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| x 3).._1.08(990.95x+5) :

" (B)156

PART - I

The cost price of 20 articles 1s tlie same as

the selling price of x articl
es. If the profit |
25%, then the value of x Is 5 :

N 2 16 3) 17 4) 18
From a group of 7 men and 6 women, five persons
are o be selected to form a committee so that at

least 3 men are there on the committee. In how
many ways can it be done? ¥

1) 564  2) 465 3) 765  (4) 756

Which of the following two sets are disjoint?
1) {1, 3, 5) and (1, 3, 6}.
2) {1, 2, 3} and {1, 2, 3}
3) {1, 3,5} and {2, 3, 4}
'_fl’)_'_{l. 3, 5} and {2, 4, 6}

The cost of 3 tables and 4 chairs is Rs. 2,500.
The cost of 4 tables and 3 chairs is Rs. 2,400.
What is the cost of each table and chair?

1) 330, 430 (237300, 400

3) 400, 300 4) 4_30. 330

The length of the rectangle is 15 cm more than
its width. The perimeter of the same rectiangle
i{s 150 cm. What is the Iength and width of
the rectangle?

1).45 ¢cm, 30 cm
3) 45 c¢m, 60 cm

&) 30 em, 15 cm
4) 10 cm, 25 cm

Aaron is staying at a hotel that charges

Rs. 990.95 per night plus tax for aroom. A tax of
8"- is applied to the ronn raie, and an additional
ﬂ +

onetime untaxed fee of Hs. 5.001s ;hﬁrged by the

hotel. Which of the following represents _Anron's
t:t al :-:h arge, In Rupees, for staying x nights?,

0.08x)+5 « ($2)1.08(990.95x)+5
st Lrij).-1-.03(990.%_#5}::

A clock strikes once at] o'clock, iwice ]:::,
o'clock, thrice at 3 o'clock and sos?on
many times will it strike in 24 hourst

1) 24 2) 136

 4)120 .
o anfiisy o bt

i

8. A sum of money at simple Interest amounts

to Re. 815 In 3 years and to Rs. 854 In 4 years.

The sum s
1) 658 . 2 696
(3) 698 (4) 708

9. There are 2 classes A and B. If 10 students
leave class A and joln class B, then the ratlo.
af the number of students In class A and class
B would reverse. Find the difference in the
number of studente in class A and class B.
iy 10 2) 20 . 3)30 4) 40

10. PipesP, Q, R car: empty a full tank In 6 hours.
" Allthe ihree plpes are opened simultaneously
and after 2 hours, P Is closed. The tank is
emptied in another 6 hours. Find the time In
which P can empty the tank.

1) 19 hours 2) 20 hours
3) 17 hours 4).,18 hours

11. Two numbers are respectively 20% and 50%
more than a third number. The ratio of t‘hc
two numbers Is

Q)2:5 2)3:5
3)4:5 4) 6:5

12. Find the equation of the line that Pﬂ:“'
through the point {0, I.‘_;:@nnd has a slope

equal to 5, . 3
1)y= 5;{6) @)y = 5x+5 e
3) y = 6x-5 g) y = 6x+ :

Find the common’ rqtlo_ of the Geometric
Progression whose, gum of the tkird an
terms 1s 90 and its.first term is 1.

1) £2 2) =4

.-.3) +5 @ =3 =3

the nature of the roots of the

4x1—43+3=0?

i 2) Complex and distinct
4) Real and Imaginary

13.

What Is
qundrnllc equation

1) Imaginary and equa
@Real and equal

14.

— —

|
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.place of swinging or conventional wooden doors in homes

i, The Arithmetic and Geometric Mcans of two
positive numbers are 15 and 9 respectively.
Eind the numbers.

(1) 27,3 2) 23,4 3) 29. 5 4) 30,6

5. What Is the value of log, log, log,16?
1) 0 2) 1 3) 2 4) 4

A grocer has a sale of Rs. 6,435, n:. 6,927,
Rs. 6,855, Rs. 7,230 and Rs. 6,562 for 5
consecutive months. How much sale must he
have Iin the sixth month so that he gets an
average sale of Rs. 6,500?

1.2991 2) 3991 (34991 4) 5991

[fa:b=3:4,find 3a+4b: 4a+5b
(T)2s:32 2)32:25 3.33:24 4) 24:33

A man covers a certain distance between his
house and office on scooter. Malntaining an
ayerage speed of 30 km/hz, he is late by 10
minutes. However with a speed of 40 km/hr,
he reaches his office 5 minutes earlier. What
is the distance between his hause’qn'd.oﬂice?
1.60km 2) 90km 3.50km %4) 30 km

. The H.C.E of two numbers Is 23 and the other
two factors of their L.C.M. are 13 and 14. The
larger of the two numbers Is
1.222 2) 322 3.345

2" -

PART =11 /4, 9 NG

Directions : The questicn that follow relate to the
nreceaing passage. Evaluate, in terms of the passage,
zach of the items given. Then select your answer from
one of the following classifications, and blacken the
corresponding space on the answer sheet.

1. A MAJOR OBJECTIVE in making the decision:
One of the goals sought by the decision maker.

- A MAJOR FACTOR in making the decision : An
aspect of the problem, specifically menlioned in
the passage, that fundamentally affects and/or
determines the decision. - :
A MINOR FACTOR in'making the decision : A less
important element bearing on or affecting a Major
Factor, rather than a Maior Objective directly.

A MAJOR ASSUMPTION in making the decision : A
projection or supposition arrived at by the decision
maker before considering the factors and altematives.

