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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 | 1I 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

1 40 10
Accounting [ II 40 10

1 40 10
Management | II 40 10
Advertising, |1 Advertising-I1 40 10
Sales
Promotion 1l Personal Selling and 40 10
and Sales Salesmanship
Management

I 40 10
Accounting | II 40 10

1 40 10
Management | II 40 10
Advertising, |1 Management of Sales 40 10
Sales Force
Promotion
and Sales 1l 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-1 Year
Ho BM (o TH)
Title of Subject Group Advertising, Sales Promotion and Sales Management
Title of the Paper (I) Advertising-1
yeE $ e (M) fasa—ner
Max. Marks Theory Internal Assessiment
50 40 10
Concept and Importance of advertising, Advertising objectives and advertising
Unit 1 function. Types of adyertisigg, commercial and non commercial advertising.
fieaT & SauRT O e<d, (a9 @ Sgatd Ud 3 | (A9 @ FOR, UING
vg e B |
Advertising media, different types of media, Media planning, Impact of
Unit Ii advertising agencie’s role, relationship with clients.
AN (), A @ (A JeR, ARAE e, faeed o ot
A1 BT JAT,, TEH] B 1Y W |
Advertising budget, factors affecting to advertising expenditure, Ethics and
Unit I code of conduct in Advertising. _
Toe, fasIu @d @ TIeG &% didl ocd | fae @) raRdiear
Aftes gge]
Advertising: Classified and display advertising. Comparative advertising.
Unit IV Regulatory agencigs in Advertising (AAAl, ASCI).
ﬁamﬂﬁ@wm)ﬁam,wﬁw,ﬁwwm
fouiRa wwT | s @ Fame el (AAAL ASCD).
Advertising message, preparation of an advertising message, elements: print
Unity  |SoBY: broadcast copy, copy for direct mail.
o9, o0 9o SR 3], acd ¢ giwd Dra), GOl D), WOE S1@
Eauil!
Suggested Reading 1. Aaker, David a. Advertising Management.

2. C.N. Sontakki. Advertising Management.
3. Mohan M. Advertising Management.
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B.Com-I Year
o BW (T T9)
Title of Subject Group Advertising, Sales Promotion and Sales Management
fava wg &1 NP fasmu=, g dai= vd fIwy yeus
Title of the Paper (II) Marketing Communication
s o1 die (fgd) ] .
Max. Marks Theory Internal Assessment
o i i o ;
50 40 10
Nature and importance of communication, functions of communication,
communication process and its elements, application of communication
Unit 1 process in marketing.
WY Y PR U3 AEcd, WU @ PR, U0 UHAT U3 g o, QU H
o yikAT &1 ARG 9 | '
Steps in Developing Effective marketing communication, Elements of
Promotion Mix: Personal selling, public relations, Advertising, publicity and
UnitII | Sales promotion .
T AU Gl (AT BN B [IRd JGey, | §aue GRSl ® o
Fofegs Rwd, o dus, e, fmg G
Sales promotion-meaning, nature, objective and importance, Function and
limitation of sales promotion, Types of sales promotion schemes, consumer
UnitIII | and trader sales promotion.
Ry T, UPR, S3%d U4 Aed | [ahd waNT @ i g Qg | famd
T Al @ TR, SuHEd W@ I g dae
Consumer oriented sales promotion: Free sample, discount, gifts, premium
Unit TV pack, Contests, price, qpantities’ deals, rebates. .
w1 v A WY, RAE
Trade Oriented Sales Promotion: Discounts and Allowances, Plant Tours
Unit V Packages, Gifts, Contests, Traini_ng of Retailers/Dealers and their staff.
TR @fed, Beax v aie Rparl o 5T [wa SR w1 ol |
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.
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B.Com-1I Year

fo a1 (fFd av)

Title of Subject Group
vy wE 1 9is

Advertising, Sales Promotion and Sales Management

Title of the Paper (I)
yes P dhe (1)

Advertising-ll
fasm=-11

Max. Marks
SftymaH JE

Theory

Internal Assessment
- '

50 40 10

UnitI

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.

ﬁam@aﬁ—ﬂmﬁsﬁﬁm,@wvdﬂﬁ.m,@ﬂﬁa&w,
e afen, R o) @ M, orEn e, geere ufa (@)
i s e, Ao |

Unit II

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.

vﬁ%m—ﬁma%m,gﬁaﬁ%m(mm?w,m.ﬁqﬁa
W,W),Wﬁﬁﬁ%mm,émﬁmﬂ,m—ﬂw,mﬁz),m
mmmmmwm,amwmmmm
fayany, o1 g W |

Unit I

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.

m-wmm,mmﬁwmw@ﬁwﬁ,
yeu UF el o | A
ﬁam@aﬁ—wwmw,wﬁm@w,mqﬁmﬁw
aRgeg |

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.

mﬁmﬂ—mwwm,%mmmﬁm%ﬁ@mm,
ﬁr%m%ww@qﬁa,wﬁﬁqﬁm,%mwaﬁwﬁﬁmﬁ
Tl ST 0§ Y ocd | '

UnitV

Media planning-components and process, media objectives, media-strategies
and media scheduling techniques.

Dctermining the media mix, media budget, pre testing & post testing.

— o GF OOhal, Hedl 9qevy, Airedl FEREy | Wiedr i
T |

Afear fasmr &1 R, Hew gwe, @ vd vwe eReT)

Suggested Reading 1.

