MCQ type Objective Question Bank

Name of the Trade : Marketing
Trade Code : MARK
Choose the correct answer : 

1 Which is not a traditional concept of marketing?

(a) Customer-oriented marketing concept


(b) product-oriented marketing concept


(c) Sales-oriented marketing concept


(d) None of these

2 The level of life-cycle of goods is


(a) Representation and introducing goods


(b) Development of goods


(c) Maturity of goods


(d) All of these

3 The basic goal of marketing is


(a) To ascertain the utility and demand of goods


(b) Financing


(c) Warehousing


(d) Branding

4 Who is the modern marketing Analysis?


(a) PF Drucker
(b) Philip Kotlar


(c) Douglas Smallbone
(d) All of them

5 The well-integrated Marketing Equation is 



(a) B= ∑(A) + ∑T +∑C
(b) B= ∑(A) + ∑Y + ∑C

(c) B= ∑T + ∑(A)+ ∑Y




(d) None of these

6 Which is not a feature of marketing in India?


(a) Supply lesser than demand
(b) High price of goods


(c) Hoarding and Black-marketing
(d) Developed marketing research

7 Which external factor influences marketing dynamics?


(a) Nature of demand
(b) Sales method


(c) Change in Education and Culture
(d) Advertisement Method

8 Which is called the “radiology and Pathology  of marketing”?


(a) Marketing Research
(b) Market Research


(c) Product Research
(d) Price Research

9 ___________ method is a Survey method of Marketing Research


(a) Mail Survey
(b) Packaging


(c) Branding
(d) Habit

10 According to Mc Carthy 4P are 


(a) Principle, planning, Place and Production


(b) Product Mix, Price Mix, Promotion Mix and Place Mix


(c) Packaging, perseverance, Potentiality and Publicity


(d) None of these

11 Which factor is not related to marketing?


(a) Creating demand of goods


(b) Fix up the production cost and price


(c) Meet up the increasing and changing demand


(d) To purchase and sale of goods
12 Special factors of marketing are


(a) one
(b) Four


(c) two
(d) Three

13 Importance of marketing is


(a) To equalize demand and supply
(b) To set the object(d)e of marketing


(c)To set the goal of marketing
(d) To control the function of marketing

14 Which is not sales process according to Pyle?


(a) Purchases
(b) Warehousing


(c) Sales
(d) To create locational utility

15 Which is the function of marketing management ?


(a) Market research
(b) Purchase


(c) Sales
(d) Financing

16 Which includes sales act(d)ity?


(a) Distribution of goods and service


(b) Market research


(c) Planning


(d) controlling
17 Select the difference between sales management and marketing management


(a) Sales management is wide but marketing management is narrow


(b) Sales management is narrow but marketing management is wide


(c) Sales management is complex but marketing management is simple


(d) None of above

18 Social aspect of Marketing is


(a) Create demand
(b) Increase sales


(c) Increase standard of l(d)ing
(d) Innovation

19 Marketing strategy is of


(a) Three types
(b) Four types


(c) one type
(d) Two types

20 Key to marketing success is 


(a) Sales
(b) Marketing


(c) Employment
(d) Marketing strategy

21 Which is not the factor of marketing Mix?


(a) Product Mix
(b) Price Mix


(c) Advertisement Mix
(d) Communication Mix

22 Which of the following is a Marketing Mix force?


(a) Competitor’s behaviour
(b) Unemployment behaviour


(c) Producer’s behaviour
(d) Salesman’s behaviour

23 The basis of demand life-cycle is


(a) Change of Price level
(b) Change of demand level


(c) Change of life style
(d) Change of society

24 The object(d)e of Packing is


(a) Security of goods
(b) Advantages of transport


(c) Advantage in warehousing
(d) Increase act(d)ity of goods

25 Which is called “Sleeping Salesman”?


(a) Package
(b) Packaging


(c) Planning
(d) Marketing
26 “Surf”--- what type of Brand?


(a) Family Brand
(b) Combined Brand


(c) Personal Brand
(d) Umbrella Brand

27 Which is not the advantage of Brand of goods?


(a) Creation of product image
(b) Easy identification


(c) Protection of consumer interest
(d) Innovation

28 The feature of Success(d)e Brand is


(a) Pleasant and Aristocrat
(b) Wide and Complex name


(c) small range
(d) Unregistrable

29 Combination of goods according to specific standard is called


(a) Brand
(b) Grading


(c) labeling
(d) Standardisation

30 To set up the product(d)ity of goods is called-


(a) Grading
(b) labeling

(c) Standardising
(d) Branding

31 “Competition Risk” is a


(a) Natural Risk
(b) Human Risk


(c) Marketing Risk
(d) None of these

32 The Price which is settled in the demand and supply is


(a) Market Price
(b) Normal Price


(c) Abnormal Price
(d) Real Price

33 Which of the following method is not pricing?


(a) Perce(d)ed value based pricing method


(b) value based pricing method


(c) Going Rate pricing method


(d) Historical Rate pricing method

34 The first step of pricing of goods is


(a) To set the object(d)es of marketing


(b) To ascertain the production cost


(c) To select the pricing method


(d) To ascertain the final price

35 Naturally discount is of


(a) one type
(b) Two type


(c) Three type
(d) None of them

36 Which of the following is not the importance of promotion?


(a) To communicate
(b) Persuasion

(c) Increase sales
(d) Influence

37 Secondary factor of promotion is


(a) Sales promotion
(b) decrease of sales


(c) Increase of sales
(d) Influence

38 Select the correct difference between Advertisement and Publicity-


(a) Advertisement is a part of publicity, but all publicity are Advertisement


(b) The area of Advertisement is wide, but area of publicity is narrow


(c) Advertise is without profit, but publicity is profit creating


(d) None of these

39 Marketing is


(a) Art
(b) Science


(c) Both of these
(d) None of these

40 A product’s ___________ is the place which occupies in the mind of customer


(a) Segment
(b) Position


(c) Attribute
(d) Brand

41 Marketing act(d)ity is called “Dark continent” by


(a) Henry Fayol
(b) Peter Drucker


(c) AW Shaw
(d) Cundiff and Still

42 An example of two-stages channel of Distribution is


(a) Bata Shoe
(b) Petrol


(c) Grocery goods
(d) None of these

43 Impact on distribution system by


(a) Social system
(b) Economic system


(c) Transport system
(d) Fiscal system

44 __________ distribution system is called PDS


(a) Public
(b) Pr(d)ate


(c) Joint venture
(d) None of these

45 Rationing system are of 


(a) One type
(b) Two types


(c) Four types
(d) Three types

46 Commodity market are of


(a) One type
(b) Two types


(c) Four types
(d) Three types

47 VP stands for


(a) Value paid
(b) Value on payable


(c) Value payable
(d) Value payable on demand

48 Warehousing create ____________ utility


(a) Natural
(b) Physical


(c) Exchange
(d) Time

49 Which is not advantage of warehousing?


(a) Continuous supply
(b) Stability of Product Price


(c) Facility of Wholesale Trade
(d) Hoarding

50 Raw materials are preserved in ____________ warehouse


(a) Finished goods warehouse
(b) Raw material warehouse


(c) Bonded warehouse
(d) Custom warehouse

51 Transport create ____________ utility


(a) Service
(b) Time


(c) Natural
(d) Physical

52 Which transport system is not for heavy weight goods?


(a) Railway transport system
(b) Airway system


(c) Shipway transport system
(d) Road transport system

53 Which of the following is not the document of warehouse?


(a) Entry for warehousing
(b) Landing order


(c) Warrant
(d) Loan warrant

54 Which of the following is a transport document?


(a) Route challan
(b) Warrant


(c) Toll Tax challan
(d) Excise duty challan

55 ___________ challan is pepared for del(d)ery of goods


(a) Order
(b) Quotation


(c) Consignment
(d) Receipts

56 Who is not a Mercantile Agent?


(a) Factor
(b) Broker


(c) Consignee
(d) Auctioneer

57 What does the acronym FMCG refer to?


(a) Fast moving consumer goods


(b) Frequent market consumption goods


(c) Functional mid-priced or compulsory goods


(d) Famous manufacturer’s clothing goods

58 A fixed price policy is one where


(a) Price is fixed by the Government


(b) Different prices are charged to buyers based on the ind(d)idual customers and situations


