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. Answers to questions are to ‘be given only in Enghsh except in the case of candxdates who have

. opted for Hindi Medmm Ifa cand1date has not opted for Hindi medmm, his answers in Hde
will not be valued.

- Answers io S_ecti__ons -A andB should be glven in separate sets of dnswer—,beoks.
 Section - A

Q_uestion No. 1 is compulsory.

Answer any five questions from the rest.

'Marks-.

1. Descnbe bneﬂy the followmg terms with reference to Inforinatlon Technology. .  1x10-
_ : , : =10
r _ ' 6)) Data. D1cttonary ‘
L | (i) - Transaction Log

(ili) Binary Coded Decimal (BCD)

(v) Unicode

(v) Hub |
YMR-H S P.T.O.
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~ (vi) Protocol Converter SR - . |
(vii) ‘-Mu‘lt.i'prléxerl '.
(viii) Web Casting

- (ix) Intranet

®) " Data Publislﬁng (as internet application) - -

. (a). Whatis the dif_ferehée between compilers and interpreters ? Describe any two 242 '
ernnes of iafeire S | =4
advantages of interpreters over compilers.

® Discuss any four benefits of an Expert System. .~~~ 4

(@) Describe various stages of Data Mining. = . - " T
(b) Deﬁnc “Data Definition Lénguage”' (DDL).' Describe various functions of 4
DDL. | o

4. ) (a) Explam Star Network prology, Discuss its advantages and disadvantages. 4

- (b) Describe Various Qaluc_c added se—rvicés off_ered b& a Data Centre. 4

' DiStinguish between the fqilowing :' - | s G
'® HTTPamdETML s
© Half Duplex and Full Duplei Connection o - | | 3

YMR-H
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3) | | -
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A book publisher of Informatton Technology offers discount to its customers on the 8
basis of customer type as detaﬂed below : |

Customer Type Discount

Book Seller 30%
Library = 20%

Student 10%

LR s .
B IoUR:

Further if number of cop1es purchased is more than 20, then addmonal dxscount of
5% is allowed 1rrespect1ve of customer type Number of books, unit pnce of each

book and customer type are given as input.

ﬁ

Draw a ﬂow chart to calculate the net amount after all d1scount and pnnt customer '

type, number of cop1es and net amount.

Wﬁte's'hér't notes_on any four of the following : T T 24
@ S,tnartCards._-:_ |

(i) Bluetooth -

(iii) COllaborative CRM

(i¥) Operational Data Store (ODS)

W) Telnet

YMR:H - | P.T.O.
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Section-B .

Q_uestion No. 8 is.compulsory.

~ Answer any five questions from the rest.

“Business environment exhibité many gharacterisﬁcs.”,Explajn..

What are the diffetént respo‘nsibi]iiieé ofa §ﬁategic le_ader ?

“Fxrms can usebenchmarldng‘ process td achieve improvement in diverse
range of ﬁmagement functions.” Ellicidate;

Why functional 'su'étegies are needed for_éhy- business 7 |

Discuss the major dimensions of strategic decisions.

State with reasons which of the following stz_iteménts is correct or incorrect :

(i) A company’s strategy has always to be proactive in nature.

(i) Culture promotes better execution of strategy.

A global company has three characteristics. Explain.

10. Explain the major _steps which are required for the successful implementation of

supply chain management in the business organisation.

2x2
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11.° From the following information relating to X Ltd. company , prépaxe BCG Matrix 443
and also analyse it. =7
| Product ‘Revenues | Percent Profit | Percent 'Percehtage Percentage
o in? |Revenues| (n% | Profit | Market | Industry
| Share Growth
Rate -
A 60Crore | 48 1200 Lakh | 48 80 415
B | 40Cwore| 32 500Lakh | 20 40 +10
c 20Crore | 16 750Lakh | 30 60 20
D 05Crore| 04 | SOLakh| 02 05 ~10
Total | 125Crore| 100 | 2500Lakh| 100
12, (a) Idént_ify the Generic Strategy used in the fbllowing examples : 3

-~ @ Bell Computer has decided to rely exclusively on direct marketing. |

(i)

(i)

®

Our basic strategy was to charge a price so low that micro computer

makers couldn’t do the software intémally for that cheaply.

‘MDTV’,a TV channel has identified a profitable audience niche in the

electronic media. __It has further exploited that niche through the addition

of new channels like ‘MD TV’ Profit and Image.

. éxamine while developing a logistic strategy ?

YMR-H

What do-you mean by Logistic Strategy ? ‘What are the different areas o 143
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14,

(6)

Distinguish between the following :

(@ Concentric DiwersiﬁCaﬁoﬁ and Cdngl()mérate Diversiﬁcaﬁdn.

- Operatio_ﬁal_ Control andManagement Control..

Write short notes on the t_‘oﬂowi#g .

(@) Product Life C_yclel o

() Components of Value Cham o
._ _IOR. . _

Six Sigma

YMRH
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wqﬁaﬁﬁﬁaﬁwﬁ%ﬁ%ﬁmw%m%wmaﬁﬁﬁhh
| | ﬁﬁmﬁﬁaﬁ%ﬁmaﬁw%uﬁ%ﬁﬁm%m%
ﬁm%ﬁﬁﬁ&ﬂ&ﬁﬁwwﬁqﬁm .

