
(' (

[This question paper contains 7 printed pages]

Your RoIl No. : ........................

Sl. No. ofQ. Paper z 3449 I

Unique Paper Code : C-3O9

Name of the Course : B.Com. (Hons.) / III
Name of the Paper : Paper XXIV -

Advertising and
Personal selling

Semester

Tlme : 3 Hours

: Annual

Itaxtmum Marks : 75

( Ii

Instructions for Candidates :

q-mFif '+ ks Frisr ,

(a) Write your Roll No. on the top immediately
on receipt of this question paper.

{[T q?q-q,r * cr.il a+ q{ g{s aN q{ sTqqr

t-o =icr R€t r

(b) Answer may be written either in English
or in Hindi; but the same medium should
be used throughout the paper.

{{T CS;T-q{ zFr ts<rc eiffi qr Efi ffi C-s
qtsr q ffBc, Afuq eEff etr( qs & qrsr fr
di qrBcr
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(c) Attempt all questions' Atl the parts of a

. question should be attempted together.

uS cefr * st-r ffBc r gs qeq + qfr
qr'fr * sm qr6 {{rer filtc I

{

(d) Marks are indicated against each question.

s=ft c"=ii + €r4 :++t 6qq 3ifqs H r

Define adr,ertising budget. Explain objective

and task method of allocating the advertising

budget. 8

R-*rqq qq. d qft+Tkd d,tqq r kflqq qqe

* €rq qzi +rffi ( objective and task

method ) or efi dts< t

What is aclvertising media ? What factors

would you consider while selecting a suitable (

advertising media ? 7

tr-*qq qqq flT t ? q+. sqgffi hflrcrf,

qpqq fr qqq t qlc E { aefr q( Bql( dt ?

3449

OR
qclqt

(a) What should be the essential features of a
compensation plan so as to effectively
motivate the sales personnel ? 8

k'*q +.ffi A latrqfl-t efi}r"T fu qrRqffi

q.i-iT ( compensation nhn ) * etFlac.b goT

wr Ai qrtrcl

(b) What is Sales Territory ? What is the basis
used to design sales territories ? 7

k#q fr{ ( Sales Territory ) flr e ? fumq

H * crsc tr-rt{"T ag ry1 eilqr gq+rr

Bqr qrdT t ?

1. (")

(b)

2

(
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OR
qelqt

(a) A sale is made neither in the minds of

salespersons nor over-the-counter, but in the

minds of the buyers. Discuss in this light

the process of effective selling ? 15

fu*-q c * Emqod.:ii + qR<rs fr q €r

mrg;e-( q{ aefi e qfu *-drcfr + qF<q q
fror t rEf,{ s.FreT t q=l{fift B*q qB-qr 6r
q"fq fiBq r

OR

eIelqt

(af .Advertising creates materialism in the

society", Comment. 8

"kf,rq-{ qqtq q frfrdETE +f,TdT E t" frquft
. dBcr
(b) Explain the role of audience selection in

advertising. 7

BflN-{ q Eal6?rq * qqq ai q61 6r q'f{
frfrc r

(\ (

s. (a)

(b)

What is sales forecasting ? Discuss the

various methods of sales forecasting. 8

k+q Xqf-gqm (Forecasting) uer B ? k+q

[qfgqTn + AfYq offit qr qf{ dRqr

What do you mean by performance appraisal ? (

State its objectives and importance. 7

Rsrr<q qfffir (Performance Appraisal) t
elrwFr qdrT efqcrc t ? 5{{+ se?s] \"i T6-f,

or q'Fq dfrqr

What do you understand by advertising copy ?

Discuss its elements. 8

tr-nq{ +Tfr t .:+q +n t:q-frt E ? grl+ a-d
;ff q"tq dBq r

Distinguish between emotional and rational

appeals. Substantiate your answers with

suitable examples. 7

€+{nfl+ €ft{ Ea-sE"f s{fter q etar dfrcr
erci qf,( q sqgffi sqrfl"r ffBq r

3 P.T.O.
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(b)
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3. (a) Write short notes on :

egffifrfuq,
(i) Deceptive Advertising

qp-6 ft-sqn

' (ii.) Personal Selling situations

ffiffi E-#qRefani

4

OR

ETETET

(a) What is Advertising Agency ? Briefly describe

various types of advertising agencies. 8

trsrq{ q+<ft wr t ? ri*q E Rflrq{ qqFaql

* er+rr d sqsr{+ r

(b) Briefly expiain the post testing methods for

measuringadvertisingeffectiveness. 7

fu*n-q A qrrrq+rftfl'qi] qtqi * ftq sqlq{i(
q'ter-r fr qsfrfr sr €frq q qqf{ dBq I

((

(b)

4. (a)

(b)
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OR
gTCTET

(i) Sales Quota 8

frfiq s)Er

(ii) DAGMERApproach 7

DAGMER gqITI.EI

What types of objections does the customer

raise in personal selling ? Explain the

methods which salesman use while handling

such objections ? 8

fu h'sq q sq+fir fu-s c-mrr sncftfr
E6-(f,r B ? Er+-q+of ERT {q s{rcfuql s}
€-€"Tf, (Handling ) +.G + frq qr{r+ vt+
sft ilteb=i EEr qoi-q dfrq I

Explain the various methods that can be

adopted by a salesperson in "Approach" stage

of personal selling process. 7

aqkd k+q +1 'qi<' (Rpproach ) q-1q q
err{rq qri sfa Efu;n rrffi +r qqt{ d&'q I

5 P.T.O.
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