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Paper—8.3
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N.B. :— (1) ALL questions are compulsory.

(2) All questions carry equal marks.

1. (a) What are the contents of an effective advertisement programme ? 8

(b) Explain the advantages and disadvantages of print advertising. 8

OR

(c) Write the characteristics of layout campaign planning. 8

(d) What are the creative strategies in advertising ? 8

2. (a) Elaborate the features and purpose of sales promotion. 8

(b) How an effective sales promotion programme can be developed ? 8

OR

(c) Explain the tools and techniques of sales promotion. 8

(d) Discuss the importance of sales promotion campaign. 8

3. (a) ‘The role of selling in planned economy is very important.’ Comment. 8

(b) Discuss the role of personal selling as a career. 8

OR

(c) ‘Salesmanship is an art,’ explain. 8

(d) How the new skills can be acquired and developed for salesman ? 8

4. (a) Explain the tips and suggestions to improve personal ability of salesman. 8

(b) State the essential skills for salesman. 8

OR

(c) Write the importance of planned selling system. 8

(d) Elaborate the need of product knowledge to salesman. 8

5. Answer in brief :

(a) Importance of ‘Appeal’ in advertising programme. 4

(b) Developing a logic for sales promotion programme. 4

(c) Role of personal selling in sales growth. 4

(d) Objectives of planned selling system. 4
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¼ejkBh ekè;e½

1. (v) ,dk izHkkoh tkfgjkr dk;ZØekr dks.kR;k ?kVdkapk lekos’k vlyk ikfgts \ 8

(c) eqfnzr tkfgjkrhps Qk;ns o rksVs lkaxk- 8

fdaok

(d) vkjk[kMk fu;kstu eksghesph oSf’k"Vîs ueqn djk- 8

(M) tkfgjkrhrhy jpukRed O;wgjpuk dks.krh vkgs \ 8

2. (v) foØh lao/kZukph oSf’k"Vîs o mís’; Li"V djk- 8

(c) izHkkoh foØh lao/kZu dk;ZØe dlk fodflr dsyk tkrks \ 8

fdaok

(d) foØh lao/kZukph midj.ks o ra=s ;koj ppkZ djk- 8

(M) foØh lao/kZu eksfgesps egRo fygk- 8

3. (v) ^^fu;ksftu vFkZO;oLFksr foØhph Hkwfedk egRokph vlrs-** Li"V djk- 8

(c) ^O;fDrxr foØh* O;olk; Eg.kwu LohdkjO;kekxhy Hkwfedk ekaMk- 8

fdaok

(d) ^foØ; ,d dyk vkgs-* Li"V djk- 8

(M) foØsR;klkBh uohu dkS’kY; laiknu o R;kapk fodkl dlk djkok \ 8

4. (v) foØsR;kph oS;fDrd ;ksX;rk lq/kkj.;klkBh ;qDR;k vkf.k lqpok lkaxk- 8

(c) foØsR;kps vko’;d dkS’kY; uewn djk- 8

fdaok

(d) fu;ksftr foØh i)rhps egRo lkaxk- 8

(M) ^foØsR;kyk mRiknu Kku vl.ks xjtsps vkgs-* lfoLrj lkaxk- 8

5. FkksMD;kr mÙkjs fygk %

(v) tkfgjkr dk;ZØekr ‘appeal’ vkokguk ps egRo lkaxk- 4

(c) foØh lao/kZu dk;ZØe fodklkdfjrk rdZ- 4

(d) foØh ok<he/;s oS;fDrd foØhph Hkwfedk- 4

(M) fu;ksftr foØh i)rhps mís’;- 4
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¼fgUnh ekè;e½
1. (v) ,d izHkkoh foKkiu dk;ZØe esa fdu ?kVdksa dk lekos’k gksuk pkfg;s \ 8

(c) NikbZ foKkiu ds ykHk ,oa gkfu;ka crkb;sA 8

vFkok
(d) ysvkÅV vfHk;ku ;kstuk dh fo’ks"krk,a n’kkZb;sA 8

(M) foKkiu esa jpukRed j.kuhfr dkSulh gS \ 8

2. (v) fcØh lao/kZu dh fo’ks"krk,a ,oa mís’; crkb;sA 8

(c) izHkkoh fcØh lao/kZu dk;ZØe fdl izdkj fodflr fd;k tk ldrk gS \ 8

vFkok
(d) foØ; lao/kZu ds lk/ku ,oa rduhd ij ppkZ dhft;sA 8

(M) foØ; lao/kZu ds vkanksyu dk egRo fyf[k;sA 8

3. (v) ^^fu;ksftr vFkZO;oLFkk esa foØ; dh egRoiw.kZ Hkwfedk gksrh gSA** Li"V dhft;sA 8

(c) ^O;fDrxr foØ; ,d is’kk* bl ij Hkk"; dhft;sA 8

vFkok
(d) ^fcØh djus dk dk;Z ,d dyk gSA* fl) dhft;sA 8

(M) foØsrk ds dkS’ky laiknu ,oa u;s xq.kksa dk fodkl dSls gksrk gS \ 8

4. (v) foØsrk dh O;fDrxr ;ksX;rk lq/kkj gsrq ;qfDr;ka ,oa lwpuk,a crkb;sA 8

(c) foØsrk ds vko’;d dkS’ky crkb;sA 8

vFkok
(d) fu;ksftr foØ; i)fr dk egRo fyf[k;sA 8

(M) foØsrk dks mRikn Kku dh vko’;drk Li"V dhft;sA 8

5. la{ksi esa mÙkj fyf[k;s %

(v) foKkiu dk;ZØe esa vkokgu (appeal) dk egRo crkb;sA 4

(c) foØ; lao/kZu dk;ZØe fodkl ds rdZA 4

(d) fcØh ds o‘f) esa O;fDrxr fcØh dh HkwfedkA 4

(M) fu;ksftr fcØh i)fr ds mís’;A 4


