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Instructions to the candidate:
1) All questions are compulsory.
2) Figures to the right indicate full marks.
3) Draw a well labelled diagram wherever necessary.

SECTION: A
Q1) Fill in the Blanks (Attempt any five) [5 X 1=5]

y— is the only P in marketing mix which generates revenue. ------ fauur frsromen Teda P
3MMe STt Hegd FAufor Hrar

2. The middlemen which takes only possession of goods and get commission are called------- S
TR o o] dredTd ddrd 3101 SR Aesadid Qi Burdid

3. - is the process of communication to aware, attract, influence customers JTghIT SIRRE
FOY, BT H0Y, FHTAT HROY G------- U Ufehan 3g

4. ----is the ability to persuade customers to buy a commodity. PIREQRI m aﬁ@w
HRUTTHTS! Ugdd HRUTT &l TG

5. mmmmee- is the first stage in the process of selling ----- faspt Ufshadia ufgam ewr 3

6. Advertising is the --------- form of of non-personal communication SIfeRTd § dufaae Faae
B8 | pm— WEy 38

SECTION: B
Q2) State true/False (Attempt any 5) [5 X 1=5]

1. Discount, premium policy are the elements of Place mix Id¢id, s giferd! § we Ay
o 3ed

2. ‘Approaching’ is preparing salesman for meeting customer. SIORIT AT HeTaRITa!
AT TR HRUISHTY

3. Honesty, loyalty, industriousness is mental qualities of salesman oG, ST, akeH 8
AT TR 0T 3T

4. Competitor is the external factor influencing pricing decision W g1 fhad fFHofarar afkomm
DHRUMR] ST G 33

5. Publicity and Advertising are similar in nature URIGT ST SR o qHH 318

6. Brokers, commission agents are merchant middlemen. Gcildd, HIHRE Toic %’ YURT ALY &H%H

P.T.O.



SECTION: C

Q3) Answer the following (Attempt any 1)

1.
2.

Explain the methods of pricing. fhd 3RIUATAT Ugdl WY P
Explain the AIDA process of selling. AIDA faspidl uforar Ty &1

SECTION: D

Q4) Write short notes on following (Attempt any 2/4)

PwbdhPE

Elements of promotion mix g1 T4 gch

Utility of salesman fashaeme Sugeriar

Sales promotion techniques ICEARISIRRAGE

Types of channel of distribution faaRUI Traed TSR

*khkkkx

[1 X 10 = 10]

[2 X 5=10]



