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RAN-1808060101030001
M.Com. (Semester-I) Examination April - 2026

Advertising and Sales Management-I

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 âï““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) h¡QpZL$mp“u kamsp“p„ NyZp¡ S>Zphp¡.

 2) L©$rj DÐ‘pv$““u h©qÙ ‘f“u Ål¡fps“u Akfp¡ S>Zphp¡.

 3) h¡QpZ ìehõ’ps„Ó“u dlÐhÑp iy„ R$¡ ?

 4) Ål¡fps dpÝed hpl““u ‘k„v$Nu“¡ Akf L$fsp ‘qfbmp¡ ¼ep R$¡?

 5) Ål¡fps MQ®“u apmhZu“p Ap^pfp¡ S>Zphp¡.

â-2. A) h¡QpZ ìehõ’ps„Ó“u fQ“p“u âq¾$ep kdÅhp¡.  07

 b) h¡QpZ L$mp A¡V$g¡ iy„? s¡“y„ dlÐh kdÅhp¡.   07

A’hp

â-2. A) h¡QpZ k„Qpg“ A¡V$g¡ iy„? h¡QpZ k„Qpg““p„ L$p¡C‘Z b¡ L$pep£ kdÅhp¡. 07

 b) h¡QpZ Apep¡S>““p âL$pfp¡ kdÅhp¡.   07

â-3. A) rhop‘““p AkfL$pfL$ A“¡ ìehlpfy„ l¡syAp¡ kdÅhp¡.  07

 b) d¡rNT“ rhop‘““p apev$pAp¡ A“¡ N¡fapev$pAp¡ hZ®hp¡. 07

A’hp

â-3. A) ""Ål¡fps A¡L$ kpdprS>L$ Ar“ô$ R$¡''. Ap rh^p““u V$uL$pÐdL$ QQp® L$fp¡. 07

 b) rb“-dpÝed Ål¡fps“p„ L$p¡C‘Z b¡ âL$pfp¡ V|$„L$dp„ kdÅhp¡. 07

â-4. A) V|$„L$ “p¢^ gMp¡.  (Nd¡ s¡ A¡L$)   06

 1) Ål¡fpsdp„ f¡hÞey dp¡X$¡g âpChku.

  (Revenue Model Privacy in Advertising)

 2) ìe[¼sNs h¡QpZ A“¡ h¡QpZ L$mp hÃQ¡“p¡ saphs.
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â-4. b) L$¡k õV$X$u :-   06

   rhfpV$ rgrdV$¡X$ R$¡ëgp 20 hj®’u kp¦v$e® âkp^““p„ DÛp¡Ndp„ R$¡.Ap DÛp¡Ndp„ OZp fpóV²$ue 

A“¡ õ’pr“L$ A¡L$dp¡ âh¡iu füp R$¡. lh¡ rhfpV$ rgrdV$¡X$ R>¡ëgp ‘p„Q hj®’u lfuapC“p¡ kpd“p¡ L$fu 

flu R$¡. S>¡’u “ap¡ A“¡ h¡QpZ“p¡ rlõkp¡ ‘Z R>¡ëgp  ‘p„Q hj®’u “uQp¡ S>C füp¡ R$¡.

   sd¡ Ap L$„‘“u“p bÅf Ar^L$pfu sfuL$¡ “ap¡ A“¡ h¡QpZ“p¡ rlõkp¡ h^pfhp dpV$¡ L$ep 

âL$pf“p dpÝedp¡ A“¡ rhL$ë‘p¡ ‘k„v$ L$fip¡? ip dpV$¡?

ENGLISH VERSION

Q-1.  Answer in brief :–   10

 1) State the successful qualities of salesmanship.

 2) State the effects of growth in agriculture on production of advertising.

 3) What is an important sales organisation?

 4) Which are the factors an affecting the selection of media vehicle?

 5) State the bases of allocation of advertising budget.

Q-2. A) Explain the process of setting of sales organization. 07

 B) What is salesmanship? Explain its importance. 07

OR

Q-2. A) What is sales management? Explain any two functions of sales management. 07

 B) Explain the types of the Sales Planning.   07

Q-3. A) Explain the effective and practical purposes of advertising. 07

 B) Describe the advantages and disadvantages of the magazine advertising. 07

OR

Q-3. A) "Advertising is a social evil" Discuss this statement critically. 07

 B) Briefly explain any two types of non-media advertising. 07

Q-4. A) Write a short notes:- (Any one)   06

 1) Revenue Model Privacy in advertising

 2) The difference between personal selling and salesmanship

 B) Case Study :–   06

   Virat Limited is in the cosmetics industry for the last 20 years. Lately many 

national and local units are entering this industry. Now Virat Limited is facing 

competition for the last five years. So the profit and sales share is also going 

down for the last five years.

   As the marketing officer of this company, what kind of means and options 

will you choose to increase the profit and sales share? Why?