(c) Setting one price for all buyers


(d) Different prices are charged based on negotiation

59 BEP stands for


(a) Break even point


(b) Bulk effect(d)e point


(c) Break even profit


(d) None of these

60 Deduction from the quoted price is called


(a) Rebate


(b) Trade discount


(c) Cash discount


(d) Seasonal discount

61 HULL stands for


(a) Hindu Urenium Leaver Limited


(b) Hindusthan Unileaver Limited


(c) haldia Urenium Locomot(d)e Limited


(d) None of these

62 Which is the internal source of sales information


(a) Sales Voucher


(b) Cash Book


(c) Sales day Book


(d) None of these

63 Any data regarding sales is


(a) Accounting information


(b) Financial information


(c) Managerial information


(d) None of these

64 Information regarding Price uses for


(a) To set the Profit margin


(b) To set the Cost of Production


(c) To set the Primary cost


(d) To set the Final Price
65 In the equation Fs =f(Ps, C(a), ac), f stands for


(a) Function


(b)Frequency


(c) Frequent


(d) None of these

66 Any information regarding Pr(d)ate diostribution system collected from


(a) TV channel


(c)nternet


(c)Website


(d)All of these

67 The method of distribution in Direct sell to users is


(a) Producer​​​​​ → users


(b) Producer​​​​​ →distribution→ users


(c) Producers→Agent→ distribution→users


(d) None of these

68 The basic object(d)e of Promotion is


(a) Serving information


(b) Sample distribution


(c) Salesmanship


(d) Push blend

69 Which is not a factor of Promotion Mix


(a) Public relation


(b) Distribution


(c) Salesmanship


(d) Advertisement

70 Which is not the object(d)e of advertisement


(a) Creation of new demand


(b) Arousing Potential demand


(c) Increase in Production


(d) Employment

71 Which of the following is not the factor of Marketing Mix?


(a) Goods


(b) Man power


(c) Place


(d) Profit

72 An emerging factor which touches


(a) Service


(b) Goods


(c) Planning


(d) Concept

73 Which of the following is not the function of Marketing management?


(a) Market Planning

(b) Organisation of Marketing Process


(c) Helps in marketing Process (d) Planning development and Analysis

74 The two factors of Marketing strategy are


(a) Object(d)e and development of Marketing


(b) Marketing Mix and object(d)e of Marketing


(c) To set the goal of market and marketing mix


(d) None of them

75 Which of the following is not the factor of marketing information process?


(a) Marketing Research

(b) Decision taking method


(b) Attention to Production

(d) Internal Research
76 Packing is taken as part of a 


(a) Principal goods
(b) Prominent goods


(c) Complete goods
(d) Marketed goods

77 Planning for price is very complex in ___________ level


(a) Develop 
(b) Finished/ Matured


(c) Declination
(d) Identification

78
It is essential for customer’s satisfaction to depend on 


(a) Standardization of product
(b) Grading


(c) Packing and Packaging
(d) All of these

79 Marketing depends on consumer’s demand, Taste and likes as it is


(a) Customer oriented
(b) Product oriented


(c) Price oriented
(d) None of these

80 It decreases the selling expenses, Routine expenses, Advertise expenses, Sales promotion expenses It is


(a) Marketing Research
(b) Sales Research


(c) Sales Forecasting
(d) Advertisement

81 The factors of Marketing research are market Research, distribution Research, Goods Research, Sales Research and


(a) Price Research
(b) Cost Research


(c) Customer Research
(d) None of these

82 Which is not considered to ascertain the Product Price?


(a) Cost
(b) Income


(c) Demand
(d) Competition

83 Which is not the part of Media Research?


(a) Information of circulation power of newspaper (b) Act(d)ities of other newspaper


(c) Advertisement
(d) Packing

84 Which is not internal source of marketing?


(a) Sales Report
(b) Records of sales


(c) Financial Accounts File
(d) Commercial Papers

85 Published information of business are Balance Sheet, Profit & Loss Account and


(a) Annual Statement
(b) Cash Book


(c) Day Books
(d) None of these

86 A social responsibility of marketing research is


(a) To resist the plastic use
(b) New use of product


(c) Market promotion of product
(d) Analysis of utility of product

87 A factor which influences competitor’s behaviour


(a) Scale of competitor
(b) Competition


(c) Distribution
(d) Mot(d)ation

88 Outlook and behaviour of Government is


(a) Competition Strength
(b) Market Force


(c) Purchasing habits
(d) Distribution of goods

89 The nature of goods is


(a) Marketability
(b) Utility


(c) Demand
(d) Achievement

90 The function of growth stage of product life-style is


(a) Increase Investment
(b) Increase demand of goods


(c) Increase in distribution cost
(d) None of these

91 The object(d)e of marketing strategy is


(a) Quality development of goods
(b) Including new features of goods


(c) Change in Packing
(d) All of these

92 The features of Saturation stage of product life-style is


(a) decrease in sale
(b) Starting loss


(c) Huge advertisement
(d) Standardisation of goods

93 F(d)e levels of demand life-cycle are Emergence, Rapid Growth, Slow Growth, Maturity and


(a) Declination
(b) Market


(c) Advertisement
(d) Grading

94 ‘Lip-pattern life-cycle’ is shown in


(a) Food grains
(b) Motorcar


(c) Adverse Product
(d) Fad

95 Seasonal Product is


(a) Fad Product
(b) Idle goods


(c) Sweater
(d) Essential Product

96 Which is not an advantage of Packing?


(a) Increase Stability
(b) Not damaged


(c) Attraction of customer
(d) Identification

97 Which is called Salesman’s Weapon?


(a) Packaging
(b) Packing


(c) Attraction
(d) Distinction

98 Which is the marketing brand of ‘Kelvinator’?


(a) BLUESTAR
(b) JETSTAR


(c) TATA
(d) WILLS

99 An example of Family Brand is


(a) PONDS
(b) SURF


(c) GODREJ
(d) TITAN QUARTZ

100 Non-Price competition Brand is


(a) Standardisation
(b) Branding


(c) Development
(d) Grading
101 Salesmanship is a


(a) Concept
(b) Technique


(c) Method
(d) Assumption

102 Sales Representat(d)e is


(a) Shop Salesman
(b) Sales Supervisor


(c) Voluntary Salesman in
(d) None of these


 Wholesale Business

103 Salesmanship is a


(a) Personal selling method
(b) impersonal selling method


(c) Personal and impersonal 


selling method
(d) None of these

104 Which of the following comment is not the different factor of Advertisement and Salesmanship?


(a) Advertisement is Impersonal selling method, but Salesmanship is a Personal selling method


(b) Advertisement cost is low, but cost of Salesmanship is high


(c) Advertisement is a demand creating process, but Salesmanship is an economic process


(d) Advertisement is Sales effort, but Salesmanship is demand creation effort

105 Which of the following is fundamental basis of Salesmanship?


(a) Sales Target
(b) Personality


(c) Business Process
(d) Goodwill

106 Which of the following is a mental qualification of a Salesman?


(a) Good Health
(b) Handsome


(c) Social responsibility
(d) Flexibility

107 _________ is an attribute of a Salesman


(a) Trustworthy
(b) Training


(c) Intelligence
(d) Sociability

108 Which is not a function of Salesman?


(a) Searching for Customer
(b) Offer for sale


(c) Accounting
(d) Creation of Confidence

109 All are Salesman except


(a) Whole Seller
(b) Retailer


(c) Producer
(d) Agent

110 Which is not necessary quality of a salesman?


(a) Smart
(b) Hardworking


(c) Higher education
(d) Patience

111 There are huge-opportunity for a job as a Salesman because


(a) Fast promotion based on performance
(b) Best quality


(c) Foreign tour opportunity
(d) None of these

112 The department by which goods are purchased is called


(a) Sales department
(b) Purchase department


(c) Accounting department
(d) Administrat(d)e department

113 Who is a buyer, according to nature?


(a) Consumer buyer
(b) Buyer for sales


(c) Auction buyer
(d) Buyer for production

114 The factor, which is considered for buying any goods, is


(a) Price of goods
(b) Nature of goods


(c) Quality of goods
(d) All of these

115 Which is not the factor of Promotional Strategy?


(a) Goods
(b) The buyer


(c) The channel
(d) Offer for sale

116 Sales Promotion assistance system is


(a) Sales Portfolio
(b) Sales


(c) Advertisement
(d) None of these

117 PRO stands for


(a) Public Relation Officer
(b) Poll Returning Officer


(c) Product Relation Officer
(d) None of these

118 Sales Promotion is a synergic effect Select odd man out


(a) Advertisement
(b) Direct Sales


(c) Salesmanship
(d) Premium

119 “Better selling is the key to better business” Which is not related to this statement?


(a) Customer satisfaction
(b) Creation of new customer


(c) Creation of permanent customer
(d) Huge production

120 ‘Keying method’ is related to


(a) Scientific Management
(b) Scientific Advertisement


(c) Scientific Sales Promotion
(d) None of these

121 Which is not included in Customer Research questionnaire?


(a) What product do you use?
(b) Why do you use?


(c) What is your monthly income?
(d) Are you married?

