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(Entrepreneurship)
1. Answer any four from the following questions :
(a) What is ‘Ecopreneurship’?
(b) Discuss the importance of entrepreneurship.
(c) Discuss the characteristics of Micro, Small and Medium Enterprise.
(d) Write a short note on ‘social entrepreneurship’.
(e) Point out the features of project planning.

() Discuss the role of self-help groups as a tool of entrepreneurship.
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2. Answer any two from the following questions :
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(a) Define growth and evolution of entrepreneurship with special reference to Indian

context.
(b) What is project planning? Define the necessity of project planning.
(c) What is feasibility plan? Discuss the importance of feasibility plan.
(d) Define venture capital. What is the importance of venture capital?
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(Personal Selling and Salesmanship)
Answer any four from the following questions : 5x4=20
(a) Briefly discuss the salient features of personal selling.
(b) Outline the product situation and market situation suitable for personal selling.
(c) Explain the concept of sales presentation and outline its importance.
(d) Explain the concept of ‘assumptive clause’ in the perspective of personal selling.
(e) Discuss the importance of sales reporting in personal selling.
(f) Describe five characteristics of a good salesman.
Answer any two from the following questions : 10x2=20
(a) Discuss the traditional myths concerned with selling.
(b) Give a brief description of Maslow’s Needs Hierarchy theory.
(c) Discuss the major sources of prospecting for personal selling.
(d) Briefly discuss the procedure of handling the objections raised by a consumer.
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