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Q.1 Answer in short     10
 1. State the types of copy
 2. What is deceptive advertisement? Explain with example. 
 3. State the guiding principles of sales organization.
 4. State the advantages of seniority base promotion 
 5. What are the objectives of training sales force?

 1. L$p¡‘u“p âL$pfp¡ S>Zphp¡. 
 2. c°pdL$ Ål¡fps A¡V$g¡ iy„?Dv$plfZ “u dv$v$’u kdÅhp¡.
 3 h¡QpZ ìehõ’ps„Ó“p dpN®v$i®L$ rkÙp„sp¡ S>Zphp¡.
 4. î¡ep“sp“p Ap^pf¡ bY$su“p gpcp¡ S>Zphp¡.
 ‘. h¡QpZv$m“¡ spgud Ap‘hp“p l¡syAp¡ L$ep R>¡?

Q2 (A) What is appeal? Explain its types.    13
 (B) Discuss the role of ASCI.

OR

 (A) What is copy? Explain the process of developing copy 
 (B) Discuss consumer jury survey method

*RAN-1908060102030001*
R A N - 1 9 0 8 0 6 0 1 0 2 0 3 0 0 0 1



RAN-1908060102030001 ] [ 2 ] [ Contd. P0
40

8

 (A) A‘ug A¡V$g¡ iy„? s¡“p âL$pfp¡ kdÅhp¡. 
 (b) ASCI “u c|rdL$p QQp£. 

A’hp

 (A) L$p¡‘u A¡V$g¡ iy„? L$p¡‘u rhL$pk“u âq¾$ep kdÅhp¡.
 (b) D‘cp¡¼sp Äeyfu kh£ ‘Ý^rs QQp£.

Q. 3 (A) Explain the process of setting up sales organization. 13
 (B) Discuss salary plus commission plan. 

OR

 (A) Explain in short the methods of motivating salesman. 
 (B) Discuss the marketing cost analysis.

â.3 (A) h¡QpZ ìehõ’ps„Ó“u fQ“p“p sb½$pAp¡ kdÅhp¡.
 (b) ‘Npf hÑp L$rdi“ ep¡S>“p QQp£. 

A’hp

 (A) k¡ëkd¡“p¡ “¡ â¡fZp Ap‘hp“u ‘ÙrsAp¡ V|$„L$dp„ kdÅhp¡.
 (b) bÅfq¾$ep ‘X$sf rhíg¡jZ QQp£.

Q.4 (A) Write note on- anyone.   7
  1. Sales territories 
  2. Coupon returns analysis method. 

 (B) Case -     7
   Maya jwellers ltd. is selling gold and silver jwellery. It has two 

showrooms having 200 salesmen in Surat as well as in Vapi. Company 
is making good profit since last ten years. 

   Company has found that each year many salesmen leaves this 
company and company has to appoint new salesmen. 

   At the same time frequency of old customers visiting showrooms 
is decreasing.

   What are the problems in this case? How will you solve them?
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â. 4 (A) “p¢^ gMp¡-A¡L$.
 1. h¡QpZ rhõspfp¡.
 2. Ly$‘“ ‘fs rhíg¡jZ ‘Ùsu. 

 (b) L¡$k -
   dpep Ähg¡k® guduV$¡X$ kp¡“p Qp„v$u“p ApcyjZp¡ h¡Q¡ R>¡.s¡“p 200 k¡ëkd¡“ 

^fphsp b¡ ip¡ ~çk, hp‘u A“¡ kyfsdp„ R>¡. R>¡‰p v$k hj®’u s¡ kpfp¡ “ap¡ L$f¡ R>¡. 
L„$‘“u“¡ Ýep“ dp„ Apìey„ R>¡ L¡$ OZp k¡ëkd¡“p¡ v$fhj£ Ap L$ç‘“u R>p¡X$u“¡ S>sp fl¡ 
R>¡ A“¡ “hp k¡ëkd¡“ “udhp ‘X¡$ R>¡. hmu ip¡ ~ddp„ Sy>“p N°plL$p¡ “u dygpL$psp¡“y„ 
âdpZ ‘Z OV$u Ney„ R>¡.

   Ap L¡$k dp„ L$ep âí“p¡ R>¡?sd¡ A¡“p¡ DL¡$g L¡$hu fus¡ gphip¡?


