Central Board of open Schooling and Examination

Academic Year 2025-26

Subject: Trade 24 Marketing & Salesmanship

Class: 12th

YNT-A : HTP T (Marketing)
Unit 1: ATH ST T U= (Introduction to Marketing)
Hindi:

. T BT URHIY, HEd 3R Ie
. UBP D AGYHAE g 9 ﬁ&rq’%wrmﬂ

. MY HIHICT BT GRRT 3R IRV

English:

« Definition, importance and objectives of marketing
o Concept of customer needs and satisfaction
e Scope and features of modern marketing

Unit 2: ITSTR & UK 3R faure= (Types of Markets & Market
Segmentation)

Hindi:

. JUHIET ITOIR T SRS SoR
« SR [qUTS: 31y, feivT, 8, Ud FdgR
. e TR 3R TR T MR (Positioning)

English:

e Consumer and industrial markets
o Market segmentation: age, gender, income, geography and behavior
« Targeting and market positioning



Unit 3: ATeh TN fargor (Marketing Mix — 4Ps/7Ps)

Hindi:

« IdIE (Product): YR, Sia e, sTife

o HcY (Price): ﬂ@ﬁﬂﬁﬂ%ﬁ

o T (Place): ICERYUEES WQGE@W

. 1;ﬁ'liﬁl’l’rf(Promotlon) fasma, W ICEAR LI
o a1 AT (7Ps) BT U=

English:
e Product: types, life cycle, branding
e Price: methods of pricing
« Place: channels of distribution, wholesale and retail
« Promotion: advertising, public relations, sales promotion
e Introduction to 7Ps of service marketing

Unit 4: SUHTT AdgIR (Consumer Behaviour)
Hindi:

o JUNITT BT BT Ulchar
o JUHIGSH & UBR
. T Aulg & gHIfad B 9T FRB

. UED Bledd 3R ATEd Jdl

English:
e Consumer buying process
e Types of consumers
e Factors influencing buying decisions
e Customer feedback and customer service

Unit 5: g'ﬂ'ﬁ)—%ﬂ 3R feforea yaiw= (E-Marketing & Digital Promotion)
Hindi:

S-pIA, ORIt Hifegar A1 e
o e fague, S8 ATh e
. fefoed @ewiH R s TdeT

English:



e E-commerce, social media marketing
e Online advertising, email marketing
o Customer management on digital platforms

Y-8 : SRR (Salesmanship)
Unit 6: STAIRIY &1 U=y (Introduction to Salesmanship)
Hindi:

. JRIARY ®I aRYTS Td 7

. fagard quraiR 4

e SOFCRI, FAER 3R IR DI

English:
« Definition and importance of salesmanship

e Qualities and roles of a salesperson
« Integrity, behaviour and communication skills

Unit 7: 9P fehaT (sales Process)

Hindi:

. THIfdd UTed! B! U8 (Prospecting)
« forep! UKIfd (Presentation)

o SUREl BT gAY

. IcT UdnT HRAT (Closing the Sale)

. fowl & 9 gar (After-Sales Service)

English:

Prospecting

Sales presentation
Handling objections
Closing the sale
After-sales service

Unit 8: {1 & T1e= SR da-ie (Sales Tools & Techniques)

Hindi:



. fowt Rers, vex arh
. COI-UQ, SR-C-SRIA
. Rea o deHid

English:
o Sales records and display materials

e Tele-sales, door-to-door selling
o Retail sales techniques

Unit 9: ATEP HdaY UI (Customer Relationship Management — CRM)
Hindi:

« CRM &1 3@YRUN
. UIBH RIerd udeq
. dgeIfae Ugd Ja g9

English:
e Concept of CRM

e Customer complaint handling
« Building long-term customer relationships

Unit 10: TPt U4 (Sales Management)
Hindi:

. fornt deg RO
. Tl ad (Sales Force) &1 UeieA
. oot &=, amn gie s

English:
e Setting sales targets

« Managing the sales force
o Sales territories and travel planning

WW(Practical Work)

Hindi:



1. Toeit Iaarg & forg Areh e fsor quR =l

2. Tasht URgfd &1 Al e ST

3. JUNIEIT qA&f0] H=AT

4. I SR $T 37ea 3R Ruic
English:

1. Preparing a marketing mix for a product

2. Creating a sample sales presentation

3. Conducting a consumer survey

4. Market study and report writing
Wiﬂw (Evaluation Scheme)
¥cd / Component 3@ / Marks

2R (Theory) 70
Ufdeda (Practical) 20

~\

UIolae/3EI8sTHe 10

P/ Total 100

Final Note

This curriculum is designed to empower learners with knowledge, skill, and
ethical values — nurturing them into responsible citizens and competent
professionals who contribute meaningfully to society and the nation.



