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Note :  Answers may be written either in English or in
Hindi; but the same medium should be used
throughout the paper.
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Attempt all questions. All questions carry equal marks.

Credit will be given for precise answers.
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1. (a) "Effective communication process starts with the
selection of target audience." Do you agree ? On
what basis can the advertiser select target 4

audience?

(b) "Advertising is vital to economic and social
growth of an economy”. Discuss.

Or

(c) Explain various media decisions that an advertiser
need to take for advertising of new 3G cellular -

service product ?
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(d) Discuss various measures which are used to

evaluate sales person’s performance.
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2. (a) Explain any two of the following :

(i) Relevance of using emotional appeals.
(i1) Role of creativity in message development
(11i) Criteria for choosing celebrity as an endorser

(iv) Layout considerations.

(b) Discuss parameters of evaluating ad effectiveness.
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3. (a) Explain the process of advertising decision
making. What is the role of having IMC
perspective in it 7

(b) Compare :
(i) Straight commission v/s Straight salary plan

of sales person's compensation.

(i) Customer based v/s Product based
organization of sales department.

Or

(c) Relationship between sales quota, sales forecast
and sales budget.
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{ (d) Explain the role of advertising agency. What are
advantages of using large advertising agencies
when the focus is more on planning integrated

communication and not just advertising as a

solution to communication problem?
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4. (a)

(b)

(©)

(d)

What is territory planning? Explain the steps
required to set up territories.

Sales organization is both an orienting point for
cooperative endeavor and a structure of human
relationships. Discuss.

Or

What are the ingredients of motivational mix for
sales persons? Explain the process of sales
person’s motivation.

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

(%) 3o 1 S B 8 7 e e W &

ToTe eTawe: Hedl &) sqrem i

(@) Fra wed geaTeRes v o wEE want

o gl & fog aififomndt g 2t @) s
hifen | |

HYAT

(1) fershl F arent & fore Yeomenss s & 9 w0 87

2083

Torsraarat & o Y wfgman ) =men fifdw



() Toa et b fasfia 0 % fog e 2 ge
ca & Fagam i forere feran | samen Shifse 6 3
ﬁﬁw%emﬁaﬁaﬁaaﬁﬁwm‘%?

, 5. Write short notes on any three of the followings :
(a) Deceptive advertising

(b) Ethics in selling

(¢) Self- regulation in advertising practices

(d) Sales budget
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