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M. Com. (Fourth Semester) (Main/ATKT) 

EXAMINATION, May-June, 2020 

(Optional-Specialization) 

[Optional Group (A) Marketing] 

Paper A—II 

ADVERTISING AND SALES MANAGEMENT 

Time : Three Hours ]  [ Maximum Marks : 80 

uksV % funsZ’kkuqlkj lHkh [k.Mksa ds mŸkj nhft,A 
 Attempt all Sections as directed. 

 [k.M&v izR;sd 1  
(Section—A) 

oLrqfu”B@cgqfodYih; iz’u 
(Objective/Multiple Choice Questions) 

uksV % lHkh iz’uksa ds mŸkj nhft,A 
 Attempt all questions. 

lgh mŸkj dk p;u dhft, % 

Choose the correct answer : 

1- cká foKkiu esa lfEefyr gS % 

¼v½ lekpkji=h; foKkiu 

 [ 2 ] D–117 

 

¼c½ if=dk foKkiu 

¼l½ QksYMlZ 

¼n½ iksLVlZ 

Outdoor advertising includes : 

(a) Newspaper advertisement 

(b) Magazine advertisement 

(c) Folders 

(d) Posters 

2- foØ; dk;Z gS % 

¼v½ vkfFkZd dk;Z 

¼c½ vukfFkZd dk;Z 

¼l½ lsok dk;Z 

¼n½ mi;qZDr esa ls dksbZ ugha 

Selling functions is : 

(a) Economic function 

(b) Uneconomic function 

(c) Service function 

(d) None of the above 

3- tulaidZ dh vko’;drk gS % 

¼v½ O;olk;h dks 

¼c½ ljdkj dks 

¼l½ ljdkjh laLFkku dks 

¼n½ mi;qZDr lHkh 
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Public relation is needed : 

(a) To Businessmen 

(b) To Government 

(c) To Government Establishment 

(d) All of the above 

4- foi.ku ij O;; fd;k x;k /ku gS % 

¼v½ cckZnh 

¼c½ vuko’;d O;; 

¼l½ xzkgdksa ij Hkkj 

¼n½ fofu;kstu 

Money spent on marketing is : 

(a) Wastage 

(b) Unnecessary expenditure 

(c) Burden on the customers 

(d) Investment 

5- foØ; izca/k ls ykHk gksrk gS % 

¼v½ nh?kZdkfyd 

¼c½ rkRdkfyd 

¼l½ dHkh ugha 

¼n½ mi;qZDr esa ls dkssbZ ugha 
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Sales management gives profit in : 

(a) Long-term 

(b) Incurrent 

(c) Never 

(d) None of the above 

6- foKkiu vfHkof?kZr djrk gS % 

¼v½ oLrq dh ykxr 

¼c½ oLrq dh fcØh 

¼l½ ykHk dh ek=k 

¼n½ mi;qZDr lHkh 

Advertisement increases : 

(a) Cost of goods 

(b) Sales of goods 

(c) Profit quantity 

(d) All of the above 

7- ßfoi.ku lekt dks thou Lrj iznku djrk gSAÞ ;g ifjHkk”kk gS % 

¼v½ fQfyi dksVyj dh 

¼c½ fofy;e ts- LVs.Vu dh 

¼l½ iky etwj dh 

¼n½ gSUlu dh 
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“Marketing is the delivery of standard of living.” This 

definition is of : 

(a) Phillip Kotler 

(b) William J. Stanton 

(c) Paul Mazur 

(d) Hansen 

8- oS;fDrd foØ; esa lfEefyr gS % 

¼v½ foØ; djuk 

¼c½ xzkgdksa dh lsok djuk 

¼l½ laLFkk dh [;kfr dks c<+kuk 

¼n½ mi;qZDr lHkh 

Personal selling includes : 

(a) Selling 

(b) Services to the customers 

(c) Developing goodwill of the firm 

(d) All of the above 

9- Hkkjrh; Øsrk dh izof̀Ÿk gS % 

¼v½ lkSnsckth djuk 

¼c½ f’kdk;r djuk 

¼l½ lLrk [kjhnuk 

¼n½ mi;qZDr lHkh 
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The tendency of India buyer is : 

(a) To Bargain 

(b) To file complaint 

(c) To purchase cheap 

(d) All of the above 

10- lcls vf/kd O;kid {ks= fdldk gS \ 

¼v½ czk.M 

¼c½ yscfyax 

¼l½ iSdsÇtx 

¼n½ O;kikj ekdZ 

Maximum wide scope is of : 

(a) Brand 

(b) Labelling 

(c) Packaging 

(d) Trademark 

11- vius dk;Z esa lcls vf/kd Lora=rk izkIr gksrh gS % 

¼v½ vkarfjd foØsrk dks 

¼c½ fof’k”V foØsrk dks 

¼l½ fu;kZr foØsrk dks 

¼n½ ;k=h foØsrk dks 
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In his work maximum freedom is given : 