S.A. Chunawala, K. C. Scthia-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
do @i (i ad)
Title of Subject Group Advertising, Sales Promotion and Sales Management
Ry W o1 Wive faie, fassa Haww ud fawa weae
Title of the Paper (11} Personal Selling and Salesmanship
7 gA & 9N (fFdH) =T 3wy w9 Amgen
Max. Marks Theory Internal Assessment
50 40 10
Nature and importance of personal selling, types of selling. Effectiveness of
personal selling Vs. Advertising. Economics of advertising Vs. Personal
Unit 1 selling. Theories of Personal selling.
s a3 95 W@ "o, Hd @ FoR | e §1m daiks 3w
A waadier, Stk REd oW s @ e | fofie fee @
g | |
Types of sales persons, Buying motives, types of markets. Selling as a
career. — Advantages and difficulties, Measures of making selling an
UnitI1 attractive career.
Rpa—adl & ToR, Hd IR, T9R @ UOR, QpIed—d & ©F § AW W@
Hiaadl, Ama Hel B AHYH TN T B AUETS |
Process of effective selling, Prospecting, pre approach, presentation and
demonstration, handling objections, closing of sale, post sale activities.
Unit TH- Types of sales calls, Management of call Time. . .
Y S B e @ WiHa, G, 08 SaIRal, WEgaeyl 4 g, A a1
e, fima guIit, fmy Swra TRt fey difa ofa @ mor,
DI B AT BT TEEH |
Qualities of successful sales person with particular reference to consumer
services. Sales operation reports and documents, sales manual order book,
Unit IV cash memo, tour diary and periodical reports, problems in sqlling operations.
STRTT AT @ G § 6hd amd $al @ W, [3pd ered JfdeT 9
wu, RET A= A JRa®n, 9 I, exeRN vd wWiie wiae, fawa
TarAaDy TR | :
Distribution network, Traditional network and modern network, e-business
and e-commerce, other problems in selling and relationship marketing, After
Unit V sales service. :
W,W@mﬁmﬁm,é-wqa‘é—m,ﬁwuw
RyuH ¥ Hal o e, fasa SR WA |
Suggested Reading Rustam S. Davar- Salesmanship and Publicity.

G.S. Sudha- Sales promotion and sales management.
Durrel-Fundamenta! of Selling. -McGraw Hills Publication.
Rajhans Saxena-Marketing Management- McGraw Hills
Publication.
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B.Com- III Year
dio =M (G T9)
Title of Subject Group Advertising, Sales Promotion and Sales Management
vy g &1 Mis fasnow, fapa Gaei 9 fama wees
Title of the Paper (1) Management of Sales Force
T Ty & AE (M) faspg <A o1 WaEH
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.
TEE T TGN U3 OF | (Ghd Wee & Saawdl @l R | % 3 fama
S B 0|
Functions of sales manager, Recruitment and selection, training and direction,
Unitll compensation and motivatior} of sales force. Pe;rformance appraisal.
e © B, WG U3 o, SREU U9 evE, oW e gage
fampa Ta &g afnReT | e i |
Sales force size and types. Sales planning and control; Importance, process and
Unit III uses of sales budge_t. __
fd <o ATFR T8 YBR| [9md P Qd (a0 : [Qpd goic P #8wd, Jfar
e T |
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—aﬁmﬁma&ﬁ@ﬁﬁmm,ﬁmmmm,ﬁm
Frer & W, fmT wF anTd e Wi o kRt fiwe @ g fawy <@
&g R |
Market analysis and sales forecasting, methods of sales forecasting. Territory
Designing and management. Routing and scheduli ﬁg-%’sales operations.
UnitV |9 102erevr O3 [ qarge, famd Qargar @1 At | srierst
fama w1d A T ©d AT
Suggested Reading 1. Rosan- Management Sales Force- McGraw Hill.

2. SchlainBert-Professional approach to modern salesmanship-
McGrwa Hill,

e

C;\w\ M/



B.Com- Third Year- (Advertising, Sales Promotion and Sales Management)
o W (T o) fewm, Ry doF @ fama &

Session 2017-18
A 201718
B.Com- Il Year
o ® (g av) .
Title of Subject Group Advertising, Sales Promotion and Sales Management
fvg W &1 fivs fasmoe, fama daddv @ e wavE
Title of the Paper (II) Online Marketing
yga o W (@) Fitres R
Max. Marks Theory Internal Assessment
50 40 10
Internet concepts and technologies. Concept and evolution of E-Commerce.
Unit I Concept and methods of Online marketing
TEEIC B FAURVE T4 db-lh | 3—BM 31 SR G9 urgHid | ifemes f[gere
EECEURCRGRIT
E-Marketing: Retailing in E-Business. Internet Marketing, Advertising and
Unit II product displays on internet.
jgng 3—TEEd § Gav @WUR | I [AUvF, v W e W SaE
I
Mobile Commerce (M-Commerce). Overview of M-Commerce. Wircless
Application Protocols (WAP). Components of mobile commerce, mobile-
Unit III | Apps.etc.
A SMAY : AEEd SHEY B TRME 79, TA9e T diersia (WAP).
AeEd B & 3aYd, AEEd T e |
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.
TONagI® A TSR : —Pd § G Ugia @ (999 ad | § JE 9E 3
TR : B9, I—are, A, e T8, e T8, e TS Ak |
Security aspects in E-Commerce: Security risks in E-Commerce, types of threats,
Unitv | SQUICes of threats, security tools & risk management approaches.
FH T GRETD IE - E-HFY H e WA, SR & YR, R B W
Td R Tod T g Wy @ |
Suggested Reading 1. Sanjay Mohapatra- E-Commerce Sirategy.

2. Josheph 8. J. — E- Commerce-An Indian Perspective- PHL
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