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Note :  Answers may be written cither in English or in
Hindi; but the same medium should be used

throughout the paper.
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Instructions: (i) Attempt all parts of the question tagether,

(i) Answer should be precise.

(iii) All questions carry equal marks.
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1. (a) Discuss the role of advertising:

(i) When brand comprehension precedes and
contributes to attitude change;

(i) When behavioural change precedes and
contributes to attitude change.

(b) Media selection is the process of choosing the
most cost effective media to achieve the necessary
coverage and the number of exposures among the
target audience. Evaluate the statement.

Or
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(d)

Explain various types of message appeals that an
advertiser may consider for message development.
What could be the key considerations in the
selection of the best suitable advertising appeal?

Measuring advertising effectiveness has always
been a matter of debate between advertiser and the
agency. Why? Give a brief account of decisions

related o measuring advertising effectiveness?
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"Setting advertising budget involves careful
analysis rather than just industry rules of thumb or
'‘gut feel”. Support the statement with relevant

arguments.

What are the pros and cons of using an in-house
agency? What are the reasons for which
companies generally prefer to hire an outside
agency?

Or
What 1s the economic and social role of

advertising? To what extent you approve of these
two roles?

Media planning is considered the bridge between
sales, marketing and creative function of

advertising. Explain with appropriate example.
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Salesmanship and selling process are the two key
clements required for development of selling
skills. Explain how these two work together to
help increase the sales?

Explain  DAGMAR approach to setting of
advertising objectives. Analyze the issues related
to its applicability .

Or .
Explain the relationship of performance standards
to personal selling objectives. What are the
quantitative performance standards that are used

for appraising the sales personnel performance?
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(d) Evaluate the arguments both for and against
advertising to children. Do you feel restrictions are
needed for advertising and other forms of
promotion targeted to children?
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4. (a) Differentiate:

(1) Sale forecasting and sales budget.

1) Canned presemalion and open minded
pl‘csentation

(i1) Centralization and decentralization of sales

force management

9993A 6



Or

(b) What is the purpose of follow-up stage in the
selling process? Why do many sales people
supposed to neglect this stage? How can effective
follow up make salespeople more productive in
gaining sales volume?

() What are the different types of quota? How does
quota relate to other components of the sales
management?

(%) fadg i
() T qaigum o foga e
(if) TR g T THmeR SRt
Gii) Tz o1& way o1 el it s

AT

(@) foga wfrn § srgadf =w o1 F WS B g7
e fhiwdle g @ = fi U\ FTAH R
Hura ¥ 2t & 7 gl sigada s & afmm |
oy FQ & Rl A R SER 9w
JeaTeEiiet o R 3 7

() @ ffm e e € 7 fos vy & o5 vew &
a1 1T e AR et AT 2 7

5. Attempt any two of the following :
(a) Compare the merits of straight salary and straight
commission plans of sales compensation. What is
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the criteria for the choice of compensation plan?
What are the effects of compensation

dissatisfaction?
(by Explain:
(i) Sales persons are better to be referred as
relationship managers.
(ii) Establishing  sales-territories  facilitates
implementation of marketing concept.

(¢) Explain various methods of sales forecasting.
Discuss issues related to each of the forecasting
method.
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