(a) Internal salesman 

(b) Speciality salesman 

(c) Export salesman 

(d) Travelling salesman 

12- dkSu&lk dFku lR; gS \ 

¼v½ oS;fDrd foØ; ,oa foØ; dyk lekukFkhZ gSA 

¼c½ oS;fDrd foØ; ,oa foØ; dyk esa dksbZ lEcU/k ugha gSA 

¼l½ oS;fDrd foØ; esa foØ; dyk lfEefyr gSA 

¼n½ foØ; dyk esa oS;fDrd foØ; lfEefyr gSA 

Which statement is true ? 

(a) Personal selling and salesmanship is synonym. 

(b) There is no relationship between personal selling and 

salesmanship 

(c) Salesmanship is included in personal selling 

(d) Personal selling is included in salesmanship 

13- uewuksa dk eq¶r forj.k lfEefyr gS % 

¼v½ miHkksDrk lao/kZu esa 

¼c½ O;kikjh lao)Zu esa 

¼l½ miHkksDrk ,oa O;kikjh lao/kZu esa 

¼n½ mi;qZDr esa ls dksbZ ugha 
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Distribution of free samples include in : 

(a) Consumers promotion 

(b) Dealers promotion 

(c) Consumers and dealers promotion 

(d) None of the above 

14- foØ; lao)Zu dh ----------------------- eq[; fof/k;k¡ gSaA 

¼v½ 5 

¼c½ 4 

¼l½ 3 

¼n½ 2 

Main methods of sales promotion are .......... . 

(a) 5 

(b) 4 

(c) 3 

(d) 2 

15- ^foi.ku feJ.k* ‘kCn dk lcls igys mi;ksx fd;k Fkk % 

¼v½ vkj- ,l- Mkoj us 

¼c½ uhy ,p- cksMZu us 

¼l½ fQfyi dksVyj us 

¼n½ fofy;e ts- LVs.Vu us 
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The word ‘marketing mix’ for the first time was used by : 

(a) R. S. Daver 

(b) Neil H. Bordon 

(c) Philip Kotler 

(d) William J. Stanton 

16- foi.ku feJ.k jgrs gSa % 

¼v½ LFkkbZ 

¼c½ vfuf’pr 

¼l½ cnyrs 

¼n½ fuf’pr 

Marketing mix remain : 

(a) Static 

(b) Uncertain 

(c) Changing 

(d) Certain 

17- foKkiu ds lzksr ds :i esa fdldk mi;ksx djuk mfpr gS \ 

¼v½ lks’ky ehfM;k 

¼c½ bZ&esy 

¼l½ jsfM;ks 

¼n½ Vsyhfotu 
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Which source of advertising is advisable to use ? 

(a) Social Media 

(b) E-mail 

(c) Radio 

(d) Television 

18- mRikn fodkl dk izdkj tks O;ofLFkr] lexz gS ysfdu ladfyr ugha 

gS] dgk tkrk gS % 

¼v½ xzkgd dsfUnzr mRikn fodkl 

¼c½ Vhe vk/kkfjr mRikn fodkl 

¼l½ O;ofLFkr mRikn fodkl 

¼n½ ,dkxzrk vk/kkfjr fodkl 

The type of product development which is systematic, 

holistic but not compartmentalized is said to be : 

(a) Customer centered product development 

(b) Team based product development 

(c) Systemic product development 

(d) Concentration based development 

19- ,d foKkiu dkWih esa dkSu&lk vkd”kZ.k gksuk pkfg, \ 

¼v½ ‘kh”kZd 

¼c½ fp= 

¼l½ jax 

¼n½ mi;qZDr lHkh 
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The following attraction should be in an advertising copy ? 

(a) Heading 

(b) Picture 

(c) Colour 

(d) All of the above 

20- fddZisfVªd ds vuqlkj oS;fDrd foØ; izfØ;k ds fdrus pj.k gSa \ 

¼v½ 4 

¼c½ 5 

¼l½ 6 

¼n½ 7 

How many steps are there in personal selling process 

according to Kirkpatrick ? 

(a) 4 

(b) 5 

(c) 6 

(d) 7 

 [k.M&c izR;sd 2 

(Section—B) 

vfr y?kq mŸkjh; iz’u 

(Very Short Answer Type Questions) 

uksV % fdUgha vkB iz’uksa ds mŸkj 2 ;k 3 okD;ksa esa fyf[k;sA 

 Write answer any eight questions in 2 or 3 sentences. 

1- czk.M uke D;k gS \ 

What is Brand Name ? 
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2- foKkiu D;k gS \ 

What is advertisement ? 

