I qYTB
Bl AR TEAFH

YT TER
W,WHWW?&TW

FEANIF TAT T [ qiad s

AT, AfFaR
A |. : 4430500, 440509, Y{R0IYY
TATH 7. : YUQ05RY
3-8« : vsdtcbhainsepati@yahoo.com
a9 I : www.training.gov.np
AT.F. R00Y /0y
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I FogHA (fashdr) ATHE® IIETRAS Il A F& STALh qaR I a9
T fagerdT yiqede T W T FKA U aEdias SHEl SEdnad harery
He A Weeaqul 1 fath T8I T4 qTa9ge I ATEaRT (g ar dgi®

Aol TUAHT BT AT arferd

Td AFEINE I &7 Tad & T g |

T TSR A gfrendiesdrs fafae=r soagmear A9R g a9t ST Saar

AT 9 AqHAF Jrard Je g 3 |

R. 5 [
T UTSTHHH AT FET & (AU T JAT ARSHIR A5 19T a1 [qe9 T T
AT FT FA FoATad T GH TR AT gaE T ¥ fqeewer sfameay

IHEA ANEA T 2T |
3. RICUETEDICERD B
T JIEAw qe=Ta qRrendieed e fafga #rdee av = 9 T 8,

TR T ATAHI,

TR AT qO7 AR,

fafss #1 T T ATIeUF qAEes AT ATHR,
halhl JhX ¥ [dHlesdl STFeX a1 ST,
UTEdhesd! AT |1 Fafeqd T ¥ falF agrs= afkerer Saer,
fatae ferfameT @@ s STHwrT,

AMIF FRIAREBT TRISTE ATTAG T I AR,
fafa=1 sgearamaes ATEam,

AT FFIEX JUTATRT T,

fafsh quIrell RIS Fod FTHH JiHE! X A,
ST &7F gfg=re 1,

AN TE qqT ITAAATR! faepra T,




¥, TggEHeE! fqawor ¢

N

Il UTETHH YHHAR F 0l dfg THAT diwa g | s Braread
JFIT T TAHL AT SATh IR g ¥ GATIR] TATHT THT 8% I AR
USAT AW S I I9RePl Jeh(d, SATAANIE  ATATaR, SRR 71,
ATITHAT, HFIE GUTATRl FTHT STAHRRT T AFA [ahcllebl AHET T FTHTAD
JHEIAT SR fad (a9 9% FH1EeT TRUH S |

e fafaa fauaes ST e #iwsa =T argawd Haer TRuE 3,

TARITEA DT T,

AT T,

HATAT F=ATAT ¥ {ashl,

YHRATAH] AT,

SIS AT T HFGET GUTeATehl AT,

%. fshaTgRT ASTART qgHT SATaRTE 1,

TF qTETAH A §0% JgTrdh AH T ¥0% FATTCHE [TTIAT AT hivgrd Tl G |

RIEvE T CARECEy i

X < w0

gTivae| wifdaeer | STEAT
fq.4. e fauges 9 | gHa | 9HT

1 |99R SRl grRuT (Marketing Concept)

- Meaning, concepts, evolution, function & importance of
Marketing 20 9 29

- Components of Marketing mix, & Marketing environment.

- Market & Class, fiction of market

- development of Marketing concept

2 |ggETael AFLRON ¥ fashdr (Business concept & Sales

person)
- Business concept, Function of business objectives of zisines,
forms of Business organization 20 10 30

- Business office Management Recording of Cash Transaction
in double entry system, Journal & laager and trial balance
Bill preparation, Knowledge of Banking transaction

3 |fafshar ¥ falF (sales Person & Sales)

- Nature of Sales, Elements of selling, qualities of sales
person, essential of successful selling sales process of

indoor & outdoor (Travelling) Sales person. 10 S 15
- General concept of product, pricing, demand & supply,
distribution & sales promotion.
4 |- customer Behavior, Types of customer,
10 5 15

- Motivation to customer, promotional factor of sales & office
operation & layout.




