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Bachelor of Commerce (B.Com.) Semester–III Examination

ADVERTISING SALES PROMOTION AND SALES MANAGEMENT-III
Paper–8.3

Vocational Group–III

Time : Three Hours] [Maximum Marks : 80

N.B. :— (1) All questions are compulsory.

(2) All questions carry equal marks.

1. (a) Explain the importance of advertising in marketing and communication. 8

(b) What is the role of advertising in the marketing mix ? 8

OR

(c) Explain interrelationship of advertising with pricing decisions. 8

(d) Differentiate between personal selling and sales promotion. 8

2. (a) Discuss the scope of advertising. 8

(b) How advertising works ? Explain by referring a case study. 8

OR

(c) How advertising helps to secure sales lead ? 8

(d) What is the role of advertising in supporting other promotion tools ? 8

3. (a) Explain the national, retail, trade and cooperative form of advertising. 8

(b) Explain industrial, institutional, financial and public service advertising. 8

OR

(c) Differentiate between primary and selective demand advertising with suitable examples.
8

(d) Explain Push and Pull advertising and also give its significance. 8

4. (a) Explain the importance of setting advertising objectives. 8

(b) How do objectives differ from goals and strategy of a company ? 8

OR

(c) Explain DAGMAR approach of RH Colley. 8

(d) What can be the possible advertising objectives ? 8

5. Write answers in brief :

(a) Publicity as a marketing mix. 4

(b) Write a note on 'Demarketing'. 4

(c) Give a short note on 'Political Advertising'. 4

(d) Explain sales as an advertising objective. 4
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¼ejkBh ekè;e½
1. (v) foi.ku vkf.k laizs"k.kkr tkghjkrhps egRo letkowu lkaxk- 8

(c) foi.ku feJ.kkr tkghjkrhph Hkwfedk dk; vkgs \ 8

fdaok
(d) eqY; fu/kkZj.k fu.kZ; o tkghjkr ;ke/khy vkarfjd laca/k lkaxk- 8

(M) oS;fDrd foØh vkf.k foØh izpkjkr Qjd djk- 8

2. (v) tkghjkrhP;k O;kIrhoj ppkZ djk- 8

(c) tkghjkr dk;Z dls djrs \ nk[kyk ¼O;Drh nk[kyk½ nsÅu Li"Vhdj.k |k- 8

fdaok
(d) foØh vk?kkMh fuf'pr dj.;kr tkghjkr d'kk i)rhus enr djrs \ 8

(M) foØh izlkj dj.kkÚ;k brj lk/kukauk ^tkghjkr* d'kk i)rhus lgk¸;rk djrs \ 8

3. (v) tkghjkrhaP;k jk"Vªh;] fdjdksG foØh] O;kikj vkf.k lgdkjh izdkjkaps Li"Vhdj.k |k- 8

(c) vkS|ksfxd] laLFkkRed] vkfFkZd vkf.k lkoZtfud lsok tkghjkrhaps Li"Vhdj.k |k- 8

fdaok
(d) izkFkfed vkf.k fuoMd ekx.khe/khy fHkUurk ;ksX; mnkgj.kklg n'kZok- 8

(M) ^iq'k vkf.k iwy* (Push and Pull) tkghjkr o R;kaps egRo lkaxk- 8

4. (v) tkghjkrhaph mfí"Vîs fuf'pr dj.;kps egRo letkowu lkaxk- 8

(c) ,[k|k daiuhph mfí"Vîs frP;k /;s;k is{kk o j.kuhrh is{kk osxGs dls vlrkr \ 8

fdaok
(d) vkj-,p- dkWysapk MWxekj (DAGMAR) n`f"Vdksu letkowu lkaxk- 8

(M) tkghjkrhaps laHkkO; mfí"Vîs dk; vlq 'kdrkr \ 8

5. laf{kIr mÙkjs fygk %
(v) ^izfl)h* ,d foi.ku feJ.k Vhi |k- 4
(c) ^mrkj foi.ku* (demarketing) ,d Vhi fygk- 4

(d) jktfd; tkghjkrh oj laf{kIr Vhi fygk- 4

(M) foØh ,d tkghjkr mfí"V letkowu lkaxk- 4
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¼fgUnh ekè;e½
1. (v) foi.ku vkSj lans'kogu esa foKkiu dk egRo le>k,aA 8

(c) foi.ku feJ.k esa foKkiu dh Hkwfedk D;k gS \ 8

vFkok
(d) foKkiu ,oa ewY; fu/kkZj.k fu.kZ; ds varlZac/k dks Li"V djsaA 8

(M) O;fDrxr foØ; vkSj foØ; lao/kZu esa varj Li"V dhft,A 8

2. (v) foKkiu dh O;kfIr Li"V dhft,A 8

(c) foKkiu fdl izdkj ls dke djrk gS \ dsl LVMh dk gokyk nsdj le>k,aA 8

vFkok
(d) foØ; c<+r fuf'pr djus gsrq foKkiu fdl rjg ls lgk;rk djrk gS \ 8

(M) vU; fcØh izpkj midj.kksa dks leFkZu gsrq foKkiu dh Hkwfedk D;k gS \ 8

3. (v) foKkiu ds jk"Vªh;] [kqnjk] O;kikj ,oa lgdkjh :i dh O;k[;k djsaA 8

(c) vkS|ksfxd] laLFkkxr] foÙkh; ,oa lkoZtfud lsok foKkiu dh O;k[;k djsaA 8

vFkok
(d) izkFkfed ,oa pqfuank mRikn ekax ds chp mi;qDr mnkgj.k ds lkFk varj Li"V dhft,A 8

(M) ^iq'k vkSj iqy* (Push and Pull) foKkiu dh O;k[;k djsa vkSj bldk egRo Hkh crk,aA 8

4. (v) foKkiu esa mís'; LFkkfir djus dk egRo crk,aA 8

(c) fdlh daiuh ds mís'; mlds y{;ksa ,oa j.kfurh ls fdl izdkj fHkUu gksrs gSa \ 8

vFkok
(d) vkj-,p- dksyh ds nsxekj (DAGMAR) n`f"Vdks.k crk,aA 8

(M) foKkiu ds laHkkfor mís'; D;k gks ldrs gSa \ 8

5. la{ksi esa mÙkj fyf[k, %
(v) ^foØ; izpkj* ,d foi.ku feJ.k �µ la{ksi esa fy[ksaA 4
(c) ^?kVko&foi.ku* (demarketing) ij fVIi.kh nhft,A 4

(d) jktuhfrd foKkiu ij fVIi.kh fyf[k,A 4

(M) fcØh ,d foKkiu mís'; µ Li"V dhft,A 4
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