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RAN-2108002201070012
F.Y.B.Com. (External) Examination March - 2026

 Salesmanship And Publicity

Time: 3 Hours ] [ Total Marks: 100

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

â. 1.  “uQ¡“p âñp¡“p k„rnàs S>hpb Ap‘p¡ :  20
 1. h¢QpZL$mp A“¡ Ål¡fps hÃQ¡“p¡ saphs gMp¡.
 2. rhop‘“ bS>¡V$ A¡V$g¡ iy„?
 3. Mfuv$píe A¡V$g¡ iy„?
 4. k„crhs N°plL$“p s‘pk“p ‘p„Q kp^“p¡ gMp¡.
 5. f¡qX$ep¡ Ål¡fps“p apev$p gMp¡.
 6. hp„^p¡“u ìep¿ep  Ap‘p¡.
 7. Ål¡fps qX$TpC“ A¡V$g¡ iy„?
 8. CÞV$f“¡V$“u Ål¡fps“p¡ A’® gMp¡.
 9. âQpf“u ìep¿ep Ap‘p¡.
 10. k¡ëkd¡““u L$p¡C‘Z ‘p„Q kÑp gMp¡. 
 
â. 2.  h¡QpZL$gp Üpfp rhrh^ ‘np¡“¡ ’sp gpc hZ®hp¡. 16

A’hp
â. 2.  hõsy“p h¢QpZ dpV¡$ D‘ep¡Nu A¡hp h¡QpZ dyv¹$p“p âL$pf kdÅhp¡. 

â. 3.  k„crhs  N°plL$“y„ Ýep“ ApL$rj®s L$fhp“u fusp¡ hZ®hp¡. 16
A’hp

â. 3.  hp„^pAp¡“p âL$pfp¡ A“¡ s¡d“¡ k„cpmhp“u ‘ÙrsAp¡ kdÅhp¡.

â. 4.  kpfp k¡ëkd¡“p¡“u ‘k„v$Nu dpV¡$ cfsu“p sb¼L$p kdÅhp¡. 16
A’hp

â. 4.  Ål¡fps“p l¡syAp¡ s’p gnZp¡ rhi¡ rhõs©s dprlsu Ap‘p¡.

â. 5.  bpü rhop‘““p Dv$plfZ Ap‘u s¡“p Sy>v$p Sy>v$p âL$pf kdÅhp¡. 16
A’hp

â. 5.  Ål¡fps“p dpÝedp¡ A“¡ dpÝed ‘k„v$Nu ‘f Akf L$fsu bpbsp¡ kdÅhp¡.
 
â. 6.  Ål¡fps“u kpdprS>L$ S>hpbv$pfuAp¡ kdÅhp¡. 16

A’hp 
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â. 6. (A) V|$„L$“p¢^ gMp¡ (L$p¡C‘Z b¡$) 08
 1. hs®dp“‘Ó Ål¡fps“u dep®v$pAp¡
 2. Ål¡fps A¡S>Þku
 3. k¡ëkd¡““u spgud
 4. Ål¡fpsdp„ Ap^yr“L$ âh©rÑAp¡

 (b) L¡$k õV$X$u : 08
 

  A„S>rg A¡L$ hõÓ DÐ‘pv$“ L„$‘“u“p dpL£$qV„$N hX$p R>¡. S>¡ fpÄecfdp„ qfV¡$g ApDV$g¡V¹$k dpfas¡ 
  DÐ‘pv$“p¡“y„ h¢QpZ L$f¡ R>¡. h^su õ‘^p®“p L$pfZ¡ L„$‘“u“p h¢QpZdp„ OV$pX$p¡ ’C füp¡ R>¡. A„S>rg 
  dp“¡ R>¡ L¡$ h¡QpZ h^pfhp dpV¡$ k¡ëkd¡“p¡“u L$pe®ndspdp„ ky^pfp¡ L$fhp¡ AÐe„s S>ê$fu R>¡. s¡’u s¡ 
  h¡QpZ v$m“u ‘k„v$Nu, spgud A“¡ h¡s“ âZpgu“y„ kdunZ L$f¡ R>¡.
  s¡ h¡QpZ L$p¥iëe, DÐ‘pv$“ op“ A“¡ N°plL$ k„cpmhp“u ‘Ý^rsAp¡dp„ ky^pfp¡ L$fhp dpV¡$ kyìeh[õ’s
  spgud L$pe®¾$dp¡ Adgdp„ d|L$hp“y„ rhQpf¡ R>¡. k¡ëkd¡“p¡“¡ âp¡Ðkprls L$fhp dpV¡$ h¡s“ ep¡S>“pdp„ ‘Z
  bv$gph L$fhp dp„N¡ R>¡.
  ‘ñp¡ :
  1. h¡QpZ L$pe®ndsp ky^pfhp dpV¡$ L$ep âL$pf“u spgud  A“¡ L$ep âL$pf“u h¡s“ ‘Ý^rs h^pf¡   

 gpcv$peu fl¡i¡, L$pfZ kp’¡ S>Zphp¡.
  
   

ENGLISH VERSION

Q. 1  Answer the following questions briefly:  20

 1.  Write the difference between Salesmanship and Advertising.
 2.  What is an Advertising Budget?
 3. What is meant by Buying motive?
	 4.		 Write	five	methods	of	finding	a	prospective	customer.
 5.  Write the advantages of Radio Advertising.
	 6.		 Define	Objection.
 7.  What is meant by Advertisement Design?
 8.  Write the meaning of Internet Advertising.
	 9.		 Define	Publicity.

	 10.		 Write	any	five	powers	of	a	Salesman.

Q. 2. 	 Describe	the	benefits	of	Salesmanship	to	various	parties.		 16

OR

  Explain the types of selling points useful for selling a product.

Q. 3.  Describe the methods of attracting the attention of a prospective customer. 16

OR

	 	 Explain	the	types	of	objections	and	the	methods	of	handling	them.	

Q. 4.  Explain the stages of recruitment for selecting a good salesman.  16

OR

Q. 4. 	 Give	detailed	information	about	the	objectives	and	features	of	advertising.		

Q. 5.  Give examples of outdoor advertising and explain its different types.  16

OR
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Q. 5.  Explain the media of advertising and the factors affecting the selection of media.  

Q.6   Explain the social responsibilities of advertising.  16

OR

Q. 6. (A)  Write short notes (any two):  08

 1.  Limitations of Newspaper Advertising

 2.  Advertising Agency

 3.  Training of Salesmen

 4.  Modern Trends in Advertising

 (B)  Case Study:  08

	 	 Anjali	is	the	Marketing	Head	of	a	garment	manufacturing	company	that	sells	its	

  products across the state through retail outlets. Due to increasing competition, the   

	 	 company's	sales	are	declining.	Anjali	believes	that	improving	the	efficiency	of	

  salesmen is very important to increase sales. Therefore, she reviews the selection,   

  training, and compensation system of the sales force.

  She thinks to well-structured training programs to improve selling skills, product   

  knowledge, and customer handling techniques. To motivate the salesmen, a 

  combination of salary and commission should introduced in the compensation plan.

  Questions:

  1.  Which type of training and which type of remuneration method would be 

	 	 				more	beneficial	for	improving	sales	efficiency?	Explain	with	reasons.

___________


