UG/CBCS/B.Com./Programme/S5th Sem./Commerce/COMPDSE1/2020
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B.Com. Programme 5th Semester Examination, 2020

DSE1-COMMERCE
Full Marks: 60
ASSIGNMENT

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

Answer all the assignment 154 =60
¥4 assignment @773 Sea wis
Hd UTTHT IR fag8g

1. “Electronics services allow a bank’s customers to transact with the bank 15
seamlessly through a variety of channels” — In this context, you are required to
discuss the different channels available to the customers which makes the
banking convenient.

Electronic 9dT bank & UTEdI &I faff= channels & SIRY Banking oiFa+
B H AEIAT AT &' 3H W4 ¥ MY AWM= channels ST UT8d BT AlGlG
2, 9 &4 Banking YR¥AT H WERIAT $RA 7, SHD] ARAT DI |

“Tagfon ARl 93t JIET ARFraE [ifen Mgy e FRRbeReir ETHme 0w
FACS ARQY FE’ — 93 Sfeva fefere g iz 2ifdrRr @ e I7@e F6@
PIFEE ARG FCACR S A6 SN

"SAGSITh  HATE™e  dh D ulscbswm@ fofr =1 =aHe A%d dEs dedT
e T AT B | I AT qUISE ArehEwd! orfl fafis s
TS BAhd T+ AMIH B STHel dfdh g Gagrad JARSes |

2. State the structure of Indian Banking System and explain the role played by 15
Commercial Bank in executing the government social welfare policies.

Indian Banking UoTlell &1 W21 @ 9R ¥ foIRey | ARG AHINNS HTITHRI
AT 9T B H Commercial Banks {9 g 9 WERIAT &_d &, SIDI
T BITY |

OO T GIZT ARSI I TN | TR ANES Sz e AV (GG
ifafers I=-93 S 36T et
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AR BT YoTTeleh] HRET gArSJer X WRGRI AMISTh BeTIThRI AIdewn
HTITITHT AT Svel Wetd! YfHdIH! gui T4 |

You are required to discuss the general principles of sound lending that should be
followed by the bank officials at the time of granting advances and explain why
cash credit is the most favoured method for availing credit.

19 ¥l @IS Banking official, fH¥l IME®w BT Advances UG HRal &, S A
foo1 91al @1 9= AT AMEA ST general principles of sound lending HEatTd
2 | Cash credit 9™ &< &I YGId A9 advance UGfT H B SI1&T y=ferd & |

Y A SR GG GIE A9 TH® (@ AN ST S ©F FIBIC It Sl 1 2l
8IZeR (0 19 39l (cash credit) (F IR SN “afs Ie7 2 & 9

el JERI 37 9 RIgTIeed! Bahd T+ 9T d@ Abade gl A
U &I UIedT GuEs X e SuR foder ot fbe e sfee vl
YT (favoured) fafer BT W=k FEMSIRN |

Explain how Insurance is important as an aid to Trade and Industry. Discuss the
basic principles of Insurance.

Insurance ¥ X8 ¥ Trade 3R Industry & foR) 948d omawded WY © |
Insurance & A= R¥gid & IR H faRa |

e ¢ Afdey AN FIIE AW T, O 390 Feat I A Nfoe AR =
N

T HIR AR I IJEAFTH! AT T AEIADRT w9 AT AEdge] g TN |
DT MRV RigTes Bahd T4 |

DSE-1B
PRINCIPLES OF MARKETING

Answer all the assignment
¥4 assignment @773 e wis
| geAH IR S

“Marketing is different from selling.” — Explain the statement. You are also
required to discuss the challenges faced by the marketers in the contemporary
business environment.

“Marketing is different from selling.” — 9 ®2F & Yie FIRI| 39 T
A T H, Uh marketer BT R RIT TR BT HMHAT BRAT ISl &, T4
ar ¥ e |

“Freeael R Reread @ f[wg = - S 3 et 99w afifens e
QTG AT @-57e - A 20 ©f ARSI Tead FE

HHCT fdb! w=] TR B'— AT [GaR0T % JESIe | AHBIeid  @TaR
IIATEROTHT marketers B0cl ATHAT TNREHT FAIEwd! IRAT U TSl BA®h
T 3MIeTH B |
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Briefly discuss the different stages through which a consumer passes while
buying a consumer durable, say a computer or a nondurable, say, a shampoo.
Explain why psychological factors are important in taking a purchase decision of
high involvement product.

Consumer durable ¥RIGd I, BT consumer [ fH stages A TORAT TS
g— SN computer AT nondurable, AT shampoo. 3MI HI Ia=T & f& &l
psychological factors il 31 &M & product WRIEH & Tad dgd Hgd
TG 2 |

qFer &2 49 @ aes-GFH2 (consumer durables) @, @F SR Sl
35 alfeF-S-(GF2 (consumer nondurable) T3y, (@ *J1=7] fFaas; O @ 2@ At
Aafed Wy e wIfeqifze 29 ©f wfEFrdiE 9@ s@n HErei ™iRFS (high
involvement) @3 (PN (F(q T3ifed el Senoa S

Hfard AT v TRUEE 7 TS JOEw USTl SUNRHT fCdTs, Td Hrajex
g1 IR fedhT®, WY A8, WIS Tl UIRT T8 B dAd] BAhd T4 | o
I IAED WG Fog e it w9 d=rie dRe Ag<dqol B9 gu

THEN |

When a firm develops a new product for the first time, it has to set a price. In this
context you are required to discuss the factors that are to be taken into
consideration while setting the price of a new product. Also discuss the pricing
strategy that you recommend for the new product.

59 W P firm fHAT T product PI UEel IR market H AN T, IH IA
product @1 price R HAT ggAT &— A A< H M b fHA factors &I
&M AT | DI AT product & foIT MU HET pricing strategy ®I AFAGT
B |

T4 9B 7167 B (I gl T ISP FACS bW ©I GG 351 efizel F0e
1”7 - @3 @fFce [ [ g [Kevl Fa0e =0 ¢ w9 wad 3o e wae & &
(et i il S|

W4 BHel Ufedll Ued Al STe f[Ad 19w Iel ¥ U TUes | I9
HHAT JUISS AT IUTGDh] g T &l [IaRAT fof] U dReew Baha T
IS B | AT IAGADI AT qURel RIBIRE T o FeRT iy

IRAT U BA%d TE |

Explain the different tools of promotion used by the marketers for promoting their
products / services. You are also required to highlight the unique features and
significance of Direct Marketing. Personal selling and Public Relations in
Marketing.

®Is A marketer & U fHH TRE & tools Hlga B &, 3T products /
services @ promotion & foIU| MUBI 37 W9 & fARNAT U9 Hed &1 Ioi
$AT ©— Direct Marketing, Personal selling and Public Relations.

10+5 =15

10+5 =15

10+5=15
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GG RATRR ©OF T A ORI ePTFACER (T @ ol waerme S, of 3¢
I@ @2 @fFce e Reldw, Jfere S Reg aR G e TiFe
Affne @iE) @R @ ALFe! S FEM

Marketers o 3T IATGAe®DI promotion HI AT TANT TRBT U]
(promoting) I IUBRUIEH quiF e | dUTSel Direct Marketing, Personal
selling ¥ Public Relations in Marketing &1 37UH FfIeTEw X H<d BISATSE T4
ATIRID O |




