
NIR/KW/18/5476
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) State the importance of advertising from angle of Marketing and Communication. 8

(B) Write on the factors determining the decision for advertising channel. 8

OR

(C) Point out advantages and limitations of Personal Selling. 8

(D) How advertisement is used by sellers for promotion of Product ? 8

2. (A) Discuss effect of advertising for stimulating and expanding of Sales. 8

(B) Describe sustaining of scale of sale and securing it through advertisement. 8

OR

(C) How advertisement help to implement various types of demarketing ? 8

(D) Elucidate the supportive tools of promotion to advertisement. 8

3. (A) Describe features of advertising used for Retail Trade and Industrial Products. 8

(B) State forms of advertisements are used for advertising products of Financial Institutions.
8

OR

(C) Discuss features of advertisement for products of primary and selective demand. 8

(D) Explain the concepts of push and pull advertisements. 8

4. (A) Differentiate between objectives and goals of Advertisement. 8

(B) Write various stages of preparing strategy for Advertisement. 8

OR

(C) Discuss communication as an objective of Advertisement. 8

(D) Evaluate DAGMAR approach of Russel Colley. 8

5. Write answers in brief :

(A) What is rate of advertisement in Marketing Mix ? 4

(B) How advertisement work for Sale Promotion ? 4

(C) Write features of advertisement for Public Services. 4

(D) State importance of determining objectives and goals of Advertisement. 4
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¼ejkBh ekè;e½

1. ¼v½ foi.ku vkf.k lans’kogukP;k n‘"Vhdksukrwu foKkiukaps egRo fo’kn djk- 8

¼c½ foKkiu okfguhP;k fuoM fu.kZ;kl fu/kkZj.k dj.kkÚ;k ?kVdkaoj fygk- 8

fdaok
¼d½ O;fDrxr fofØps Qk;ns vkf.k e;kZnk ueqn djk- 8

¼M½ oLrwP;k foØ; izksRlkguklkBh foØsR;k}kjk foKkiu dls mi;ksxkr vk.kys tkrs \ 8

2. ¼v½ foØ;kP;k mÙkstu vkf.k foLrkjkoj foKkiukaP;k izHkkokph ppkZ djk- 8

¼c½ foKkiuka}kjk foØ;kps ifjek.k dk;e rlsp lqjf{kr jk[k.;kps o.kZu djk- 8

fdaok
¼d½ fofo/k izdkjP;k fufoZi.kkukauk (Demarketing) vaeykr vk.k.;kr foKkiu d’kh enr djrs \ 8

¼M½ foKkiukl lgk;d vl.kkÚ;k vk/kkjHkwr izksRlkgu lk/kukauk foLrkjkus fygk- 8

3. ¼v½ fdjdksG O;kikj vkf.k vkS|ksfxd mRiknuklkBh mi;ksxkr vk.kY;k tk.kkÚ;k foKkiukaph oSf’k"Vîs fygk-
8

¼c½ foÙkh; laLFkkaP;k mRiknukaP;k foKkiuklkBh mi;ksxkr vk.kys tk.kkjs foKkiukps izdkj fo’kn djk- 8

fdaok
¼d½ ewyHkwr vkf.k fuoMd ekx.kh vl.kkÚ;k oLrwaP;k mRiknukalkBhP;k foKkiukaP;k oSf’k"Vîkaph ppkZ djk-

8

¼M½ nkc vkf.k vk<s (Push and Pull) foKkiu ladYiukauk Li"V djk- 8

4. ¼v½ foKkiukaP;k mís’k vkf.k /;s;kae/;s Qjd Li"V djk- 8

¼c½ foKkiuklkBhP;k O;wg jpusrhy fofo/k VIis fygk- 8

fdaok
¼d½ foKkiukpk ,d mís’k Eg.kwu lans’kogukph ppkZ djk- 8

¼M½ jlsy dwyh ;kaP;k DAGMAR n‘"Vhdksukps ewY;ekiu djk- 8

5. laf{kIr mÙkjs fygk %

¼v½ foi.ku feJ.kkr foKkiukph Hkwfedk dk; vkgs \ 4

¼c½ foØ; izksRlkguklkBh foKkiu dls dk;Z djrs \ 4

¼d½ yksdlsoslkBhP;k foKkiukaph oSf’k"Vîs fygk- 4

¼M½ foKkiukps mís’k vkf.k /;s; fu/kkZj.k dj.;kps egRo fo’kn djk- 4
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¼fgUnh ekè;e½
1. ¼v½ foi.ku ,oa lans’kogu ds n‘f"Vdksu ls foKkiu dk egRo crkb;sA 8

¼c½ foKkiu okfguh (Channel) ds p;u fu.kZ; dks fu/kkZfjr djusokys dkjdksa ij fyf[k;sA 8

vFkok
¼d½ O;fDrxr fofØ; ds ykHk ,oa e;kZnk,a n’kkZb;sA 8

¼M½ oLrq ds foØ; izksRlkgu ds fy;s foØsrkvksa }kjk foKkiuksa dk mi;ksx dSls fd;k tkrk gS \ 8

2. ¼v½ foØ; ds mÙkstu ,oa foLrkj ij foKkiuksa ds izHkko dh ppkZ dhft;sA 8

¼c½ foKkiuksa }kjk foØ; ds iSekus dks dk;e rFkk lqjf{kr j[kus dk o.kZu dhft;sA 8

vFkok
¼d½ fofo/k izdkj ds fufoZi.kuksa (Demarketing) dks vaeyks eas ykus esa foKkiu dSls enn djrk gS \

8

¼M½ foKkiu dks lgk;d vk/kkjHkwr izksRlkgu lk/kuksa dks foLrkj ls fyf[k;sA 8

3. ¼v½ fpYyj O;kikj ,oa vkS|ksfxd mRikndksa ds fy;s mi;ksx esa yk;stkus okys foKkiuksa dh fo’ks"krkvksa dk
o.kZu dhft;sA 8

¼c½ foÙkh; laLFkkvksa ds mRiknksa ds foKkiuksa ds fy;s mi;ksx esa yk, tkusokys foKkiu ds izdkjksa dks crkb;sA
8

vFkok
¼d½ izkFkfed ,oa p;ukRed ekax okys mRiknuksa ds fy;s foKkiu dh fo’ks"krkvksa dk o.kZu dhft;sA 8

¼M½ /kDdk vkSj [khap (Push and Pull) foKkiu dh laKk Li"V dhft;sA 8

4. ¼v½ foKkiuksa ds mís’; ,oa /;s;ksa esa varj dhft;sA 8

¼c½ foKkiuksa dh O;wgjpuk ds fofo/k pj.k fyf[k;sA 8

vFkok
¼d½ foKkiu ds ,d mís’; ds :i esa lans’kogu dh ppkZ dhft;sA 8

¼M½ jlsy dwyh buds DAGMAR n‘f"Vdks.k dk ewY;ekiu dhft;sA 8

5. la{ksi esa mÙkj fyf[k;s %

¼v½ foi.ku feJ.k esa foKkiu dh Hkwfedk D;k gS \ 4

¼c½ foØ; izksRlkgu ds fy;s foKkiu dSls dk;Z djrk gS \ 4

¼d½ yksdlsokvksa ds foKkiu dh fo’ks"krk fyf[k;sA 4

¼M½ foKkiu ds mís’; ,oa /;s; fu/kkZj.k djus dk egRo crkb;sA 4


