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PG-20393 
TERM END EXAMINATION – 2020 

M. Com. FINAL YEAR MGT. 

Advertising and Sales Management 

  

                                               [Maximum Marks: 70 

 
    UkksVUkksVUkksVUkksV % le; & fo'ofo|ky; le; lkj.kh ds vuqlkjA 

   lHkh iz’u vfuok;Z gSaA lHkh iz’u ds vad leku gSaA 

 Note : Time – According to University Timing.  

   All questions are compulsory. All question carry equal marks.  

  
 

1. foKkiu ds fofHkUu mÌs’; D;k gaS\ mnkgj.kksa dh enn ls le>kb,A        ¼14½¼14½¼14½¼14½    

What are various objectives of Advertising? Explain with the help of examples.  

vFkokvFkokvFkokvFkok @@@@    OR  

 foKkiu ds uSfrd] lkekftd vkSj vkfFkZd igyw ij foLr`r fVIi.kh fyf[k;sA   

 Write a detailed note on Ethical, Social and Economical aspect of advertising.  

2. Vsyhfotu ehfM;k] jsfM;ks ehfM;k vkSj baVjusV ehfM;k ds Qk;ns vkSj uqdlku ij izdk’k 

 MkysaA                ¼14½¼14½¼14½¼14½  

Highlight the advantages and disadvantages of Television Media, Radio Media 

 and Internet Media.   

vFkokvFkokvFkokvFkok @@@@ OR  

 foKkiu vihy D;k gS\ fofHkUu izdkj dh foKkiu vihy dk o.kZu djsaA  

 What is advertising appeal? Describe different types of advertising appeal.  
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3. ,d foKkiu ,taslh dk p;u djrs le; ,d foKkiu nkrk dks fdu igyqvksa ij fopkj djuk 

 pkfg,\               ¼14½¼14½¼14½¼14½ 

What are the different aspects an advertiser should consider while selecting 

 an advertising agency? 

vFkokvFkokvFkokvFkok @@@@    OR  

 foØ; izca/ku ds egRo dks le>kb, ,oa foØ; dfeZ;ksa ds fy, vko’;d xq.kksa dk o.kZu dfj;sA  

 Explain the importance of sales management and qualities required for sales 

 personnel. 

4. foØ; laxBu ij ,d foLr`r uksV fyf[k;sA           ¼14½¼14½¼14½¼14½ 

Write a detailed note on Sales Organization.  

vFkokvFkokvFkokvFkok @@@@ OR  

 (a) foØ; dksVk dks ifjHkkf"kr djsaA dkSu ls dkjd bls fu/kkZfjr djrs gSa\ le>kb;sA   

  Define Sales Quotas. What factors determine it? Explain. 

 (b) foØ; ctV dh O;k[;k djsa ,oa foØ; ctV dh izfØ;k dks le>kb,A        

  Explain sales budget and procedure of sales budgeting.  

5. eqvkotk iSdst ds ewy ?kVd D;k gaS\ fdl vk/kj ij foØ; cy dk eqvkot+k r; fd;k tkrk 

 gS\ foLrkj ls le>kb,A             ¼¼¼¼14141414½½½½ 

What are the basic components of compensation package? On what basis 

 are the sales force compensation decide? Explain in detail.  

vFkokvFkokvFkokvFkok @@@@ OR  

 lsYlesu Vªsfuax ls vki D;k le>rs gaS\ blds egRo ds lkFk vPNh izf’k{k.k ;kstuk ds fl)karksa 

 ij ppkZ djsaA  

 What is meant by Salesman Training? Discuss the principles of good training 

 scheme along with its importance. 

……………….-XX………………. 