PASSAGE 1

T h_e Pebble Company manulfactured and sold -na'tlanally
a line of folding wooden doors which were used in the

5.

{4y 356

2

ans:! in office buildings, stores and other commercial
buildings. While sales had increased substantially.in the

years, the company's president belleved his firm wa3s
gelting only a small part of Ils potential In the fast-growing
home market - both new home construction and remodelling
of older homes. e proposed eslablishing, on a trial baals,
a specialty sales talf that would supplement the selling
ellorts of the existing distributor organization.

Founded in 1977, the company originally speclalized In
wooden shutters, storn doors and windows, and garage

‘doors. In 1988, the‘company developed Its present

folding wooden doors, which wére sold under the name
Savi Space. Though wooden, these doors were similar
In principle and use to fabric folding doors. They were
made of boards 2 or 3 inches wide, fitted together
vertically with a hinging device on each board to permit
the door to fold accordion style. Although slightly more
expensive than the fabric folding doors, they were longer
lasting, more soundproof, and more “permanent” in
appearance and they could be painted to match the color
scheme of the room in which they were installed. The
doors were available in seven- ply birch veneer (1 inch
thick) or ponderosa pine (1 1/6 inches thick). The birch
door had a hollow core, while those made of pine came
in a louvred style. All paris were prefabricated, and the
doors were sanded ready for finishing. Installation was
not difficult but required some knowledge of carpentry.
While some doors were installed by the homeowner of
other buyer, the majority of buyers (about 60 percent)

preferred to have the installation ' work done for them.
The doors came in a variety of sizes, and over 75 per
cent of all sales were of standard sizes. The remainder
consisted of special or custom orders.

The value of such doors was that they saved the space
wasted by a swinging or conventional door. While the

biggest sales of these doors was for closets, a large

number were sold for kitchens and playrooms. The doors
also were used as room dividers; for example, one large -
bedroom could be made into to smaller ones by installing -
a folding door across the middle of the room. The
company estimated that about 65 per cent of its sales
of these doors went to the-homeowner market, while
the remainder went to the commercial market, including
offices, hotels, restaurants, schools, and retail stores.
Of the 65 per cent sold for homes, more than three-

quarters were used in residences already constructed.

The Pebble Company first sold the doors (in 1988)
through manufacturers’ agen's to lumberyards, but sales
through these. channels were disappointing. The
company was in the process of changing its distribution
channels policy. From 1991 to 1995 Pebble devoted itself
exclusively ta’warm work, and it was not until the
summer of 1996 that the company began producing
folding doors again. At this time a dealer-distributor

organization was set up. Distributors were expected to - -

stock, promole, and install the doors: dealers were
expected only to have catalogue and a display door on
hand so that customers could place orders. Some
dealers did make installations, but most contracted them
out when the customer wanted the service. Distributors -
were located in the large cities of the metropolitan areas




" rented space at local home shows to get prospect names.

* anticipate the compapy's continuing the staff beyond

“distributors and would in no way be 4 substitute for

~ by random telephone calls or door-to-door selling - in

23

of the country, while the dealgrs were limited to smaller

cities and towns. Both d|
direct from thi COmpnnv‘Sttlhulors and denlers bought

Dlslrlhutor'; typlcally handle valated b
products and sold to bullders of l:lc:ltcllllnl?o’rf\:dn"?]
commercial buildings as well as lo homeownars li::n
not uncommon, however, for a distributor to st;ll o [l‘s
Savi Space, For example, the Mumbal dlslrlbu‘l‘y
_ supported a flve-man sales organlzation and Savl S or
#sales entirely. By 2005 the company had 145 Inslnrl)la“w
distributors in 141 trading arcas and more than 4\38
dcn[cr outlets In smaller cities and towns. Distributo
received a discount of 50 per cent off list, while dealcll:ss
recelved a 40 per cent discount, The company did not
attempt to enforce its suggested list prices, and
distributors and dealers were free to set thel; o:'n

installation charges. The average retall sale, Including |

Inslallatio_[\. was Rs. 16,500, The company s
distributors to call on architects, sliceyltiﬁgglfhtrgcg
thzy could influence the use of such doors by specill ii
them In customers’ plans. It wis believed, howeve s:h gi
only a few distributors made such calls, : 4

The company spent about Rs.22

advertising In several consd?n{]é?()?rn: y:zaiu;izr
Advertisements stressed the advantages of fold?ng doors
and urged readers to contact a local distributor or dealer.

Inquiry coupons were included in these ads, and an )

coupons that were received by the comp.any werg
forwarded to the approprlate distributor or dealer. Less .
than 10 per cent of distributors’ sales, however, resulted
from the coupon inquiries. Distributors also obtained
leads. f.rom their own advertising through newspapers

television, radio, and direct mail. A few dislribulon;.

Company sales in 2005 were between Rs. 80 million
and Rs.90 million, which represented a 10 per cent
increase over 2004. Since the president felt that the
company had a much greater sales potential than this,
he suggested that the company experiment with the use
of a specialty sales staff. The principal purpose of such
a staff would be to serve as a model for distributors.
The president felt that, if the company,was successful
with this type of. selling operation, the distributors in
the larger metropolitan areas could be persuaded to set
up their own specialty staffs. The president did not

the experimental period.