3- foØ; lao)Zu dh ifjHkk”kk fyf[k;sA 

Write definition of sales promotion. 

4- fof’k”V foØsrk ls D;k vk’k; gS \ 

What is meant by Speciality Salesman ? 

5- foKku ds pkj ek/;eksa ds uke fyf[k,A 

Write four names of sources of advertisement. 

6- foØ;h ds izf’k{k.k ds rhu mís’; fyf[k;sA 

Write three objectives of salesman training. 

7- foØ; laxBu ds izk:i ds uke fyf[k,A 

Write the names of forms of Sales Organization. 

8- foØ; izf’k{k.k dk vFkZ crkb;sA 

Explain the sales training. 

9- cká foKkiu ds pkj izk:i fyf[k;sA 

Write four forms of outdoor advertisement. 

10- foKkiu ctV D;k gS \ 

What is advertising budget ? 
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 [k.M&l izR;sd 3 

(Section—C) 

y?kq mŸkjh; iz’u 

(Short Answer Type Questions) 

uksV % fdUgha vkB iz’uksa ds mŸkj yxHkx 75 ‘kCnksa esa fyf[k,A 

 Write answer of any eight questions in about 75 words. 

1- foKkiu D;k gS \ foKkiu ,oa izpkj esa D;k vUrj gS \ 

What is advertisement ? What is the difference between 

advertisement and publicity ? 

2- ßfoKkiu vius fy, Lo;a nsrk gSAÞ le>kb;sA 

“Advertising pays for itself.” Explain. 

3- foKkiu vihy ls vki D;k le>rs gSa \ 

What do you understand by advertising appeals ? 

4- foKkiu ds dk;ks± dks la{ksi esa fyf[k;sA 

Write the functions of advertising in short. 

5- foØ; lao)Zu dks ifjHkkf”kr dhft,A bldh fo’ks”krk,¡ crkb;sA 

Define sales promotion. What are its characteristics ? 

6- D;k lQy foØsrk lnSo tUe ls gksrk gS \ la{ksi esa mŸkj nhft,A 

Is the successful salesman always by birth ? Explain in brief. 
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7- oS;fDrd foØ; ls D;k vk’k; gS \ bldh fo’ks”krk,¡ crkb;sA 

What is meant by personal selling ? Describe its 
characteristics. 

8- foKkiu ds mís’; crkb;sA 

Write the objective of advertisement. 

9- foØsrk ds fofHkUu izdkj crkb;sA 

Describe the different types of salesman. 

10- foKkiu ,tsalh ds D;k dk;Z gSa \ 

What are the functions of advertising agency ? 

 [k.M&n izR;sd 5 

(Section—D) 

nh?kZ mŸkjh; iz’u 

(Long Answer Type Questions) 

uksV % fdUgha pkj iz’uksa ds mŸkj nhft,A 

 Attempt any four questions. 

1- foKkiu dh izHkkoksRikndrk ds ewY;kadu dh fofHkUu fof/k;ksa dk o.kZu 
dhft,A 

Describe the different methods of evaluation of advertising 
effectiveness. 

vFkok 

(Or) 

foKkiu D;k gS \ D;k foKkiu oLrqvksa dh ykxr esa o`f) djrk gS \ 

What is advertising ? Does advertising increases cost of 

articles ? 
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2- foKkiu ds fofHkUu izdkjksa dks le>kb;sA fdlh ,d yksdfiz; foKkiu 

dks m)kfjr dhft,A 

Explain the various types of advertisement. Quote any one of 

the popular advertisement. 

vFkok 

(Or) 

foKkiu ctV fu/kkZj.k dh fofHkUu fof/k;ksa dh foospuk dhft,A 

Discuss various methods of determining advertising budget. 

3- foKkiu ,oa foØ; lao)Zu esa vUrj crkb;sA 

Explain difference between advertising and sales promotion. 

vFkok 

(Or) 

foØ; laxBu dh D;k vko’;drk gS \ ,d foØ; laxBu lajpuk dks 

izHkkfor djus okys ?kVdksa dk o.kZu dhft,A 

What is the need of a sales organization ? Describe the 

factors determining the structure of a sales organization. 

4- foØ;&cy ds izca/k ls vki D;k le>rs gSa \ foØsrkvksa ds izf’k{k.k dh 

fof/k;k¡ la{ksi esa crkb;sA 

What do you understand by Management of Sales Force ? 

Briefly explain the different methods of their training. 
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vFkok 

(Or) 

foØ;dŸkkZvksa dks fdu&fdu lzksrksa ls HkrhZ fd;k tk ldrk gS \ ,d 

mŸke p;u izfØ;k le>kb;sA 

What are the sources through which salesmen can be 

recruited ? Explain good selection process. 
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