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@Zc*]:
ÎZßV» Óx�VÐ CÙ�Z[Æn/VÅ®Z�Z�ágèSìX zZzwÔz�zxÔzÎxX t6,p!ÎZÑ]&�V6,�ì:

�Z[�bÑiòìX
ÑiòìXCÙ ÑiòÎZÑ]���czèÎZÑ]&{à(%æFN�**&¿�Z[zZáÎZÑ]�XCÙÎZw»�Z[ 10~ zZzw .1

 (10 x 1 = 10 Marks) ��ìX  1 ÎZwÆa
/V6, (200) ~WJÎZÑ]�XZk~Ð¤(̈DÃÃð0*õÎZßVÆ�Z[�¶�XCÙÎZw»�Z[½ã�zÎ z�zx .2

 (5 x 6 = 30 Marks) �Z]��X 6 CÙÎZwÆa �ìX
(500) ~0*õÎZÑ]�XZk~Ð¤(̈DÃÃð&ÎZßVÆ�Z[�¶�XCÙÎZw»�Z[½ã0*õÎ zÎx .3

(3 x 10 = 30 Marks) �Z]��X 10 CÙÎZwÆa /V6,�ìX

zZzw
1 : ÎZw

C�X Tool ÆË�z Promotion Mix (i)

7(  / );V Ì¹Y@*ìX Sales Promotion Ã Personal Selling (ii)

7(  / );V Zq-�!*]ìX Sales Force Management Zzg Sales Management (iii)

ì'''' Needs ÃyÐ Food, Shelter, Clothing~ Maslow's Theory of Motivation (iv)

Æ£�'''''X (Advertising) n (v)

7( / );V '''''ÅZq-nìX Message Appeal (vi)

ÅVw�}X''''' Print Media Vehicles (vii)

''''''�X Internet Advertising (viii)

»Zq-zìX Process '''''' Demonstration (ix)

7( / );V ÃYõMh�? Number/SizeÆPersonal Salesman ~ë Workload Method (x)

z�zx

ÃÒy�}X (Strategy) Hì?ZkÅµ/È~ Sales Management (2)

Ã¾§bÐÒyHì?,ÐÒyÙX NeedsäMaslow's Theory of Motivation (3)

6,â^ÉÀ�/õGX Promotion Mix (4)

P.T.O



Ã,ÐÒyÙX Stages ÐH%Z�ì?ZkÆ Personal Selling (5)

ÃÒy�}X Functions ÆZdw Advertising n (6)

ÃÃ~gnp�ñ»x�**ì?HM\ZkgZñÐ5ìc*7Òy�}X Social Aspects MyÑínÃ (7)

nÃá�VwÆ�BÜ�ÙX (Advertisement) ËZq- (8)

»ÑHì?Zy~0*ðYäzZàpçVÃÒy�,X (Sales Control) �Ûz|#6,Nzw (9)

zÎx

Ã,ÐÒy�}X Elements ÐH%Z�ì?ZkÆ Integrated Communication Mix (10)

Hì?Zk6,gzÝeZaX "5M's Decision Model" » (Advertising) n (11)

Ã,ÐÒy�}X (Theories) Ãc*] ÆË�z Theories of Selling Ãc*] �Ûz|#Æ (12)

Ã��X (Training)�M ZzgF, (Selection) N[ Z ó (Recuritment) �Ûz|#Å½C (13)

nÆ�YZzgZÜ¹U�V6,gzÝeZaX (14)

///