122 AC(A) stands for


(a) Advertising Council of India
(b) Advertising Campaign Information


(c) Auditors and Controller of India
(d) None of these

123 Advertisement Agency gets commission @ _________% of Advertising Cost


(a) 20%- 25%
(b) 10%- 15%


(c) 25%- 30%
(d) 30%- 50%

124 Which is not an Advertising Agency?


(a) Hindustan Times
(b) Press Syndicate


(c) Selvel
(d) Compac

125 Which is the limitation of Public Relation?


(a) Expens(d)e
(b) Lack of Capital


(c) Social environment
(d) Political situation

126 Principal function of sales organisation is


(a) Co-ordination among the Marketing Mix
(b) To ascertain sales policy


(c) Controlling Selling expenses
(d) Evaluation of sales Act(d)ity

127 Social responsibility of a Salesman is


(a) Ambitions
(b) Proficiency in Speaking


(c) Reporting
(d) After sales service

128 HR Tosdal sets ____________ (number) quality of a Salesman


(a) 13
(b) 12


(c) 19
(d) 5

129 the famous book of Prof Stephenson regarding Salesmanship is


(a) Principles and Practice Committee
(b) Principles and Practice of Commerce


(c) Principles and Practice Commission
(d) None of these

130
Importance of maintenance of consumer profile is


(a) To understand the consumer age
(b) To understand the consumer behaviour


(c) To understand the wants
(d), None of these

131 The features of  representation of goods of Multiple store is


(a) Wide window dressing and open access
(b) Narrow closed window dressing


(c) Wide but secure window dressing
(d) None of these

132 The location of the departmental shop is in the


(a) Village
(b) Town


(c) Centre place of the city
(d) None of these

133 The basic feature of shop in Multiple store is


(a) High cost of decoration
(b) Low cost of decoration


(c) Normal cost of decoration
(d) None of these

134 Consumer’s profile of economically background customers are prepared according

(a) Age
(b) Income group


(c) Sex
(d) None of these

135 The importance of consumer profile Analysis is


(a) How to promote for purchase goods
(b) To know about their standard of L(d)ing


(c) To know the necessity of goods
(d) All of the above

136 The importance of classification of buyer is


(a) To forecast the amount of Sales
(b) To maintain the quality of goods


(c) To maintain the volume of goods
(d) None of these

137 The causes for big employment opportunity for Salesman in India is

(a) Large Population
(b) High demand of goods


(c) Large Market
(d) All of these

138 The basic quality of a Salesman is


(a) Self-confidence
(b) Dependability


(c) General Education
(d) Practical Knowledge

139 The Psychological Knowledge of a Salesman is

(a) Kindness
(b) observing ability


(c) Trustworthy
(d) Foresight
140 Retain salesman are shown in


(a) Ration shop
(b) Grocery shop


(c) Co-operat(d)e Society
(d) Milk Depot

141 An example of Whole sale Salesman is


(a) Whole seller
(b) Producer


(c) Agent
(d) Retailer
142 The purchasing Principle is


(a) Make or buy Policy
(b) Time Principle of Purchasing goods


(c) Price Principle of goods
(d) Principle of goods
143 The ‘Purchasing Principle’ depends on


(a) Nature of goods
(b) Price of goods


(c) Quality of goods
(d) Mode of Payment
144 Which is not advantage of Centralised Purchase System?

(a) Economy of storing
(b) Efficiency


(c) Purchase of Right Time
(d) Control

145 Disadvantage of decentralized Purchase System


(a) Delay in Purchase
(b) Costly


(c) Possibility of Misunderstanding
(d) Increase in work load

146 Which is not considerable factor for value analysis?


(a) Functional value
(b) Cost/Purchasing value


(c) Esteem value
(d) Total value

147 The object(d)e of Negotiation is


(a) Fair and Reasonable price
(b) Application of Experience

(c) Contract
(d) Receipt of Proposal
148 FOB stands for


(a) Free on Bought
(b) Free on Board


(c) Free on Booking
(d) None of these

149 Which of the following is not discount


(a) Cash discount
(b) Trade discount


(c) seasonal discount
(d) Commission

150 A specialized Service of Salesman is


(a) Searching for customer
(b) Creation of confidence


(c) Reporting
(d) Exchange of goods

Bengali Version

1. e£­Ql ­L¡e¢V ¢hfZ­Zl pe¡ae d¡lZ¡ eu -


(a) ­œ²a¡j¤M£ ¢hfZe d¡lZ¡ (b) âhÉj¤M£ ¢hfZe d¡lZ¡ (c) ¢hœ²uj¤M£ ¢hfZe d¡lZ¡ (d) ­L¡e¢VC euz

2. f­ZÉl S£heQ­œ²l fkÑ¡u qm -


(a) â­hÉl EfÙÛ¡fe J f¢l¢Q¢a (b) â­hÉl Eæue (c) â­hÉl f¢lf‚a¡ (d) ph…¢mz

3. ¢hfe­el fËd¡e mrÉ qm -


(a) ­œ²a¡l fË­u¡Se J Q¡¢qc¡ ¢el©fe Ll¡ (b) AbÑpwÙÛ¡e (c) …c¡jS¡aLle (d) Ù¹l-¢hi¡Sez

4. Bd¤¢eL ¢hfZ­el ¢h­nÔoL ­L ?


(a) ¢fV¡l. Hg. XÊ¡L¡l (b) ¢g¢mf ­L¡Vm¡l (c) XNm¡p Øjm­h¡e (d) pL­mCz

5. p¤¤pwqa ¢hfZ­el pj£LlZ qm -

B=∑I + ∑T + ∑C (b) B = ∑I + ∑Y + ∑C (c) B= ∑T + ∑I +∑Y (d) ­L¡e¢VC euz

6. ­L¡e¢V i¡l­al ¢hfZe hÉhÙÛ¡l °h¢nøÉ eu -


(a) Q¡¢qc¡ A­fr¡ ­k¡N¡e Lj (b) âhÉj§mÉ ­hn£ 

(c) fZÉ jS¥ac¡l£ Hhw L¡­m¡h¡S¡l£ (d) Eæa ¢hfee N­hoe¡z

7. ¢hfZ­el N¢an£ma¡l Efl fËi¡h ¢hÙ¹¡lL¡l£ h¡¢qÉL Ef¡c¡e¢V ¢eZÑu Llz


(a) Q¡¢qc¡l fËL«¢a (b) ¢hœ²u fÜ¢a (c) ¢nr¡ J pwú«¢al f¢lhaÑe (d) ¢h‘¡fe fÜ¢a z

8. ¢hfZ­el "" Radiology '' J "" Pathology'' hm¡ qu -


(a) ¢hfZe N­hoZ¡­L (b) h¡S¡l N­hoZ¡­L (c) fZÉ N­hoe¡­L (d) j§mÉ N­hoZ¡­Lz

9. ------------------- fÜ¢a qm HL¢V ¢hfZe N­hoe¡l pj£r¡ fÜ¢a -


(a) X¡L­k¡­N pj£r¡ (b) ­j¡sLS¡a LlZ (c) hË¡¢äw (d) AiÉ¡pz

10. jÉ¡LÚL¡l¢bl j­a ¢hfZe ¢jnË­e "4P' qm -


(a) ¢fË¢¾pf¡m, fÔÉ¡¢ew, ­fÔp Hhw ­fË¡X¡LÚpe (b) ­fË¡X¡ƒ ¢j„, fË¡Cp ¢j„, fË­j¡ne ¢j„ Hhw ­fÔp¢j„ 

(c) fÉ¡­L¢Sw, f¡l­pi¡­l¾p, ­f¡­Ve¢pu¡¢m¢V Hhw f¡h¢m¢p¢V (d) ­L¡­e¡¢VC euz

11. "" ¢hfZe '' - Hl p­‰ ­L¡e ¢hou¢V k¤š² eu?


(a) â­hÉl Q¡¢qc¡ pª¢ø L­l (b) Evf¡ce hÉu J j§mÉ ¢ÙÛl L­l 

(c) ­œ²a¡l œ²jhdÑj¡e J f¢lhaÑen£m Q¡¢qc¡ f§lZ L­l (d) âhÉ œ²u ¢hœ²u L­lz

12. ¢hfZ­el ¢h­no Ef¡c¡e qm -


(a) HL¢V (b) Q¡l¢V (c) c¤¢V (d) ¢ae¢V

13. ¢hfZ­el …l¦aÆ qm -


(a) Q¡¢qc¡ J ­k¡N¡­el j­dÉ i¡lp¡jÉ lr¡ Ll¡ (b) ¢hfZ­el E­ŸnÉ ¢ÙÛl Ll¡ 

(c) ¢hfZ­el mrj¡œ¡ ¢ÙÛl Ll¡ (d) ¢hfZe L¡kÑœ²j ¢eu¿»e Ll¡z

14. f¡Cm Hl j­a ­L¡e¢V ¢hfZe fË¢œ²u¡ eu-


(a) œ²u (b) …c¡jS¡aLlZ (c) ¢hœ²u (d) ÙÛ¡eNa Ef­k¡N£a¡ pª¢øz

15. e£­Ql ­L¡e¢V ¢hfZe hÉhÙÛ¡f­Ll L¡S ?


