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RAN-1808060101030001
M.Com. (Sem. - I) Examination November - 2025

Advertising and Sales Management-I (Paper - 103)

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 âí““p ‘|Z® 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) k¡ëkd¡“ Al¡hpgdp„ L$C rhNsp¡“p¡ kdph¡i ’pe R>¡?
 (2) h¡QpZ bS>¡V$“p l¡syAp¡ L$ep R>¡?
 (3) rhop‘“ D‘cp¡¼sp“y„ L$ëepZ L$C fus¡ L$f¡ R>¡ ?
 (4) ‘¡L¡$tS>N A“¡ g¡btgN’u DÐ‘pv$L$“¡ ’sp apev$pAp¡ S>Zphp¡.
 (5) h¡QpZ k„Qpg““p L$p¡C‘Z Qpf l¡syAp¡ S>Zphp¡.

â.2 (A) h¡QpZ k„Qpg“ A“¡ h¡QpZL$mp„ hÃQ¡“p¡ saphs kdÅhp¡.  (07)
 (b) h¡QpZ Apep¡S>““u âq¾$ep kdÅhp¡.    (07)
    A’hp
â.2. (A) h¡QpZL$mp“u ‘Ý^rsAp¡ hZ®hp¡.    (07)
 (b) h¡QpZ Ap^pfZ“p„ apev$pAp¡ kdÅhp¡.    (07)

â.3. (A) rhop‘““p AkfL$pfL$ l¡syAp¡ hZ®hp¡.    (07)
 (b)  Ål¡fps“p L$p¡C‘Z b¡ âL$pfp¡ kdÅhp¡.    (07)
    A’hp
â.3. (A) Ål¡fps“p dpÝed sfuL¡$ BÞV$f“¡V$“u QQp® L$fp¡.   (07)
 (b) Ål¡fps“u kpdprS>L$ Akfp¡ hZ®hp¡.    (07)

â.4. (A) V|$„L$ “p¢^ gMp¡ : (Nd¡ s¡ A¡L$)    (06)
 (1) rhop‘““u c|rdL$pAp¡
 (2) h¡QpZ L$mp“u dep®v$pAp¡
â.4. (b) L¡$k õV$X$u :      (06)
  kyfS> rgrdV$¡X$ kyfsdp„ R>¡ëgp 10 hj®’u rhrh^ âL$pf“p OqX$epmp¡“p ÓZ ip¡ ê$d ^fph¡ R>¡. v$f hj£  

s¡“y„ h¡QpZ 10% h^¡ R>¡, ‘f„sy R>¡ëgp b¡ hj®’u h¡QpZ [õ’f ’C Ney„ R>¡. Ål¡fps Ar^L$pfu sfuL¡$  
sd¡ L$ep âL$pf“p Ål¡fps“p dpÝedp¡ ‘k„v$ L$fip¡? ip dpV$¡?
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ENGLISH VERSION

Q.1.  Answer in brief:    (10)
 (1)  What details are included in a salesman report?
 (2) What are the objectives of a sales budget?
 (3) How does advertising welfare the consumer?
 (4) State the benefits of packaging and labelling to the manufacturer.
 (5) State any four objectives of sales management.

Q.2. (A) Explain the difference between sales management and salesmanship.  (07)
 (B) Explain the process of the sales planning.   (07)
    OR
Q.2. (A) Describe the techniques of salesmanship.   (07)
 (B) Explain the advantages of a sales forecasting.  (07)

Q.3. (A) Describe the effective purposes of advertising.  (07)
 (B) Explain the any two types of advertising   (07)
    OR
Q.3. (A) Discuss the internet as media of advertisement.  (07)
 (B) Describe the social effects of advertisement.  (07)

Q.4. (A) Write a short notes: (Any one)    (06)
 (1) Roles of the advertising.
 (2) Limitations of salesmanship.
 (B) Case Study:     (06)
  Suraj Limited has been operating three showrooms of various types of watches in  

Surat for the last 10 years. Its sales increase by 10% every year, but sales have  
stagnated for the last two years. As an advertising officer, what type of advertising  
media would you choose? Why?


