. USP
B. Advertisement
C. Promotion
D. Branding
	1



SECTION B: SUBJECTIVE TYPE QUESTIONS
	
	Answer any 3 out of the given 5 questions on employability skills (2 x 3 = 6 marks) 
Answer each question in 20 – 30 words.
	Marks

	Q.6.
	List out some disadvantages of verbal communication?

	2

	Q.7.
	Meena, a customer support executive, replied to a client's query using long paragraphs full of technical terms, without checking if the client understood.
Identify any two best practices of effective communication that Meena failed to follow.
	2

	Q.8.
	Rina, a team leader, told her colleague after a presentation: "That was okay, I guess. Could've been better." Her colleagues felt confused and didn't understand what exactly needed improvement. On the basis of the above situation, identify any two qualities of good feedback that were missing in Rina's response, and briefly explain why they were needed.

	2

	Q.9
	Describe any two stress management techniques.
	2

	Q.10
	List four steps to build self-motivation.
	2



	
	Answer any 4 questions out of the given 6 questions in 20 – 30 words each (4 x 2 = 8 marks)
	Marks

	Q11.
	State any two points of significance of Marketing Mix.
	2

	Q12.
	Ruhaan is a salesman. He is very hardworking and often tries to approach everyone for selling the goods. One of his friends Rohini suggested him to approach good prospects. State any two characteristics of good prospects.

	2

	Q13.
	Explain any two strategies available to a marketer for targeting the customer. 

	2

	Q14.
	Explain the sources through which a salesperson can build a database of prospective customers.

	2

	Q15.
	Advertising through various media is the most common and traditional form of promotion used by business firms. Discuss any four other ways to promote goods and services.

	2

	Q16.
	State any four requirements that a marketer should consider before selecting a market segment
	2



	
	Answer any 3 out of the given 5 questions in 50 – 80 words each (3 x 4 = 12 marks)
	Marks

	Q17.
	Rounak is working as marketing manager in a business firm dealing in manufacturing and sale of readymade garments. He wishes to consider the composition of population of whole country and produce and sell the garments to target market accordingly. 
a. Which basis of market segmentation is being considered by Rounak? 
b. State the six factors included in the type of market segmentation identification (a) above.

	4

	Q18
	During the presentation, the customers may raise objections in the form of questions. Such objections need to be tackled by the salesperson cautiously. Explain in detail how should salesman handle objections related to high price and objections related to procrastination

	4

	Q19.
	What is ‘Positioning the Product’? Give any three strategies to position a product.

	4

	Q20.
	“A successful marketing strategy must have a good marketing mix.” Comment.
	4

	Q21.
	What are the various techniques available to the salesperson to close the sale. Explain any two.

	4
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