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ACHARYA VIDYA KULA
QUARTERLY EXAMINATION-SEPTEMBER 2018

CLASS: IX MAX MARKS:100
SUBJECT: COMMERCIAL APPLICATIONS MAX TIME: 2 HRS
GENERAL INSTRUCTIONS:

Answers to this paper must be written on the paper provided separately.
You will not be allowed to write during the first 15 minutes.
This time is to be spent in reading the question paper.

The time given at the head of this paper is the time allowed for writing the answers.
Attempt all the questions from Section A (compulsory). Attempt any four questions from Section B.
Write the question numbers clearly, as given in the question paper.

The intended marks for questions or parts of questions are given in brackets [ ].

This question paper contains 3 printed pages

SECTION — A(40 Marks)
Answer all questions from this section

Question — 1

Give one difference each between:

a)Primary Sector and Secondary Sector [2]
b)Letter and Memo 21
c)Paralanguage and Proximics [2]
d)Marketing and Selling [2]
e)Horizontal and Diagonal communication 2}

Question — 2

a)What are aids to trade? [2]
b)Define production control. 2]
c)State 4 objectives of communication. [2]
d)Give 2 main advantages of the formal communication [2]
e)” Written messages needs to be more precise” Explain. [2]

Question — 3
Justify either for or against by giving two reasons for each:

a)Business is an economic activity. (21
b)Genetic industry is a primary industry. =]
¢)Oral communication is slower than written. 21
d)Every firm is a company. {2]
e)Entrepot trade involves both import and export. [2]

Question — 4

a)State two functions of finance department in a commercial organisation. 21
b)Explain two types of non-profit making organizations. [2]
c)Define communication. 2]
d)What is video-conferencing? [2]

e)What is extractive industry? [2]
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SECTION ‘B’ (60 Marks)
(Attempt any four questions)

Question — 5

a)With the growing competition, explain the role of communication in business. [5]
b)What are the functions of Human Resources Department? Explain any three in detail. [5]
c¢)Describe the characteristics of private sector enterprises , [5]
Question — 6

a)Explain in brief the interpersonal skills in communication. [5]
b)Explain the procedure involved in purchase of materials and goods. [5]
c)Give 5 differences between profession and employment. [51

Question — 7
Write short notes on:

a)Elements of communication process [5]
b)Importance of commerce [5]
c)Barriers to communication [5]
Question — 8

a)Explain Secondary Industries. [51
b)Explain the functions of production department. [5]
c)Explain the working and significance of fax system of communication. [5]

Question — 9
Case Study

The continuing economic slowdown of the past year has negatively impacted consumer
demand in the FMCG sector. Though consumer spending is gradually picking up in urban
India, the overall demand conditions continued to be difficult since the agriculture sector has
declined significantly, severely affecting rural demand. The market environment continues to
be very competitive. Within the challenging competitive market conditions, your Company
continues to deliver excellent net profit, recording a growth of 27% to Rs. 88.66 crores.
During the year, your Company continued the planned reduction of high trade inventory
levels. This reduction, combined with sluggish consumer demand, has resulted in a decline in
sales from Rs. 111 crores in 2001-02 to Rs. 1057 crores in 2002-03.

In a highly competitive market environment, it is essential to respond with such products
and services that will not only improve the quality of life but will also increase your
Company’s market leadership in the Oral Care business. Your Company accordingly
relaunched its flagship brand, Colgate Den tal Cream, during the second quarter as the ‘Best
Ever’ Colgate Dental Cream. This was aggressively supported with “360 degree” marketing,
superior advertising, consumer promotions and trade incentives. This product, with the
power of calcium enriched with minerals, is clinically proven to make teeth stronger. The
‘Best Ever’ Colgate Dental Cream has also received professional recognition — it has been
endorsed by the Indian Dental Association which has granted the product its “Seal of
Acceptance”.
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a)Account for low demand in the FMCG sector. [5]
b)What strategy is required in a competitive market environment? [5]
¢)Explain the steps taken by Colgate to improve its market position. [51

Question — 10
Case Study

The rise in disposable incomes and greater exposure to international auto styling has
seen a rapid growth in accessorisation of cars in India in the recent years, especially last year
when sales breaced the 8,00,000 units mark.

The options are very exhaustive and can cost from anywhere between Rs. 3,000 to Rs. 3
lakh, in the Rs. 400 — 600 crore market, say industry experts. While the top end market for
accessories’ customization is said to be less than 2%, at the entry levelwhich relates typically
to the audio systems, almost 80-85% of the car buyers opt for it. Customers in Delhi and
Mumbaj are more adventurous with accessorisation, andprepared to play both with interiors
and the external look of the car. Down south, tweaking with the ‘stock’ car is usually limited
to the entertainment systems.

Virtually at the top end, DVDs appear to be the flavour of the season with owners of hi-
end mid-size and luxury cars, SUVs and MUVs and even vans. While some opt for drop
screens from the roof of the car others root for screens at the back of the head rest. The sun
roof is a fad in the north and is even seen in an otherwise fully loaded SUV like Terracan.

In fact, the value-add perception is considered important enough for their vehicle
personalization team of Ford India to constantly look out for new designs and changes, and
incorporate them in the listof manufacturer approved accessories.

Says Ford’s Vice-president, sales and external affairs, Vinay Piparsania, the company
trains its dealers with special tooling to fit these accessories and offer the requisite service
warranties. While Hyundai does not have a programme of approving additional accessories,
it allows its dealers to stock certain branded products.

a)What are the causes of accessorisation of cars in India? [5]

b)Which accessories are most popular among car buyers? {5]

c)Comment on the strategy of Ford India regarding accessories. [5]
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