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B.Com — Advertising, Sales Promotion and Sales Management
Course Structure & Scheme of Examination

Group Paper Name Theory Internal
marks Assessment
Marks
I 40 10
Accounting | II 40 10
1 40 10
Management | II 40 10
Advertising, |1 Advertising-1 - 40 10
Sales
Promotion 11 Marketing 40 10
and Sales Communication
Management
I 40 10
Accounting | II 40 10
I 40 10
Management | II 40 10
Advertising, | I Advertising-11 40 10
Sales
Promotion II Personal Selling and 40 10
and Sales Salesmanship
Management
I 40 10
Accounting | II 40 10
| 40 10
Management | II 40 10
Advertising, |1 Management of Sales 40 10
Sales Force
Promotion
and Sales il Online Marketing 40 10
Management

Note: papers of Accounting and
B.Com. (As approve

Management Groups will be taken from the Syllabus of
d by Central Board of Studies for B. Com.).
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B.Com- I Year
o S (FeH Td¥)
Title of Subject Group Advertising, Sales Promotion and Sales Management
Title of the Paper (I) Advertising-I
geIud &1 NE (erH) fasmo=—yem
Max. Marks Theory Internal Assessment
50 40 10
Concept and Importance of advertising, Advertising objectives and advertising
Unit I function. Types of adYenising, commercial and non commercial advertising.
fSToe @7 STaUIROT U9 We<d, [Asoe ® SqawW U4 B | a9 @ YR, ARG
g ARAmRS fa=a |
Advertising media, different types of media, Media planning, Impact of
Unit II advertising agencie’s role, relationship with clients.
ﬁﬁmqw(ﬁ%m),ﬂmzkﬁﬁﬂw,wﬁtmﬂ,ﬁamw@aﬁ
AT BT JHTE, TTEDT & I W |
Advertising budget, factors affecting to advertising expenditure, Ethics and
Unit I code of conduct in Advertising. . .
RISToT qoic, [eae od @1 THIad @ dlel o | [aee @) SraNEied 9
CIGEARES
Advertising: Classified and display advertising. Comparative advertising.
Unit IV Regulatory agencigs in Advertising (AAAI, ASCI).
WW@W(W)W,WW,WW
iR o | Rsd @ Fame deend (AAAL ASCI).
Advertising message, preparation of an advertising message, elements: print
Unitv LCORY: brqadcast copy, Copy for direct mail.
e €29, faeod 9o% SR &R, O ¢ gad Sidl, TERY $l, YIE S1d
T Pl |
Suggested Reading 1. Aaker, David a. Advertising Management.

2. C.N. Sontakki. Advertising Management.
3. Mohan M. Advertising Management.

05W

A A IS

van

(5‘[6//7

v

45»\)/

ke
' )@ % oo
) S b ke m/(,,ﬁ

)T

L

\V\%‘Q\W



B.Com.- First Year- (Advertising, Sales Promotion and Sales Management)
o A o af) R, g Faod= @ Ay ydem

Session 2017-18

|4 2017—18

B.Com-1I Year

o o (FerH av)

Title of Subject Group Advertising, Sales Promotion and Sales Management

Title of the Paper (II) Marketing Communication

yeus & Ave (@) faqur widwor

Max. Marks Theory Internal Assessment
50 40 10

Nature and importance of communication, functions of communication,
communication process and its elements, application of communication
Unit | process in marketing.
HIYYT YfHAT P AIEINSG U |
Steps in Developing Effective marketing communication, Elements of
Promotion Mix: Personal selling, public relations, Advertising, publicity and
Unit 1T Sales promotion .
T fAUUe Ol [P SR 8g Mied Javey, | |Haud 9 & e
afeae Ay, oF |us, g, e G|
Sales promotion-meaning, nature, objective and importance, Function and
limitation of sales promotion, Types of sales promotion schemes, consumer
Unit III | and trader sales promotion.
faa GadT—oid, UPla, 9ao¥d U4 Wed | (Hd Haud & Bl d WA | fasmd
Gau Aore B TR, SuHied Ud R fmd GaH |
Consumer oriented sales promotion: Free sample, discount, gifts, premium
Unit IV pack, Contests, price, q}lantities' deals, rebates.

SUHeRT S | Haeq : gBd -, Be, SUsR, NE Ue, Fagfa,
7o Ud A |ie, Reg|
Trade Oriented Sales Promotion: Discounts and Allowances, Plant Tours
Packages, Gifts, Contests, Training of Retailers/Dealers and their staff.

