
NIR/KW/18/5492
Bachelor of Commerce (B.Com.) Semester–IV Examination

ADVERTISING, SALES PROMOTION AND SALES MAGT–IV
Vocational Group–III

Time : Three Hours] [Maximum Marks : 80

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

(2) All questions carry equal marks.

1. (a) Write the various items concerned for building an advertisement programme. 8

(b) State process of writing headlines and message in an advertisement. 8

OR

(c) Why sellers prefer to advertise on TV ? 8

(d) Highlight the importance of print media advertisements. 8

2. (a) Enlist the activities under sales promotion programme. 8

(b) Discuss on tools and techniques of sales promotion. 8

OR

(c) Design a sales promotion campaign for an FMCG product. 8

(d) State the utility of exhibitions and trade fairs in sales promotion. 8

3. (a) Examine the role of selling in a planned ecomomy. 8

(b) How growth chances of sales can be improved through developing new qualities for salesmen ?
8

OR

(c) Detail out the scope for selling as career. 8

(d) Write the contents of training programme for acquiring new skills in salesmen. 8

4. (a) Mention tips for improving personal abilities of salesmen. 8

(b) Explain minimum level of product knowledge for salesmen. 8

OR

(c) "Skills of salesmen is foundation of their ability to sell." Explain. 8

(d) Describe features of planned selling system. 8

5. Answer in brief :

(a) Enlist features of creative strategy for an advertisment. 4

(b) Mention the points for a logic for sales promotion programmes. 4

(c) How growth chances for salesmen can be improved ? 4

(d) Why skilled salesmen have better ability to sell ? 4
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¼ejkBh ekè;e½
1. (v) tkfgjkr dk;ZØekP;k cka/k.khlkBh lacaf/kr vl.kkÚ;k fofo/k ckch fygk- 8

(c) tkfgjkrhr 'kh"kZd vkf.k elwnk fygh.;kph izfØ;k fo'kn djk- 8

fdaok
(d) foØsrs fV-Ogh- oj tkfgjkr dj.;kl vf/keku dka nsrkr \ 8

(M) tkfgjkrhP;k Nkfiy ek/;ekP;k egRokoj izdk'k |k- 8

2. (v) foØhlac/kZu dk;ZØekrhy lekfo"V fØ;kaph lwph djk- 8

(c) foØhlao/kZukP;k lk/kukaph vkf.k ra=kaph ppkZ djk- 8

fdaok
(d) FMCG mRiknkdjhrk foØh lao/kZu eksghespk vkjk[kMk r;kj djk- 8

(M) foØh lao/kZukr izn'kZuh vkf.k O;kikjh ;k=kaph mi;ksfxrk fo'kn djk- 8

3. (v) fu;ksftr vFkZO;oLFksr foØ;kP;k Hkwfedsps ifj{k.k djk- 8

(c) foØsR;kae/;s ufo.k xq.kkapk fodkl dsY;kus foØh o`)hP;k la/khr d'kh ok< gksrs \ 8

fdaok
(d) foØsrk ,d thou o`Ùkh ;k Lo:ikoj lfoLrj fygk- 8

(M) foØsR;kae/;s ufou dkS'kY; izkIr dj.;klkBhP;k izf'k{k.k dk;ZØekP;k ?kVdkaoj fygk- 8

4. (v) foØsR;kaP;k O;Drhxr {kerkuk lq/kkj.;klkBh mik; uewn djk- 8

(c) foØsR;kauk vko';d vl.kkÚ;k mRikn KkukP;k fdeku ikrGhl Li"V djk- 8

fdaok
(d) ^foØsR;kaps dkS'kY; gs R;kaP;k foØsrk {kerspk ik;k vkgs-* Li"V djk- 8

(M) fu;ksftr foØh iz.kkyhps o.kZu djk- 8

5. laf{kIr mÙkjs fygk %
(v) tkfgjkrhP;k l`tu'khy (Creative) O;wg uhfrP;k oSf'k"V~;kauk lwphc) djk- 4

(c) foØhlao/kZu dk;ZØeklkBhP;k ;qDrhoknkrhy eqís uewn djk- 4

(d) foØsR;kaP;k o`)hla/kh d'kk lq/kkjrk ;srhy \ 4

(M) dq'ky foØsR;kauk foØhph vf/kd {kerk dka vlrs \ 4
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¼fgUnh ekè;e½
1. (v) foKkiu dk;ZØe ds fuekZ.k laca/k dh fofo/k ckrksa dks fyf[k,A 8

(c) foKkiu esa 'kh"kZd ,oa elkSnk fy[kus dh izfØ;k crkb,A 8

vFkok
(d) foØsrk fV-Ogh- foKkiu nsuk D;ksa vf/kd ilan djrs gSa \ 8

(M) foKkiu ds eqfnzr ek/;e ds egRo ij izdk'k nhft,A 8

2. (v) foØ; lao/kZu dk;ZØe esa lekfo"V fØ;kvksa dh lwph dhft,A 8

(c) foØ; lao/kZu ds lk/kuksa dh ,oa rduhdksa dh ppkZ dhft,A 8

vFkok
(d) FMCG mRikn ds fy, foØ; lao/kZu vkanksyu dk <k¡pk rS;kj dhft,A 8

(M) foØ; lao/kZu esa iznf'k;ksa ,oa O;kikfjd esykvksa dh mi;ksfxrk crkb,A 8

3. (v) fu;ksftr vFkZO;oLFkk esa foØ; dh Hkwfedk dk ijh{k.k dhft,A 8

(c) foØsrkvksa esa u, xq.kksa dk fodkl djus ls foØ; o`f) ds voljksa esa dSlh c<ksÙkjh gksrh gS \ 8

vFkok
(d) foØsrk ,d thou o`=h] bl Lo:i ij lfoLrkj fyf[k,A 8

(M) foØsrkvksa esa ubZ dq'kyrk,a izkIr djus ds fy, izf'k{k.k dk;ZØe ds dkjdksa ij fyf[k,A 8

4. (v) foØsrkvksa ds O;fDrxr {kerk dks lq/kkj gsrq mik; n'kkZb,A 8

(c) foØsrkvksa dks vko';d mRikn Kku ds U;wure Lrj dks Li"V dhft,A 8

vFkok
(d) ^foØsrkvksa dh dq'kyrk ;g muds {kerk dh uhao gSA* Li"V dhft,A 8

(M) fu;ksftr foØ; iz.kkyh dk o.kZu dhft,A 8

5. la{ksi esa mÙkj fyf[k, %
(v) foKkiu ds l`tu'khy O;wguhfr (Creative Strategy) dh fo'ks"krkvksa dks lwphc) dhft,A 4

(c) foØ; lao/kZu dk;ZØe ds fy, ;qfDrokn ds eqíksa dks n'kkZb,A 4

(d) foØsrkvksa ds o`f) voljksa dk lq/kkj dSls fd;k tk ldrk gS \ 4

(M) dq'ky foØsrkvksa esa foØ; {kerk D;ksa gksrh gS \ 4
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