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General Instructions:
1. Please read the instructions carefully.
2. This Question Paper consists of 16 questions in two sections – Section A & Section B. 
3. Section A has Objective type questions whereas Section B contains Subjective type 
questions.
4. All questions of a particular section must be attempted in the correct order.
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. 
	Which of these is not an appropriate non-verbal communication at work? 
a. Putting arm around a coworker’s shoulder 
b. Shaking hands firmly 
c. Looking at the speaker with a smile 
d. Standing with an upright posture
	1

	ii. 
	Being assertive _______
a. Breaks self-confidence, 
b. Builds self-respect
c. Pushes you to say words or commit actions that you may regret later
d. Makes you and others feel negative
	1

	iii. 
	This type of communication involves sending and understanding messages only through images or pictures.
a. Verbal communication
b. Nonverbal communication
c. Visual communication
d. Written communication
	1

	iv. 
	Raising a hand may mean asking a question. Biting nails show nervousness.
Identify the type of non-verbal communication.
a. Touch
b. Gestures or Body language
c. Paralanguage
d. Facial expressions
	1

	v. 
	Which of the following method is used to receive information from the speaker? 
a. Listening 
b. Speaking 
c. Telling 
d. Writing
	1

	vi. 
	This shopkeeper cheated me last time. Let me be careful.
Identify the factor affecting the perspectives in communication.
a. Language
b. Visual perception
c. Past experience
d. Culture 
	1



	Q. 2.
	Answer any 10 out of the given 12 questions (10 x 1 = 10 marks)
	Marks

	i. 
	_________ starts before production of goods but continues after selling of products.
a. Marketing
b. Distribution
c. Sales
d. Negotiation
	1

	ii. 
	________ are products and services designed to deliver value to customers—either to fulfill their needs, satisfy their “wants,” or both.
a. Customer value
b. Customer satisfaction
c. Market Offerings
d. Exchange process
	1

	iii. 
	__________ concept lays emphasis on affordability and availability of products.
a. Selling
b. Production
c. Product
d. Marketing 
	1

	iv. 
	_________ refer to the negative or unfavorable external factors that create hurdles for a firm.
a. Threats
b. Opportunities
c. Strengths
d. Weakness 
	1

	v. 
	When we are fasting and didn’t have food since morning the moment a person names our favorite food it is tough for us to resist.
Identify the concept of marketing.
a. Needs
b. Demands
c. Wants
d. Value 
	1

	vi. 
	[image: ]
Identify the scope of marketing shown in the image above.
a. Experience
b. Events
c. People
d. Ideas 
	1

	vii. 
	There are certain forces that can be controlled to a large extent by the management of a company. These are called __________ factors. 
a. internal environment
b. external environment
c. business environment
d. marketing environment
	1

	viii. 
	A company will develop a ________ after conducting environmental analysis in order to understand the impact of various environmental forces on the firm.
a. Environmental Threats and Opportunity Profile (ETOP)
b. Market Research
c. Environmental scanning
d. Business analysis
	1

	ix. 
	The company does not consider the needs and wants rather thinks that anything and everything can be sold.
The above-mentioned company has adopted _________ marketing philosophy
a. Product concept
b. Selling concept
c. Production concept
d. Marketing concept
	1

	x. 
	______________the potential customers of future. 
a. Customer 
b. Consumer 
c. Prospects 
d. Marketer
	1

	xi. 
	Business environment helps to identify the individual strengths and weaknesses in view of the technological and global developments.
State whether the above-mentioned statement is True or False. 
	1

	xii. 
	Mention any two elements of Micro environment
	1



SECTION B: SUBJECTIVE TYPE QUESTIONS
	
	Answer any 1 out of the given 3 questions on Employability Skills (1 x 2 = 2 marks) Answer each question in 20 – 30 words.
	Marks

	Q.3.
	Imagine your friend has participated in an elocution competition but he/she is nervous to speak in front of a crowd. Explain any two methods out of the 3Ps of public speaking to boost your friend’s confidence.
	2

	Q.4.
	Explain the importance of non-verbal communication.
	2

	Q.5.
	Levi’s colleague, Eren, is assigned a project task. Instead of completing it on time, Eren deliberately procrastinates, claiming she was too busy. When Levi asks her about it, Eren denies any delay and subtly blames others for not providing the right information. 

Eren’s behavior leaves Levi frustrated, as Eren avoids taking responsibility for her actions. Meanwhile, Eren talks behind Levi’s back to other colleagues, badmouthing her for being too demanding, but never addressing the issue directly. This causes resentment and bad feelings among the team without resolving the underlying conflict. Identify and explain the communication style adopted by Eren.
	2



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

	Q.6.
	With the help of a flowchart explain the External environment in detail.
	2

	Q.7.
	Give examples of any two external forces which influence the business.
	2

	Q.8.
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From the above given image, identify and explain the scope of marketing.
	2

	Q.9.
	Define Marketing according to Philip Kotler.
	2



	
	Answer any 2 out of the given 4 questions in 30– 50 words each (2 x 3 = 6 marks)
	Marks

	Q.10.
	Before production and launching the product in the market the management has to make good market research to explore various aspects. Explain any three such aspects.
	3

	Q.11.
	Marketing covers advertising, promotion, public relations, and sales. It is the process of introducing and promoting the quality product or service into the market. If the company targets more of customer’s needs, they will come back again and again and even bring along other customers.
Keeping in view the statement mentioned above, highlight the importance of marketing to the marketers.
	3

	Q.12.
	Identify the scope of marketing given in the statements below:
a. A campaign by Amitabh Bachan for Khushboo Gujarat ki which promoted tourism in Gujarat
b. A theme park like Disneyland offers more than just rides—it creates memories through entertainment, atmosphere, and engagement.
c. An online learning platform like BYJU'S sells educational content and study materials to students for a fee
	3

	Q. 13.
	Explain the following concepts of marketing with an example.
a. Customer Satisfaction
b. Customer Value
	3



	
	Answer any 1 out of the given 3 questions in 50– 80 words each (1 x 4 = 4 marks)
	Marks

	Q.14.
	A company must be clear with its marketing objectives and it these objectives must fit in with the overall business objectives for formulation of proper business strategy.
In light of the above statement, explain in detail any four objectives of marketing.
	4

	Q.15.
	A company like Samsung focuses on continuously improving the quality, features, and performance of its smartphones. Instead of competing only on low prices, it introduces innovations such as high-resolution cameras, foldable screens, and enhanced battery life.

Consumers prefer these products because of their superior features and cutting-edge technology. As a result, the company is able to charge premium prices and still achieve high sales, proving that a well-designed, high-quality product can “sell itself.”

a. Identify and explain the marketing philosophy adopted by Samsung
b. Explain any other marketing philosophy apart from the one identified in (a)
	4

	Q.16.
	The Marketing Manager of a leading smartphone company regularly conducts environmental scanning to analyse changes in technology, customer preferences, and government policies before launching new products. However, the Finance Manager believes that this activity is an unnecessary expense and a waste of company resources.

Assuming you are the Marketing Manager, explain any four points to convince the Finance Manager about the importance of environmental scanning.
	4
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