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ENGLISH VERSION

Instructions :

(1) Write answer of both section in Answer sheet.

(2) All questions carry equal marks.

SECTION -1

Write true option of every question give below. [20]

(1) What is important factor in four ‘P’ of marketing Mix ?
(A) Product (B) Price
(C) Physical Distribution (D) Promotion

(2) The classification of sales promotion system is.......
(A) Consumer oriented sales promotion
(B) Salesman oriented sales promotion

(C) Distribution oriented sales promotion
(D) As above all

(3) What is Salesmanship ?
(A) Art (B) Science (C) Tool (D) Art & Science both

(4) Which is the more prevalent, old, effective and popular form of selling goods 7
(A) Collective sales (B) Indirect sales
(C) Sales through post (D) personal sales

(5) What is the purpose of sales management ?
(A) Sales maximization (B) Continuous Growth
(C) Profit maximization (D) All above this

(6) Which magazine is selected of advertising on womens ?
(A) India Today (B) Family
(C) Business Today (D) Femina

(7) How many main bases of marketing segmentation ?
(A) Two (B) Three (C) Five (D)  Four
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(8) Credit policy is determined by whom ?
(A) Credit policy itself (B) Customer
(C) Salesman (D) Sales manager

(9) Which is direct and soft selling method ?

(10)

(1n

(12)

(13)

(14)

(15)

(16)

)

(A) Tele marketing (B) Discussion group
(O) Mailing list (D) E — Marketing

How is marketing information system in India ?
(A) Adequate (B) Weak
(©) Strong (D)  Up-to-date

How many factors of promotion mix ?
(A) Two (B) Three (C) Four (D) Five

What are the symptoms of promotion mix ?
(A) To give free sample

(B) To give added advantage

(&) To give advantage of repurchasing
(D) all above these

What is advertise ?

(A) Draw attention towards particular goods
(B) To give promote sales

© To give free goods

(D) None of these

Whose are fortunate Regular — Meeting union a Salesmanship ?
(A) Science & Art (B) Consumer - Consumer
(©) Salesman - Producer (D) Producer — Merchant

What are factors affecting on consumer behavior ?
(A) Economic Factors (B) Saociological Factors
©) Ethical Factors (D) all above these

Who says “Pouring our view-points in the brain of other is communication” ?
(A) Shree McCarthy B) Dr. Saxena
(&) Gundlay (D) Prof. Fillip Kotler

Who to present inflammatory mode! views consumer behavior ?
(A) Dr. Saxena B) Shree Stanton
(@) Prof. Fillip Kotler i) Prof. Sherlleker
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(18)  What advertising means planning for future trading programs ?
(A) Promotion (B) Marketing Mix
© Communication D) Advertising Budget

(19)  How many methods of advertising Budget ?
(A) Two (B) Three (C) Four (D) Five

(20)  What is give model views personal selling process a William ?

(A) RIDSAC (B) Four ‘P’
(C) AIDA (D)  SWOT
SECTION - II
What is Promotion Mix ? Explain the main elements of promotion mix. [10]
OR

What is Salesmanship ? Explain the importance of Salesmanship.

What is sales Promotion ? State the method of sales promotion. [10]
OR
What is Sales organization ? Explain the importance of sales organization

What is Marketing ? State the types of marketing. [10]
OR

What is Advertising ? Write note on Advertising Budget.

Examine the profile of advertising in India. [10]
OR
Explain the New Sales Policies.

Write Short Note. [Any Two] [10]

(1) E — Marketing

(2) Marketing Research

(3) Marketing Communication

(4) The bases of market segmentation.
(5) Importance of Rural Marketing
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