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C-932

B.Com. (Part-II) Examination, 2015

(Regular & Exempted)

SELLING & ADVERTISING

Time Allowed : Three Hours ] [ Maximum Marks : 100

Note : Answer five questions in all. Question No.

1 is compulsory. One question is to be

attempted from each unit.

kegâue heeBÛe ØeMveeW kesâ Gòej oerefpeS~ ØeMve meb. 1 DeefveJeeÙe& nw~
ØelÙeskeâ FkeâeF& mes Skeâ ØeMve efkeâÙee peevee nw~

1. Write short notes on the following in not

more than 100 words each: 4x10=40

efvecveefueefKele hej ueIeg efšhheCeer efueefKeÙes, ØelÙeskeâ hej 100
MeyoeW mes DeefOekeâ ve efueefKeÙes:

(a) Marketing Mix

eqJeheCeve efceßeCe
(b) Buying Motives

›eâÙe ue#Ùe
(c) Demonstration

ØeoMe&ve
(d) Tools of Selling

efJe›eâÙe kesâ GheeÙe
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                       Unit-IV/ FkeâeF&-IV

8. (a) Describe the AIDA model in terms of the

marketing communication objectives.

7½

(De) DeeF[e (AIDA ) Øeefleceeve keâe efJeheCeve mecØes<eCe kesâ GösMÙeeW

kesâ DeeOeej hej JeCe&ve keâerefpeÙes~

(b) Describe the importance and limitations

of electronic media. 7½

(ye) Fueskeäš^eefvekeâ ceeOÙeceeW kesâ cenlJe SJeb Gvekeâer meerceeDeeW keâe

JeCe&ve keâerefpeÙes~

9. Is marketing possible without advertising in

modern times? Explain. Describe the utility of

DAGMAR. 15

keäÙee Jele&ceeve meceÙe ceW efyevee efJe%eeheve kesâ efJeheCeve mecYeJe nw?

mhe<š keâerefpeÙes~ [er.S.peer.Sce.S.Deej.(DAGMAR) keâer GheÙeesefielee

keâe JeCe&ve keâerefpeÙes~



(e) Ethical aspects of Advertising

efJe%eeheve kesâ veweflekeâ henuet

(f) Advertising Appeals

efJe%eeheve Deheerue

(g) Advertising Budget

efJe%eeheve yepeš

(h) Advertising Effectiveness

efJe%eeheve keâer ØeYeeJeMeeruelee

(i) Consumer and Industrial Products

GheYeesòeâe SJeb DeewÅeesefiekeâ Glheeo

(j) Hierarchy of Effects Model

ØeYeeJe ›eâceyeælee Øeefleceeve

                        Unit-I / FkeâeF&-I

2. ''Creative salesmanship is more than merely

taking orders" Discuss. Also state the various

types of salesmanship. 15

‘‘me=peveelcekeâ efJe›eâÙekeâuee kesâJeue DeeosMe uesves mes DeefOekeâ nw~’’

efJeJesÛevee keâerefpeÙes~ efJeefYeVe Øekeâej keâer efJe›eâÙe keâuee keâe Yeer

GuuesKe keâerefpeÙes~

3. Explain the concept of personal selling. Dis-

cuss the advantages and limitations of per-

sonal selling. 15

JÙeefòeâiele efJe›eâÙe keâer DeJeOeejCee mhe° keâerefpeÙes~ JÙeefòeâiele

efJe›eâÙe kesâ ueeYe SJeb Fmekeâer meerceeDeeW keâe JeCe&ve keâerefpeÙes~
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                        Unit-II / FkeâeF&-II

4. What is meant by objections? Discuss the vari-

ous methods of handling objections. 15

DeeheefòeÙeeW keâe keäÙee DeefYeØeeÙe nw? DeeheefòeÙeeW kesâ ØeyevOeve keâer

efJeefOeÙeeb yeleeFÙes~

5. (a)  Distinguish between relationship market-

ing and transactional marketing. 7½

mecyevOe-mecheeove efJeheCeve leLee efJe›eâÙe-mecheeove efJeheCeve

ceW Devlej yeleeFÙes~

(b) State the methods of remunerating

salespersons. 7½

efJe›eâÙekeâlee&DeeW keâes heeefjßeefcekeâ osves keâer efJeefOeÙeeW keâe GuuesKe

keâerefpeÙes~

      Unit-III / FkeâeF&-III

6. Explain the concept of advertising. Discuss the

role of advertising in marketing. 15

eqJe%eeheve keâer DeJeOeejCee mhe° keâerefpeÙes~ efJe%eeheve keâer efJeheCeve

ceW Yetefcekeâe keâe JeCe&ve keâerefpeÙes~

7. What do you mean by advertising agency?

Describe its functions and also the criteria for

selection of an advertising agency. 15

efJe%eeheve SpeWmeer mes Deehe keäÙee mecePeles nQ? Fmekesâ keâeÙeeX keâe

JeCe&ve keâerefpeÙes leLee efJe%eeheve SpeWmeer kesâ ÛeÙeve nsleg efveÙece yeleeFÙes~

(2) (3)