As envisioned by the president, the experimental stalf
would merely supplement the selling effort of existing

them. The specialty salesmen would be expected to make
cold ¢anvass calls - that is, attempt to locate prospects

contrast to distributors, who typically did no selling of
this type. The president suggested Goa, Pune and Jaipur
as areas in which to initiate the test. He suggested these
cities because he felt that people located in different
parts of the country might respond differently. A test of

, 1)

the company suparvisin '

a and paying for the test wotk,:
ir:ltltnl Clrﬂws for direct homae contact wr:uldil; crulted
mhm:': ned, as would talephone cmu.,f'?;cclnlw
o o o? \I_J'{JOULd ba pald all expanses and guaranteed a
o J.?aOO per week, The company would not
iznadl ] I Istributors lo contribute financially to this
All on) , although thelr Installation crews would be used.
pcrlodcs made In a distributor's territory during the test
ki would be credited to the distributor; thus, he

uld get his usual margin on the sale.

Lf:;l:dlelsls were successful, distributors would be strongly
i o 'establlsh such stalfs, with the details of the
dlslrli)t?nly s experiment used as a model. For example,
dooratu :;rs would be told how to select and traln ihe
ke tolzh oor calesmen and telephone callers; they would
e what sales appeals had been most successful,
ow §ales objections had been met. In short, the
company's experiment would provide a guide for
distributors to follow In considerable detail.

Questions ;

21. Channel of distribution policy +— |
22, Likelihood of distributors implementing the specialty
staff concept. S

23, Locatlion of test cities. A
24. Possiblility of greater sales potential. \
25. Determining successful sales appeals. i
26. Serving as a model fgs distributors. 2~ 2
27. Specialty sales force to make canvass calls. | ]
28. Few distributors making calls on architects. 3
29. Locating prospects by random telephoning.£
30. Increasing sales to the home market. \-

PASSAGE Il

The Elmstown Manufacturing Company was organized In
1951 to manufacture brass hamess hardware. In the late
1970's the market for harness hardware declined
substantially, and the company turned to the production
of other items, such as hand garden tools and concrete-
block makers. Later, the company entered the field of garder
tractors and attachments. Production of garden tractor
rose from 1,000 units in 1988 to more than 17,000 unit
in 1992: During this period over 90 percent of the company’
‘output was taken by a large mail-order firm which sol
these machines under their private brand. The Elmstow
line was the higher of the two price lines carried hy th
mail-order house. The president of the Elmstown Compar
felt that the company's place in the market was that of
quality producer who received somewhat higher than tl
average price. - : ’ -
Before; the garden tractor market had been restricted
truck gardeners and other commercial growers. Annt
industry sales in the five years prior to 1981 had averag
only about 10,000 units. Asa result of the increase in fa
mechanization, the expansion of suburban living, and

three to four months in each area was proposed, with

e
g




. high food costs gave to hg

Mme gardemng :

hic di

us W tractors had increasad rapjg| v | good ;

@ kin 1093 of 211,798 fracy er 1985 regoFl[JO of education

hedalP in Clor units y; Allers ha - %Y company sales

aehe s of Rs.29 million. In 1991 sevpry) 1o~ | be cop: th limited spac men, Since man
in Ehared in the garden tractor marketSlgmficam es’r‘:mced fthe merit of o ‘:j?nd capllal, they had to
. app pped. dise T part to dedining i \ _ales to emonsfn' ere equipped u?“hpf:enl and its salabilily,
6 1(32010 suburban dwellers increased Thﬁsn ;]r:cobme, reedo ?hon'umls and attachmen ;Hg_gewagons and
53 : _ - 1hus, the 0s - They we
" den {ractor iﬁ;lles g;slsgqglgeg' hoAn; |? Commercia| t::l: Nchise amz;;:“a?l:‘egal}chlsg dealers, By sirgenﬁ:;e:
™ oner market. . Ashok, preside 0 sell the o er odtained an exclusi

:g::n. ostimated that 80 percent of thl; inlc(!j:s‘}l of located, Ths ?;‘;?Ct lm the market area in which :;z rllf:st
'3| cales were to homeowners, Vs |a rePresentaliugesr'm:E""}: agreed to maintain and display
as also a shift in demand toward tractor o qreat fergu"fm sales actively “:d 'Lr:i;i!{fiea:ec:viar:tfl":h?; nts"l“lzo
; 5 : : g acilities.

o Tt proportion of tractors in the hVO-Io-ﬂ:f 2t discount uas 25 percent off HStPﬁC‘?P!USS::TCG:l'

& ertange increased from 28 percenti

.E?in 1092. M<_3tor tillers amounted toTSl.nﬁlngEEeb .
uv shipmcnts n 1991 anda neaﬂy 18 pe'.’cent in 13;0[
. year attachment sales amounted to slightly less :
reent of tota! domestic sales of garden tracto e
hrneﬂls-l Ma“.{;rfc!er firms ?cqounled for nearI;s Oanned
of all sales, and five manutactu :
{;ffﬁm s, and Clurers accounted for (he

;63 Mr. Asnok felt that tl:lé Qi:DWin : '
R g suburb
ne primary market for the sale of garden tr:;t;?:;’::ec}

Jiments, Within the suburbs the homeduners with one

+ 1o three or more acres represented the best patential

+2 1993 the Elms-Trac line consisted of ¢
3 . - e
ered units, ranging in retail price from Rs.g,rgggef::!naf

~.lig rotary power-driven lawn mower {o Rs.50,000 for

:den tractor. There were three models of rotary mowers
of which was a riding mower, three rotary tillers twc:

" ingtractors, and two riding tractors, The company also

wlactured 44 aitachments,such as lawn rollers
|I T 3 ’
Jvators, and seeders, which could be used in
bination wiih the basic power units. . k.