(a) ¢hfZe N­hoe¡ (b) œ²u (c) ¢hœ²u (d) AbÑ-pwÙÛ¡e 

16. ­L¡e¢V ¢hœ²u L¡­Sl j­dÉ A¿¹iÑ¨š² ?


(a) âhÉ J ­ph¡l h¾Ve (b) h¡S¡l N­hoe¡ (c) f¢lLÒfe¡ (d) ¢eu¿»e

17. ¢hœ²u hÉhÙÛ¡fe¡ J ¢hfZe hÉhÙÛ¡fe¡l j­dÉ p¢WL f¡bÑLÉ¢V ¢ehÑ¡Qe Ll -


(a) ¢hœ²u hÉhÙÛ¡fe¡ hÉfL ¢L¿¹¥ ¢hfZe hÉhÙÛ¡fe¡ qm pwL£ZÑz


(b) ¢hœ²u hÉhÙÛ¡fe¡ pwL£ZÑ ¢L¿¹¥ ¢hfZe hÉhÙÛ¡fe¡ hÉfLz


(c) ¢hœ²u hÉhÙÛ¡fe¡ S¢Vm ¢L¿¹¥ ¢hfZe hÉhÙÛ¡fe¡ plmz


(d) ­L¡­e¡¢VC euz

18. ¢hfZ­el p¡j¡¢SL a¡vfkÑ qm -


(a) Q¡¢qc¡ pª¢ø (b) ¢hœ²u hª¢Ü Ll¡ (c) S£hek¡œ¡l j¡­e¡æue (d) Eá¡he z

19. ¢hfZe ­L±nm -


(a) ¢ae dl­Zl (b) Q¡l dl­Zl (c) HL dl­Zl (d) c¤C dl­Zlz

20. ¢hfZe p¡g­mÉl Q¡¢hL¡¢W qm -


(a) ¢hœ²u (b) ¢hfZe (c) LjÑpwÙÛ¡e (d) ¢hfZe ­L±nmz

21. ­L¡e¢V ¢hfZe ¢jnË­el Ef¡c¡e eu -


(a) fZÉ ¢jnËe (b) j§mÉ ¢jnËe (c) ¢h‘¡fe ¢jnËe (d) ­k¡N¡­k¡N ¢jnËez

22. e£­Ql ­L¡e¢V ¢hfZe ¢jnË­el n¢š² ?


(a) fË¢a­k¡N£­cl BQle (b) LjÑfË¡bÑ£­cl BQle (c) Evf¡ceL¡l£­cl BQle (d) ¢hœ²uL¡l£­cl BQle z

23. Q¡¢qc¡ S£he-Q­œ²l ¢i¢š qm -


(a) c¡jÙ¹­ll f¢lhaÑe (b) Q¡¢qc¡Ù¹­ll f¢lhaÑe (c) S£hek¡œ¡l f¢lhaÑe (d) p¡j¡¢SL f¢lhaÑez

24. ­j¡sLS¡a Ll­Zl E­ŸnÉ qm -


(a) f­ZÉl ¢el¡fš¡ (b) f¢lhq­el p¤¤¢hd¡ (c) jS¥aLl­Z p¤¤¢hd¡ (d) f­ZÉl Ef­k¡N£a¡ hª¢Üz

25. L¡­L e£lh ¢hœ²uLjÑ£ hm¡ qu ?


(a) ­j¡sL (b) ­j¡sLS¡aLlZ (c) f¢lLÒfe¡ (d) ¢hfZez

26. "p¡g' ¢L dl­el hËÉ¡ä ?


