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EXAMINATION FEBRUARY-MARCH 2024
MASTER OF COMMERCE (SECOND SEMESTER)
ADVERTISING AND SALES MANAGEMENT — 11 - LEVEL 3

[Time: As Per Schedule] [Max. Marks: 50]

Instructions: Seat No:
1. Fill up strictly the following details on your answer book
a. Name of the Examination: MASTER OF COMMERCE
(SECOND SEMESTER)
b. Name of the Subject: ADVERTISING AND SALES
MANAGEMENT - 11 - LEVEL 3
c. Subject Code No: 1908060102030001 / 1908060402030001 /
1908060202030001
2. Sketch neat and labelled diagram wherever necessary.
3. Figures to the right indicate full marks of the question. Student’s Signature
4. All questions are compulsory.

Q1  2sui osalu AL\, 10
Answer in short.

(1) 1S AULRL Uddld weq g2
What is unique selling proposition?

(2) Weild 5412l Aeq gj?
What is impact test?

(3) ANt H&dldal] UslR] wLLdl.
State the types of salesman report.

(4) HL[E2L uee (clef) vu1e %aLLd).
Explain the concept of marking system

(5) AULRL AU LGl Wedn) Aeq gj?
What is sales management audit?
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Q.2

Q.3

Q4

(1) WLE Hlu15€ §lotof] [Ast iUl SIU] AUIR 52,
Prepare advertisement copy of smart mobile phone.

() W AH 4L ALY (ASCI)eAl ¢ Hs1 vHdl.
Explain the role of ASCI.

¥ Ydq|
OR

() (1201 -l ylotef] yen(d quesd).
Explain the method of control field experiment.

(W) (Mo H1(SUL (astius silefl ulsal agldl.
Describe the process of print media advertising copy

() Aeqellefl (A4S HI2sll 2Acl) AHedl.
Explain the conditions for appointment of salesmen

(04) AULRL WY [) U g2l 2Avidlefl Urd(dad) drld).
Describe the methods of controlling selling expenses

¥{Yql
OR

() AN 1ol Acdetof] Alogetlol AR Sl URW] uHondl.
Explain the factors affecting the salesman compensation plans.

(&) AULRL £l SIHELef] 21RUAL aldl.
Describe the importance of sales force performance

(W) &5 «ilt quil: (1] d ¥ls)

Write a short note on: (Any one)

(1) [AStiust A2 Qlle] Hlny]
Structure of advertising message

(2) Ug(d Wlsf (ANl
Activity cost analysis
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(W) 53 23l
Case Study:

eful 5As\ (15 SUsil Deal Uiy anefl YdHi w1 2ld) ( Smart
TV), X483l (LED TV), & 4K TV (4k 2ldl4) of Gallesl el QUL 53 B.
3| $Usf] @1cetl dHIH (A1 HIZ 100 AeuNAue sl B, ¢ $usil
ANt didld wWiudl Hid 8. AN ta dllH Hudl HI dil 56

Uer [dad] Ude S22 2 2L HIS 2 dHIRL A (UL A1),

Anupama Electronic Company has been manufacturing and selling Smart TV,
LED TV, & 4K TV in Surat for the last five years. This company has selected
100 salesmen for all regions of India. Now the company wants to train
salesmen. Which techniques of training you should be selected to salesmen?
Why? Give yours opinions.

*xkkk
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