. des Elmstown there were 21 other companies sellinga

we

xral line to the suburban market. These firms accounted
sbout 75 percent of industry sales. The remairing 25
it was taken by companies who specialized in only
ror two machines or who operated locally. Of the 22
eral-line companies only six were considered to have a

i+ ad line. Emslog.in was one of these.

r F : UL 2 i v X

* relationship between Elmstown and its mail-order house
 lalways been a cordial and satisfactory one. For reasons
~ pneral policy, the company decided in 1989 to establish

sand line of its own to be sold nationally through
»pendent dealers. A sales manager and a staff of six:
smen were hired. Sales were make direct to such
2nendent dealers as farm implement stores, hardware

'“* 3, lawn and garden shops, large service stations, chain

13, 'and Some . rural bottled-gas distributors.

ufacturers’ representatives and jobbers were not used

" ause the company thought that the problems of

iing, demonstrating, and/covering the heterogeneous
7 of outlets could be handled more effectively by direct
“ry representatives. Also, the company thought it could
he job foriless than the markup with jobbers and
s.facturers' repfesentatives received, '
“sales manager believed that gettinga dealer required a

e
d

A

or e i
cash. Quantity discounts were also offered.

The ' :
eﬁgﬁ?y offered awinter plan whereby the dealer could
Moy r:fl? betwecn September and January 1 in any
] A or dr:'hvery the following March and not pay until
cou’ld : FTE it plan was also offered whereby retail sales
b e linanced on 10 percent down with 24 months to
P2y. Dealers handled the application paper worh, but
Payments were made direct to a bank.

The company's conzumer advertising program consisted

of placing annually one or two full-page ads in a magazine

and then using them as merchandising point- of-purchase

display pieces for dealers. Some of the company's

compelitors did considerably more consumer advertising,

including the use of magazines and television. Elmstown

placed its primary emphasis on cooperative, direct mail,

and trade publication advertising. The company also had
exhibits at the hardware shows. The company's cooperative
plan was set up so that Elmstown paid half the cost of any
dealer newspaper ads and TV time costs up to 2'% percent
of the dealer’s Elrnstown purchases. This program was
available to a dealer only after he had made purchases in
xcess of Rs. 1,00,000. The company supplied free to is
ealers a variety of direct mail literature.

In Nevember, 1993, a total of 375 dealers had been acquired.

bout 100 dealers who had previously been on the list had

been cancelled for inactivity. The company's raain strength
was in the Middle East. In 1993 tractor and attachment sales
of ElmsTrac were slightly in excess of Rs. 10 million. This
represenied less than 5 percent of the company's total cales.
Sales expenses for this line during 1993 exceeded sales.

In reviewing this showing, Mr. Ashok stated that, while he
had hoped for greater sales of the company's own line, the
company had recognized from the beginning that it would
take time and money to establish its line. He did feel,
however, that an appraisal of selling methods was needed.

M. Ashok felt that there were four alternativés open to the
company as to the best way to sell to dealers. First, the
company could use only their own salesmen. Second, the
company could use manufacturers’ agents. Third, distributors
could be used. Fourth, some combination of the first three
possibilities could be tried. If the company decided to continue
with its policy of using only its own saléSmen, then additional -
men should be hired immediately if sales were to be increased
substantially in the near future. Mr. Ashok thought that a
total of at least 12 men would be needed to obtain and
service the desired 600 dealers covering the nation.

-

4



If the company declded to use manufacturers’ agents
exclusively, Mr. Ashek felt that more than 12 would be
needed since they would be selling other goods besldes the
Elms-Trac line. The typical industry arrangement was (o
pay the agents a 7% percent commission and to bring them
together once a year in August or September at the home
plant to show them the next year's models. The company
would need two or three salesmen to.work with and
“control” these agents. The company expected that it would
not have too much difficulty in locating agents but realized
that good ones were hard to locate and hold. There was no
uniformity in the ways in which agents operated. There
was considerable variation between them as to geographical
area covered, types of dealers contacled, and lines carried.

The third alternative - distributors or wholesalers - presented
vet a different situation. Typically, such middlemen had
‘ handled both manual and power lawn mowers but had little
experience in the sale of other powered garden.equipment.
Mr. Ashok expected, however, that hardware wholesalers
would be receptive to the company's complete line, although
he was not sure under what conditions. He thought they would
probably require at least a 20 percent margin and that many
would expect the company to ship direct to the larger retailers.
However, the larger hardware wholesalers were experienced
merchandisers and had an established clientele of dealers.

Questions :

31. Analysis of EImstown's selling methods. 3

32. Sales expenses exceeding sales, 1—
. 33. Possibility of acquiring new dealers.\}

34. Selecting a disiribution channel. ™\

35, Reéceptivity of hardware wholesalers to the
Elmstown product line. »y
Obtaining 600 dealers nationwide_.r.)/
Servicing problems of the Elms-Trac line. \>s.
Offering a 20 percent margin to wholesalers
Operating methods of agents.
Locating good manufacturet's agents.

PART - Il

The temperature dropped suddenly last night,
which will mean_that the shoots emerging
from the soil will be killed by the frost. . .
\1)) which will mean that the shoots emerging from

36.
27.
38,
39,
40.

41.

the soil will be killed by the frost. Gy
2) which will mean that the frost will kill the shoots '

emerging frorn the soil. :
3) and this will mean that the shoots emerging from
the soil will be killed by the frost. '
4) and the resulting frost will kill the shootls that
are emerging from the soll.

