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ADVERTISEMENT AND SALES
MANAGEMENT

Time Allowed : Three Hours

Maximum Marks : 100

Minimum Pass Marks : 36

veesš : meYeer heeBÛe ØeMveeW kesâ Gòej oerefpeÙes~ ØelÙeskeâ FkeâeF& mes Skeâ ØeMve

keâjvee DeefveJeeÙe& nw~ meYeer ØeMveeW kesâ Debkeâ meceeve nQ~

Note : Attempt all the five questions. One question from

each unit is compulsory. All questions carry equal

marks.

FkeâeF&—I / UNIT-I

Q. 1. GheYeeskeälee ›eâÙe JÙeJenej keâes ØeYeeefJele keâjves Jeeues efJeefYevve

Deee|Lekeâ leLee ceveesJew%eeefvekeâ IeškeâeW keâer JÙeeKÙee keâerefpeÙes~ ›eâÙe

mebyebOeer efveCe&Ùeve ceW keâewve mes Ieškeâ ØeYeeJeMeeueer Yetefcekeâe Deoe

keâjles nQ ?

Explain the various economic and psychological

factors which affect the consumer behaviour.

Which type of factors are more effective at the

time of marketing buying decision ?

DeLeJee OR

Yeejle ceW efJe%eeheve keâer DeeOegefvekeâ ØeJe=efòeÙeeW keâes mhe° keâerefpeÙes~

Discuss the modern trends of advertisement in

India.

FkeâeF&—II / UNIT-II

Q. 2. yee¢e efJe%eeheve ceW keâewve-meer meeJeOeeefveÙeeB ØeÙeesie keâer peeleer nQ ?

Gmekesâ iegCe-oes<e leLee efJeefYevve ¤heeW keâe JeCe&ve keâerefpeÙes~

What precautions are used in mural

advertisement ? Mention the merits, demerits

and various forms of it.

DeLeJee OR

efJe%eeheve Deheerue mes Deehe keäÙee mecePeles nQ ? efJe%eeheve Deheerue kesâ

ØekeâejeW keâes mecePeeFÙes~
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What do you understand by advertising appeal ?

Explain the kinds of advertising appeal.

FkeâeF&—III / UNIT-III

Q. 3. keäÙee efJe%eeheve keâer ØeYeeJeeslheeokeâlee keâe ceehe efkeâÙee pee mekeâlee

nw ? efJe%eeheve keâer ØeYeeJeeslheeokeâlee keâe helee ueieeves kesâ efueS

efpeve efJeefOeÙeeW keâes ØeÙeesie ceW ueeÙee peelee nw, Gvekeâe

DeeueesÛeveelcekeâ efJeMues<eCe keâerefpeS~

Can advertising effectiveness be measured ?

Critically examine the methods which are used in

conducting research on advertising effectiveness.

DeLeJee OR

efJe›eâÙe ØeyevOe kesâ GösMÙeeW SJeb keâeÙeeX keâes meefJemleej mecePeeFS~

Discuss in detail the objectives and functions of

sales management.

FkeâeF&—IV / UNIT-IV

Q. 4. Skeâ efJe›eâÙe mebie"ve mebjÛevee keâjles meceÙe efkeâve efmeæevleeW keâe

heeueve keâjvee ÛeeefnÙes ?

What principles should be followed while building

a structure of sales organisation ?

DeLeJee OR

efJe›eâÙe ØeosMe mes Deehe keäÙee mecePeles nQ ? efJe›eâÙe ØeosMe mLeeefhele

keâjves kesâ keâejCeeW keâer efJeJesÛevee keâerefpeÙes~

What do you mean by a sales territory ? Discuss

the reason for the establishment of sales

territories.

FkeâeF&—V / UNIT-V

Q. 5. efJe›eâÙe Meefkeäle kesâ keâeÙe& cetuÙeebkeâve keâer Øeef›eâÙee mecePeeFS~

Discuss the process of evaluating sales force

performance.

DeLeJee OR

efJe›eâÙe meYeeDeeW leLee efJe›eâÙe ØeefleÙeesefieleeDeeW kesâ ueeYe Je neefveÙeeB

mecePeeFÙes~

Explain the advantages and disadvantages of

sales conferences and sales contests.
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