- Sales presentation collection of objection & Handling of
complaints

- social responsibility of sales person

5 |- Sales person & Market preseason

fershall T o6} A= 10 c 15
- Refail & Marketing Network Marketing concept
- Study of large scale business & departmental store

6 | HFHE JUTCAleh] FTHTY HT:
- Basic computer Course 10 15 25
- Ms-Dos, Microsoft word file, edit, view internet
- Microsoft Excel; Bill making & others

7 | General IS ATHT TT IR :

- English Language & communication skill development
- General Gramar 10 10 20
- Letter writing

- Expression practice

- Preparation of Bill, Voucher etc.

8 Field visit for mini research of business report writing 5 2 7
9 Final Exam 1 3 4
Total: 96 64 160
atfer srafer

T qTETAHHHAT AT ANAH FRFHHB! STHEAT THT Aald %0 TUeTH g 3 T
2 qo aoefE 3 T9gEH W HUeRl gHE waty fAgior afvwwr @ o g fom
HITAT Y TUST A (T T TR A e godardd a7d IRadd 9 Jod 3 |

afai?raqg:

FTAT FET © IAU FIANTH SIFTAT & TR SRR AhES
o yhaTemdl T@T
AfTFTH R0 AT
® RTETUT WY
AT AT ST AT g
o yRTeTdl IUfeadr
AT HETAT 50% Fufedia g o=

AT E (FTTkaehed) 0% & I




qETFAH g faeg

T ATETHHB B [avg Alhels (ahdebard AT fabrg T9 Whl G |
%0% THY AT fawrgedr Jgiieas FHRT AT ¥o% AT fTHraedl TANTHS
Al AT FEATSUH @ | TF ISIHTAT FHTAL TRUH [qUqes famaar

TR T T &7 fashdl qR IIHHT ST hivad bl G |

qaY HIYIUE :

Q o

SAHh Alch [AFlargd ATIRES TR AT ANAHAT FEARIT g T Sl

q. ME TIAT ATAGF TIHT T Uh

2 9% a9 IER QI ATHI

3. FIETHT FEAT & AFIT T AUH & I AT IS HIIH TRTH G |

Q. JfETEAUT AT AT TAWT ¢
I qredhae [ahdir [ahaearedl M THEERl aqred e farad
JrETRT TART TR
o fUvdg ITHIN [qWa T TYHT J&d TRA 3 |
o TEH TP IUAH TS T |
e FATS ATSH! AN, "I qIT fahd [aATIAHT GraResare Hell HI3T qaled o
o HIHH ATHUT, Urerdar, fafear, sifedrare aHa 7 fagq & |
® FHFYIIH AT JANCHS [q0geh] FHT TART TR F |
o JfdHhIM, W@ YEATH GIAT Teles FANT TR 3 |
o R Aradral, F=dR THYU, AR HAT, TS Toarad TR S |
gfyretory afear -
JgTivcler FTATETOT:- SATRATcH, Ta=, TIhel, A=aRhal, AT
FARINE (JARTCHE) - HFEY AT HEIY, AT T ANSAR] ATAATT bl
AT fRee yawr, feuredmear WRerl fareror qor giaaesesr qamy T e |
yiyreTshapt Raar :
o IIRIMHA TAT [ahaT (FegHray) fafvfese faua fag &= g+
BTTHT Tk TR
o TTTEI HIUAT T@A TR
o URTETI FHTAAT AAHAT ATh



JHIUTAA :

ARAAYAF AT TETHH ATARB] ANMAH T T ARTed s aeated
qierd fad ST ‘el qE” B TH-9T Y&1 I S, |

