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M.Com. (Fourth Semester) Examination 
Optional Group---B 

ADVERTISING AND SALES MANAGEMENT 

(MARKETING) 

Paper-402-B(I) 

Time—Three Hours] 	 [Maximum Marks--80 
N.B. 	(1) Attempt ALL questions 

(2) All questions carry equal marks. 

What do you mean by Advertising ? What are the 
objectives of advertising ? 	 1 

OR 

Discuss the various method of preparing an Advertising 
Budget. What factors should be considered in the 
reparation of an advertising Budget ? 16 

What is press (print) Advertising ? Explain with merits 
nd demerits. 

16 
OR 

(b) What is an advertisement copy ? Describe the essential 
features of a good advertisement copy. 	16 

3. (a) What is Sales Forecasting ? Discuss its importance 
and limitations. 

16 
OR 

(b) What do you mean by salesmanship 
main characteristics. 
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4. 
(a) What do you mean by the term 'Sales Organisation' ? 

State the objectives and functions of a sales 

organisation. 16 

OR 

(b) Discuss the control process. Explain cost and 

profitability in the control process. 	
16 

5. (a) What is meant by 'Motivation' '? What is the need 

for motivating the sales force ? 	
16 

OR 

(b) Elucidate the main objectives and importance of a 

sound compensation plan. 	
16 
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