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1. “Communication process is said to be complete when

receiver of the message understands it in the same sense

as desired by the communicator.” Discuss this statement

in the context of marketing and advertising. 14

Note : Attempt questions in all, selecting at least

question but not more than questions from each

unit. All questions carry equal marks.
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UNIT–I –I

izR;sd bdkbZ ls de&ls&de iz'u] ysfdu iz'uksa ls

vf/d ugha dk p;u djrs gq,] dqy ç'uksa ds mÙkj

nhft,A lHkh iz'uksa ds vad leku gSaA

¶lapkj izfØ;k dks rc iw.kZ dgk tkrk gS tc lans'k izkIr djus

okyk bls mlh vFkZ esa le>rk gS tSlk fd lapkjd }kjk okafNr

gksrk gSA¸ foi.ku vkSj foKkiu ds lanHkZ esa bl dFku dh

foospuk dhft,A

,d nks

ik¡p

(bdkbZ )
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2. What do you mean by advertising? Discuss advertising as

a tool of marketing. 14

3. What do you mean by advertising planning? Explain the

steps involved in advertising planning. 14

4. Discuss the important benefits and major limitations of

advertising. Also explain DAGMAR approach in setting

advertising objectives. 14

5. What are the different types of advertising appeals?

Explain the considerations in selecting advertising

appeal. 14

foKkiu ls vki D;k le>rs gSa\ foi.ku ds ,d midj.k ds

:i esa foKkiu dh foospuk dhft,A

foKkiu ;kstuk ls vki D;k le>rs gSa\ foKkiu ;kstuk esa

'kkfey pj.kksa dh O;k[;k dhft,A

foKkiu ds egRoiw.kZ ykHkksa vkSj izeq[k lhekvksa dh ppkZ dhft,A

foKkiu mís';ksa dks fu/kZfjr djus esa n`f"Vdks.k dh

Hkh O;k[;k dhft,A

foKkiu vihy ds fofHkUu izdkj D;k gS\ foKkiu vihy dk

p;u djrs le; fopkjksa dh O;k[;k dhft,A

DAGMAR

6. What do you understand by outdoor or mural advertising

media? What are its various forms? Explain its merits

and demerits. 14

UNIT–II –II(bdkbZ )
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ckgjh ;k fHkfÙk foKkiu ehfM;k ls vki D;k le>rs gSa\

blds fofHkUu :i D;k gSa\ blds xq.k vkSj nks"kksa dh O;k[;k

dhft,A

xzkgd ,tsalh laca/ ls vki D;k le>rs gSa\ foKkiu ,tsafl;ksa dks

mudh lsokvksa ds fy, eqvkotk nsus ds fofHkUu rjhdksa dh

O;k[;k dhft,A

foØ; izca/u ls vki D;k le>rs gSa\ ;g foi.ku izca/u ls

fdl izdkj fHkUu gS\ fcØh izca/d dh izeq[k ftEesnkfj;ka D;k

gSa\

7. What do you mean by client agency relationship? Explain

the different ways in which advertising agencies are

compensated for their services. 14

8. What do you mean by sales management? How it is

different form marketing management? What are the

major responsibilities of a sales manager? 14

9. What are the factors to be considered for setting up a

sales organization? Also explain the principles of sales

organization. 14

UNIT–III –III(bdkbZ )

fcØh laxBu LFkkiuk djus ds fy, fdu dkjdksa ij fopkj fd;k

tkuk pkfg,\ lkFk gh] fcØh laxBu ds fl¼karksa dh O;k[;k

dhft,A
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10. What do you mean by recruitment and selection of sales

force? Explain various sources of their recruitment and

narrate the selection process. 14

fcØh cy dh HkrhZ vkSj p;u ls vki D;k le>rs gSa\ mudh

HkrhZ ds fofHkUu lzksrksa dh O;k[;k dhft, vkSj p;u izfØ;k dk

o.kZu dhft,A
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