- m-araﬁtqma%wwmwgﬁ?mﬁﬁaé I

WOT-
ﬁﬂmﬁﬁﬁﬁ"?wmﬂ’r%mﬁﬁﬁl | |

' Marks
. Wﬁ%ﬂﬁﬁ?f (Informatlon Technology)%'ﬂ?ﬁﬁﬁﬁfﬂﬁﬁﬂmaﬁﬁﬁ'ﬂﬁqﬁ 1x10
| 'arr@ra%\ﬁrq | | L s =10

| -(i)' mfgwaﬂ(bata Dictionary)

(ii) gﬁmeﬂw (Transacuon Log) S
(i) aﬁaﬁ aa@zm (a“v@r-ér) (Bmary Coded Decunal) (BCD)
(iv) Tﬁmmmcode)

(V) Fa(Hub) |

- (vi) mziasmaﬂair@rotocol Converter)

(vii) W(Muluplexer)

(viil) 4w (Web Casting)

(ix) ¥FTHE (Intranet)

(%) T il . @R qﬁ\%m ﬂv‘ ¥ #) (Data Pubhshmg) (as internet |
apphcatlon) o

YMR-H " S -~ PTO.
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2. & mﬁﬁﬁ (comipilers) R 'S?{'ﬁZﬁ (mterpreters) d wr =T T ? W%Flﬁ 4
| (compﬂers) ‘%‘Wﬁ‘s-‘aﬁ?ﬁ(mterpreters) ¥ foredl <t el =t fadren ST | -

@ _@wéfam(ExpenSyswm)%%ﬁmmaﬁmﬁﬁm o 4

3. @ mqrsﬁn(natammng)a;ﬁmmﬁwmﬁm.

| @ == éﬁﬁm ﬁrcisr (s‘rz'}qa) (Data Deﬁmtlon Language) (DDL) %t qﬁmﬁm 4
-aﬂﬁuz |‘s?r€'ma (DDL)%ﬁﬁ#a?rﬁwadﬁﬁF@m \

4. @ am-ﬁzaé?ﬁm(smmtworqupology)_ﬁmm|3aavm;aﬁr_aﬁq‘im 4

i | S @mW(Dam:Cenﬁe)%mWﬂ%ﬁﬁaﬁﬁWﬁaﬁﬁ‘éﬁrﬁ (value 4
| added services) T Elﬂh HiT |

5. Frehie o s SR ;

(@) URNSRURL | - o 2

(®) 3 T (Half Duplex) éﬂr R TR (Full Duplex) FeRF

[ VY
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6. wwnﬁa’rﬁaﬁ%wmm aﬁm(customem)a%ﬁmmmw '8

Eg?.‘ (dlscount) U™ Eﬁ ik %‘
- (Custdm’er Type) A (Discpunt) :
e s (Book Seller) 30%
W (Library) _- 20%
fereneft (Student) 10%
%E%’Fmaﬁ%ﬁim(customer)uﬁzoﬁ‘ﬂmw%@ﬂm%?ﬁ3@5%%1% st
(additional) 2 & St ¥ kS W W& (number of books), WAF [KTE F e
(uhit‘ price) am (QUStomer) ‘37‘ THR Ht 37{‘12'. (input) AX T TF WER 'ﬂlé‘ (flow |
UEH H UFK, wﬁaﬁmq&amﬁmwww (print) R < W |
7. Pl 4 @ R e w0 e e R -
@) wéam:év(sm Card_s)
- (i) ﬁ{ﬂ (Bluetooth)
: (iif) PR @ o) T (Collaborative CRM) |
(@iv) SR ST =R (@ﬁ 214, (Operational Data Store) (ODS)

(v) éaﬁz (Telnet)
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z

@ wﬁmmmmm%xwwl s

@) ‘ﬁmm%ﬁﬁqwﬁwmw%@mwmemhmumg)
ﬁmmm%: ferdrerr BIRTT | |

® ww%mmwﬁwwzﬁr%? | 3
® mﬁ—ﬁuia}a%ugammﬁﬁmﬁm. o 3
(@5 o <t weg a3 4 e e v R b 22
() + T el i e gt o whr i e e o
) eph e ¥ e P B R w1

@) o A e i Rt e E | |
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x%ﬁ%mﬁﬁmﬁwmmaﬁﬁahﬁvﬁ ﬁF;W(BCGMam)émus
i s bt s | =
| s | s | s | o | s | sfww | s

e | ™| en | T qﬁm |
60w | 8 oows| 4 | 80 +15
wwE| 2 . 5007 0 | 40 | +10
_-_50%1;&:5‘.;*_--.:'_-.:1'6 ss0wa| 30 60 v—zo_
osFIE| 04 som'- Qz o5 10
| T '125%&3; 100 .-'250(_)?!11:' 'ioo-

T

@ e mﬁﬁ TSI W T S SRR (Generic Strategy) ® WEM 3

W éﬁ%ﬁu{a#\ﬁwmﬁmwﬁﬁr@mﬁmm%l

| (u) mﬁwwmﬁm%wmﬁaﬁﬁﬁ@ﬁ?m

| e Py mwﬂmmaﬁw@ |

(iii) 'méﬁaﬁ @éﬁ%#sﬁ%ﬁmﬁwmmw
(audience mche)ﬂﬁ%ﬂﬁ‘cﬁ% lmﬁsﬁmwm%mﬁw -
ééaﬁ’ﬁﬁzmsﬁw%&%aﬁwm%l

&) Wfﬁraﬁm@ogsuc Strategy)fl‘ SIIHT T W%?Wﬂ?w 143
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