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B.Com. Programme 5th Semester Examination, 2021

DSE1-COMMERCE

Time Allotted: 2 Hours Full Marks: 60

The figures in the margin indicate full marks.

The question paper contains DSE-1(A) and DSE-1(B).
The candidates are required to answer any one from two papers and
candidates should mention it clearly on the Answer Book.

DSE-1(A)
BANKING AND INSURANCE
GROUP-A / Reii-3 / gvs-&
Answer any two of the questions 12x2 =24
Q- 715 &teiE Ted wis
B g TN IR fagers

1. What are the different types of banks in India? Explain their major functions. 4+8
wice Rfen w@ma Amels S F 2 siom eam Frfafe it Fa

IR A= UdR&T dhew &-3 g ? [AHiewdl UHE HRIged! AR
‘lﬂg |

2. Explain the principles of Insurance. Differentiate between General Insurance and 8+4
Life Insurance.

s Mo i T Agge A @2 G A ey AL [l

JHTRT RIgTaeed! ARAT e | AT (General) 99T X 3N (Tittle) dHT
drae! f=Tar fageN |

3. Explain the different types of crossing of cheque? State the various reasons for 8+4
crossing a cheque.

[Afon @R ‘crossing of cheque’-a% 1T IR “crossing of cheque’ T4 [Kfew
Flaetefe Sea Fe |

IH HRIS B A THRES B AR TN | 96 H9 T A= SRUES
qd 333 |
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Discuss the power, function and role of IRDA?
IRDA-&3 %F39l, Tl @3 e & @ 9
IRDA &1 wIfod, &R X et IR F=at T8 |

GROUP-B / faon-4/ @vs-1
Answer any four questions:
-1 B1Af6 et Ted e
B AR gt SR fAgery
Explain the principles of sound lending.

Sound lending -43 Fifowfe I T

FRI&T F0T (sound lending) HT FIGTAEw®I ARAT T |

Differentiate between paying banker and collecting banker. What are the duties of
collecting bankers?

‘Paying banker’ @3k ‘Collecting banker’-@3 ¢ #1€f&] FC@l1 ‘Collecting banker’-
e T F e

Collecting §&R X Paying dax dr=d! f=1ar f&g8Ri| Collecting ddHEwma!
Hied B Bl ?

Mention the services offered by commercial banks.

‘Commercial bank’-93 FEF &we R Srad T

Commercial Sh8% U T4 HAdATEwD! Iooid T8 |

Describe the various securities taking against granting different advances by the
bank.

RAfeq advances 2t (F0T 1% A1 9200 [RSH security-wfet 3@ Fa@t

dpet fafa=1 ‘advances’ e el forus! fafa=1 f&A9a (securities) Ewd! duid
‘@g q |

What are the various techniques of risk assessment in Insurance?

1519 CFa risk assessment-ad [Rfeq riafoafs i Fi o
JHMT SIRIH TS HADT [AH= UlAfEs &-3 g9 ?
Differentiate between holder and holder in due course.
‘Holder’ @3 ‘Holder in due course’-&3 () A< S |
‘Holder’ X ‘Holder in due course’ dT& f=aT a8y |

12

6x4 =24

3+3
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GROUP-C / [eta-9t / o[

6. Answer any four the questions from the following: 3x4=12
-1 BIATG et Tes wiss
F TR TS SR SRR

(a) State various types of relations between banker and customer. 3
JIFE Q=R NP W (e gaeas el Srad v
dPHR X YTEHe® 414 AW~ UBR B AF=Ew I 90 Tl |

(b) Do you think that e-banking is more effective than traditional banking? Discuss. 3

gfil i W1 S “traditional banking’-9d (F ‘e-banking’ @ FILFF 9 G
I

@ qUISAS s-dfbs URFRNETA (traditional) dfhs Y=T §< TEGRNI B SRl

AN ? JAATS BAhd *I‘iSN‘I\I

(c) Write a short note / 51 (¢l / BIeT Al ﬁ'@ﬁﬂ 3
(1) NEFT (i) RTGS
(d) Explain the term Plastic Money. 3

‘Plastic Money’ & ©I 5125t Sl |

‘Plastic Money’ IT&&d] AT T84 |

(e) Evaluate the performance of commercial banking in India in the recent period in 3
brief.