Unit V. FomaR o=@ famd e B 0@ o, Do, 60 #0 Jabol, SU8R Sawra
yreRfT s, Bed] Ud e Rl wr S9@ fama St o1 aiRerer |
Suggested Reading ‘1. Neeraj Kumar- Marketing Communication.-Himalaya
Publishing.
2. Kirti dutta- Integrated Marketing Communication- Oxford
University Press.
3. Richa Gaur- Marketing Communication and Advertising-
Vayu Education of India.

4. Kruti Shah- Advertising and Integrated Marketing
Communication.- (McGraw Hill Education.

A \
@)\/‘g\b QJ/ assaty

OA:’M D O ey
m { o7 N ) (sTel
(% DS W@W Vé\b\n




B.Com.- Second Year- (Advertising, Sales Promotion and Sales Management)
o M @i o) Rere, g dai o fawa geem

Session 2017-18
g4 2017—18

B.Com-II Year
dio & (fgdh T¥)

Title of Subject Group
fava wag &1 Ave

Advertising, Sales Promotion and Sales Management

Title of the Paper (I)
ges BT e (Ferm)

Advertising-il
fasma=— 11

Max. Marks Theory Internal Assessment

50 40 10

Unit 1

Advertising agency-history in brief, their role and importance of advertising.
Functions and types of agencies, their organizational pattern, advertising
agency departments: account management, creative copy and studio account
planning, media planning.

O W § s, 4@l U4 Wed, BN, ol @ UK,
e St AT TRl @ T, o we, gorers gfd (@) T
el o FrieE, AR Ere |

Unit I

Advertising media- Types of media, print media (news paper, magazines,
pamphlet, poster and brochures). Electronic media (Radio, television, audio-
visuals, internet), other media (direct mail, outdoor media, transit,
especiality) their characteristics, merits and limitations.

WW—W%W,WWWW,W,
W,W),sﬁa;ﬁﬁwﬁ%m@m,mﬁaﬂ,m—&w,mﬁe),m
mmwm,mwm,m@mm)m
fadiyary, o1 7d WA |

Unit III

Media-present scenario in India. Problems of reaching rural audience and
market, exhibition, mela etc.

Advertising agency- Selection and communication, Advertising agencies in
India, Present status and scenario.

ﬁ%m—aénmweﬁavﬁqm,wﬁwwﬂw@wwqgﬁﬁmﬁ,
yeei Ug Jalr e | .
mm—www,wﬁm@mﬁ,wmw
aRged |

Unit IV

Media Planning-need and definition, classification of media, media profile,
selection of media category their reach, frequency and impact, cost and other

factors influencing the choice of media.

el AN U§ 3] | |

Unit V.

Media planning-components and process, media objectives, media-strategies
and media scheduling techniques.
Determining the media mix, media budget, pre testing & post testing.

m_mﬂ-mwm,mm,mmumw
TS |

Sifwar fsor 31 ke, A goe, g @ uwEn R

Suggested Reading 1. S.A. Chunawala, K. C. Sethia-Foundation of Advertising theory and

practice.
2. G.S. Sudha- Sales and Advertising Management
3. Sharma Sangeeta-Advertising and Implementation- PHI, Publication.
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B.Com- II Year
fo o (Fha Td)

Title of Subject Group
fiva wHg &1 fivs

sy, sy dad=

Advertising, Sales Promotion and Sales Management
wd faspa weud

Title of the Paper (II)
s &1 e (fEd)

wafara fasa vd R

Personal Selling and Salesmanship

Max. Marks
fdwHaH 3k

Theory
RCEURSED

Internal Assessment
R >

50 40 10

Unit I

Nature and importance of personal selling, types of selling. Effectiveness of
personal selling Vs. Advertising. Economics of advertising Vs. Personal
selling. Theories of Personal selling.

e [95a @ T 1@ Ao, [9pd & JoR | e W qufas 9w
aﬁwmﬁaar,ﬁaﬁaaﬁmmﬁwzmaﬁsm|ﬁuﬁﬂ?ﬁﬁm$
g |

Unit 11

Types of sales persons, Buying motives, types of markets. Selling as a
career. — Advantages and difficulties, Measures of making selling an
attractive career.

ot & TBR, Hd IRUTY, TR @ YR, [Ahahd—uy & B4 § oM @
ST, Ay w1 AHYH Y TN g AULTS |

Unit I

Process of effective selling, Prospecting, pre approach, presentation and
demonstration, handling objections, closing of sale, post sale activities.
Types of sales calls, Management of call Time.

