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RAN-0017
First Year B.Com. (External) Examination

March / April - 2019

Salesmanship & Publicity

Time: 3 Hours ]	 [ Total Marks: 100

k|Q“p : / Instructions
(1)

“uQ¡ v$ip®h¡g  r“ip“uhpmu rhNsp¡ DÑfhlu ‘f Ahíe gMhu.
Fill up strictly the details of  signs on your answer book

Name of the Examination:

 First Year B.Com. (External)

Name of the Subject :

 Salesmanship & Publicity

Subject Code No.: 0 0 1 7

Seat No.:

Student’s Signature

(2)	 âñ “„. 1 afrS>eps R>¡.
(3)	 S>dZu bpSy>“p A„L$ âñ“p ‘|fp NyZ v$ip®h¡ R>¡.

 

1 		  V|$„L$dp„ S>hpb Ap‘p¡ : 	 20

	 (1)	 h¡QpZ dyØpAp¡ A¡V$g¡ iy„?

	 (2)	 qfX$k¡L$ (RIDSAC) “y„ kyÓ S>Zphp¡.

	 (3)	 rhop‘““p¡ A’® kdÅhp¡.

	 (4)	 âZ¡sp k¡ëkd¡“ A¡V$g¡ iy„?

	 (5)	 bpü rhop‘“ A¡V$g¡ iy„?

	 (6)	 rhop‘““u kpdprS>L$ S>hpbv$pfu A¡V$g¡ iy„?

	 (7)	 rhop‘“ L$pe®¾$d“p¡ A’® kdÅhp¡.

	 (8)	 â¡k rhop‘““p Sy>v$p Sy>v$p dpÝedp¡ S>Zphp¡.

	 (9)	 âZprgL$pNs k¡ëkd¡“ A¡V$g¡ iy„? 

	(10) 	 rhop‘“ A¡S>„ku“p rhrh^ âL$pfp¡ S>Zphp¡.
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2 		  Mfuv$ âep¡S>“ A¡V$g¡ iy„? N°plL$“p dy¿e Mfuv$piep¡“u QQp® L$fp¡.	 16

A’hp

2		  (A) h¡QpZL$mp“p dy¿e sÐhp¡ kdÅhp¡.	 08

		  (b) �îu ‘¡V$i®“¡ Ap‘¡gp h¡QpZ âq¾$ep“p sb¼L$pAp¡ kdÅhp¡.	      08

	
3		  N°plL$“p„ hp„^pAp¡“p¡ S>hpb Ap‘hp“u rhrh^ ‘Ý^rsAp¡“u QQp® L$fp¡.	 16

A’hp

3 		  k¡ëkd¡““¡ spgud Ap‘hp’u ’sp apev$p A“¡ N¡fapev$p hZ®hp¡.	 16

4 		  kpdreL$ Üpfp rhop‘““p apev$p A“¡ dep®v$pAp¡ kdÅhp¡.	  16

A’hp

4		  (A) rhop‘““p DØ¡ip¡ S>Zphp¡. 	 08 

		  (b) rhop‘“ A„v$pS>‘Ó“p apev$pAp¡ kdÅhp¡. 	 08

5		  V|„$L$“p¢^ gMp¡. (L$p¡B ‘Z b¡) 	 16

		  (1)	 rhop‘““p Ap^yr“L$ hgZp¡

		  (2)	 rhop‘“ A¡S>„ku“p L$pep£

		  (3)	 f¡qX$ep¡ rhop‘“

		  (4)	 k¡ëkd¡““u kÑpAp¡

6		  L¡$k õV$X$u:		   		  16

		  dlpfpÅ Bg¡¼V²$uL$ëk rg. rhrh^ âL$pf“p Bg¡¼V²$p¡r“¼k D‘L$fZp¡“y„ DÐ‘pv$“ A“¡ 
h¡QpZ R>¡ëgp 25 hj®’u L$f¡ R>¡. Ap sdpd D‘L$f$Zp¡“u dp„N kss h^su fl¡ 
R>¡. Ap L„$‘“u“p¡ N°plL$ hN® îud„s A“¡ DÃQ dÝed hN®“p¡ R>¡. L„$‘“u l„d¡ip„ 
NyZhÑp âÐe¡ kcp“ fl¡ R>¡ A“¡ L„$‘“u“y„ Ýe¡e ârsóW$p A“¡ dlÑd “ap“u 
âp[às“y„ R>¡. âQpf“p dpÝedp¡“¡ L$pfZ¡ Ap ‘¡v$pip¡“u dp„N AÐe„s h^u R>¡. hmu 
“apL$pfL$sp h^y lp¡hp’u lqfapB ‘Z h^u R>¡.

		  âñp¡ :-

	 (1)	 L„$‘“uA¡ h¡QpZ Åmhhp A“¡ h^pfhp L¡$hu ìe|lfQ“p A‘“phhu Å¡BA¡ ?

	 (2)	 L„$‘“uA¡ rhop‘““p ¼ep dpÝedp¡“p¡ D‘ep¡N L$fhp¡ Å¡BA¡? L¡$d? v$gugp¡ kp’¡ 
kdÅhp¡.
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ENGLISH VERSION

Instructions
(1)	 As per the instruction no. 1 of page no. 1

(2)	 Question No. 1 is compulsory.
(3)	 Full marks of questions are indicate on the right side.

 

Q.1 		  Answer in brief : 	 20

	 (1)	 What is meant by selling points ?

	 (2)	 State the 'RIDSAC' Formula.

	 (3)	 Explain the meaning of advertisement.

	 (4)	 What is meant by pioneer salesman ?

	 (5)	 What is meant by outdoor Publicity ?

	 (6)	 What is meant by social responsibility of advertisement ?

	 (7)	 Explain the meaning of advertising programme.

	 (8)	 State the different media of press advertisement.

	 (9)	 What is meant by dealer servicing salesman ? 

	 (10) 	 State the different types of advertising agency.

Q.2 		  What is buying motive ? Discuss main buying motives of customer.	 16

OR

Q.2	(a) 	 Explain the main elements of salesmanship.	 08

	 (b) �	� Explain the different stages of sales process mentioned by  
Shree Peterson.		       08

	
Q.3		  Discuss the various systems for the objections of customer.	 16

OR

Q.3 		  Describe the advantages and disadvantages of training for a salesman.	 16

Q.4 		  Explain advantages and limitations of advertisement through magazines. 16

OR

Q.4	(a) 	 State the objectives of advertisement. 	 08 

	 (b) 	 Explain advantages of advertisement budget. 	 08
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Q.5		  Write short notes, (any two) 	 16

	 (1)	 Modern trends in a advertising

	 (2)	 Functions of advertising agency

	 (3)	 Radio publicity

	 (4)	 Power of salesman

Q.6		  Case study : 		  16

		  Maharaja Electronics Ltd. Is producing and selling electrical appliances 
since last 25 years. Demand of these appliances is increasing constantly. 
Company has rich and upper middle class type customers. Company is 
conscious about product quality and have objective of maximum profit 
and prestige. Due to media the demand of products has increased as 
well as competition has increased due to high profit margin.

		  Questions :-

	 (1)	 Which strategies should be adopted by company to increase and maintain 
sales ?

	 (2)	 Which media of advertisement should be used ? Why ? Give your 
arguments.


