
Page 1 of 3 

 

H.T.No.           

Code No: BA1917                 GEC-R14 

MBA III Semester Regular Examinations, November 2016 

ADVERTISING AND SALES MANAGEMENT 
 (Master of Business Administration) 

Time : 3 Hours                       Max. Marks : 60 

Note: Answer All Sections of Questions. 

 All Questions from Section-A are to be answered at one place. 
                                       

SECTION-A 
6 × 2 = 12M 

1. Define Advertising  

2. Components of IMC 

3. What are the merits Tele Marketing 

4. Advertising Vs  Publicity. 

5. DAGMAR. 

6. Draw any Sales Organization Structure? 

 

SECTION-B  
3 × 12 = 36M 

 

1. a) Write a detailed note on Advertising Media.                                                 

(OR) 

b)  Define Advertising budget and explain various criterias of allocating 

 advertising Budget. 

2. a)  Explain the role of Direct response advertising in promoting 

 goods/services.                                       

(OR) 
b)  i)  Sales volume 

    ii) Types of Sales Organization    

3. a)  How selecting Sales people is different from selecting an employee 

 and methods of training for sales people. 

(OR) 

b) i)  Global Advertising 

    ii)  Sales Control Research. 
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SECTION-C  
1 × 12 = 12M 

CASE STUDY (Compulsory) 

Mr. Ram was a man with a dream. An advertising executive in an up 

coming firm, he performed very effectively the roll of coordinating all the 

communication programs for his company with the advertising agency the 

company worked with. However, he was not satisfied with the role and 

very often felt that the company would be better off by setting up an 

advertising agency of its own.  

The opportunity presented itself with its advertising agency chose to 

handle the advertising of a competing brand. Recognizing the fact that in 

the advertising agency business, the recognized norm is that competing 

brands are not handled by the same agency, Mr. Ram went to the owner 

and suggested that they set up an agency of their own and he promised 

him that he would ensure that the advertising for the company’s brands 

would be of a high order. 

Being the entrepreneur that he was, the owner decided to make Mr. 

Ram’s advice. He provided a small seed capital and with loads of 

encouragement asked Mr. Ram to set up shop. 

Mr. Ram immediately went about putting his initial team together, to a 

small place on rent, and opened the doors of his agency.  Thanks to the 

company’s own brand, he did not have to look for business initially, with 

his team and with the knowledge and experience he had of the industry, 

he went on to create some excellent advertising for the company’s brand. 

Thanks to this efforts, the brand began to grow and more investments 

began to be make in the advertising. The agency also began to grow and 

more importantly the advertising began to get noticed by other 

advertisers. Slowly other brands began to come into the agency’s fold and 

the agency began to grow from strength to strength.  

Mr. Ram then decided that from being an agency located in one city, there 

was now an opportunity to branch off into other cities. He recognized that 

advertising being a people driven business, good people would bring good 

results. Accordingly he recruited a well-qualified and dynamic 

professional HR person from a well reputed management institute to help 

him in the task. Together they went about headhunting for the right 

talent and thanks to their infectious positive attitude and their big dream 

for the future were able to attract a fine bunch of professionals across 

various locations. These branch heads were encouraged to be 

entrepreneurs and were given adequate freedom to grow their business in 

their respective areas. 
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Mr. Ram provided the dream and the values under which the company 

would operate. Since he himself came from a modest middle class 

background, Mr. Ram brought in very Indian middle class values to the 

company. Values of hard work, striving for excellence, team work, right 

attitude that was not arrogant, integrity etc, bound the top management 

team into a powerful self-driven one, with Mr. Ram leading the change 

from the front. 

Thanks to the growth of business as a result of this effort, the company 

was able to invest in good infrastructure and good remuneration for the 

employees. As they say, success, begets success and the company grew 

from strength to strength. Being the visionary that he was Mr. Ram could 

anticipate the future and made bold investments in terms setting up new 

divisions, that were well ahead of their times. This provided the cutting 

edge for the agency, resulting in it becoming the third largest in the 

country in the short span of 10 years.  

Thus, Mr. Ram was able to create an Indian agency which was well 

respected by the advertising industry. In time he won several awards and 

was able to retire from the company with flying colors. 

Questions: 

1. What do you think were the critical success factors in the success of 
 Deshi advertising agency? 

2.  What steps should the agency now take in order to continue the  good 

 growth,  it has exhibited in the past? 

3.  Do you think the agency should retain its Indianess or sell out to a 
 multinational agency. Discuss the pros and cons. 
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