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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) What is meant by advertising ? Explain its importance from the viewpoint of marketing and
communication. 8

(b) Define personal selling. State its merits and demerits. 8

OR

(c) Explain the role of advertising in marketing mix. 8

(d) Write the significance of pricing decisions. Also state various factors which influence
pricing decisions. 8

2. (a) Explain the role of advertisement in increasing profit. 8

(b) Discuss the scope of advertisement. 8

OR

(c) Explain how advertisement works. 8

(d) Mention the relationship between advertisement and sustaining scale of production. 8

3. (a) Explain ‘Push and Pull Advertisement’. 8

(b) Explain political and selective demand advertisement. 8

OR

(c) Discuss the factors to be considered in formulation of advertisement draft of financial
establishments. 8

(d) Describe the various forms of advertising. 8

4. (a) Discuss the meaning and importance of advertising objectives. 8

(b) Explain DAGMAR approach of R.H. Colley. 8

OR

(c) Differentiate between objectives, goals and strategy of advertising. 8

(d) Explain advertisement objectives from the point of view of ‘Sales’ and ‘Communication’.
8

5. Write answers in brief :

(a) Write short note on ‘Sales Promotion’ and ‘Publicity’. 4

(b) Explain the term ‘Demarketing’. 4

(c) Write features of Public Service advertising. 4

(d) Write a note on strategy of drafting of an advertisement. 4
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¼ejkBh ekè;e½
1. ¼v½ tkfgjkr Eg.kts dk; \ foi.ku o laizs"k.k P;k n`f"Vdks.kkrwu R;kps egRo Li"V djk- 8

¼c½ oS;fDrd / O;fDrxr foØhyk ifjHkkf"kr djk- R;kps Qk;ns o rksVs fygk- 8

fdaok
¼d½ foi.ku feJ.kkr foKkiukph Hkwfedk Li"V djk- 8

¼M½ ewY; fu.kZ;kps egRo Li"V djk- ewY; fu.kZ;koj ifj.kke dj.kkjs fofo/k ?kVd dks.krs \ 8

2. ¼v½ tkfgjkrhph uQk ok<fo.;klkBh dk; Hkwfedk vkgs \ 8

¼c½ foKkiukph O;kIrh Li"V djk- 8

fdaok
¼d½ tkfgjkr d';kizdkjs dk;Z djrs \ ppkZ djk- 8

¼M½ mRiknukps ifjek.k fVdowu Bso.ks vkf.k foKkiu ;krhy laca/k uewn djk- 8

3. ¼v½ nkc vkf.k vks< tkfgjkr oj fVi.ks fygk- 8

¼c½ ^jktdh; o fuoMd ekx.kh vl.kkÚ;k mRinkaP;k tkfgjkrh* ;k oj ppkZ djk- 8

fdaok
¼d½ foÙkh; laLFkkaP;k tkfgjkrhpk elqnk r;kj djrkauk dks.krs eqís y{kkr ?ksrys tkrkr- 8

¼M½ tkfgjkrhps fofo/k izdkjkaps o.kZu djk- 8

4. ¼v½ tkfgjkr mfí"Vkapk vFkZ vkf.k egRokoj ppkZ djk- 8

¼c½ vkj-,p- dksyhP;k DAGMAR n`f"Vdks.kkph ppkZ djk- 8

fdaok
¼d½ tkfgjkrhP;k mís';] /;s; vkf.k /kksj.k ;kaP;krhy Qjd Li"V djk- 8

¼M½ tkfgjkr mfí"Vkapk ^foØh* o ^laizs"k.k* ¼lans'kogu½ P;k n`f"Vus ppkZ djk- 8

5. laf{kIr mÙkjs fygk %
¼v½ ^foØhpk izlkj* ¼Promotion½ o ^izfl)h* ¼Publicity½ oj fVik fygk- 4

¼c½ ^fMekdsZfVax ¼Demarketing½* oj ppkZ djk- 4

¼d½ lkoZtfud lsok tkfgjkrhps oSf'k"Vîs fygk- 4

¼M½ foKkiukpk elqnk r;kj dj.;kP;k j.kuhfroj ,d fVi.k fygk- 4
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¼fgUnh ekè;e½
1. ¼v½ foKkiu D;k gS \ mlds foi.ku ds n`f"Vdks.k ls lans'kogu dk egRo Li"V dhft,A 8

¼c½ O;fDrxr foØ; dks ifjHkkf"kr dhft,A mlds ykHk o gkfu;ka n'kkb;sA 8

vFkok
¼d½ foi.ku feJ.k esa foKkiu dh Hkwfedk Li"V dhft,A 8

¼M½ ewY; fu.kZ; dk egRo Li"V dhft,A ewY; fu.kZ; ij vlj djus okys fofo/k ?kVdksa ij ppkZ dhft,A
8

2. ¼v½ foKkiuksa dk ykHk o`f) esa D;k Hkwfedk gS \ 8

¼c½ foKkiu dh O;kfIr Li"V dhft,A 8

vFkok
¼d½ foKkiu fdl izdkj dk;Z djrh gS \ ppkZ dhft,A 8

¼M½ ^^mRiknu dk iSekuk dk;e j[kus esa ,oa foKkiu** esa laca/k n'kkZb;sA 8

3. ¼v½ ^/kDdk o [khap* ¼Push and Pull½ foKkiuksa ij ppkZ dhft,A 8

¼c½ jktuhfrd o pqfuank mRiknks ds foKkiu ij ppkZ dhft,A 8

vFkok
¼d½ foÙkh; laLFkkvksa ds foKkiu cukrs le; dkSulh ckrsa /;ku esa j[kh tkrh gS \ 8

¼M½ foKkiu ds fofo/k izdkj fyf[k,A 8

4. ¼v½ foKkiu mís';ksa ds vFkZ ,oa egRo ij ppkZ dhft,A 8

¼c½ vkj-,p- dksyh ds nsxekj ¼DAGMAR½ n`f"Vdks.kksa dh ppkZ dhft,A 8

vFkok
¼d½ foKkiuksa ds mís';ksa] y{;ksa ,oa j.kuhfr ds chp varj Li"V dhft,A 8

¼M½ foKkiu mís';ksa dh ^fcØh* o ^laizs"k.k* dh n`f"V ls ppkZ dhft,A 8

5. la{ksi esa mÙkj fyf[k, %
¼v½ ^foØ; lao/kZu* ,oa ^izpkj* dk vFkZ la{ksi esa fyf[k,A 4

¼c½ ^Mh&ekdsZfVax* ¼Demarketing½ Li"V dhft,A 4

¼d½ lkoZtfud lsok foKkiu dh fo'ks"krk;sa fyf[k,A 4

¼M½ foKkiuksa dk elkSnk rS;kj djus dh j.kuhfr ij ,d fVIi.kh fyf[k,A 4


