
1. çßÂ‡æÙ ç×Ÿæ‡æ Ìˆß @Øæ ãñ´U ¥õÚU çß™ææÂÙ ©UÙâð ç·¤â
ÌÚUãU ÁéÇ¸Uæ ãñU? çß™ææÂÙ ç×Ÿæ‡æ ·ð¤ ÀUÑ Ìˆßô´ ·¤è
ÃØæBØæ ·¤èçÁ°Ð

What are the marketing mix factors and how
advertising is integrated with them ? Explain the
six elements of advertising mix.
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ÙôÅU Ñ ç·¤‹ãUè´ Âæ¡¿ ÂýàÙô´ ·ð¤ ©UîæÚU ÎèçÁ°Ð âÖè ÂýàÙæð ´ ·ð¤
¥¢·¤ â×æÙ ãñ´ UÐ

Note : Answer any five questions. All questions carry
equal marks.
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2. ÒÒçß™ææÂÙ °·¤ âæ×æçÁ·¤ ¥ÂÃØØ ãñUÐÓÓ §â ·¤ÍÙ
·¤æ ¥æÜô¿Ùæˆ×·¤ ×êËØæ¢·¤Ù ·¤èçÁ°Ð

“Advertising is a social waste.” Critically evaluate
this statement.

3. ÒÒ×æŠØ× çß™ææÂÙ ×ð´ ×ãUˆßÂê‡æü Öêç×·¤æ çÙÖæÌæ ãñUÐÓÓ
©U@Ì ·¤ÍÙ ÂÚU Âý·¤æàæ ÇUæÜÌð ãéU° çßçÖ‹Ù ©UÂÜµÏ
çß™ææÂÙ ×æŠØ×ô´ ·ð¤ »é‡æ-Îôá ·¤è ÃØæBØæ ·¤èçÁ°Ð

“Media plays an important role in advertising.”
Enlighting the above statement explain the merits
and demerits of various available media.

4. °·¤ ¥‘ÀUè çß™ææÂÙ ÂýçÌ ·ð¤ ¥æßàØ·¤ Ìˆß ·¤õÙ-
·¤õÙ âð ãñ´ U? â×Ûææ§°Ð

What are the main elements of a good
advertising copy ? Explain.

5. çß™ææÂÙ ·¤è ÂýÖæßôˆÂæÎ·¤Ìæ ·¤æ ×êËØæ¢·¤Ù ç·¤â Âý·¤æÚU
ç·¤Øæ ÁæÌæ ãñU? â×Ûææ§°Ð

How is advertising effectiveness evaluated ?
Explain.

6. çß·ý¤Ø â¢ßÏüÙ ·¤æ @Øæ ¥Íü ãñU? ©UÂÖô@Ìæ çß·ý¤Ø
â¢ßÏüÙ ·¤è çßçÏØô´ ·¤ô ÕÌæ§°Ð
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What is the meaning of Sales Promotion ?
Explain the methods of consumer sales
promotion.

7. Òçß·ý¤Ø ÂýÕ¢ÏÓ ·¤è ¥ßÏæÚU‡ææ ·¤ô â×Ûææ§° ÌÍæ
§â·ð¤ ©UgðàØô´ °ß¢ ·¤æØôZ ·¤æ ß‡æüÙ ·¤èçÁ°Ð

Explain the concept of ‘Sales Management’.
Describe the objectives and functions of Sales
Management.

8. çß·ýð¤Ìæ¥ô´ ·ð¤ çÙcÂæÎÙ ×êËØæ¢·¤Ù âð @Øæ ¥æàæØ ãñU?
çß·ý¤Ø ÂýÕ¢Ï ×ð´ §â·ð¤ ×ãUˆß ·¤è çßßð¿Ùæ ·¤èçÁ°Ð

What is the meaning of Performance Appraisal
of Salesman ? Discuss the importance of it in
the Sales Management.

9. çß·ý¤Ø ÂêßæüÙé×æÙ ·¤ô ÂçÚUÖæçáÌ ·¤èçÁ°Ð °·¤ çß·ý¤Ø
â¢»ÆUÙ ×ð´ §â·ð¤ ×ãUˆß ·¤ô â×Ûææ§°Ð çß·ý¤Ø
ÂêßæüÙé×æÙ ·¤è âè×æ¥ô´ ·¤ô ÕÌæ§°Ð

Define Sales Forecasting. Discuss its importance
in a Sales Organisation. Also state its limitations.

10. Òçß·ý¤Ø çÙØôÁÙÓ âð ¥æÂ·¤æ @Øæ ¥æàæØ ãñU? çß·ý¤Ø
çÙØôÁÙ ·¤æ ×ãUˆß °ß¢ Âý·¤æÚU â×Ûææ§°Ð



What do you understand by ‘Sales Planning’ ?
Explain the importance and types of Sales
Planning.

———
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