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RAN-1908060102030001 / 1908060402030001 /

1908060202030001

M.Com. (Sem. II) Examination October - 2023

Advertising and Sales Management - II

Time: 2 Hours ] [ Total Marks: 50

k|Q“p : / Instructions

(1)

 

“uQ¡ v$ip®h¡g  r“ip“uhpmu rhNsp¡ DÑfhlu ‘f Ahíe gMhu.
Fill up strictly the details of  signs on your answer book

Name of the Examination:

 M.Com. (Sem. II)

Name of the Subject :

 Advertising and Sales Management - II

Subject Code No.:
1908060102030001 / 1908060402030001 /

1908060202030001

Seat No.:

Student’s Signature

 

(2) S>dZu bpSy>“p Ap„L$X$p âñ“p NyZ v$ip®h¡ R>¡.
(3) âñ-1 afrS>eps R>¡.

â. 1  V|„$L$dp„ S>hpb Ap‘p¡.   10

 (1) rhop‘“ L$p¡‘u“p OV$L$p¡ S>Zphp¡.

 (2) Ål¡fps A‘ug A¡V$g¡ iy„?

 (3) h¡QpZ v$m“y„ “¡s©Ðh A¡V$g¡ iy„?

 (4) k¡ëkd¡“ h¡s“ ep¡S>“p“p âL$pfp¡ S>Zphp¡.

 (‘) h¡QpZ MQp®Ap¡ ‘f A„Ly$i fpMhp“u ‘Ý^rsAp¡ S>Zphp¡.

â. 2  V$¡gurhT“ A“¡ r‘°ÞV$ dpÝed rhop‘“ dpV$¡“u L$p¡‘u rhL$pk“u âq¾$ep kdÅhp¡.  (13)

A’hp

â. 2  L|$‘“ ‘fs rhíg¡jZ A“¡ r“e„rÓs ‘°ep¡Np¡“u ‘Ý^rsAp¡ kdÅhp¡.  (13)
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â. 3  h¡QpZ v$m“¡ spgud A“¡ â¡fZp Ap‘hp“y„ dlÐh hZ®hp¡.  (13)

A’hp

â. 3  h¡QpZ A„Ly$i“u âq¾$ep kdÅhp¡.    (13)

â. 4 (A) V|„$L$ “p¢^ gMp¡. (Nd¡ s¡ A¡L$)    (07)

 (1) A‘ug“p âL$pfp¡

 (2) h¡QpZ ‘©Õ’L$fZ

‘°. 4 (b) L¡$kõV$X$u:      (07)

   Adf eyr“ rghf L„$‘“u cpfsdp„ hjp£’u rhrh^ âL$pf“p kpby“y„ DÐ‘pv$“ A“¡ 
h¡QpZ L$f¡ R>¡. L„$‘“uA¡ L$p¡fp¡“p hpefk“p a¡gphp“¡ fp¡L$hp dpV$¡ lp’ ^p¡hp dpV$¡ Ap‘hpdp„ 
Aphsp dlÐh“¡ Ýep“dp„ fpMu“¡, "Ap¡L¡$ gpBa bp¡e' kpby“u Ål¡fps rhrh^ dpÝedp¡dp„ 
Ap‘hpdp„ Aph¡g R>¡. spS>¡sfdp„ N°plL¡$ A¡.A¡k.ku.ApC (ASCI) “¡ "Ap¡L¡$ gpBa 
bp¡e' kpby“u lgL$u NyZhÑp AkfL$pfL$sp“u bpbs¡ aqfepv$ L$fhpdp„ Aphu R>¡ A“¡ 
L$p¡fp¡“p hpefk“p a¡gphp“¡ fp¡L$hp dpV$¡ L$„‘“u gp¡L$p¡“¡ Ål¡fps Üpfp Mp¡V$u fus¡ N¡fdpN£ 
v$p¡f¡ R>¡. Ap L¡$kdp„ Årl$fpsdp„ A‘“phpsu N¡ffursAp¡“¡ L$C fus¡ A„Ly$idp„ gC iL$pe? 
sdpfp d„sìep¡ S>Zphp¡.

ENGLISH VERSION

Instructions: 

(1) Figures to the right indicate marks of the questions.

(2) Q. No 1. is compulsory.

Q. l  Answer in short.    (10)

 (1) State the components of advertising copy

 (2) What is advertisement appeal?

 (3) What is sales force leadership?

 (4) State the types of salesman compensation plans.

 (5) State the methods of controlling selling expenses.

Q. 2  Explain the process of copy development for television and print media (13) 

advertising. 

OR

Q. 2  Explain methods of coupon return analysis and controlled experiments. (13)
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Q. 3  Describe the importance of training and motivating the sales force. (13)

OR

Q. 3  Explain the process of sales control.   (13)

Q. 4 (a) Write a short note: (any one)   (07)

 (1) Types of Appeal

 (2) Sales analysis

Q. 4 (b) Case Study:     (07)

   Amar Uni Liver Company has been manufacturing and selling 

various types of soaps in India for years. Keeping in view the importance 

given by the company to hand washing to prevent the spread of corona 

virus, the advertisement of ‘OK Life Boy’ soap has been given in various 

media. Recently a consumer has complained to ASCI regarding the low 

quality and effectiveness of ‘OK Life Boy’ soap and the company is 

misleading people through advertisements to prevent the spread of Corona 

Virus. How can the malpractices in advertising be curbed (controlled) in 

this case? State your views.


