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M. Com. (Fourth Semester)
EXAMINATION, 2020

(Optional—Specialization)
[Optional Group (A) Marketing]
Paper Second
ADVERTISING AND SALES MANAGEMENT
Time : Three Hours

Maximum Marks : 80
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Attempt all the five questions. One question from each
Unit is compulsory. All questions carry equal marks.
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Define Advertising. Discuss the objectives and functions
of advertising.
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What do you understand by Marketing Mix ? Explain the
role of advertising in the Marketing Mix.
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Explain the determining factors that affect advertising
media decisions.
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What is the procedure of constructing an advertisement ?
Explain the essential elements of an advertisement copy.
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What do you understand by Advertising Agency ?

Explain the considerable factors in the selection of an
advertising agency.
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What do you understand by Advertisement Budget ?

Explain the various methods of preparing advertisement
budget.
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Write the importance of personal selling and explain, how
personnel selling differs from advertising.
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Define sales promotion. Explain various methods of sales
promotion.
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What is sales management ? Describe the objectives and
functions of sales management.
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Discuss the necessity of direction and control of the work
of salesmen. Explain the method of evaluating the
performance of salesmen.
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