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M.Com. (Previous/Final) Examination, 2020

Note :

Group - B, Optional - Il

ADVERTISEMENT AND SALES
MANAGEMENT

Time Allowed : Three Hours
Maximum Marks : 100

Minimum Pass Marks : 36
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Attempt all the five questions. One question from
each unit is compulsory. All questions carry equal
marks.
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Explain the various economic and psychological
factors which affect the consumer behaviour.
Which type of factors are more effective at the
time of marketing buying decision ?
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Discuss the modern trends of advertisement in
India.
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What precautions are used in mural
advertisement ? Mention the merits, demerits
and various forms of it.
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Q. 3.

Q. 4.
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What do you understand by advertising appeal ?
Explain the kinds of advertising appeal.
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Can advertising effectiveness be measured ?
Critically examine the methods which are used in
conducting research on advertising effectiveness.
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Discuss in detail the objectives and functions of
sales management.

gBR-IV / UNIT-IV
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What principles should be followed while building

a structure of sales organisation ?

I'1 228 PITIOI

(4)
31gar OR
facsar st 4 39 T Twed & ? faa wewr wifia
TRA & BRUNT DI [gde=T Do |
What do you mean by a sales territory ? Discuss
the reason for the establishment of sales
territories.
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Discuss the process of evaluating sales force

performance.

312ra1 OR
faa Tt aun foma wfcafianst & o g et
SEEIED]

Explain the advantages and disadvantages of

sales conferences and sales contests.
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