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BBA (Sem.-5) 

ADVERTISING AND SALES MANAGEMENT 
Subject Code : BBA-512-18 

M.Code : 78198 

SECTION-A is COMPULSORY consisting of TEN questions carrying TWO marks 

1| 

SECTIONS-8 consists of FOUR Sub-sections : Units-1, II, ll & v 

What is advertising copy 

Each Sub-section contains TWO questions each, carrying TEN Marks each. 
Student has to atte mpt any ONE question from each Sub-sectlon. 

SECTION-A 

What are the vanous tvpes of advertis1ng layouts? 

4) Explain the role of advert:stng agencies 

5) What are the advantages of prepar1ng an advertising budget? 

6) What are the functions ofa sales manager? 

Name some top compan1es who spend heavily on advertisements and how it is helping the 
companics? 

Total No. of Pages : 02 

8) Expla1n sources of salcs force recruitment 

Explain he nature of sales marnagernent 

Max. Marks : 60 

What is the objective of preparny sales quotas? 

10) What are some of the conponents of sales strategies? 

ON 

OF MG 

roles. 

SECTION-B 

I1) What is the legal and social role of advertising? To what cxtent do you approve to these 

UNIT-I 

12) Definc and cxplain Digital marketing Explain how digital marketing is beneficial in 
today's era. 

UNIT-11 

13) "Measuring advertisement effectiveness is nothing but measuring advertisement results" 
Discuss the statement in detail. 

14) Explain advertising agency. Describe its functins and various departments. 

UNIT-11I 

1S) Explain the nature and importance of sales management. Discuss some latest trends in sales 
managcment. 

16) What is the role of sales managers? State various qualities required to becomne a successful 
sales executive. 

2|614 

UNIT-V 

17) Discuss the objectives of sales training. Describe the factors intluenc ing the motivation of 
sales forcc giving suitable cxamples. 

J8) Explain the nature and importance of prepanng sales budgets. What are the different types 
of sales budgets? 

NOTE: Disclosure of ldentity by writing Mobile No. or Making of passing request on any 

page of Answer Sheet will lead to UMC against the Student 
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Total No. of Questions : 09 

Time:3 Hrs. 

1 

INSTRUCTIONS TO CANDIDATES: 

3 

BBA (2014 to 2017)/ B.SIM (2014 & Onwards) 
ADVERTISING AND SALES MANAGEMENT 

Subject Code : BBA-503 
M.Code : 72065 

SECTION.A Is COMPULSORY consisting of TEN questions carrying TWO marks 
gach, 

Explain the following : 

SECTION-B consists of FOUR Sub-sections : Units-, I, III & 1V. 
Each Sub-section contains TWO questions each, carrying TEN marks each. 

4. Student has to attempt any ONE question from esch Sub-section. 

a. Discuss components of advertising copy. 

b. Outline types of advertising agencics 

SECTION-A 

C. What arc different methods for etting advertising budgets? 

Total No. of Pages : 02 

h 

c. Discuss methods for pre and post testing an advertisement. 

f Discuss the cvolutions of sales management. 

1|104 

d. Different iate between the activities of marketing compared to those of selling. 

g. Discuss selection process of sales force. 

(Sem.-5) 

Max. Marks : 60 

What is Preparation of sales budget? 

What is DAGMAR? 

Discuss various Motivat ion tools for sales personnel. 

(512)99 

3 

4. 

7 

9 

Write short notes on folowing 

Outline the communicat ion process and discuss how advcrtsing is a meats for falfilling 
ths proccs? Dicuss various schook of thouyht for ett iung advertsing obctrves 

a. Advertising layout 

b. Kinds of advertising 

SECTION-B 

UNIT-I 

What is nedia scheduling? Mcdia scheduling is one of the inportart dccEs an 
advertis1ng program1me. Company should carefully decide on meda tuing 
maximun market responsc. Why is it so important? Support yout answer 

UNIT-II 

Why is it imporant to measure advertising cffcctiveness? List varous tmethods of 

mcasuring advertising eflectivencss. 

a. Importance of sales management. 

UNIT-II 

Write short notes on any three of the following : 

b. Qualities ofgood Sales personnel. 

Discuss the personal selling process. What are the factors which influence the persona l 

selling process? 

2| M 2065 

UNIT-IV 

a. How arc sakes volumc quotas sct? 

a 

b. "Training and compensation of the salespeople may act as motivational to the 

salespeople". Discuss. 

Discuss the role of technology in sales management. 

NOTE: Disclosure of ldentity by writing Mobile No. or Making of passing request on any 

page of Answer Sheet will lead to UMC against the Student. 
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INSTRUuCTIONS TO CANDIDATES 

4 

1 

BBA 

ADVERTISING AND SALES MANAGEMENT 

1. 

Subject Code : BBA-512-18 

Write briefly : 

Date of Examination : 02-12-2023 

(Sem.-) 

M.Code : 78198 

SECTION-A is COMPULSORY consisting of TEN questions carrying TWO marks 
each. 

a) Definc media scheduling 

SECTIONS-B consists of FoUR Sub-sections : Units-1, I, i & 1V. 
Each Sub-section contains TWO questions each, carrying TEN marks each. 
Student has to attempt any ONE question from each Sub-section. 

c) Define Sales budget 

b) What are the ethical aspects of advertising 

Total No. of Pages : 02 

SECTION-A 

d) State the objctives of advert isemert 

c) Ay two qualtes of a good sales executive 

) Dscuss socal issues in advertsing 

1) What s a sales audt 

) Define advertis ing agency 

Max. Marks : 60 

hË What do vou mean b sales force otvaton? 

g) Highlight the d1fference bets cen sales promotion and personal selling 

(512)-1126 

3 

4 
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7 

9 

SECTION-B 

UNIT-I 

What do you mean by copywriting? Explain the different clements of copywriting and 
layout 

Advertising should follow certain norms of ethucs and social responsiblity 
advertising products and services" Comment. 