42. He was much ambitious but he did not work
hard enough. : - :
1) so much of ambition 2) mostly ambitious

44. Among the many

45.

43. Hels too agitated for tolerating any delay.

2) to toleraling

1) to tolerate  —
4) with tolerating

( 3) at tolerating

reasons for her defeat in

the election was her arrogant assumption that

her constituents were _incapable of
understanding her criminal intentions, and her

_unwarranted attack on her chief opponent.
( 1) was her arrogant assumption that her
" constituents were incapable of understanding

her criminal intentions
2) were her arrogant assumptions that her constituents

‘were incapable of understanding criminal intentions
3) were her arrogant assumption that her
constituents were incapable of understanding

her criminal intentions
4) were her arrogant assumplion that her constituents

would be incapable of understanding criminals

My uncle’s friend’'s son Is a doctor.
1) The doctor is my uncle's friend’s son
) The son of my uncle's [riend is a doctor
.3) The son of the friend of my uncle is a doctor
4) Thesonolone of the friends of my uncle is a coctor .

46. Nothing can absolve you yourres onsibility.
{1)] Nothing can absolve you from your responsibility
2) Nothing can absolve your responsibility
3) Nothing can absolve from responsibility
4) Nothing can absolve you to your responsibility

e

47. He admitted to his crimein murder.
1) He confessed that he had committed the murder
" 2) He admitted that he had committed the murder
3)’He admitted to having committed the murder
" 4) He confessed to have committed the murder

48. The tired traveller
‘. of the tree.
1) was silting under the shade
(2)/were sitting under the shade
3) was silting in the shade
'4) were sitting in the shade

was sitting below the shade |

49. Recently flood in the region has destroyed
the livelihood of several thousands of people.
1) Recently flooded 2) In the recent flood
3)) Recent flooding 4) During recent flood

50. Their carnings are such that they find ii
difficult to make both endsfo meet.
1) to makings both ends meet
2) to make both ends for meeting
3) for making both ends to neet

. @to make both ends mieet

¢'3) high in ambition 4) very ambitious




e _ad e asie i

S1. Moat of the organle food grown In Indla le | 2) 1 will leava na stone turned to come up to

exported and catered the European market. _your expectatlons : 4
1) exporied and catered for /43) 1 will leave no stone unturned to come up to
2) exported to cater to . your expectations
3), belng exported to cater to " 4) 1 will leave no stone turned to come to your
4) cxported for catering expectations

52. The substance of what he says about hislifeand | 58. John refused to take up the dangerous work,
work testily to n qreat reserve of Inner energy. stating he did not want to put hils life In
1) testily for a great  2) testifies to a great difficult for the sake of a few thousand rupees.
3) testified fora great  4) testify to a.great 1) Demise 2) Repose

53. The best way to encourage innovative thinking 3) Jeopardy '4) Dangerous

is not to promise financial rewards for ideas,

Nt do onaas Miab Hhe natatr making e 59— If would have realized how close was to the

suggention recelves recognition for his accident site, | would have suffered a heart attack.
santributlon. = : - 1) Had I been realized how close
1) but to ensure that the person who makes ihe 3 2) Had 1 realized how close
suggestion will be receiving recognition for his 3) If I had realized how to close
contribution : 6) I would have realized if 1 was‘close
2 iiiﬁi;ﬁ;?éiefﬁﬁngﬁgﬁ:i}:;s"_ggem" 60. Ifyou gomplete the work in a single trip, you
3} but rather ensure that suggestion-maker receives will save money and time, but have not had .
recognitign for his contribution the opportunity to enjoy travel.
4) but instead make sure that the suggestion-maker 1)'do not have | 2) would notbehaving
will receive recognition 3)’}Qay not have had  4) will not have

54. The College of whose principal he was is a
renowned one.
1) for whom he was the principal
'2) of which he was the principal
3) of whose principa! he was
4) by which he was the principal

PART - IV

Difectiohs for questions : Each of the following
oblems h&s a question and two statements which are
labeled (i) and (i) in which certain data are given. You
. ' have to decide whether the data givén in the statements
55. Environmental degradation Js, nccording to | 2re sufficient for answering the question. Using the data

the expert’'s report, a matter of unlversal given in the problem plus your knowledge of mathematics

FrmTEey 1 and every day facts, choose : .
1).is, according to the expert's report, a matter o 1) F 9011[5;4219“ the answer from (i) ALONE but not
universal concern ; - SERHIK N SO _
2) is, accordiny to the expert's report, matters of 2) E,g;u(ﬁa ;} gsz theansbes fm"f (ii;) ALONE but not
uni 1 ; :
3)_3:;\12;‘5::;3?: er::) the expert’ ort tt 3) Ilf you can get the answer from BOTH (i) and (ii)
of u'niversal cc?ncem e TOGETHER, but not from (i) alone or (ii) alone
A 4) IfE i i
4) are, according to the expert’s report, universally 4 A]_é}}éiﬁ;ﬁzzmim U AR statem'ent (i)

a matter of concern

56. If you will put too much water In rice when 61. In which year [as Dhyaparan bora? L,

you coaok It, It will get sticky. ( 1) _ Dhayaparan-at present is 25 years vour g
113 wi . H.b n ' o
- 1) will be putting too much water his mother. youngar ta

g: ﬁut toto much water r\.) | ii) |Dhayaparan's brvother. who was bormi
) have to put too muchwater is 35 years younger to hi ;
4) put to much water . > S R

n 1964.
e : 62. What will be the total ; .
57. Iwill lter:;:e no stone unturned to come toyour | - ‘- each of the same W:i:ht;uelght AR
expectations. i} O ight :
: s, 1? ne-fourth of the weéight of each pole
) :wlll leave any stone untumed to com i) The total weight of three poles j 20 il ki
el . oV poles is 20 kilograms

e toyour |-
. more than the total weight of two poles. *




63, The exponses of the ABC corporation are encl
bLilled to one and only onae of Its Illre:
divislons: divislon A, divislon B3 and divislon
C. What percentnge of the expenses of the
ABC corporatlon were Lllled to divislon A?
1) Tha axpenses of divislon A are lwlce as much
. as the expensgs of division B, _
ll) The expenses of division B are the same as the
expenses of division C.

