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Q.1 (A) Fill in the blanks. [05] 
(1) Selling concept focus on the needs of the ___________.  
(2) ANSI’s head office is in _____________.  
(3) The three purpose of promotion are to _________, ________ and ________. 

 

 (B) State whether following sentences are true or false.  [05] 
(1) Impressive voice and good appearance has no place in qualities of 

good salesman. 
 

(2) Radio is suitable media of advertisement for illiterate people.  
(3) Through advertisement individual contact is possible with customer.  
(4) As per product concept publicity is not required to sell the product.  
(5) CERC is in Delhi.  

   
Q.2 Answer in short. (Any five)  [10] 

1. Give reasons for branding. 
2. What is the need of standardization ?  
3. State the importance of advertising in the textile marketing.  
4. How characteristics of product affects the choice of distribution channel. 
5. Give the full form of ASTM and ATIRA.  
6. What is marketing concept ?  

   
Q.3 Answer any three of the following : [12] 

1. Explain AIDAS formula.  
2. Describe the role of marketing.  
3. Write the process of creating advertisement.  
4. “Prospecting and closing sale is important in personal selling process”-Explain. 

   
Q.4 Define distribution channel and discuss the types of distribution 

channels. 
[08] 

 OR  
Q.4 Describe the factors influencing selection of promotion methods. [08] 

   
Q.5 Write short note on any three. [12] 

1. Dealer’s oriented sales promotion techniques.  
2. ISO : International standard organization.  
3. Data collection in researcher process.  
4. Types of Intermediaries.  

   
Q.6 Discuss different medias of advertisement used in marketing. [08] 

 OR  
Q.6 Define personal selling and discuss advantages and disadvantages of 

personal selling. 
[08] 
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NyS>fpsu sfS|>dp¡ 
 

                           Ly$g NyZ : 60 
 

â.1 (A) Mpgu S>Áep `|fp¡. (0`) 
(1) h¡QpZ ¿epg __________ _u S>ê$qfepsp¡ `f L¡$Þv$²us L$f¡ R>¡.   
(f) ANSI _u dy¿e Ap¡qak __________ dp„ R>¡.   
(3) Arch©qÙ_p ÓZ l¡sy  __________, __________ A_¡ __________ R>¡.   
 (b) _uQ¡_p rh^p_p¡ kpQp„ R>¡ L¡$ Mp¡V$p„ s¡ S>Zphp¡. (0`) 

(1) kpfp AhpS> A_¡ kpfp v$¡Mph_u h¡QpZL$pf_p kpfp NyZp¡dp„ L$p¡B S>Áep _\u.  
(f) Arirns gp¡L$p¡ dpV¡$ f¡qX$ep¡ Ål¡fps_y„ ep¡Áe dpÝed R>¡.   
(3) Ål¡fps Üpfp N°plL$ kp\¡ ìe[¼sNs k„`L®$ i¼e R>¡.   
(4) `¡v$pi ¿epg âdpZ¡ `¡v$pi h¡Qhp dpV¡$ ârkqÙ_u S>ê$f `X$su _\u.   
(`) CERC k„õ\p qv$‰udp„ R>¡.   
   

â.f V|„$L$dp„ S>hpb Ap`p¡. (Nd¡ s¡ `p„Q) (10) 
(1) b°pÞX$]N dpV¡$_p L$pfZp¡ Ap`p¡.   
(f) õV$pÞX$X®$pBT¡i__u S>ê$qfeps iy„ R>¡ ?   
(3) V¡$nV$pBg dpL£$V$]Ndp„ Ål¡fps_y„ dlÒh S>Zphp¡.   
(4) `¡v$pi_p gnZp¡ rhsfZ dpN®_u `k„v$Nudp„ L$B fus¡ Akf L$f¡ R>¡ ?  
(`) ASTM A_¡ ATIRA _y„ ApMy õhê$` Ap`p¡.  
(6) dpL£$V$]N ¿epg A¡V$g¡ iy„ ?  

 
 
  

â.3 _uQ¡_pdp„\u L$p¡B`Z ÓZ_p„ S>hpb Ap`p¡.  (1f) 
(1) AIDAS _y„ k|Ó kdÅhp¡.  
(f) dpL£$V$]N_u c|rdL$p hZ®hp¡.  
(3) Ål¡fps_y„ kS>®_ L$fhp_u fus gMp¡.  
(4) ""k„crhs N°plL$p¡ ip¡^hp s¡d S> h¡QpZ b„^ L$fhy„ ìe[¼sNs h¡QpZ âq¾$epdp„ dlÒh_p R>¡.''- 

kdÅhp¡. 
   

â.$4 rhsfZ dpN®_u ìep¿ep Ap`p¡ A_¡ rhsfZ dpN®_p âL$pf_u QQp® L$fp¡.  (08) 
 A\hp  

â.$4 Arch©qÙ_u fusp¡_u `k„v$Nudp„ Akf L$fsp `qfbmp¡ hZ®hp¡.   
 

(08) 

â.` Nd¡ s¡ ÓZ `f V|„$L$_p¢^ gMp¡. (1f) 
(1) qh¾¡spgnu h¡QpZ Arch©qÙ$  
(f) ISO : Ap„sffpô$²ue õV$pÞX$X®$ Ap¡N£_pBT¡i_  
(3) k„kp¡̂ _ âq¾$epdp„ dprlsu_y„ A¡L$ÓuL$fZ  
(4) dÝeõ\u_p âL$pf 

 

 

°̀.6 dpL£$V$]Ndp„ Ål¡fs_p rhrh^ dpÝedp¡_u QQp® L$fp¡. (08) 
 A\hp  

°̀.6 ìe[¼sNs h¡QpZ_u ìep¿ep Ap`p¡. s¡dS> ìe[¼sNs h¡QpZ_p apev$p A_¡ (08) 
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N¡fapev$p_u QQp® L$fp¡. 