(a) f¡¢lh¡¢lL hËÉ¡ä (b) pwk¤š² hËÉ¡ä (c) hÉ¢š²Na hËÉ¡ä (d) Rœ hËÉ¡äz

27. f­ZÉl e¡jLl­el ­L¡e¢V p¤¤¢hd¡ eu -


(a) f­ZÉl C­jS pª¢ø (b) pq­S ¢Q¢q²aLlZ (c) ­œ²a¡ü¡bÑ lr¡ (d) Eá¡hez

28. gmfËp¤¤ hËÉ¡­äl °h¢nøÉ qm -


(a) j­e¡lj J A¢iS¡a (b) hs J SV£m e¡j (c) üÒf fËp¡l£ (d) ¢ehåe­k¡NÉ euz 

29. f­ZÉl ¢e¢cÑø j¡e Ae¤k¡u£ Ù¹l ¢heÉ¡p­L h­m-


(a) hËÉ¡ä (b) Ù¹l-¢hi¡Se (c) ­m­hmLlZ (d) fË¢jaLlZz

30. f­ZÉl EvLoÑ ¢ÙÛl Ll¡­L h­m -


(a) Ù¹l ¢hi¡Se (b) ­m­hmLlZ (c) fË¢jaLlZ (d) hËÉ¡ä

31. fË¢a­k¡N£a¡l Ty¥¢L qm HL¢V -


(a) fË¡L«¢aL Ty¥¢L (b) j¡e¢hL Ty¥¢L (c) h¡S¡l pwœ²¡¿¹ Ty¥¢L (d) ­L¡­e¡¢VC euz

32. Q¡¢qc¡ J ­k¡N¡­el O¡a-fË¢aO¡­a ­k c¡j ¢ÙÛl qu a¡ qm -


(a) h¡S¡l c¡j (b) ü¡i¡¢hL c¡j (c) Aü¡i¡¢hL c¡j (d) fËL«a c¡jz

33. e£­Ql ­L¡e¢V j§mÉ ¢edÑ¡lZ fÜ¢a eu-


(a) d¡lZ¡Na j§mÉ¢i¢šL j§mÉ ¢edÑ¡lZ fÜ¢a (b) …ej¡e ¢i¢šL j§mÉ ¢edÑ¡lZ fÜ¢a 

(c) Qm¢a-c¡j ¢i¢šL j§mÉ ¢edÑ¡lZ fÜ¢a (d) I¢aq¡¢pL j§mÉ ¢edÑ¡lZ fÜ¢az

34. fZÉj§mÉ ¢edÑ¡l­Zl fËbj d¡f qm -


(a) ¢hfZe E­ŸnÉ ¢ÙÛl Ll¡ (b) Evf¡ce hÉu ¢el©fe Ll¡ 

(c) j§mÉ ¢edÑ¡lZ fÜ¢a ¢ehÑ¡Qe Ll¡ (d) Q¨s¡¿¹ c¡j ¢edÑ¡lZ Ll¡ 

35. h¡–¡ p¡d¡lZa -


(a) HL fËL¡l (b)  c¤C fËL¡l (c) ¢ae fËL¡l (d) ­L¡e¢VC euz 

36. e£­Ql ­L¡e¢V fËp¡­ll …l¦aÆ eu -


(a) ­k¡N¡­k¡N Ll¡ (b) ­fË¡­l¡Qe¡ (c) ¢hœ²u hª¢Ü (d) fËi¡h ¢hÙ¹¡lz

37. fËp¡­ll ­N±e Ef¡c¡e qm -


(a) ¢hœ²u pÇfËp¡le (b) ¢hœ²u qÊÊ¡p (c) j§mÉ qÊÊ¡p (d) ­L¡­e¡V¡C euz

38. ¢h‘¡fe J fËQ¡­ll p¢WL f¡bÑLÉ ¢eZÑu Ll -


(a) ¢h‘¡fe fËQ¡­ll Awn  ¢L¿¹¥ ph fËQ¡l ¢h‘¡fe euz


(b) ¢h‘¡f­el f¢l¢d hÉ¡fL ¢L¿¹¥ fËQ¡­ll f¢l¢d pwL£ZÑz


(c) ¢h‘¡fe j¤e¡g¡ ¢hh¢SÑa ¢L¿¹¥ fËQ¡l j¤e¡g¡ pª¢øL¡l£z


(d) ­L¡­e¡V¡C euz

39. ¢hfZe qm -


(a) Lm¡ (b) ¢h‘¡e (c) EiuC (d) ­L¡­e¡V¡C euz

40. HL¢V â­hÉl ------------ HL¢V S¡uN¡ h¡ ­œ²a¡l je cMm L­l -


(a) fkÑ¡u (b) ÙÛ¡e (c) Ef­k¡¢Na¡ (d) hËÉ¡äz

41. ¢hfZ­el L¡S­L "AåL¡l¡µRæ jq¡­cn' h­m­Re -


(a) ­qe¢l ­gJm (b) ¢fV¡l XÊ¡L¡l (c) H. XhÔ¥. nÉ (d) LÉ¡e¢Xg Hhw ØV£mz

42. c¤C Ù¹l fZÉ h¾Ve fËe¡¢ml HL¢V Ec¡qlZ -


(a) h¡V¡l S¥a¡ (b) ­f­VÊ¡m (c) j¤¢c âhÉ (d) ­L¡­e¡V¡C euz

43. h¾VehÉhÙÛ¡l Jfl fËi¡h ­g­m -


(a) p¡j¡¢SL hÉhÙÛ¡ (b) AbÑ°e¢aL hÉhÙÛ¡ (c) f¢lhqe hÉhÙÛ¡ (d) ¢gpÚLÉ¡m hÉhÙÛ¡z

44. PDS h­m -------------- h¾Ve hÉhÙÛ¡­Lz


(a) plL¡l£ (b) ­hplL¡l£ (c) ­k±b E­cÉ¡N (d) ­L¡­e¡V¡C euz

45. ­ln¢ew hÉhÙÛ¡ qm -


(a) HL-lLj (b) c¤-lLj (c) ¢ae-lLj (d) Q¡l-lLjz

46. f­ZÉl h¡S¡l qm -


(a) HL-lLj (b) ¢ae-lLj (c) Q¡l-lLj (d) c¤-lLjz

47. V.P Lb¡¢V qm -


(a) j§mÉ fËc¡e (b) j§mÉ fËc¡e Ll­a q­h (c) h­Lu¡ j§mÉ (d) Q¡Ju¡j¡œ h­Lu¡ j§mÉ z

48. …c¡jS¡a ---------------- Ef­k¡¢Na¡ pª¢ø L­l -


(a) ü¡i¡¢hL (b) BL¡lNa (c) ¢h¢ejuNa (d) pjuNa z

49. ­L¡e¢V …c¡jS¡aLl­Zl p¤¤¢hd¡ eu -


(a) d¡l¡h¡¢qL ­k¡N¡e (b) fZÉj§­mÉl ¢ÙÛla¡ (c) f¡CL¡l£ L¡lh¡­l p¤¤¢hd¡ (d) ­N¡fe h¡S¡l pª¢øz