JHTOT-T(h! &Y :

g YRIEATIRT dTAH rafqesl SA=THT THT 3 Uelehl [dqrgd JiRer quis WY ¥ quis
Y P JANTCAE T0a fag @ | STFa R St fasrs 1k @ )

fafirss #fi-c0% a1 &1 w1 |IY 3 TR
TIH HUT-94 % b ATTeh
fgcirar -S4 % o ATTHT
qArd FA-$0% b TATTHRI

gfiteTrefieRt Hediha AT

Fra(rgc TRTETRERT AR HedTg TR 3 |
fafaa ¥ difes sit=r 7l 3
Jgiaae fafaa Tier THT 3 gvar quney
O TIET IR 0 YeH-90
O TIET IR 0 Y- KO
O WMl I« 4 Fe- 4
YARTICAS TLET

farsharepetTepl IR q |UaT FHT- Y, OIS

yoId QY feFHT gHEiead SR AT fearad Hearsa W wirendieeers
qwRTa o 99 3 |

FINERTIEIFICCAC I

- FHEIT TSR TR AT ATaeTE SfeTeh ATTHT TR T

- girerur fafy g T

- GRTETOT ATHAT AR T |

- OTSATSTAT T3 |

- feTeTT HEHE AT T



HRI TAT ITPRITH

marketing mix
4p ( Product,
place, price and
promotion)
scope of
marketing
Marketing
environment
and its effect on
business selling
(concept of
internal and
external
environment)

FIATE AN FATEA AT

TG ATAHNT faT

F. | P T 1 T 3@ (sub heads) | s (objectives) e T dtferer Tl Aeas fafa
& | frwg (main fafer et | amaeE | s
subject)
1| TR A T Meaning of NG LRI FEE L] FERE 0 U | \9 Tl 9 ®  HEHS o  gftrerdt
R THA Marketing faoaret deifeae 7 mERE =t o FATEEArS T
Marketing Marketing foTeT PRI TRISH S LRI
&Sales conceot TAR A fa q@r A A | PR h
Person Pt ST s PIATEATT ke o fafad
(Production, v - I
) TR 9 Bl HAL [FhTT o FEd
Product, Selling EX ATTHT T T SITHHIRT 3 TR
& modern far . e
concept) FATR oA 1 &7, fawg T R s
Function & AEA AR AAF faT AR P ——
; TEATH ATATERT
important of o IELIN
: AT AT AT AABTHT 3
markeFlng @ it T Fe A<
Evolution of Fir S FAHAT
- YT FATITHT TSR qTE 2 feeour
marketing quf STy fey
Meaning of FSRAT ATTHT FTTTILTHE




sope of
marketing
meaning of
market
classification of
market( local,
regional,
national and
international
market concept)

ATAATIH
FFYR T
FeqIE
Business
concept &
salesperson

TR 9= (
Introduction of
business)
HEIATIH FIEE (
Function of
business)
lesipeaicrrpre |
Objectives of
Business)
ATEANAF FTSTHT
EIEE T
AT, AT,
RIEEIRIC L
Ted 9T HFIAT
TAATIE ARATHT
Tee (Requisites
of business
success)

Capital, location,
human resource,
government rules
etc.

Office meaning
and functions
Important of
fyling system.

giremreiees

STIITIHT qi=d, 1 T
JEIIAR T I AR
g TS |

ATAATIHT HEA T AT
TSR TET X AT HT
9T TEBA |

T A6 FAERT dcad
TaT 78 9 T EE |
FIATR TRT T FHA
FoaredT T Hd AR
ST U WS Fedqqameh
THIHT T g |
BETTITEEATS HIEAS
I, T ATl
STIATITHT QT TUITeA TRl
TARTET SATHHENT & |
JrerefE arEard aars
T ATHRT qe TS |
fael T qeRTT fa fao
= A, TFAT TAT A& T
fAeprent ST 3fep o
FTATET | TA FIHEE T

TS |

EARPELIE

R0 TUJ

90 "uar

30

geAR T fafad




Management of
cash transaction
preparation of
voucher in double
entry system,
ledgers, trial
balance, profit &
loss account &
balancesheet,
cheque
preparation, cash
diposite in bank,

and cash

whithdraw, Bill

preparation

including VAT.

