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RAN-2408000602060006
F.Y.B.Com. (NEP) (Sem. II) Examination November - 2025

Salesmanship & Publicity (Paper : 01)$

Time: 1 Hours ] [ Total Marks: 25

k|Q“p : / Instructions

(1) D‘fp¡¼s v$ip®h¡g rhNsp¡ DÑfhlu ‘f Ahíe gMhu.

 Fill up strictly the above details on your answer book

Seat No.:

Student’s Signature

Q-1.  Short Answers Questions (Any 5)  10

  k„rnàsdp„ S>hpb Ap‘p¡. (L$p¡B®‘Z 5)
 1. What is meant by ‘salesmanship training’?

  ‘k¡ëkd¡“iu‘ V²¡$t“N’“p¡ A’® iy„ R>¡? 
 2. List Down methods used to remunerate salesmen.

  k¡ëkd¡““¡ Q|L$hZu L$fhp dpV¡$ h‘fpsp ‘ÙrsAp¡“u epv$u b“php¡.
	 3.	 How	does	a	salesmen	influence	customer	decision-making?

  k¡ëkd¡“ N°plL$“u r“Z®endsp“¡ L¡$hu fus¡ âcprhs L$f¡ R>¡?
 4. What are the key factors to consider while appointing a salesman?

  k¡ëkd¡““u r“dZ|L$ L$fsu hMs¡ Ýep“dp„ fpMhp dpV¡$ dy¿e sÐhp¡ iy„ R>¡?
 5. What are the key elements of an effective online advertisement?

  âcphu Ap¡“gpB“ Ål¡fps“p dlÐh‘|Z® sÐhp¡ ¼ep R>¡?
 6. How does outdoor advertising help in brand awareness?

  ApDV$X$p¡f A¡X$hV$p®BtTN b°pÞX$ Ah¡f“¡kdp„ L¡$hu fus¡ dv$v$ L$f¡ R>¡?
 7. List down the factors to consider while selecting an advertising medium.

  rhop‘“ dpÝed ‘k„v$ L$fsu hMs¡ Ýep“dp„ fpMhp dpV¡$“p ‘qfbmp¡“u epv$u b“php¡.

Q.2. A. Discuss the role of a salesman in building customer relationships and enhancing  07
  brand loyalty.

  N°plL$ kp’¡“p k„b„^p¡ NpY$ b“phhpdp„ A“¡ b°pÞX$ r“›$p h^pfhpdp„ rh¾¡$sp“u c|rdL$p rhi¡ QQp® L$fp¡. 

Q.2. B. Discuss the advantages and disadvantages of radio and television advertising for  08
  businesses.

  ìehkpe dpV¡$ f¡qX$ep¡ A“¡ V¡$rgrhT“ Ål¡fps“p apev$p A“¡ “yL$kp“ A„N¡ QQp® L$fp¡.

 OR (A’hp)

Q.2. A.  What challenges do salesmen face in the modern market, and how can they  10
  overcome these challenges?

  Ap^yr“L$ bÅfdp„ h¡QpZL$pfp¡“¡ ¼ep ‘X$L$pfp¡“p¡ kpd“p¡ L$fhp¡ ‘X¡$ R>¡, A“¡ s¡Ap¡ Ap ‘X$L$pfp¡“¡ 
L¡$hu fus¡ ‘pf L$fu iL¡$ R>¡?
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Q.2. B. Case Study  05

   A sales executive at a car showroom notices a couple browsing vehicles.

  Instead of directly pushing for a sale, he greets them warmly, asks about their 

preferences, and offers a brochure, ensuring they feel comfortable before

	 	 discussing	specific	models.

  Question:

   Why is the initial approach or welcoming phase crucial in building rapport with

  potential customers?

  A¡L$ L$pf ip¡ê$fdp„ h¡QpZ L$pe®L$f A¡L$ v$„‘rÑ“¡ hpl“p¡ Å¡sp Å¡e R>¡. h¡QpZ dpV¡$ ku^p¡ âepk L$fhp“u 
S>ÁepA¡, s¡ s¡d“y Ap[Ðde fus¡ õhpNs L$f¡ R>¡, s¡d“u ‘k„v$NuAp¡ rhi¡ ‘|R>¡ R>¡, A“¡ b°p¡if Ap‘u“¡, 
rhriô$ dp¡X¡$gp¡ ‘f QQp® L$fsp„ ‘l¡gp s¡ s¡d“¡ Apfpdv$peL$ A“ych L$fph¡ R>¡.

  âñ :
  k„cpm A“¡ õhpNs L$fhp“u iê$Aps L¡$V$gu dlÐh‘|Z® R>¡ A“¡ s¡ L¡$hu fus¡ k„crhs N°plL$p¡ kp’¡ k„b„^ 

b“phhpdp„ dv$v$ê$‘ ’pe R>¡?


