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BCQ/A-18
ADVERTISING AND SALES MANAGEMENT
Paper-V(V)

Time allowed : 3 hours] [Ma.ximum 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.
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Unit-1 (3r-1)
1. Define communication. Explain the steps to make the
communication effective. 16
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2. What do you mean by advertising? Discuss the functions of
advertising. 4+12
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3. "Money spent on advertising is an investment and not waste."
Do you agree with this statement. Explain. 16
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4.  Write short notes on:
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(@) Tclewsiandvertising. 4
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(b) Radio-Advertising 4
ot

(¢) Direct Mail Advertising | 4
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(d) Outdoor Advertising. 4
el s

5.  What is Media- Planning? Explain different type of Media. Also

give its significance. 4,8,4
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6.  Write short notes on the following:
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(@) Commission system of compensating Ad-agency with

examples. 8
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(b) Fee system of compensating Ad-agency. 8
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7. Explain the various theories of selling in detail. 16
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8. Ifyouare appointed as a sales manager of a big business house

how would you departmentalise the sales organisation so that
maximum efficiency can be achieved. 16
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9. Define Sales force Management. Write down the names of
different activities of sales force management in chart form. Explain
the importance of effective sales force management. 448
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10. Wnte Short notes on:
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(a) Straight Salary Method of compensating sales force. 8
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(b) Commission Method of compensating sales force. 8
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