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2080-11 BADM.-II

B.Com. (Part-lll) Examination, 2017
(Faculty of commerce)
(Three Year Scheme of 10+2+3)
BUSINESS ADMINISTRATION

Paper-Il
MANAGEMENT

Time Allowed: Three Hours
Max.Marks:100

Note: (I). Attempt any five questions in all, selecting one question from each Unit.
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(ii) No supplementary answer-book will be given fo any candidate. Hence the candidates
Should write the answers precisely in the main answer-book only.
el s gfemft #r gz ser-gfEas af & smsth s ot w o & 3 e
FAT-GIRAF A & FHE WA F 39 G

(iii) All the parts of one question should be answered at one place in the answer-book. One
Complete question should not be answered at different places in the answer-book
R0 oft v W F 3 9 v Rt st F 3 sargRae § aeaen Te ¥ oEw
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Unit-'I'
s
1. The expenditure on advertising does not go waste. * Critically review this statement. 20
favmae ot far 7 caw dE A ST $W Fua o weE fifac
Or/ Hydm
Briefly describe the different types of advertising.

frere & Rt voRt 1 ¥8 F aoia ffom
Unit-‘II
FHE-1I
2. What is budget Explain the process of advertising budget. 5+15
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Or/ Y=t
How Is an ad campaign planned? What are the three stages of campaign creation?
M sTA s RTeE AR At ITm A S A o g ?
Unit-‘1¢’
SHE-IN
What is advertising media planning? Describe the steps involved in media planning. 5+15

e Ao fs &= 2 AR faee & s ot & R St
Or/ 31yt
Describe the services provided by the advertising agency to its customers.

AT T ZEART WY g @ & S AT Jamsit & IR RS |

Unit-1v*

THIE-IV
Describe the key qualities of a successful seller. 20
vE WA fakar & wHa Uit 7 v ffSe |

Or/ <t

Describe the major methods of training of vendors.

Rrdremait & wRveror € sogw Rt a7 avh S

Unit-'V'

TGV

Mention the factors that affect sales forecasting. Also describe one of the different stages of sales forecasting. 10+10

RFg QAW # wRE & T8 =S F seaw Ao | R gdiqaa & o RfveT awot # s
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Or/ 3tyar
Explain clearly the different types of ‘sales quota’. What elements should be kept in mind while determining the sales
quota.
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