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K-1228

M.Com. Final Examination, 2022
(Group - B)
ADVERTISINGAND
SALES MANAGEMENT
[ Paper : Third (Optional) ]
Time Allowed : Three Hours
Maximum Marks : 100
Minimum Passing Marks : 36

Note : Attempt all five questions. one question from each unit

is compulsory. All questions carry equal marks.
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UNIT-l / S

1. What is advertisement ? Discuss the economic and

social effect of advertisement. [20]
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OR / SYqr
Write short notes on :
it fewelt fofeg
(a) Advertising Budgets
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(b) Advertising and Consumer Behaviour
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2. What are the different media of advertising? Explain
briefly. [20]
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Write short notes on the following :
Frriofaa @ @it feuafrl fafaw:
(a) Advertising appeal
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(b) Advertising Copy
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UNIT-IIl / SR~

3. Write short notes on the following : [20]
Frrfafa o diera feuafrl R -
(a) Sales Research
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(b) Communication Research
REIECREIN]
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Define salesmanship and describe its scope and

objective.
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UNIT-IV / -1V
4, Explain different types of sales organization and state its
merits and demerits. [20]
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What is sales forecasting ? Explain in detail the

determination of sales territories.
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UNIT-V / HE-V

5. What do you mean by sales force management ? What

is importance of effective sales force management. [20]
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Write short notes on the following :
Frrfataa o e fewfrl fafaw:
(a) Analysis of Sales Volume
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(b) Costs and Profitability
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