TR [ el @Y Wi, e, Q8 SAIRa, RgeRYl T4 g, Jnafedl o
Wﬁmwﬁrﬁmmvﬁﬁﬁﬁtﬁmw@aaﬁazﬁwﬁﬁ
it @ THI BT G§9 |

Unit IV

Qualities of successful sales person with particular reference to consumer
services. Sales operation reports and documents, sales manual order book,
cash memo, tour diary and periodical reports, problems in selling operations.

ST QAT @ G S Ghd [ Sl @ U, [5d ddred yiaded g
AT qHEN | :

Unit V

Distribution network, Traditional network and modern network, e-business
and e-commerce, other problems in selling and relationship marketing, After
sales service.

TR Yoo, URERE GF oMY edd, s-dad gd g—anored, fawd w@
U ¥ G o T, sy Sw WAl |

Suggested Reading

Rustam S. Davar- Salesmanship and Publicity.

G.S. Sudha- Sales promotion and sales management.
Durrel-Fundamental of Selling. -McGraw Hills Publication.
Rajhans Saxena-Marketing Management- McGraw Hills
Publication.
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B.Com- III Year
o B (i )
Title of Subject Group Advertising, Sales Promotion and Sales Management
Title of the Paper (I) Management of Sales Force
Yo 67 WHe () fama <& @1 ueEA
Max. Marks Theory Internal Assessment
50 40 10
Nature and scope of sales management. Setting & formulating the objectives of
Unit 1 sales management. Qua!ities ofa good‘sales manager.
ﬁmwaﬁwﬁr@aﬁlﬁmwzﬁmzﬂﬁumlwmﬁm
WeE b IO |
Functions of sales manager, Recruitment and selection, training and direction,
Unit 1T compensation and motivatior} of sales force. quformance appraisal.
fama ot og SIfHReN | e Jeie |
Sales force size and types. Sales planning and control; Importance, process and
Unit 111 uses of sales budgqt. _
fd < IR U3 YBR | [ FRTGH d (a0 : [ahd qoic BT Hewd, FfHar
g 9T |
Sales quota: objectives and types of sales quota. Administration of sales quota.
Uses of sales quota, sales and cost analysis: uses and methods. Sales meetings
Unit IV and sales Contests for sales force.
ﬁmaﬁa—aqﬁw,ﬁm%ﬁﬁﬁﬁ;ﬁaaﬂaﬁmaﬂamw,ﬁm
Fer @ W, i Ud o e s v At | fawa 5@ od fawa 3@
?g wiREfan |
Market analysis and sales forecasting, methods of sales forecasting. Territory
Designing and management. Routing and scheduling of sales operations.
UnitV | S/oiR T99e1S0l O3 [sd qargA, famd qargar @1 (aferl | srers
fama 1 & BT vd ARYAT|
Suggested Reading 1. Rosan- Management Sales Force- McGraw Hill.
2. SchlainBert-Professional approach to modern salesmanship-
McGrwa Hill.
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B.Com- III Year
o o (I T9)
Title of Subject Group Advertising, Sales Promotion and Sales Management
Title of the Paper (II) Online Marketing
yga & Wne (fgia) Siereg fauoe
Max. Marks Theory Internal Assessment
50 40 10
Internet concepts and technologies. Concept and evolution of E-Commerce.
Unit 1 Concept and methods of Online marketing
gEIT Bl IJAURVT UG AdId | 3—HIY B JqURON Ud JTgHid | ez fauos
B IFFIRN T YT |
E-Marketing: Retailing in E-Business. Internet Marketing, Advertising and
Unit 11 product displays on int@met. .
q;mﬁumzé—wﬁwmmm%ﬁqm,wﬁewﬁwww
| :
Mobile Commerce (M-Commerce): Overview of M-Commerce. Wireless
Application Protocols (WAP). Components of mobile commerce, mobile-
Unit IIT | Apps.etc.
A S : AR BHY BT YRS FM, IR T wiedid (WAP).
AeEd S B IqUd, AGE oF i |
Electronic Payment System: Special feature required in payment system in E-
Commerce. Types of E-Payment system: E-Cash, E-Wallets, E-Cheques , credit
Unit IV | cards, debits cards, smarts cards etc.
TONAEI® I UG S—®rE ¥ 9N UE0 @ @98 ad | § g ugh @
TFR : P, I-aie, -39, BT T, AT FTE, WIS F1E 3 |
Security aspects in E-Commerce: Security risks in E-Commerce, types of threats,
Unit v LSources of threats, security tools & ris}c management approaches.
T PG & GRETHD US| S—DHHE § Y& G, WH B YBR, WIRgH @ °d
TG IRET <o T SIRGH ey B e |
Suggested Reading 1. Sanjay Mohapatra- E-Commerce Strategy.

2. Josheph S. J. — E- Commerce-An Indian Perspective- PHI.
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