AreifSF R ©FCS ‘commercial banking’-&3 FREFS! FRTHCH T S |
BICHIHAT ETTD! JARAT ARTAT (commercial) a1Sg dfredl HRITATGAS]

TS dh BN |

(f) Explain the concept ‘statutory protection to banker’. 3
‘Statutory protection to banker’-«3 «FeNfG i<yl |
"SHREATS TS AREAV STAERUNB] AR T2l |

DSE-1B
PRINCIPLES OF MARKETING

GROUP-A / foe- / gvs-&

Answer any fwo questions 12x2 =24
- 715 eraa Ted wie
F g wART SR e
1. (a) Discuss the importance of marketing. 6+6

RPN g S 541
A CSHI HEaqNHl =i T84 |
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(b) Distinguish between Old Concept and New Concept of Marketing.
TR 2N 41FeNF (Old Concept) MR TG 47411 (New Concept) 2L 41
HIHES BT GRMT JGERYM X AT JGERON §rarep] e feaegeld |

What influences the consumers’ buying behavior? Explain the stages of a buying
process?

(@Sid FeIK (buyer behavior) 0T el 23 ¢ @3 Aafo diviefer iy w31

JUHIHID! WRE FIERAG Gl FRISHD] JWR O ? TR YhAThT IR
T THEN |

Explain the concept of Product Life Cycle with suitable example.
TRy Triesel fneal 4eie GI9e 50&d (Product Life Cycle) I=ellG 2 4 |

SUYh S&TEXUTh] ARf Jred Gilde @he! (Product Life Cycle) 3faefRom

R T |

4. (a) What are Marketing Channels? Discuss the advantages of any two channels of

distribution.

Io1elCTa MErsPTIR (Marketing Channel) FIG& 6 2 &) Rowcn @-i 1o e
HRIe e ST 41

ABICS BMeIe® & g ° ARG § Ul 3 AFdewdl BISaes Bahd
‘lﬂg |

(b) Describe the various methods of Pricing.

v fie (Pricing) [Rfow srafowf 3@ w2
Tg ek o1 = fafdewa! sawa T8N |

GROUP-B / fqon-4/ 9gvs-g

Answer any four questions:

-1 B0 et e e

B AR gt SR gy
(a) Explain various environmental factors which affect the Marketing Environment.

ol (R ereRresiA A e Soiwiemmices i <1

AHICS TATERITATS 3R I+ A= ITaTeRvi dR&GEwHT ARAT T8N |
(b) What is Marketing Mix? Discuss the elements of Marketing Mix.

Marketing Mix FIG& 631 2 Marketing Mix-a3 SAMIFS el SICab 541

Adfes e @ 81 ? Alofcs fHaadT TaswaRAl Bdhd e |
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(c) What is meant by Promotion mix? State its components. 6

Promotion mix I51CS {& @RI 2 Promotion mix-<43 S Sra 341

Promotion &Y & 81 ? JAD! JqIIEH TSI |
(d) Define Consumer Behaviour. How is it different from Industrial buying 249249
behaviour? Why is it important to study consumer behaviour?

Consumer Behaviour-€3 k@l wi€ | FSI@ @0l Industrial buying behavriour (&
w2 Consumer Behaviour 210K 9%y & 9

SUMRHT d8R URWING TerRi| A1 3ENf® (industrial) WRE IERATE
BN XD B ? [T IUHRHT FIBR JeIIT T+ Aol © ?

(e) Briefly discuss the different bases of market segmentation. 6
Market Segmentation-<@3 &fen fofeafer Iewte! Sitensal 71 |

IR foqToTdT (Market Segmentation) faffi=1 MEREw®T Hféd SUAT Bahd
‘Iﬂg q |

(f) What factors should brand Managers address to develop the identify of their 6
brands?

@I (@I SAMITE GE Pieaeend (w3l Sibe Ao IR SItE ieed fFerel todl
A0 AT 9

g UgEdhEwd MU gredl Uled s f[AdM 9 B dRHew oy T

GROUP-C / [etl-a / WS-
6. Answer any four questions from the following: 3x4=12
-1 B0 et e e
B AR yeIHT SR gy
(a) Discuss briefly the Direct Marketing Channel.
AR et M (Direct Marketing Channel) =0 FRCFHCH SNG4
Direct ATbice WM ARG WYAT BA®hd Tl |

(b) What is “Green Marketing”?

“Green Marketing” PI(F 0T 9
‘Green #IdHiCS” & Bl ?

(c) Differentiate between wholesaling and retailing.
ARSI RFET (wholesaling) 7 4541 REFEA (retailing) ML 741
‘Wholesaling” Y ‘Retailing’ d=®! =11 feeg9 |
(d) What do you mean by Market Segmentation?
Market Segmentation 109 & @R9
IR faWToE (Market Segmentation) ¥=d! & &I ?
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(e) What is meant by Sales Promotion?
Sales Promotion I10 & @RI ¢
‘Sales Promotion’ WdT & & ?

() What is ‘Social Marketing’?
‘Social Marketing’ (P qCeT 2
‘Social ATBICS” & BT ?
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