How Is J related to P?

i) M is brother of P and T Is sister of P.

ii) P's mother Is married to J's husband who has
one son and two daughters.

%,

64.

WI
65. Little Beau Peep lost her sheep. She could
. not remember how many were there. She
knew she would have 400 more next year, than
the number of sheep she had last year. How
many sheep were there?
i) The number of sheep last year was 20% more than
y\ the year before that and this simple rate of Increase
\  continues to,be the same for the next 10 years.
li) The increase if compounded annually.

66. Did the price of lumber rise by more than 10%
last year?

\\ i) Lumber exports increased by 20%
ii) The amount of timber cut decreased by 10%

67. Isxy>07?
\ i) xy<0 il) x+y<0

68. There are 120 saplings to be plnnted'ln an
orchard. Ben and Sue working together
without a break can compete the jJob In six

 hours. How long would it take Ben workling
_alone to complete the job?, .
i)' Sue plants 3 saplings In the time it

o to plant 2, " f

J\{\ ii) Sue working along

the job.

69. What Is the length of the diagonal of rectangle

PQRS? Wiy Y

‘i) The perimeter of the rectangle is 16.

ii) The area of the rectangle Is 16.

't_al-mn Ben

wpuld take 10 hours to do

Ur

b
X5
70. Is the area©
of square S? . - L \
i) The diameter of C is equal to the diagonal of

A\ squareS. ¥ gt |

i) The perimetero
of C. - ,
71. Mr. Smith wishes to lay
with an area of 240 squa

f circle C greater than 'the. area

fSis lesé than the ci}cumferencé

L

a rectangular patio
re feet. What Is the

72,

73.

74.

75.

5

77.
5\

78.

y
80.

length of the patio? ..

[

0

76.

79.

1) The width of th
the langth. a patio will ba B feat less thap

1) Tha width of tha patio will be 3/5 the length,

Who Is to the immediate right of P among five

Ipnuom P, Q,R, S and T facing North?

) Rls the third 1o the left of Q and P Is second to
the right of R.

) Q Is to the Immediate left o
to the right of P.

Among five frlends, who Is the tallest?
1) D Is taller than A and C.

(T who Is .-.econ_d'

\\“) B is shorter than E but taller than D.

Rehana ranked 16th in her class, whatls her
runkl from the Inst?

1) There are 40 students In her class.

) Madhu, who secured 25th rank is 16th from the last.

John, Peter and Paul together have ten
marbles. If each has at least one marble, how
many marbles doed each boy have?

“¥1) -John has 5 more than Paul.

li) Peter has half as many as John.

Which code word standa for ‘goed’ In the coded

sentence ‘sln co bye’ which means ‘He ls goad?

[) In‘the same code language, ‘co mot det' means

: ‘They are gdod', “~~..

i) In the same code language, ‘sin mic bye’ means
‘He is honest'.

When a cookie is taken at random from a Jar, what

Is the probabllity that it Is chocolate flavoured?

i) There are twice as many chocolate flavoured,
_cookles as there are almond flavoured cooklas
in the jar.

i) One third of t
flavoured.

he cookles In the jar are almond

hool was given one ticket
hool was charged & total of
Rs. 6,000 for these tickets, all of which were of
equal value. What was the price of one tickel?
i) If the price of each ticket had been one rupee
less, the total cost would have been 1,200 less.
ii). If the price of each licket had been Rs.2 more,
the total bill would have increased by 40%.

laced under a drippins tay
rm rate. At wha

Every pupil In a sc
for a concert. The sc

A bucket was p

which was dripping at a unifo

time was the bucket full?

[) The bucket was put In place at 2 pm.

ii) The bucket.was half full at 6 pm and three
quarters full at 8 pm on the same day.

Is z an Integer? a .
i) 3zisan odd number. ii) 2zisaneven numbs

&
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k Its Wﬂv
S c:cds of rivers and streams. The plpe [s 4 feet In diameler,

1up to 2 mi :
mped through it daily. T e
on H-shaped steel racks called "bents," long sectlons of
g

PART- v

1o starls at the frozen edga of the Arctlc Ocean,
cross the laraest and northernmost sfale I
los, ending at & ramote Ica-free seaport village nearly
hare It begins. [L1e mnasive In slze and oxtremely
crosses windswept plains and endless miles of

that tops the {rozen ground. It weaves through

mbs sheer mountalns, plunges over rocky
through thick foresls, and passes over or

llion barrels (or 84 million gallons) of crude oil can

llow a zigzag course high above the frozen earth
tions drop out of slght beneath spongy or rocky
turn to the surface later on. The pattern of the
d-down route is determined by the often harsh |

T
.

- :}

.ad the passage and answar the following questions :

ne 's up -an
sipeli

1emands ©

f the arctic and subar'chc climate, the tortuous lay ofthe =
nd, and the varied compos:hons of sail, rock or permafrost y,
2

? manently frozen ground). A iittie more than half of the pipeline

pe

he properties of the soil.

