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NKT/KS/17/4301-A

Bachelor of Commerce (B.Com) Semester–II Examination
(Vocational)

ADVERTISING SALES PROMOTION AND SALES MANAGEMENT–II

Optional Group—III
Time : Three Hours] [Maximum Marks : 80
N.B. :— (1) ALL questions are compulsory.

(2) All questions carry equal marks.
1. (a) State significance of logo in advertising programme. 8

(b) How message is conveyed in advertising programme ? 8
OR

(c) Explain procedure of production of television commercials. 8
(d) Write advantages and disadvantages of print ads. 8

2. (a) Discuss techniques of sales promotion. 8
(b) Evaluate role of sales promotion in advertisement. 8

OR
(c) How logic of sales promotion programme is developed ? 8
(d) Define the term sales promotion. Write its purpose. 8

3. (a) Write a note on “Selling as a Career.” 8
(b) Narrate skills required for salesman. 8

OR
(c) Suggest the measures to improve skills of salesman. 8
(d) Point out role of selling in planned economy. 8

4. (a) “Product knowledge is the best skill of a salesman.” Justify. 8
(b) Point out tips for improving  skill of salesman. 8

OR
(c) Write a note on ‘planned selling system.’ 8
(d) Suggest the measures to improve personal ability of salesman. 8

5. Answer in brief :
(a) Why headlines are important in advertising programme ? 4
(b) What are the features of sales promotion programme ? 4
(c) Write benefits of selecting salesman as a career. 4
(d) Which type of training will you give to improve skill of salesman ? 4
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¼ejkBh ekè;e½

1. ¼v½ tkfgjkr dk;ZØekr cks/kfpUgkps egRo lkaxk- 8
¼c½ tkfgjkr dk;ZØekr lans’k dlk dGfoGk tkrks \ 8

fdaok
¼d½ Vsyhfotu tkfgjkr r;kj dj.;kph izfØ;k Li"V djk- 8
¼M½ eqfnzr tkfgjkrhaps Qk;ns o rksVs fygk- 8

2. ¼v½ foØh lao/kZu ra=kph ppkZ djk- 8
¼c½ tkfgjkrhr foØh lao/kZukP;k egRokps eqY;kadu djk- 8

fdaok
¼d½ foØh lao/kZu dk;ZØekphs dYiuk d’kh fodlhr dsGh tkrs \ 8
¼M½ foØh lao/kZu laKsph O;k[;k djk- R;kpk mís’; fygk- 8

3. ¼v½ ^foØh ,d HkforO;^ ;koj fVi.k fygk- 8
¼c½ foØsR;kyk vko’;d vlsysys dkS’kY; lkaxk- 8

fdaok
¼d½ foØsR;kps dkS’kY; lq/kkj.;kgsrq mik; lqpok- 8
¼M½ fu;ksftr vFkZO;oLFksr foØhph Hkwfedk ueqn djk- 8

4. ¼v½ ßmRikn Kku gS foØsR;kps loksZRre dkS’kY; vkgsÞ- fl) djk- 8
¼c½ foØsR;kP;k dkS’kY; lq/kkj.k;kgsrq fVIl ueqn djk- 8

fdaok
¼d½ ^fu;ksftr foØh iz.kkyh* ;koj fVi.k fygk- 8
¼M½ foØsR;kps O;fDrxr dkS’kY; lq/kkj.;klkBh mik; lqpok- 8

5. FkksMD;kr mÙkjs fygk %
(v) tkfgjkr dk;ZØekr gsMykbUlps egRo dk vlrs \ 4
(c) foØh lao/kZu dk;ZØekps oSf’k"V;s dks.krs vkgs \ 4
(d) foØsrk HkforO; Eg.kqu fuoMhps Qk;ns fygk- 4
(M) foØsR;kps dkS’kY; lq/kkj.;kgsrq vki.k dks.kR;k izdkjps izf’k{k.k n;ky \ 4
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1. ¼v½ foKkiu dk;ZØe esa cks/kfpUg dk egRo crykb;s A 8
¼c½ foKkiu dk;ZØe esa lans’k dSls igq¡pk;k tkrk gS \ 8

vFkok
¼d½ Vsfyfotu foKkiu ds fuehZrh izfØ;k fo’kn dhft;s A 8
¼M½ eqfnzr foKkiu ds ykHk ,oa nks"k fyf[k;s A 8

2. ¼v½ foØ; lao/kZu dh rdfudh;ksa dk foospu dhft;s A 8
¼c½ foKkiu esa foØ; lao/kZu dh Hkwfedk dk ewY;kadu dhft;s A 8

vFkok
¼d½ foØ; lao/kZu dk;ZØe dh dYiuk dSls fodflr dh tkrh gS \ 8
¼M½ foØ; lao/kZu laKk ifjHkkf"kr dhft;s A mldk mn~ns’; fyf[k;s A 8

3. ¼v½ ^foØh ,d HkforO;� (selling as a career) blij fVIi.kh fyf[k;s A 8
¼c½ foØsrk ds fy;s vko’;d dkS’ky crykb;s A 8

vFkok
¼d½ foØsrk dk dkS’ky lq/kkj.ks gsrq mik; lq>kb;s A 8
¼M½ fu;ksftr vFkZO;oLFkk esa fcØh dh Hkwfedk Li"V dhft;s A 8

4. ¼v½ ßfoØsrk ds fy;s mRikn Kku ;g loksZRre dkS’ky gS AÞ fl) dhft;s A 8
¼c½ foØsrk ds dkS’ky lq/kkjus gsrq lq>ko nhft;s A 8

vFkok
¼d½ ^fu;ksftr foØ; iz.kkyh* ij fVIi.kh fyf[k;s A 8
¼M½ foØsrk dk O;fDrxr dkS’ky lq/kkjus gqsrq mik; lq>kb;s A 8

5. la{ksi esa fyf[k;s %
(v) foKkiu dk;ZØe esa gsMykbUl D;ksa egRoiw.kZ gksrh gS \ 4
(c) foØ; lao/kZu dk;ZØe dh fo’ks"krk,sa dkSu lh gksrh gSa \ 4
(d) foØsrk HkforO; p;u ds ykHk fyf[k;s A 4
(M) foØsrk ds dkS’ky gsrq vki fdl izdkj dk izf’k{k.k nssxsa \ 4
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