AHK/KW/19/4114
Bachelor of Commerce (B.Com.) Semester—IV Examination
ADVERTISING, SALESPROMOTION AND SALESMANAGEMENT—IV
Paper—8.3
Vocational Group—II1

Time : Three Hours] [Maximum Marks : 80

N.B. :— (1) Solve All questions.

(2) AIll guestions carry equal marks.

1. (a) What in an advertising budget ? Explain. 8
(b) What important points need to be kept in mind while deciding advertising budget ? 8

OR
(c) What are different methods of preparing advertising budget ? 8
(d) Explain in detail the advertising budget making process. 8
2. (a) Describe the procedure of advertising on internet. 8
(b) Discuss the importance of Media planning. 8
OR
(c) What is the present day Media Scene in India ? 8
(d) Discuss the method of developing audio-visual advertising. 8
3. (a) How can new qualities be developed for a salesman ? 8
(b) What are objectives of sales organisation ? 8
OR
(c) Give some suggestions to improve day-to-day field working for a salesman. 8
(d) What are the types of Sales organisation ? 8
4. (a) Describe the training procedure for Salesman. 8
(b) Explain the role of Sales Managers. 8
OR
(c) Narrate the procedure to develop effective communication skills in Salesmen. 8
(d) Write a brief note on Sales Forecasting. 8
5. (a) Write a note on Objectives of Advertising Budget. 4
(b) “Outdoor advertising techniques are an effective tool for popularising”—Write a brief
note. 4
(c) Write a short note on “Product Knowledge”. 4
(d) What are responsibilities of a Supervisor ? 4
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