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M.Com. (Final) Business Administration
Examination, 2018

SALES AND ADVERTISING MANAGEMENT
Paper - 1I-B

Time : Three Hours -
Maximum Marks : 100

PART-A [Marks : 20]
(@ve-21)
Answer all questions (50 words each).
All questions carry equal marks.
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PART-B [Marks : 50]
(@ve-9)
Answer five questions (250 words each). Select one question
from each unit. All questions carry equal marks.
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PART-C ~ [Marks : 30]
(@ve-1)
Answer any two questions (300 words each).
All questions carry equal marks.
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(vi)

PART-A
(TUg-3v)

UNIT-I
(FFTe-I)
Define Sales-Organisation.
fawa-wme # Wi wifw)
What do you mean by Sales-Manager ?
frFa-yauE @ A F= oafmm 22
UNIT-1I
(FT-1D)
What is 'Selection’ ?
‘T o R
What is "Motivation".
“afyon’ @ #2
UNIT-III
(F-110)
Define "Sales-fields".
“fawa-a'’ @ TRwfE wifSa)
What is "Sales-quota"” ?
“frrg-wR R/ R
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UNIT-1V
(ga-1V)
(vii) Define » Advertisement".
A’ R i)
(viii) What is "Advertisement—Departmem" ?
g # 7

@=w-V)
(ix) What is " Advertising copy" 2
A I
(x) Define " Advertising-appeal”.

 frgroR-orde’! oo T

PART-B

(QUs-¥)

UNIT-1

(w1

Explain the territory
drifers & W
(=rgan)

State the respons

Salesman.
et ® YA T fawa
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based structure of Sales Organisation.

wuﬁawma%aﬁﬁmn

ibilities of a Sales Manager towards
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UNIT-1I1

(FTE-11)
Explain in brief the principles which should be kept in
mind while selecting a Salesman.

OR
(37emm)

Discuss Significance and need of Sales-traim'ng.
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UNIT-I11

(FFTE-111)

What factors should be considered while setting
"Sales-Quotas" ?

. “ﬁﬁ-ﬁa"ﬁmémmﬁwmmﬁw

' gETEy
OR
(319

Discuss significance and need of "Sales-territories".
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UNIT-1v

FFE-1V)

5.  Give the definition of Advertising ang describe

functions, :
TR #1 SR A v v T Hif
‘ OR ;
(3terE)

What is meant by misleading or unethical advertising
What are its implications,
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PART-C
(Tus-9)

UNIT-1

-1

7. What are the various bases of specialisation for developing

nSales-Organisation” ?

e -TEA W frwfad 1 ® froraaet & faf=
o

UNIT-II

@E-10)

8. Describe various methods of "Sales-Training".

g’ o= fafud & Fo IS

UNIT-111

(sag-110)

9. Describe the various types of nSales-Quotas” and methods

of their determination.
R SR 1o R T TR R
fafugi A1 FEEEC

& fufm &
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UNIT-1IV

FFE-1V)

10. Discuss advantages and disadvantages of Advertising.

oo ® o @ il w faEem Fif)

UNIT-V

FFE-V)
11. What is Press Advertising ? Discuss the advantages and
disadvantages of Newspaper Advertising in Press

Advertising.
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