
AHK/KW/19/4114

Bachelor of Commerce (B.Com.) Semester—IV Examination

ADVERTISING, SALES PROMOTION AND SALES MANAGEMENT—IV

Paper—8.3

Vocational Group—III

Time : Three Hours] [Maximum Marks : 80

N.B. :— (1) Solve All questions.

(2) All questions carry equal marks.

1. (a) What in an advertising budget ? Explain. 8

(b) What important points need to be kept in mind while deciding advertising budget ? 8

OR

(c) What are different methods of preparing advertising budget ? 8

(d) Explain in detail the advertising budget making process. 8

2. (a) Describe the procedure of advertising on internet. 8

(b) Discuss the importance of Media planning. 8

OR

(c) What is the present day Media Scene in India ? 8

(d) Discuss the method of developing audio-visual advertising. 8

3. (a) How can new qualities be developed for a salesman ? 8

(b) What are objectives of sales organisation ? 8

OR

(c) Give some suggestions to improve day-to-day field working for a salesman. 8

(d) What are the types of Sales organisation ? 8

4. (a) Describe the training procedure for Salesman. 8

(b) Explain the role of Sales Managers. 8

OR

(c) Narrate the procedure to develop effective communication skills in Salesmen. 8

(d) Write a brief note on Sales Forecasting. 8

5. (a) Write a note on Objectives of Advertising Budget. 4

(b) “Outdoor advertising techniques are an effective tool for popularising”—Write a brief
note. 4

(c) Write a short note on “Product Knowledge”. 4

(d) What are responsibilities of a Supervisor ? 4
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¼ejkBh ekè;e½
1. ¼v½ ^^tkghjkr vFkZladYi** Eg.kts dk; \ Li"V djk- 8

¼c½ ^^tkghjkr vFkZladYikph** fuf'prh djrkuk dks.kR;k egRoiq.kZ ckch y{kkr BsokO;k \ 8

fdaok
¼d½ tkghjkr vFkZladYi r;kj dj.;kps fofo/k izdkj dks.krs \ 8

¼M½ tkghjkr vFkZladYi r;kj dj.;kph izfØ;k lfoLrj Li"V djk- 8

2. ¼v½ baVjusV oj tkghjkr nk[kfo.;kph izfØ;k lakxk- 8

¼c½ ehfM;k fu;kstuk ps ¼Media Planning½ egRo Li"V djk- 8

fdaok
¼d½ Hkkjrkrhy ehfM;k ph lífLFkrh d'kh vkgs \ 8

¼M½ n`d~ JkO; ¼Audio-Visual½ tkghjkrhaph fodkl izfØ;k fo"kn djk- 8

3. ¼v½ foØsR;k e/ks uohu xq.k fodflr dls djky rs lkaxk- 8

¼c½ foØh laLFks ph mfí"Vs Li"V djk- 8

fdaok
¼d½ foØsR;kP;k nSuafnu {ks=&dk;Z lq/kjfo.;kP;k ckcrhr dkgh mik; lqpok- 8

¼M½ foØh laLFksps fofo/k izdkj fygk- 8

4. ¼v½ foØsR;kalkBh izf'k{k.k izfØ;sps o.kZu djk- 8

¼c½ foØh O;oLFkkidkph ¼Sales Manager½ Hkwfedk Li"V djk- 8

fdaok
¼d½ foØsrkaP;k laokndkS'kY; fodflr dj.;k dfjrk o rs izHkkoh dj.;k dfjrk vl.kkjh izfØ;k lkaxk- 8

¼M½ foØh iqokZuqekukoj ¼Sales Forecasting½ oj fVi.k fygk- 8

5. ¼v½ ^^tkghjkr vFkZladYikP;k** mfn"Vkaoj fVi.k fygk- 4

¼c½ ^^cká tkghjkr** ¼Outdoor Advertising½ ra= yksdfiz;rk ok<fo.;klkBh ifj.kke dkjd vlrs**& ,d y?kq
fVi.k fygk- 4

¼d½ ^^mRiknu Kku** oj fVi.k fygk- 4

¼M½ i;Zos{kdkaP;k tckcnkÚ;k dks.kR;k vkgsr \ 4

CC—5143 2



CC—5143 3

AHK/KW/19/4114

Bachelor of Commerce (B.Com.) Semester—IV Examination

ADVERTISING, SALES PROMOTION AND SALES MANAGEMENT—IV

Paper—8.3

Vocational Group—III

Time : Three Hours] [Maximum Marks : 80

N.B. :— (1) Solve All questions.

(2) All questions carry equal marks.

¼fgUnh ekè;e½
1. ¼v½ ^^foKkiu ctV** D;k gS \ foLr`r dhft,A 8

¼c½ ^^foKkiu ctV** dk fu.kZ; ysrs le; dkSu&lh egRoiw.kZ fcUnqvksa dks ;kn j[kuk pkfg,A 8

vFkok
¼d½ foKkiu ctV rS;kj djus ds fofHkUu rjhds dkSu&ls gSa \ 8

¼M½ foKkiu ctV rS;kj djus dh izfØ;k foLrkj ls fyf[k,A 8

2. ¼v½ varjtky ¼Internet½ ij foKkiu ds izn'kZu dh izfØ;k dk o.kZu dhft,A 8

¼c½ ehfM;k ;kstuk ¼Media Planning½ ds egRo crkbZ,A 8

vFkok
¼d½ orZeku Hkkjr esa ehfM;k n`'; dSlk gS \ 8

¼M½ n`d~ JkO; ¼Audio-Visual½ foKkiu fodflr djus dh izfØ;k fyf[k,A 8

3. ¼v½ foØsrk ¼Salesman½ ds fy, ubZ xq.koÙkk fdl rjg fodflr dh tkrh gS \ 8

¼c½ fcØh laLFkk ¼Sales organisation½ ds mís'; fyf[k,A 8

vFkok
¼d½ foØsrk ds nSfud {ks= dk;Z ¼Day to day field work½ dks lq/kkjus gsrw dqN lq>ko fyf[k,A 8

¼M½ fcØh laLFkku ds fofHkUu izdkj dkSu&ls gSa \ 8

4. ¼v½ foØsrkvksa dh izf'k{k.k izfØ;k dk o.kZu dhft,A 8

¼c½ fcØh izca/kd ¼Sales Manager½ dh Hkwfedk crkbZ,A 8

vFkok
¼d½ foØsrkvksa ds laokn dkS'kY; dks ifj.kkedkjd cukus rFkk mls fodflr djus dh izfØ;k foLr`r dhft,A

8

¼M½ fczØh iwokZuqeku ¼Sales Forecasting½ ij ,d y?kq fVIi.kh fyf[k,A 8

5. ¼v½ foKkiu ctV ds mís';ksa ij fVIi.kh fyf[k,A 4

¼c½ ^^ckgjh foKkiu rduhd yksdfiz;rk gkfly djus gsrw ,d vljnkj ra= gS**&y?kq fVIi.kh fyf[k,A 4

¼d½ ^^mRikn Kku** ij fVIi.kh fyf[k,A 4

¼M½ i;Zos{kd dh ¼Supervisor½ ft+Eesnkfj;k¡ D;k gSa \ 4


