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RAN-1908060102030001
M. Com. (Sem.-II) Examination November - 2025

Advertising & Sales Management - II

Time: 2 Hours ] [ Total Marks: 50

k|Q“p : / Instructions

(1) D‘fp¡¼s v$ip®h¡g rhNsp¡ DÑfhlu ‘f Ahíe gMhu.
 Fill up strictly the above details on your answer book

(2) S>dZu bpSy>“p Ap„L$X$p âñ“p NyZ v$ip®h¡ R>¡.
 Figures to the right indicate marks of the questions.

Seat No.:

Student’s Signature

â.1.  V|„$L$dp„ S>hpb Ap‘p¡.    10
 1. “¥rsL$ A‘ug A¡V$g¡ iy„?
 2. A¡.A¡k.ku.ApB (ASCI) “u S>ê$qfeps ip dpV¡$ R>¡?
 3. h¡QpZ q¾$ep ‘X$sf rhíg¡jZ“p âL$pfp¡¡ S>Zphp¡.
 4. h¡QpZ k„Qpg“ AÞh¡jZ (Sales Management Audit) A¡V$g¡ iy„?
 5. k¡ëkd¡“ DÐ‘pv$L$sp ArcNd“¡ Ap^pf¡ k¡ëkd¡“ k„¿epbm “½$u L$fhp dpV¡$ L$B ap¡çey®gp rhL$kphu R>¡?

â.2. A. A¡.A¡k.ku.ApB (ASCI) “u cyrdL$pAp¡“u QQp®Ap¡ L$fp¡.  7
 b. rhop‘“ k„v$¡ip rhL$pk“u âq¾$ep“p„ sb½$pAp¡ kdÅhp¡  7

A’hp
â.2. A. f¡qX$ep¡ A“¡ V¡$gurhT“ rhop‘““u L$p¡‘u kdÅhp¡.   7
 b. D‘cp¡¼sp S>eyfu kh£ îp¡spAp¡“u k„¿ep“u ‘Ý^rsAp¡ kdÅhp¡.  7

â.3. A. h¡QpZ v$m“u L$pdNufu d|ëep„L$““u âq¾$ep hZ®hp¡   7
 b. k¡ëkd¡“p¡“u r“dÏ„L$ dpV¡$“u ifsp¡ kdÅhp¡.   7

A’hp
â.3. A. ‘¡v$pihpf h¡QpZ rhíg¡jZ kdÅhp¡.    7
 b. k¡ëkd¡““p Arcâ¡fZ“p Sy>v$p Sy>v$p Ap¡Åfp¡ hZ®hp¡  7

â.4. A. V|„$L$ “p¢^ gMp¡ (Nd¡ s¡ A¡L$)¡    6
 1. rhop‘“ k„v$¡ip“y„ dpmMy„
 2. r“ròs ‘Npf ep¡S>“p“p„ apev$pAp¡

 b. L¡$k õV$X$u      6
   ÆNpÆ ""hpe'' A¡ A¡L$ dp¡V$u cpfsue L„$‘“u R>¡ S>¡ S|>sp A“¡ L$‘X$p„ b“ph¡ R>¡. s¡“u õ’p‘“p
  2020 dp„ ’B lsu A“¡ s¡ “hu dy„bB“p dfu“ buQ ‘f [õ’s R>¡. ApS>¡ s¡ cpfsdp„ ÓuÅ ¾$d“u
  kp¥’u dp¡V$u S|>sp“u b°pÞX$ ^fph¡ R>¡. L„$‘“u i¡‘A‘ i|T dpV¡$ N¡fdpN®¡ v$p¡fsu Ål¡fpsp¡ ‘f L$p“|“u
  dyíL¡$gu“p¡ kpd“p¡ L$fu flu R>¡ A“¡ S>¡dp„ v$php¡ L$fhpdp„ Apìep¡ R>¡ L¡$ s¡Ap¡ hL®$ApDV$ dpV¡$ rS>ddp„ Nep
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  rh“p h‘fpiL$sp®Ap¡“¡ hS>“ OV$pX$hpdp„ A“¡ õ“peyAp¡“¡ dS>b|s L$fhpdp„ dv$v$ L$fu iL¡$ R>¡. Ap
  L„$‘“u õhpõÕe gpcp¡“p„ Qp¡½$k ‘yfphp A“¡ Mp¡V$p v$phpAp¡ Ap‘u“¡ rhrh^ dpÝedp¡dp„ Ål¡fps
  âQpf Ty„b¡i L$f¡ R>¡.
  âñp¡ :
  1. L„$‘“u c°pdL$ Ål¡fpsp¡ L¡$hu fus¡ fp¡L$u iL¡$?
  2. c°pdL$ Ål¡fpsp¡ fp¡L$hpdp„ N°plL$p¡ iy„ c|rdL$p cS>hu iL¡$?

ENGLISH VERSION

Q.1.	 	 Answer	briefly.			 	 	 	 10
 1. What is Moral appeal?
 2. Why is ASCI needed?
 3. State the types of Sales Cost Analysis.
 4. What is Sales Management Audit?
 5. Which formula has been developed to determine the sales force based on salesman 

productivity approach?

Q.2. A. Discuss the roles of ASCI.    7
 B. Explain the stages of the process of the Advertising Message Development.  7

OR
Q.2. A. Explain the copy of Radio and Television advertising.  7
 B. Explain the methods of Consumer Jury Survey and Exposure of Audience.  7

Q.3.  A. Describe the process of performance appraisal of sales force.  7
 B. Explain the conditions for appointment of salesmen.  7

OR
Q.3.  A. Explain product wise sales analysis.    7
 B. Describe the different tools of motivation of a salesman.  7

Q.4. A. Write	a	Short	note	on	:	(Any	one)	 	 	 	 6
 1. Structure of advertising message
	 2.	 Advantages	of	fixed	salary	scheme
 B. Case	Study	:	 	 	 	 	 6
   Jigaji “Y” is a large Indian company that manufactures shoes and clothing. It
  was founded in 2020 and is located in Marine Beach, New Mumbai. Today, it is the
  third largest shoe brand in India. The company is facing legal trouble over  misleading 

advertisements for its shape-up shoes, which claim that they can help users lose weight 
and strengthen muscles without going to the gym for a workout. The company has been 
running	advertising	campaigns	in	various	media	outlets,	providing	specific	evidence	of	
health	benefits	and	false	claims.

  Questions:
  1. How can a company stop misleading advertisements?
  2. What role can consumers play in stopping misleading advertisements?


