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B.Com. (Part-III) (Vocational)

Examination, 2015

BUSINESS ADMINISTRATION

(Sales Promotion and Public Relations)

Time Allowed : Three Hours ] [ Maximum Marks : 100

Note : Answer five questions in all. Question No. 1

is compulsory. One question is to be at-

tempted from each Unit.

kegâue heeBÛe ØeMveeW kesâ Gòej oerefpeS~ ØeMve meb. 1 DeefveJeeÙe& nw~

ØelÙeskeâ FkeâeF& mes Skeâ ØeMve efkeâÙee peevee nw~

1. Write short notes on the following

4x10=40

(a) Contests

(b) Packaging

(c) Samples

(d) Buy back allowance

(e) Pull strategies

(f) Distributor

(g) Employee Relations
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(4)

Unit-IV/ FkeâeF&-IV

8. What are the major tools of managing public

relations ? Explain. 15

peve-mecheke&â ØeyevOeve kesâ cegKÙe meeOeve keäÙee nQ? mecePeeFÙes~

9. Write short notes on any three of the follow-

ing: 5×3=15

(a) Consumer relations

(b) Dealer relations

(c) Community relations

(d) Share holder relations

efvecveefueefKele ceW mes efkeâvneR leerve hej efšhheCeer efueefKeSŠ-

(a) GheYeesòeâe mecyevOe

(b) [eruej mecyevOe

(c) mecegoeÙe mecyevOe

(d) DebMeOeejer mecyevOe



(h) Press Conference

(i) Legal aspects of sales promotion

(j) Sales-force promotion

efvecveefueefKele hej mebbef#ehle efšhheCeer efueefKeS :

(a) ØeeflemheOee&

(b) hewkesâefpebie

(c) vecetvee

(d) ›eâÙe Jeehemeer Yeòee

(e) efKbeÛeeJe yÙetnjÛevee

(f) efJelejkeâ

(g) keâce&Ûeejer mecyevOe

(h) Øesme DeefOeJesMeve

(i) efJe›eâÙe mecJeæ&ve kesâ efJeefOekeâ henuet

(j) efJe›eâÙe - yeue mecJeæ&ve

             Unit-I / FkeâeF&-I 15

2. " A Price reduction that is not for a limited time

is simply price reduction and not sales promo-

tion" Explain.

‘‘ keâercele ceW Ssmeer keâceer pees kegâÚ meerefcele meceÙe kesâ efueS ve nes Jen

efmehe&â keâercele ceW keâceer nww, efJe›eâÙe mecJeæ&ve veneR nw~’’ efJeJesÛevee

keâerefpeS~
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3. Enlist the various sales promotion tools being

used by modern marketing organisations. 15

DeeOegefvekeâ efJeheCeve mebie"veebs Éeje ØeÙegòeâ efkeâÙes pee jns effJeefYeVe

efJe›eâÙe mecJeæ&ve meeOeveeW keâes metÛeeryeæ keâerefpeS~

 Unit-II / FkeâeF&-II

4. How do coupons and rebates differ? Explain

with an example of each. 15

ketâheve Je Útš ceW keäÙee Deblej nw? ØelÙeskeâ keâes Skeâ-Skeâ GoenjCe kesâ

meeLe mecePeeFÙes~

5. How do loyalty programs work ? 15

What are their objectives ? Explain.

efve‰e keâeÙe&›eâce kewâmes keâece keâjles nQ? Fvekesâ keäÙee GösMÙe nesles nQ?

mecePeeFÙes~

                 Unit-III / FkeâeF&-III

6. How does trade promotion differ from chan-

nel marketing? Explain. 15

JÙeeheeefjkeâ mecJeæ&ve  leLee meeOeve efJeheCeve ceW keäÙee efYeVeleeÙeW nQ?

mecePeeFÙes~

7. What is display allowance ? Why does display

allowance complicate marketing strategy ?

ØeoMe&ve Yeòee keäÙee nw ? ØeoMe&ve Yeòee efJeheCeve yÙetnjÛevee keâes keäÙeeW

peefšue yevee oslee nw ? 15

(2) (3)