& gleuated above the ground. The remainder is buried anywhere
om 3 to 12 feet, depending largely upon the type of terrain and

One of inedzrgest in the Wﬂtld the plpelme cost approximately

? - $3billion and is by far the blggest and most expensive construction

2d; prejectever undertaken by prwale Industry In fact, no single

s  iUsiness could 1aise that ruch! money, so 8 major oil companies
Iormed a consortium.in order fo share the costs. Each company

e controlled oll rights to parﬁcu!ar shares of land in tlie oil fields and B~ -
paid Into the pipeline- constru;lion fund according to the size of ifs '

iet' ioldings. Today, despite enormous problems of climate, supply

o' shortages, equipmentbreakdcwns labor disagreements, lreacherdus
2 lerraln 2 certain amount of mismanagement, and even theft, the

|ee Alaska plpehne has been completed and is operating.

ss.
. The Plssﬂse primarily discusses the pipeline's

' 1) operating costs 2) employees

' 3) consumers d-)"T,onstruction
ap
1at! The word "it" in line 4 refers to
' 1)pipeline »2) ocean
3) state - -4) village

ee-
| Accarding to the passage, £4 million gallons
1 of oil can travel through'the pipeline each
1) day : 2) week
%eL. 3) nonths 4) year -

84. The phrase "Resting on" in llne_ 13’is cllosest

In meaning to

U@onsi'sling of .

3) Passing under

2) Supported l:gy
4) Protected with

85. The author mentions all of the following as

important in determining the pipelme s route-
EXCEPT the

1) climate

3) local vegetation

2) lay of the land itself
f})\kind of soil and rock
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§6. The wornd sundertaken® In line 926 Iw closest In
meaning to
1) removed : 2) salected
q) attempted

3) tansported

87. How many companles sha

constructing the pipeline?
1) 3 2) 4

'3) 8 )12

58. The word "particular® inll
meaning to
1) peculiar

red the costs of

ne 29 Is closast in

2) ppecific
4) tqual

Which of the following determined what
percontage of the constructlon costs each
mambar of the consortium would pay?

'i} Iow much oll fleld land each company owned
2) How long each company had ownaed land In
tha oll flolds -

3) How many people worhaed for aac
4) How many oll wells ware locate

company's land

the passage does the author provide
1 earth covering that always

89.

h company
d on the

Where In
a term for o1
remalns frozen?
1) Lina3

3) Lina 19

90.

2)\Line 13
4) Line 32

3) exceptional

Directions : Read Pussage

-
-~

nt you sat foot asl

t's gangway. Tha
he conlrar

k. You tra

It begins the mome
u step off the boa
sinks. It Is no lurch of fear. Quite t

urge failed, and the heart dimly san

ple and the friendly officials,
toms - we don't really
if somebody smuggles In

A .

benavolent pao
through the cus

think it matters
stockings - and we get Into the poky

poky but uttarly inoffensive peopic,

nsive boy,
country,

()

(10) inoffensive tca from a nice Inoffe
¢ and Inoffensive

small, poky but nic

in the big but unexciting station of
porter puts us into an inoffensive ta
the crowded yet strangely dull strec
strangely poky and dull place whera
the first half-hour in London, afte
plunge of misery. The strange, the grey an
deathly sense of dullness is overwhelning.
ovar it after a while, and admit that you exagg

xiand we a

(15)

n, and you te!l
the time
dull

ndon aqai
are haunted, all
feeling: It Is
of dullness!

d! My life is

into the rhythm of.Lo
not dull. And yet you
or waking, with the uncanny

" life here is one vast complex
dulled! My spirit Is being dulle

(20)

n dullness.

This is the nightma
of London. No dou
London as thrilling as
climate is against me.

wondering 9azé,

taxi upon the strange
death; and hope and life only return ¥

boat-train, and hear all the Good-byes!
Thank God to say Good-bye!

re that haunts you t
bt if you stay longer
Paris or Rome or

(25) ‘Londo
y

the morn

(30) and
dullness of tond

s 1 and 2 and answer the questions (9

but inoffens
and wa have acup o

Viictorla, when an
re driven

ts of London to
wa are goin

Of course,
crated. You get

ttis all

| am dul
dulling down to

he first few weeks
ou get over it, and fin
New York. But the

] cannot stay long enough. With pinched

ing of departure, [ loo
on's arousing;

her: [ get
Good-bye! Good-bye!

1-100)

Passage 1
yorg, tha moment

hoart suddenly,
y. It s as
Il past the

yat vaguely,
i{ the life-

two palrs of falsa-silk
jva traln, with

and e run through
till we are lande

inoffensive
through

tha cosy yet
An

you get

yourself that itls
, sleeping

dull! This
1! | am being

find

——— =

k out of the
a sort of

my secat in the




(35)

(40)

(45)

(50)

(55)

(60)

(65)

(70)

(75) *

.(80)