50. Ly¡Q¡j¡m pwlre Ll¡ qu ------------------- …c¡­j-


(a) ¢nÒfS¡a â­hÉl …c¡j (b) Ly¡Q¡j¡­ml …c¡j (c) öó¡d£e …c¡j (d) BhN¡¢l …c¡jz

51. f¢lhqe --------- Ef­k¡¢Na¡ pª¢ø L­l -


(a) ­ph¡Na (b) pjuNa (c) ü¡i¡¢hL (d) BL¡lNaz

52. ­L¡e¢V i¡¢l f­ZÉl f¢lhqe hÉhÙÛ¡ eu -


(a) ­lm-f¢lhqe (b) ¢hj¡q-f¢lhqe (c) S¡q¡S-f¢lhqe (d) psL-f¢lhqez

53. e£­Ql ­L¡e¢V …c¡jS¡aLl­el c¢mm eu -


(a) ¢hhlZ pð¢ma a¡¢mL¡ (b) Sj¡l B­cn (c) Sj¡ l¢pc (d) G­Zl l¢pcz

54. e£­Ql ­L¡e¢V f¢lhq­el c¢mm -


(a) l¡Ù¹¡ Q¡m¡e (b) Sj¡ l¢pc (c) ­V¡m Q¡m¡e (d) BhN¡¢l öó Q¡m¡ez

55. fZÉ ­fËl­Zl pju ----------------- Q¡m¡e °al£ Ll¡ qu -


(a) AXÑ¡l (b) j§mÉ ‘¡fe (c) Q¡m¡e£ l¢pc (d) l¢pcz

56. e£­Ql ­L h¡¢e¢SÉL fË¢a¢e¢d eu -


(a) g¢su¡ (b) c¡m¡m (c) fZÉ fË¡fL (d) ¢em¡jc¡lz

57. "Hg. Hj. ¢p. ¢S ' l f¤­l¡ Lb¡¢V qm -


(a) g¡ØV j¤¢iw Le¢SEj¡l …XÚp


(b) ¢é ­L¡­u¾V j¡­LÑV LeS¡Çfp¡eÚ …XpÚz


(c) g¡wp¡e¡m ¢jX fË¡CpX Ag LÇf¡mp¢l …XpÚ z


(d) ­gj¡p jÉ¡e¤gÉ¡LQ¡l¡l ­pÔ¢Sw …XpÚ z

58. ¢ÙÛl j§mÉ ¢edÑ¡lZ e£¢a qm, ­kM¡­e -


(a) j§mÉ ¢edÑ¡lZ plL¡l à¡l¡ ¢edÑ¡¢laz


(b) ­œ²a¡ Hhw a¡l AhÙÛ¡l Efl ¢i¢š L­l Bm¡c¡ Bm¡c¡ j§mÉ d¡kÑ Ll¡z


(c) HLC j§mÉ pL­ml SeÉ d¡kÑ Ll¡ z


(d) clLo¡L¢ol ¢i¢š­a j§mÉ d¡kÑz

59. B.E.P Hl f¤­l¡ Lb¡¢V qm -


(a) ­hËL C­ie f­u¾Vz


(b) h¡ó H­g¢ƒi f­u¾Vz


(c) ­hËL C­ie fË¢gVz


(d) ­L¡­e¡V¡C euz

60. ¢edÑ¡¢la j§mÉ ­b­L h¡c­L h­m -


(a) ¢l­hV (b) hÉhp¡¢uL h¡–¡ (c) eNc h¡–¡ (d) pjuNa h¡–¡

61. HULL Lb¡¢Vl AbÑ -


(a) ¢q¾c¥ CE­l¢eu¡j ¢mi¡l ¢m¢j­VXz


(b) ¢q¾c¥ÙÛ¡e CE¢e-¢mi¡l ¢m¢j­VXz


(c) qm¢cu¡ CE­l¢eu¡j ­m¡­L¡­j¡¢Vi ¢m¢j­VXz


(d) ­L¡­e¡¢VC euz

62. ¢hœ²­ul abÉ p¤¤œ qm -


(a) ¢hœ²u l¢pc (b) LÉ¡n hC (c) °ce¢¾ce ¢hœ²u hC (d) ­L¡­e¡¢VC euz

63. ¢hœ²u pwœ²¡¿¹ ­k­L¡e Ef¡š qm -


(a) ¢qp¡hpwœ²¡¿¹ abÉ (b) B¢bÑL abÉ (c) f¢lQ¡mepwœ²¡¿¹ abÉ (d) ­L¡­e¡V¡C euz

64. c¡j pwœ²¡¿¹ hÉhq¡l Ll¡ qu -


(a) j¤e¡g¡q¡l ¢ÙÛl Ll­a (b) Evf¡ce hÉu ¢ÙÛl Ll­a 

(c) fË¡b¢jL hÉu ¢ÙÛl Ll­a (d) Q¨s¡¿¹ j§mÉ ¢ÙÛl Ll­az

65. fs = (ps .ci , ac) pj£Ll­Z "f' Lb¡¢Vl AbÑ qm -


(a) A­frL (b) f¢lpwMÉ¡ (c) N¢a (d) ­L¡­e¡¢VC euz

66. ­L¡­e¡ ­hplL¡l£ h¾Ve pwœ²¡¿¹ fÜ¢al abÉ pwNËq Ll¡ qu -


(a) ¢V. ¢i QÉ¡­em ­b­L (b) C¾V¡l­eV ­b­L  (c) J­uhp¡CV ­b­L (d) ph…¢m ­b­Lz

67. pl¡p¢l Evf¡c­Ll L¡R ­b­L hÉhq¡lL¡l£l L¡­R fZÉ h¾Ve fÜ¢a¢V qm -


(a) Evf¡cL - hÉhq¡lL¡l£


(b) Evf¡cL - f¢l­hnL - hÉhq¡lL¡l£


(c) Evf¡cL - H­S¾V - f¢l­hnL - hÉhq¡lL¡l£


(d) ­L¡­e¡¢VC euz

68. fËp¡­ll j§m E­ŸnÉ qm -


(a) abÉ plhl¡q (b) ej¤e¡ ¢halZ (c) ¢hœ²u¢hcÉ¡ (d) ­Wm¡ ¢jnËe

69. ­L¡e¢V ¢hfZe ¢jnË­el Ef¡c¡e eu -


(a) SepÇfLÑ (b) L¥fe fËc¡e (c) ¢hœ²u¢hcÉ¡ (d) ¢h‘¡fez

70. ­L¡e¢V ¢h‘¡f­el E­ŸnÉ eu -


(a) ea¥e Q¡¢qc¡ pª¢ø (b) p¤¤ç Q¡¢qc¡ S¡N¡­e¡ (c) Evf¡ce hª¢Ü Ll¡ (d) LjÑpwÙÛ¡e z

71. ¢ejÀ¢m¢Ma…¢ml j­dÉ ­L¡e¢V ¢hfZe ¢jnË­el Ef¡c¡e eu -


(a) âhÉ (b) je¤oÉn¢š² (c) ÙÛ¡e (d) m¡iz

72. HL¢V L¡Òf¢eL ¢hou k¡ ØfnÑ Ll¡ k¡u -


(a) ­ph¡ (b) fZÉ (c) f¢lLÒfe¡ (d) d¡lZ¡ 

73. ¢ejÀ¢m¢Ma…¢ml j­dÉ ­L¡e¢V ¢hfZe hÉhÙÛ¡fe¡l L¡S eu -


(a) h¡S¡l f¢lLÒfe¡ (b) ¢hfZe ¢œ²u¡l pwNWe 

(c) ¢hfZe ¢œ²u¡l pq­k¡¢Na¡ (d) f¢lLÒfe¡ Eæue J ¢h­nÔoez

74. ¢hfZe ­L±n­ml c¤¢V Ef¡ce¡ qm -


(a) ¢hfZ­el E­ŸnÉ J Eæ¢a¢hd¡e (b) ¢hfZe ¢jnËe Hhw ¢hfZ­el E­ŸnÉ 

(c) h¡S¡­ll mr ¢edÑ¡lZ Hhw ¢hfZe ¢jnËe (d) ­L¡e¢VC euz

75. ¢ejÀ¢m¢Ma…¢ml j­dÉ ­L¡e¢V ¢hfZe abÉ fË¢œ²u¡l Ef¡c¡e eu -


(a) ¢hfZe N­hoe¡ (b) ¢pÜ¡¿¹ NËqe fÜ¢a (c) Evf¡c­el fË¢a eSl (d) BiÉ¿¹l£e N­hoe¡ 

76. HL¢V ­j¡sL ¢qp¡­h NeÉ qu ----------- Awn ¢qp¡­h 


(a) j§m â­hÉl (b) e¡¢j â­hÉl (c) pÇf¨ZÑ â­hÉl (d) h¡S¡lS¡a â­hÉlz

77. j§m f¢lLÒfe¡ B­l¡ S¢Vm qu ---------- Ù¹­l


(a) Eæue (b) f¢lea (c) Aheje (d) f¢l¢Q¢a

78. ­œ²a¡l p¿¹¥¢ø ¢hd¡­el SeÉ …l¦aÆ ­cJu¡ E¢Qa --------Hl Eflz


(a) f­ZÉl j¡­e¡æue (b) Ù¹l ¢hi¡Se (c) ­j¡sL Hhw ­j¡sLS¡a Lle (d) pl…¢ml

79. ¢hfZe ­œ²a¡l Q¡¢qc¡, l¦¢Q, J fR­¾cl Jfl …l¦aÆ ­cu, L¡le qm -


(a) ­œ²a¡¢ij§M£ (b) âhÉ-A¢ij§M£ (c) c¡j-A¢ij§M£ (d) ­L¡e¢¢V euz

80. k¡ ¢hœ²uhÉu , h¾VehÉu, ¢h‘¡fe hÉu, ¢hœ²upÇfËp¡l­elhÉu qÊÊ¡p L­l a¡ qm -


(a) ¢hfee N­hoe¡ (b) ¢hœ²u N­hoe¡ (c) ¢hœ²u f§hÑ¡e¤j¡e (d) ¢h‘¡fe z

81. ¢hfZe N­hoe¡l Ef¡c¡e qm h¡S¡lN­hoe¡, h¾Ve N­hoe¡, fZÉ N­hoe¡, ¢hœ²u N­hoe¡ Hhw-


(a) j§mÉ N­hoe¡ (b) hÉu N­hoe¡ (c) M¢lŸ¡l N­hoe¡ (d) ­L¡­e¡V¡C euz

82. ­L¡e¢V fZÉj§mÉ ¢edÑ¡l­Z ¢h­hQÉ eu -


(a) hÉu (b) Bu (c) Q¡¢qc¡ (d) fË¢a­k¡¢Na¡ z

83. ­L¡e¢V j¡dÉj N­hoe¡l Awn eu -


(a) pwh¡cfœ pwhqe rja¡l abÉ (Circulation Power) (b) AeÉ¡eÉ fœ-f¢œL¡l L¡kÑL¡¢la¡ 

(c) ¢h‘¡fe (d) ­j¡sLz

84. ­L¡e¢V ¢hfZe N­hoe¡l AiÉ¿¹l£e Evp eu -


(a) ¢hœ²u fË¢a­hce (b) ¢hœ²­ul e¢bfœ (c) B¢bÑL ¢qp¡­hl e¢bfœ (d) hÉhp¡¢uL f¢œL¡ 

85. fË¢aù¡­el fËL¡¢na abÉ qm EcÚhaÑfœ, m¡i-r¢a ¢qp¡h Hhw ----------


(a) h¡¢oÑL ¢hhlZ£ (b) eNc¡e hC (c) °ce¢¾ce hC (d) ­L¡eV¡C eu

86. ¢hfZe N­hoe¡l HL¢V p¡j¡¢SL c¡¢uaÆ qm -


(a) fÔ¡¢ØVL hÉhq¡­ll Ahp¡e OV¡­e¡ (b) f­ZÉl ea¥e hÉhq¡l 

(c) â­hÉl h¡S¡l pÇfËp¡lZ (d) f­ZÉl Ef­k¡¢Na¡ ¢h­nÔoe z

87. fË¢a­k¡N£­cl BQlZ fËi¡¢ha qu Hje HL¢V ¢hou qm -


(a) fË¢a­k¡N£­cl Buae (b) fË¢a­k¡N£a¡ (c) h¾Ve (d) Ae¤­fËlZ¡ 

88. plL¡­ll cª¢øi¢‰ J BQle HL¢V 


(a) fË¢a­k¡N£a¡l n¢š² (b) h¡S¡l£ n¢š² (c) œ²­ul AiÉ¡p (d) fZÉ f¢l­hne 

89. f­ZÉl °h¢nøÉ eu -


(a) ¢hœ²u­k¡NÉa¡ (b) Ef­k¡N£a¡ (c) Q¡¢qc¡ (d) p¡gmÉ 

90. f­ZÉl S£heQ­œ²l Eæue (Growth) Ù¹­ll L¡S qm 


(a) ¢h¢e­u¡N hÉu hª¢Ü (b) f­ZÉl Q¡¢qc¡ hª¢Ü (c) h¾Ve hÉu hª¢Ü (d) ­L¡­e¡¢VC euz

91. ¢hfZe ­L±nm NËq­el E­ŸnÉ qm -


(a) f­ZÉl j¡­e¡æue (b) f­ZÉ ea¥e °h¢nøÉ pw­k¡N Ll¡ (c) ­j¡s­L f¢lhaÑe (d) ph…¢mz

92.  f­ZÉl S£heQ­œ²l pwfªš² Ù¹­ll °h¢nøÉ qm -


(a) ¢hœ²u qÊÊ¡p (b) ­m¡Lp¡e öl¦ qu (c) hÉ¡fL ¢h‘¡fe (d) f­ZÉl j¡­e¡æue

93. Q¡¢qc¡ S£heÙ¹­ll fy¡Q¢V Ù¹l qm -


(a) Aheje (b) h¡S¡l (c) ¢h‘¡fe (d) Ù¹l ¢hi¡Se z

94. Bd¡­ll BL«¢al S£heQœ² ­cM¡ k¡u -


(a) M¡cÉâ­hÉl (b) ­j¡VlN¡¢s (c) fË¢aL¨m f­ZÉl (d) ­n±¢Me âhÉ

95. jlö¢j fZÉ qm -


(a) ­n±¢Me âhÉ (b) Amp âhÉ (c) ­p¡­uV¡l (d) ¢eaÉfË­u¡Se£u âhÉ 

96. ­L¡e¢V ­j¡s­Ll p¤¤¢hd¡ eu -


(a) ÙÛ¡¢uaÆ hª¢Ü L­l (b) eø qu e¡ (c) ­œ²a¡ BL«ø qu (d) f¢l¢Q¢a (Identification)

