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BCQ/M–23 14030
ADVERTISING AND SALES MANAGEMENT

Paper–VI (BC–306)

Opt. (i)

Time : Three Hours] [Maximum Marks : 80

Note : Attempt  five questions in all, selecting at least one question

from each unit but not more than two from any unit. All

questions carry equal marks.

UNIT–I ( –I )

1. What do you mean by Communication Process? Explain

noise distortion in communication.

2. State and explain the nature and scope of Advertising.
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3. What is E-advertising? Explain various forms of

e-advertising.

4. Discuss various objections against advertising.

UNIT–II ( –II)

5. What do you mean by Advertising copy? Explain the

requisites of an effective ad-copy.

6. What do you mean by Media scheduling? Explain main

considerations in media scheduling and discuss media

scheduling strategies.

7. What do you mean by Advertising agency? What factors

would you keep in mind while selecting an advertising

agency?

14030/600/KD/90 2



14030/600/KD/90 3

UNIT–III ( –III)

8. Discuss the challenges of personal selling in modern

marketing.

9. What is Sales budget? What are different kinds of sales

budget? What is the importance of preparing a sales budget?

10. What do you mean by Sales quota? What are the

considerations influencing sales quota decisions?