UNIT-I| 

Discuss various methodologies for testing advertsng effectineness Which s best ot 
testing pre- and post-advertising cffectiveness? 

What is an advertising budget? DIscuss approaches and procedures for determ1n1ng the 
sze of the advert ising budgets 

UNIT-II 

Explain the process of personal sell1ng in detail with the help of cxamples 

Wite short notes on the following : 

a) Emerging trends in sales management 

b) Qualties of good sales executive 

What do vou mean by sales quota? Explain the d1tlerent types of quotas 

Write short notes on the following: 

2| M-78195 

UNIT-IV 

a) Role of informat ion technology in sales management 

b) Process of conducting sales audit 

NOTE : Disclosure of ldentity by writing Mobile No. or Marking of passing request on an 

paper of Answer Sheet will lead to UMC against the Student 
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Total No. of Questions : 09 

Time :3 Hrs. 
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3. 

INSTRUCTIONS TO CANDIDATES : 

4. 

1. 

ADVERTISING AND SALES MANAGEMENT 
BBA (Sem.-5) 

Subject Code : BBA-512-18 
M.Code : 78198 

Write briefly: 

Date of Examination : 26-06-2024 

SECTION-A is COMPULSORY consisting of TEN questions carrying TWO marks 
each. 

SECTIONS-B consists of FoUR Sub-sections : Units-l, I, tl & IV. 
Each Sub-section contains TWO questions each, carrying TEN marks each. 
Student has to attempt any ONE question from each Sub-section. 

b) Define Sales Management 

a) Write notes on Outdoor Advertising. 

c) Define sales territones. 

SECTION-A 

d) What do you mcan by advertising design? 

c) Write down the skills of sales managers. 

) What do you mcan by digital markcting? 

1| M781s6 

Total No. of Pages : 02 

g) What do you mean by media vebicle? 

b) What do you mean by advertising strategies? 

i) Wite a short note on the sales Audit 

Max. Marks : 60 

j) Write a note on media scbeduling. 

(S12) 254? 

2 

3 

4 

5. 

6 

7. 

9 

SECTION-B 

UNIT-I 

Why advertisement is called a means of communication? Discuss the objectives and 
importance of advertisements 

What do you mean by advertising copy? Expiain the relevance of art and layout in the 
field of advertising 

UNIT-II 

What do you mcan by advertising agency? Discuss the functions and types of advertising 
agencies. 

How can advertising effectiveness be mcasured? What is the need to measure advertising 
effectiveness? 

UNIT-III 

Write short notes on the following: 

a) Importance of Sales Management. 

b) Qualities of good Sales Personncl. 

What do you mean by the personal sclling? Discuss the process of personal selling. 

2| M78198 

UNIT-IV 

Discuss the recruitment and selection process of the sales force in MNC. 

What do you mean by Sales Budget? Discuss the importance of sales budgets and salcs 

audits in sales management. 

NOTE: Disclosure of ldentity by writing Moblle No. or Marking of passing request on any 

paper of Answer Sheet will lead to UMC against the Student. 

(S12)-2542 



Roll No. 
Total No. of Questions : 09 

Time : 3 Hrs. 

1. 

INSTRUCTIONS TO CANDIDATES: 

2. 
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1. 

BBA (Sem.-5) 
ADVERTISING AND SALES MANAGEMENT 

Subject Code: BBA-51 2-18 
M.Code: 78198 

Date of Examination: 12-12-2024 

SECTION-A is COMPULSORY consisting of TEN questions carrying TWO marks 
each. 

SECTIONS-B consists of FOUR Sub-sectlons : Units-l, II, l & IV. 

Explain the following : 

Each Sub-section contains TWO questions each, carrying TEN marks each. 
Student has to attempt any ONE question fromn each Sub-section. 

SECTION-A 

a) What do you mcan by Advertising Copy? 

b) Types of Advertising Agencies. 

c) Different forms of advertisement. 

d) Emerging trends in sales management. 

e) Sources of recruiting sales force. 

Total No. of Pages : 02 

What ure tie objectiv es of preparing thec sales quota? 

g) What do you mean b SaBes Bdeet? 

h1 Role of sales manager 

Max. Marks : 60 

i) Importance of an Ad erising Budget 

Elements of compensalion lan for sales fore. 

2 

4 

"Monev spent on advertising is not a wasteful expenditure". Critically exarn1ne the role and importance of advertisement in light of this stater 

Write a note on the following 

SECTION-B 

Explain the importance of layout in advertising design. Also, Discuss the tvpc of crcative 
copy strategies in advertising. 

UNIT-I 

a) Role of advertising agencies in media planning 

UNIT-I| 

b) Various departments of an advertising agency. 

Why is it important to measure advertising effectiveness? Discuss various pre and ost 
measures to evaluate advertising eflectiveness. 

territory. 

Define the tem sales management and discuss its importance and scope. Also cxplain 
different strategics for cffective sales management? 

UNIT-III 

Define personal selling. Brietly explain the process of personal selling with the help of 
suitable examples 

What is sales teitory? Discuss thc important factors aftecting the allocation of ales 

2|5:2 

UNIT-IV 

a) Discuss the i1portance and objcctives of trainng the sales force 

bi Exnlan the role of ntormat1on technologv n sales management with the help t 
suitable illustrations 

NOTE : Disclosure of ldentity bv writing Vlobile No, or VMarking of passing request on ans 

paper of Answer Sheet will lead to UMC against the Student 
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