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5308-A 

M.Com. (FINAL) EXAMINATION, 2019 

BUSINESS ADMINISTRATION 

Paper – III - A 

SALES & ADVERTISING MANAGEMENT   

Time: Three Hours 

Maximum Marks: 100 
 

         PART – A ¼[k.M & v½¼[k.M & v½¼[k.M & v½¼[k.M & v½      [Marks: 20] 

Answer all questions (50 words each). 

All questions carry equal marks. 

lHkh iz’u vfuok;Z gSaA izR;sd iz’u dk mŸkj 50 'kCnksa ls vf/kd u gksA  

lHkh iz’uksa ds vad leku gSaA 

         PART – B ¼[k.M &¼[k.M &¼[k.M &¼[k.M &    c½c½c½c½      [Marks: 50] 

Answer five questions (250 words each). 

Selecting one from each unit. All questions carry equal marks. 

izR;sd bdkbZ ls ,d&,d,d&,d,d&,d,d&,d iz’u pqurs gq,] dqy ik¡p iz’u dhft,A 

izR;sd iz’u dk mŸkj 250 'kCnksa ls vf/kd u gksA 

lHkh iz’uksa ds vad leku gSaA 

           PART – C ¼[k.M & l½¼[k.M & l½¼[k.M & l½¼[k.M & l½      [Marks: 30] 

Answer any two questions (300 words each). 

All questions carry equal marks. 

    dksbZ nks iz’unks iz’unks iz’unks iz’u dhft,A izR;sd iz’u dk mŸkj 300 'kCnksa ls vf/kd u gksA 

lHkh iz’uksa ds vad leku gSaA 
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PART – A @ @ @ @ [k.M[k.M[k.M[k.M    & v& v& v& v 

Q.1 (i) What are the characteristics of Line and Staff Organisation?  

  ykbu vkSj LVkQ laxBu dh D;k fo’ks"krk,¡ gSa\    

 (ii) Why is Sales Management Important?  

 fcØh izca/ku D;ksa egRoiw.kZ gS\  

 (iii) What are the major tasks involved in managing the Sales Force?  

  lsYl QkslZ ds izca/ku esa 'kkfey izeq[k dk;Z D;k gSa\  

 (iv) What role does training play in Sales Force Management?  

  lsYl QkslZ eSustesaV esa izf’k{k.k D;k Hkwfedk fuHkkrk gS\  

 (v) Which factors determine the size of territory for Salesman?  

  dkSu ls dkjd foØsrk ds fy, {ks= dk vkdkj fu/kkZfjr djrs gSa\  

 (vi) How is Sales Quota determined?  

  fcØh dksVk dSls fu/kkZfjr fd;k tkrk gS\  

 (vii) State two objectives of Advertising.  

  foKkiu ds nks mÌs’; crkb;sA 

 (viii) How does advertising helps in marketing function?  

  foi.ku dk;Z esa foKkiu dSls enn djrk gS\  

 (ix) How many types of Advertising Appeal are there? Name any four.  

  foKkiu vihy ds fdrus izdkj gksrs gSa\ dksbZ Hkh pkj uke crkb;sA  

 (x) What factors affect the selection of Media in Advertisement?  

  foKkiu esa ehfM;k ds p;u dks dkSu ls dkjd izHkkfor djrs gSa\  
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PART – B @ @ @ @ [k.M[k.M[k.M[k.M    & & & & cccc    
UNIT –I@ @ @ @ bdkbZ bdkbZ bdkbZ bdkbZ – I 

Q.2 Discuss in details the Qualities and Functions of a Sales Manager.  

 fcØh izca/kd ds xq.kksa vkSj dk;ksaZ ds ckjs esa foLrkj ls ppkZ djsaA  

OR@ @ @ @ vFkokvFkokvFkokvFkok 
“Every business survives on the pillars of sales of its products or services.” Evaluate 

the statement stating the purpose of Sales Organisation.  

