
@Zc*]:@Zc*]:
t6,<îF0ÎZÑ]&�V6,�ì:zZzwÔz�zxÔzÎxXCÙ�Z[Æn/VÅ®Z�Z�ágèSìXÓx�VÐÎZßV»�Z[

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

(10 x 1 = 10 Marks) ��ìX  1 CÙÎZwÆa
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Zzw z
1 ÎZw:

�g@~ZEyaZ�ä~'''Zq-Zë��ZgZ�Z�CìX .i

ß( / )9 âgÈ6ìÑ]ó�âyZzg}.â]ÅF,¹Zzg;�Åj,(Ë�CìX .ii

ß( / )9 aZzZg~'g]gnp�X (Intermediaries) V¬(�g]  .iii

ß( / )9 Æa�X (Sales) tegÁÜZ3gZ]ó©]¬)ó��Ûz$Zzgû6,zñ×�Ûz|# .iv

ß( / )9 �&Ðic*�{Ih+{fg=ìX (TV) Æ�gxy8zn,y (Retailing) y%��ÛzØV  .v

ß( / )9 �zâVZµ�X Publicity Zzg Advertising .vi

ß( / )9 �Ûz|#Æ�Ûzr»Zq-fg=ìX (Personal Selling) ��Ûz$ .vii

ß( / )9 Æ�ÛzrÅVwìX (Sales) �Ûz|# Samples Zzg Gifts, Display .viii

ß( / )9 »Zq-zìX IMC (Budget)P Advertising .ix

ß( / )9 »Zë��Zg�@*ìX Salesman ZâYÅ�Ûz$~û} .x

z�zx
ÉÀ�/õGX Features ÐH%Z�ì?ZkÅS:] (Personal Selling) ��Ûz$ X2
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Åz�s#ÙX (Features) ÅS:] (Sales Person) û6,Í X3

6,,Ðâ^ÉÀ�/õGX (Sales Budget) ûP X4

Æ£�ÃÒyÙX (Advertising)n .5

�z�s#ÙX (Duties) ÆH�ÛZø (Salesman) û} X6

6,gzÝeZaX (Media) ~ZEw�äzZáZ (Advertising) n X7

ÆH¯ZZ+�? (Advertising) 6,n (Social Media) Î�zc* X8

Ã¾§bÐeöHY@*ìX (Effectiveness of Advertising) ÆñW,»g��Ï (Adversiting) n X9

zÎx

6,-gzÝeZaX (Features) Å°pÙZzgZkÆZS:] (Sales Management) û[ X10

ÃÒy (Process) Æ§i»g (Selection) ZzgZN[ (Recruitment) Æ½gZ] (Sales Persons) û6,Í X11

Ù
¾§bÅYCì? (Evaluation) ÅYõ (Sales Performance) û6,Ãgí X12

Æ!*g}~=ôÙX (Advertising Media Planning) nÅzc*ö) X13

ÆaZEw�äǢZZ+Æ!*g}~,ÐgzÝeZaX (Advertising) Ãn (Internet) ZÚ,M X14
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