Preparation of

Receipt &

payment slip.
A THT ¥ Sales meaning & forha eIy fsha =T 93 99T | ¥ "udd 99 TIHRY
fertt elements of SATERT [ TehT AL T 1%#33?[
(Salesperson sales ST I T TR
and sales) Nature of sales FeTET P AT ATFTH

. ! TH TUEE A AEEY g | o

qualities of T |

salesperson, RePRaR gREAT 3 TR €

essential of FHOT fahal a7 AP | e

successful T T |

selling sales T, qe fareor, w2

AT, faarer gemar A
I f o

P docess © AT AT ATAHNT I

indoor & e

outdoor

(Travelling)

salesperson
General concept
of product




pricing, demand
& supply,
distribution &
sales promotion

Al SATTER
(customer
behavior)

concept of buyer
behavior

types of buyer
consumer buyers,
manufacture
wholesaler &
retailer

decision process
of consumer
buyers
consumer
characteristics (
demographic,
Socio economic,
personality,
lifestyle etc)
promotional
factor of sales (
advertising,
publicity etc)
sales presentation
collection of
objection &
handling of
complaints
selection of
channel of
distribution

gRTemedTETeeT

HATehl ATAER X ATTHIR
g TS |

fafir= ferfawer TEwam
SATHHTT I T |

G351 R T 4l TR
Heed AT SATHHRT I
TS |

ISR U atRar &
TG A AFERI g, |
farshTaT SUNIRTeR! faeTeaTe
% ®h TTe W STl
g |

I FGTST BT FA HIAH
HUATIT, TEq, A AR
g |

fafsh geqaeeer #1 Jrerr
S T YMEe! TATET qaT
AT G TN JHTET
A RIS |

q0 "ur

L9udr

AL

JIAIY
fafaa 3=
EETIELIE




I T TAR Concept of T T, AT, dadiea 90 FUAT | Y HOAT 94 [T dreevee | AR
MR product decision %] faf Fersw o e UL | FHAHEES fefaa o=
(sales person Reason for R ATFHNT I TG | Eredlge AlcH
& market product failer ATAHT SATIATHT FHTEAT T e
. HTHfeg T g FIATE a¢ e
research) Branding .
. SR I TS |
decision NN
k. 5"d<'r'|d [T Hb] Hecd

Packing feurdired &R, a1 AR

decision 7 oI AR F1 g A

Labeling ST I eS|

decision FAR AT T

Problem of ISTIIeT &8 I A S

marketing SN W‘ fmm A

practice on >

Nepal

Business

opportunities in

Nepal

Concept of

internet

marketing

Concept of

department store

Study of retail &

wholesale,

department store
FEAZTT FFEFH A= AP THAAT FFAEIH S "Uer | e Eue 4 PP T
FHFALT JUTAID FEE GO AT T HEADT SR que ez e .
ATAT F1H S frq FATAT TARTICHS JaeT

NN . FTehelay

(computer file folder amrs™ R W, F T, F Ak
&knowledge N TAR T, fae #raw 97 de ®

MS word =«rs+
of computer 2 SIS, FHEXTCAE FA
system) Internet & 9arT T T A AFEE & |

g AR & foer gt o free 9 @

sending

T A |




message, create
& save
Order sending

Information
collection
Use of printer
Print feres
bill making
General English language o St W fbe emaeae 90 ®UET | 90 AT | R0 T
English Bl ATALABAT BT SAFHRT I TS HoaT fataa
language & General o AT &l T Slenl AWATH
communicati language course RREx
on (amr= & grammar o TTHT AR AFERI I
W TR letter making . le i T
JATT ¥ F9) bill making ol )
connection with o gz W AT gATer
cash fafaar faarer qaR 9=l ¥
management of Tdcjsc m FAAT AT
double entry T FH FAIT
system (voucher o fosdes wer a3 g |
making, receipt
& payment
account ledger
trial balance,
profit &loss A/c
& balancesheet
purpose of field o  HTHaHT TSTIATA AT CEER] =T yeuar 9 e geaatao
field visit and visit TS | Tuar
research data collection e Fam “ﬁmw Rialed T
(T o data analysis ° jj?:swl : ;de“lww ™
FTHAT) with bar- ﬁqﬁrﬁ'«qﬂa;?{q%ww -
diargram & pie THFE |

chart




report writing of
mini research

ATEE A ETAHT YT

FTH T lehra, T~ SITThI

T A
3 =ud q=var ¥
Final exam o
Total %% "Ua | &% "gUE | 950
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