97. ¢h­œ²a¡l q¡¢au¡l hm¡ qu -


(a) ­j¡sLS¡aLlZ (Packaging ) (b) ­j¡sL (c) BLoÑe (d) fªbL£LlZz

98. ­Lm¢i­eVl ­L¡Çf¡e£l ¢hfZe  hË¡ä qm -


(a) BLUSTER (b) JETSTAR (c) TATA (d) WILLs

99. f¡¢lh¡¢lL hË¡­äl HL¢V Ec¡qlZ qm - 


(a) fäpÚ (b) p¡gÑ (c) ­N¡cÚ­lS (d) V¡CV¡e ­L¡u¡VÑSz

100. j§mÉ R¡s¡ fË¢a­k¡¢Na¡l HL¢V q¡¢au¡l qm -


(a) fË¢jaLlZ (b) hË¡¢äw (c) Eæue (d) Ù¹l-¢hi¡Sez
101. ¢hœ²u¢hcÉ¡ qm HL¢V ---------------z


(a) d¡lZ¡ (b) ­L±nm (c) fÜ¢a (d) Ae¤på¡e z

102. ¢hœ²u fË¢a¢e¢d qm -


(a) ¢hf¢e ¢hœ²uLjÑ£ (b) ¢hœ²u p¤¤f¡li¡CS¡l 

(c) f¡CL¡l£ L¡lh¡­ll ï¡jÉj¡e ¢hœ²uLjÑ£ (d) ­L¡­e¡V¡C euz

103. ¢hœ²u¢hcÉ¡ qm HL¢V -


(a) hÉ¢š²-¢i¢šL fÜ¢a (b) Ne-¢i¢šL fÜ¢a 

(c) hÉ¡¢š²-¢i¢šL Hhw Ne¢i¢šL ¢hœ²u fÜ¢a (d) ­L¡­e¡V¡C euz

104. e£­Ql ­L¡e j¿¹hÉ¢V ¢h‘¡fe Hhw ¢hœ²u ¢hcÉ¡l f¡bÑ­LÉl ¢hou eu -


(a) ¢h‘¡fe HL¢V Ne¢i¢šL fÜ¢a, ¢L¿¹¥ ¢hœ²u¢hcÉ¡ HL¢V hÉ¢š²¢i¢šL ¢hœ²u fÜ¢az


(b) ¢h‘¡fe hÉu Lj, ¢L¿¹¥ ¢hœ²u¢hcÉ¡l hÉu ­hn£z


(c) ¢h‘¡fe Q¡¢qc¡ pª¢øL¡l£ fÜ¢a, ¢L¿¹¥ ¢hœ²u¢hcÉ¡ HL¢V AbÑ°e¢aL fË¢œ²u¡z


(d) ¢h‘¡fe qm HL¢V fË­Qø¡ ¢L¿¹¥ ¢hœ²u¢hcÉ¡ qm Q¡¢qc¡ pª¢øL¡l£ fË­Qø¡z

105. e£­Ql ­L¡e¢V ¢hœ²u ¢hcÉ¡l ­j±¢mL ¢hou -


(a) ¢hœ²­ul mrj¡œ¡ (b) hÉ¢š²š (c) L¡lh¡l£ fË¢œ²u¡ (d) p¤¤e¡jz

106. e£­Ql ­L¡e¢V ¢hœ²uLjÑ£l j¡e¢pL …e¡hm£ -


(a) p¤¤ü¡ÙÛ (b) p¤¤cnÑe (c) p¡j¡¢SL c¡¢uaÆ (d) eje£ua¡

107. ¢hœ²uLjÑ£l HL¢V A¢SÑa …e¡hm£ qm -


(a) ¢hnÄ¡p£ (b) fË¢nre (c) h¤¢Üjš¡ (d) ¢jö­L üi¡hz

108. e£­Ql ­L¡e L¡S¢V ¢hœ²uLjÑ£l eu -


(a) M¢lŸ¡l Ae¤på¡e (b) ¢hœ²u fËÙ¹¡h (c)  ¢qp¡hlre (d) BÙÛ¡ N­s ­a¡m¡z

109. e£­Ql ph¡C ¢hœ²uLjÑ£ - hÉ¢aœ²j£ ­L ?


(a)  f¡CL¡¢l ¢h­œ²a¡ (b) M¤Ql¡ ¢h­œ²a¡ (c) Evf¡cL (d) H­S¾Vz

110. ­L¡e¢V HLSe ¢hœ²uLjÑ£l Bh¢nÉL …e eu ?


(a)  QVf­V (b)  f¢lnËj£ (c) EµQ¢nr¡ (v) °dkÑz

111. ¢hœ²uLjÑ£ ¢qp¡­h A­eL L¡­Sl p¤¤­k¡­Nl L¡lZ -


(a) cra¡l ¢i¢š­a â¥a fcæ¢a (b) ­m¡ie£u ­hae (c) ¢h­c­n ïj­el p¤¤­k¡N (d) ­L¡eV¡C euz

112. ­k ¢hi¡­Nl j¡dÉ­j fZÉ œ²u Ll¡ qu a¡ qm -


(a) ¢hœ²u-¢hi¡N (b) œ²u-¢hi¡N (c) ¢qp¡hlre-¢hi¡N

113. fËL«¢a Ae¤p¡­l ­k ­œ²a¡ eu -


(a) ­i¡NL¡l£ ­œ²a¡ (b) ¢hœ²£l SeÉ ­œ²a¡ (c) c¡m¡m ­œ²a¡ (d) Evf¡c­Ll SeÉ ­œ²a¡z

114. ­L¡e âhÉ œ²­ul SeÉ ¢h­hQÉ ¢hou¢V qm -


(a) â­hÉl c¡j (b) â­hÉl fËL«¢a (c)  â­hÉl …e (d) ph…¢mz

115. ­L¡e¢V fËp¡l ­L±n­ml ¢hou eu -


(a) fZÉ (b) ­œ²a¡ (c) fËe¡m£ (d) ¢hœ²u-fËÙ¹¡hz

116. ¢hœ²u-pÇfËp¡l­el pq¡uL hÉhÙÛ¡ qm -


(a) ¢hœ²u-¢h‘¡fe£ (b) ¢hœ²u (c) ¢h‘¡fe (d) ­L¡eV¡C euz

117. "P.R.O.' Lb¡¢Vl AbÑ qm -


(a) f¡h¢mL ¢l­mpepÚ A¢gp¡l (b) ­f¡m ¢lV¡¢eÑw A¢gp¡l (c) fËX¡LVÚ ¢l­mpepÚ A¢gp¡l (d) ­L¡e¢VC euz

118. "" ¢hœ²u pÇfËp¡lZ qm p¢Çj¢ma gm ''z hÉ¢aœ²j£ ¢hou¢V ¢ehÑ¡Qe Ll-


(a) ¢h‘¡fe (b) pl¡p¢l ¢hœ²u (c) ¢hœ²u-¢hcÉ¡ (d) f¡¢l­a¡¢oL fËc¡e 

119. "" Ešj L¡lh¡­ll Q¡¢hL¡¢W qm Ešj ¢hœ²u '' - ­L¡e¢V Hl p¡­b pÇf¢LÑa eu?


(a) ­œ²a¡-p¿¹¥¢øp¡de (b) ea¥e ­œ²a¡ pª¢ø (c) ÙÛ¡u£ ­œ²a¡ pª¢ø (d) hým Evf¡cez

120. p§œ¡e¤på¡e (Keying method) Lb¡¢V e£­Ql ­L¡e¢Vl p¡­b pÇf¢LÑa ?


(a) ¢h‘¡epÇja hÉhÙÛ¡fe¡ (b) ¢h‘¡epÇja ¢h‘¡fe (c) ¢h‘¡epÇja ¢hœ²u pÇfËp¡le (d)  ­L¡eV¡C euz

121. ­œ²a¡ pwœ²¡¿¹ N­hoe¡ fËnÀ¡hm£­a ­k ¢hou¢V b¡­L e¡ a¡ qm -


(a) ­L¡e fZÉ hÉhq¡l L­le ? (b)  ­Le hÉhq¡l L­le ? 

(c)  Bfe¡l j¡¢pL Bu La? (d)  Bf¢e ¢L ¢hh¡¢qa? 

122. A.C.I. f¤­l¡ Lb¡¢V qm -


(a)  HÉXi¡lV¡C¢pw L¡E¢¾pm AhÚ C¢äu¡ (b)  HÉXi¡lV¡C¢pw LÉ¡­Çfe Cegl­jneÚ 

(c)  A¢XVl Hä L­¾V¡m¡l AhÚ C¢äu¡ (d) ­L¡eV¡C euz

123. ¢h‘¡fe pwÙÛ¡…¢m ¢h‘¡fe£ hÉ­ul ----------- na¡wn L¢jne ¢qp¡­h NËqe L­l z


(a) 20 % - 25% (b)  10% - 15% (c)  25% - 30% (d) 30% - 50%z

124. ­L¡e¢V ¢h‘¡fe pwÙÛ¡ eu ?