^^gj O;olk; vius mRiknksa ;k lsokvksa dh fcØh ds [kaHks ij fuHkZj jgrk gSA^^ fcØh laxBu ds 
mÌs’; crkrs gq, c;ku dk ewY;kadu djsaA  

UNIT –II@ @ @ @ bdkbZ bdkbZ bdkbZ bdkbZ – II 

Q.3 How is the remuneration of a sales personnel decided? Also discuss various methods 

of non-financial compensation.  

fcØh dfeZ;ksa ds ikfjJfed dk QSlyk dSls fd;k tkrk gS\ xSj & foÙkh; eqvkots ds fofHkUu 
rjhdksa ij ppkZ djsaA 

OR@ @ @ @ vFkokvFkokvFkokvFkok 
“A Sales Executive can perform the best when he is motivated to work for the 

company”. Discuss the statement explaining the role of motivation for Sales 

Personnel.  

^^,d fcØh dk;Zdkjh] dEiuh ds fy, dke djus ds fy, izsfjr gksus ij loZJs"B izn’kZu dj ldrk 
gSA^^ fcØh dkfeZd ds fy, izsj.kk dh Hkwfedk le>krs gq, c;ku ij ppkZ djsaA  

U NIT –III@ @ @ @ bdkbZ bdkbZ bdkbZ bdkbZ – III 

Q.4 Why is it necessary to have sales territories? Describe the factors that organisation 

consider while designing sales territories.   

 fcØh {ks= D;ksa t:jh gS\ fcØh {ks=ksa dks fMtkbu djrs le; laxBu }kjk fopkj fd, tkus okys 
dkjdksa dk o.kZu djasA  

OR@ @ @ @ vFkokvFkokvFkokvFkok 
 Describe various methods of setting sales quotas for sales personnel.  

 fcØh dfeZ;ksa ds fy, fcØh dksVk lsV djus ds fofHkUu rjhdksa dk o.kZu djsaA  

UNIT –IV@ @ @ @ bdkbZ bdkbZ bdkbZ bdkbZ – IV 

Q.5 Explain the role of advertising process in FMCG industry.  

 ,Q,elhth m|ksx esa foKkiu izfØ;k dh Hkwfedk dh O;k[;k djsaA  

OR@ @ @ @ vFkokvFkokvFkokvFkok 
 “Advertising objectives should be based on present market analysis”. Explain.  

 ^^foKkiu ds mÌs’; orZeku ckt+kj ds fo’ys"k.k ij vk/kkfjr gksus pkfg,A^^ le>kb;sA  
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UNIT –V@ @ @ @ bdkbZ bdkbZ bdkbZ bdkbZ – V 

Q.6 Design a suitable Advertisement for your Institute.  

 vius laLFkku ds fy, mi;qDr foKkiu fMtkbu djsaA  

OR@ @ @ @ vFkokvFkokvFkokvFkok 

 Write notes on –  

 (a) “Emotional Advertising Appeal” with suitable examples  

 (b) Creative advertising  

 uksV~l fy[ksa &  

 ¼v½ mi;qDr mnkgj.kksa ds lkFk ^^HkkoukRed foKkiu vihy^^  

 ¼c½ jpukRed foKkiu  

PART – C @ @ @ @ [k.M[k.M[k.M[k.M    & & & & llll 

Q.7 Describe in detail the basic types of Sales Organisation Structure. 

 fcØh laxBu lajpuk ds cqfu;knh izdkjksa dk foLrkj ls o.kZu djsaA  

Q.8 You are a Sales Manager of ABC Company, you need to recruit new Sales Persons 

for your company. Discuss the recruitment and selection procedure of Sales 

Personal.  

 vki ,chlh daiuh ds ,d fcØh izca/kd gSa] vkidks viuh daiuh ds fy, u, fcØh dkfeZd dh HkrhZ 

djus dh vko’;drk gSA fcØh dkfeZd dh HkrhZ vkSj p;u izfØ;k ij ppkZ djsaA  

Q.9 Explain with example the method of assignment of salespersons to territories having 

sales potential proportional to sales person abilities.  

 mnkgj.k ds lkFk fcØh dkfeZd dks fcØh {ks=ksa esa laHkkfor {kerk ds vuqlkj vlkbu djus dh 

fof/k crk,aA  

Q.10 Discuss the role of Negative Advertising.  

 udkjkRed foKkiu dh Hkwfedk ij ppkZ djsaA  

Q.11 What role does media play in Advertising? Explain the types and selection process 

of Media. 

 foKkiu esa ehfM;k D;k Hkwfedk fuHkkrk gS\ ehfM;k ds izdkj vkSj p;u izfØ;k dh O;k[;k djsaA  

----------------------------------------- 
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