Passnge 2

o tramendous chapter of

On the banks of the Thames Itls
ncci(lionls - the l.ondon-lover has to conless (o the existence ol

miles upon miles of the drearlest, stodglest cummonnuns.‘
Thousands of acres are covared by low black housas, of the S
cheapest construction, without ornamenl, withoul grace, withou

character or even Identity. In fact th
quarters, In all th2 reglon of Mayfalr and Belgravin, ol so paltry

and Inconvenient and above all of so diminullve o type, that you
wonder what peculiarly limited domestic need they were
constructed lo maet. The great misfortune of London, to the eye

os much less to the City), Is the
| impression without a
-vista has nona of

\ere nre many, even in the best

(it is true that this remark appll
wanl of elevation. There is no archilectura
certain degree of height, and the London street

that sort of pride.
All the same, if there be not the intention, there Is at least the

accident, of stule, which, It one loaks at it in a friendly way,
appears to proceed from three sources. One of these is simply the

gencral greatness, and the manner in which that makes a
difference for the better in any particular spot, so that though you
may olten perceive yourself to be in a shabby comer it never

occurs to you that this is the end of It. Another is the atmosphere,
with its magnlficent mystifications, which flatters and 19
super fuses, makes everything brown, rich, dim, vague, magnifies
distances and minimises details, confirms the inference 6

v2sinass by suggesting that, as the greal city makes everything, it

makes ils own system of weather and its own optical laws. The
last is the congregation of the parks, which constitute anx
ornament not elsewhere to be matched and give the place a
superiority lh-al none of ils ugliness's overcome. They spread
themselves with such a luxury of space in the centre of the town

that they form a part of the impression of an walk of al :

. ; most a
lv:e\&r, and, with an audacily altogether their oywn, make & pasltorgf
fn ;cape.uncler the _smoky sky. There Is no mood of the rich
I ondon climate that is not becoming to them -1 have seen them
ook delightfully romantic, like parks in novels, in the wettest

:l:j':ﬁ;c-hut']]-;d there is scarcely a mood of the appreciative resident’
Lsindlon wﬁ}'}t‘a"e not something to say. The high things of
spaces v'astp_| cb here and there peep over'them, only make the
or Yorkshi T by reminding you that you are after all not inK

Ire; and these things, whatever they be, rows of bk

Londoner twitted i
with his low stand
ard may point to it i
1o it with

every confidence, I
_ Inall the town
few things 5o fine; the only :':\::o:‘::inew opeurape there can be

the questijon b k]
tys Y seeming - j i > open tois that i
mill : i bl
‘Mlons of people - ot ¢ ls being the pride of fi\iags
. @ fown atall. The toy




(85) Nolre

as thoy rlse, In Parls,
ant themsalves no more |m
you see tham looking doub

Dﬂn\cu

Ine, I'"'"s

Q
the S =

shining stret
large, river-l!

between Its WO

f[rom tha Island (
Presslvaly (

r
Westminste ch of Hyde Park waler. Equnllslryngil:\ﬁ?{:?

ke manner In which the Serpentine opa

odeld shores, Just alter you have Crossq

hl':l dividay
an th

nd "mou of
aly the

dhe

(90) left, th
P njoy on your s through the gat
’ bridga you © Itogather enchanting vista - E [ ® of K"ﬂllnuton
Gardens, an @ ootpath oy,
grass, which loses Itself beneath the scaltered oaks nnd :ll. the &
S iy as If the place where a ‘chase. There could ba nothyn. |,
s a8
‘ than this particular
95) like London In aneral morsel, and
(2= takes London, of all ¢ltles, to glve you such an Im};m;.ﬂ,‘nt ::' th
country. . s
91. ‘It' Inline 1 refers ton fe;:llng of 96. The second paragraph of Passage 2 In relatior
1) foreboding 2) fear 10 the first does which of the following?
chression 4) malalse 5 analyses o problem ralsed In pnraﬂfﬂph one
: _ . ) conlinues the delineation of limitallons
'92. The author of pussagde 1 -“?Fkﬂ his point _'-'fmnlarsnncgallvclmpwﬂkm
mainly by the use of :zl’nrgcl:s the ‘'viewpoint with the ald of wide
1) metaphor and simile I @ el < :
repetition and exclam?“én 97. The word ‘atmosphern’ (Ilne 55) refers to
3) accumulation of detaiis » . 1) the mood of the place 2)ithe London alr
4) irony and safire 3) arlistlc iImptession  4) the author's mood
'93. The extensive use of the pronoun ‘you’ In | 98. By the use o.l the word ‘gongregullun’ (lIne
- passage 1 Indicates that the author - - ?’1) the nulhdlr suggests that the parks aze
1) is speaking to one particular _person 4 : L)-humerous | 2) religlous
2) is describing the experience of someone else ; 3) too crowded 4) unlimited Inf exlent
3) elieves that his feelings will be shared bymany | g9, Jﬂm"menllomN&u;'Dume('llneof') ia orderte
others 3 d : finerth
a5 velsh dil e : N 1) provide an eéxample of a monument linertharn
) wishes to add variety to his style anything that London has to offer
. : L WA Sy 2) highlight th¢ Impressive nature of a cerfaln
94: Lawrence apparently believes that the London building and Its setling
- " “‘nightmare’ (line 26) In passagells 3) Yive an example of a sight more suited to atown
1) -uniquely caused by city life . ' or city : 50:0 ol
" 2) only over When he leaves the country 4) make the Image more realistic to ihe reader
3) made worse by the weather ; ' 3 . i
4).dispelled b e 100.To counter Lawrence’s charge of ‘one vasl
)"{ APENE galongerstay in London. L complex of dullness’, James would most
95. The word that James uses in Passage 2 ih’nt Ill)kﬁhérf;!::;nodu:*g;n! London
.- best‘ conveys Lawrence's ‘poky’ is ' 2) offers vistas unmatched in the rest of Europe
diminutive 2) cheapest 3) Is always romantic and pastoral
3) dreariest 4) stodgiesl 4)Juxtaposes the ugly and the visually attractive
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