(a) ¢q¾c¥ÙÛ¡e V¡CjpÚ (b)  ­fËp ¢p¢ä­LV (c) ­pm­im (d) LjfÉ¡Lz

125. SepÇf­LÑl p£j¡hÜa¡ ­L¡e¢V ?


(a) hÉu p¡­fr (b)  j§md­el Ai¡h (c) p¡j¡¢SL f¢l­hn (d)  l¡S°e¢aL AhÙÛ¡ z

126. ¢hœ²u pwNW­el j¤MÉ L¡S qm -


(a) ¢hfee ¢jnË­el pjeÄu (b)  ¢hœ²ue£¢a ¢ÙÛl Ll¡ (c)  ¢hœ²u-hÉu ¢eu¿»e (d) ¢hœ²uL¡­Sl ¢eu¿»ez

127. ¢hœ²uLjÑ£l p¡j¡¢SL c¡¢uaÆ qm ----------------z


(a) EµQ¡¢im¡p£ (b) h¡LÚ°ef¤eÉ (c)  fË¢a­hce ­fn Ll¡ (d) ¢hœ²u flhaÑ£ ­ph¡ fËc¡ez

128. H.S.Tosdal ¢hœ²uLjÑ£l ------------ ¢V …e¡hm£ ¢e­cÑn L­l­Re z


(a) 13 (b) 12 (c)  10 (d) 5z

129. AdÉ¡fL ¢ØV­gepeÚ Hl ¢hMÉ¡a ¢hœ²uLm¡ pwœ²¡¿¹ hC¢V qm -


(a)  ¢fË¢¾pfÉ¡mpÚ Hä fË¡L¢VpÚ L¢j¢V 


(b)  ¢fË¢¾pfÉ¡mpÚ Hä fË¡L¢VpÚ Ah Lj¡pÑ


(c) ¢fË¢¾pfÉ¡mpÚ Hä fË¡L¢VpÚ L¢jne


(d) ­L¡e¢VC euz

130. M¢lŸ¡l­cl pw¢rç a¡¢mL¡l …l¦aÆ qm -----------------z


(a) M¢lŸ¡l­cl hup S¡e­a (b) M¢lŸ¡l­cl hÉhq¡l S¡e­a (c) M¢lŸ¡l­cl Ai¡h S¡e­a (d) ­L¡eV¡C euz

131. hýn¡M¡ ¢hfe£l fZÉ EfÙÛ¡f­Ll °h¢nøÉ qm ------------z


(a)  h¡a¡ue p‹¡ hs Hhw ­M¡m¡­jm¡ quz 


(b) h¡a¡ue p‹¡ ­R¡V Hhw hå quz


(c) h¡a¡ue p‹¡ hs ¢L¿¹¥ pw¢ra quz


(d) ­L¡eV¡C euz

132. ¢hi¡N£u ¢hfe£l ÙÛ¡e q­h ------------------


(a)  NË¡­j (b)  nq­l (c)  eN­ll ­L¾cÊÙÛ­m (d)  ­L¡eV¡C euz

133. hýn¡M¡ ¢hfe£ p‹¡l j§m °h¢nøÉ qm -


(a) hÉuhým p‹¡ (b) üÒf hÉu p‹¡ (c)  ü¡i¡¢hL p‹¡ (d)  ­L¡eV¡C euz

134. AbÑ°e¢aLi¡­h ¢f¢R­u fs¡ M¢lŸ¡l­cl pw¢rç a¡¢mL¡ p¡d¡lZa --------------- fËL«¢al qu-


(a) hup (b) Bu­nËZ£ (c)  ¢m‰ (d)  ­L¡eV¡C euz

135. M¢lŸ¡l­cl pw¢rç ¢hhlZ£ ¢h­nÔo­el …l¦aÆ qm -


(a) ¢Li¡­h a¡­cl œ²­u Eà¤Ü Ll¡ k¡uz


(b) a¡­cl S£hek¡œ¡l j¡e pÇf­LÑ S¡e¡z


(c)  a¡­cl â­hÉl fË­u¡Se£ua¡ pÇf­LÑ S¡e¡z


(d) ph Lu¢Vz

136. ­œ²a¡­cl ­nËZ£¢hi¡­Nl …l¦aÆ qm -


(a) ¢hœ²­ul f¢lj¡e pÇf­LÑ Ae¤j¡e Ll¡z


(b) f­ZÉl …e¡…e ¢WL Ll¡z


(c) f­ZÉl f¢lj¡e ¢WL Ll¡ z


(d)  ­L¡eV¡C euz

137. i¡l­a ¢hœ²uLjÑ£ LjÑpwÙÛ¡­el p¤¤­k¡N ­hn£ L¡lZ -


(a)  SepwMÉ¡ ­hn£ (b)  â­hÉl Q¡¢qc¡ ­hn£ (c) ¢hn¡m h¡S¡l (d) ph Lu¢Vz

138. HLSe ¢hœ²uLjÑ£l ­j±¢mL Q¡¢l¢œL …e¡hm£ qm -


(a) BaÈ¢hnÄ¡p (b) ¢eiÑln£ma¡ (c)  p¡d¡lZ ¢nr¡ (d)  hÉhq¡¢lL ‘¡e

139. HLSe ¢hœ²uLjÑ£l jeÙ¹¡¢šÄL ‘¡e qm -


(a)  Ec¡la¡ (b) fkÑ­hre rja¡ (c)  ¢hnÄÙ¹a¡ (d)  c§lc¢nÑa¡

140. M¤Ql¡ ¢hœ²uLjÑ£ ­cM¡ k¡u -


(a) ­lne ­c¡L¡­e (b) j¤¢cM¡e¡ ­c¡L¡­e (c) pjh¡u p¢j¢a (d) c¤‡ ¢hœ²u ­L¾cÊz

141. HLSe f¡CL¡l£ ¢hœ²uLjÑ£l Ec¡qlZ qm -


(a) f¡CL¡l£ ¢h­œ²a¡ (b) Evf¡cL ¢h­œ²a¡ (c) fË¢a¢e¢d ¢h­œ²a¡ (d) M¤Ql¡ ¢h­œ²a¡z

142. œ²u pwœ²¡¿¹ e£¢a¢V qm -


(a) °al£ h¡ œ²u e£¢a (b)  â­hÉl œ²­ul pju e£¢a (c)  â­hÉl c¡j e£¢a (d) â­hÉl p¢WL …e e£¢az

143. œ²ue£¢a ¢eiÑl L­l -


(a) â­hÉl fËL«¢al Efl (b) â­hÉl c¡­jl Efl (c)  â­hÉl …e¡…­el Efl (d) âhÉj§mÉ f¢l­n¡d j¡dÉjz

144. ­L¡e¢V ­L¾cÊ£i¨a œ²uhÉhÙÛ¡l p¤¤¢hd¡ eu -


(a) jS¥aLl­Zl p¤¤¢hd¡ (b) cra¡ (c) p¢WL pj­u âhÉ œ²u (d)  ¢eu¿»e 

145. ¢h­L¾cÊ£i¨a œ²u hÉhÙÛ¡l Ap¤¤¢hd¡ qm-


(a) œ²­ul ­r­œ ¢hmð (b) hÉup¡­fr (c) i¥m ­h¡T¡h¤¢T (d) L¡­Sl Q¡fhª¢Üz

146. j§mÉ ¢h­nÔo­el ¢h­hQÉ ¢hou eu -


(a) L¡kÑL¡¢la¡ j§mÉ (b) Evf¡ce h¡ œ²uj§mÉ (c) fR¾c j§mÉ (d) ­j¡V j§mÉz

147. Bm¡f B­m¡Qe¡l E­ŸnÉ qm -


(a)  eÉ¡kÉ J p¢WL c¡j (b)  A¢i‘a¡ fË­u¡N (c) Q¥¢š² (d)  fËÙ¹¡h NËqe 

148. F.O.B. Lb¡¢V qm 


(a) ¢é Ae hVÚ (b) ¢é Ae ­h¡XÑ (c) ¢é Ae h¤¢Lw (d) ­L¡eV¡C euz

149. e£­Ql ­L¡e¢V h¡–¡ eu -


(a) eNc h¡–¡ (b)  hÉhp¡¢uL h¡–¡ (c)  jlp¤¤¢j R¡s (d)  ­L¡eV¡C euz

150. HLSe ¢hœ²uLjÑ£l ¢h­n¢oa L¡S qm -


(a)  M¢lŸ¡l Ae¤på¡e (b)  BÙÛ¡ N­s ­a¡m¡ (c)  fË¢a­hce ­fn Ll¡ (d)  f­ZÉl ¢h¢eju
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