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Attempt all questions.
All questions carry equal marks.
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1. (a} “Advertising sells the products.” Do you
agree with this statement ? Give reasons for
your answer and explain the functions
performed by advertising. 7

(b)  Write notes on any two of the following :

(i) Consumer advertising Vs. Industrial
advertising.

(i) DAGMAR approach.

(i11)) Percentage of sales method of
determining advertising budget. 4 +4 =8

(F) “fTaE ST R IS ¢ I W T D
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(i) DAGMAR 39
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(a) “Selection of advertising media should be
preceded by an analysis of all factors
involved in the total marketing situation.”
What factors should you consider in such a
situation and why ? ' 7

(b) “The basic objective of advertising is to
increase sales and profits.” Elucidate,
pointing out  other  objectives  of
Advertising.- 8
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2. {(a) What do you understand by Advertising
Copy 7?7 How is an advertising copy for

radio different from that for print media ? 7
(b) Differentiate  between  Rational and
emotional appeals. Give two examples each
of products which can better be advertised
‘through rational and, emotional appeals

{with reasons). 8
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(2)

(b)
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(a)

(b)
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Why is it necessary to measure advertising
effectiveness ? Explain the post-testing
techmques of measuring advertising
effectiveness. '

What are the various types of advertising
agencies ? Discuss the various criteria used
while selecting an advertising agency.
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Explain the need for ethics in advertising.
Describe the ethical effects of advertising
along with the tests used to decide whether
an advertisement is ethical or not.

Explain any two of the following :
(i)  AIDA theory of seiling
(ii) Is salésmanship ~ a science or an art ?

(iii) Personal selling situations and

7

jobs. 4+4=8
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(a) “In these days of mass production and mass
selling, personal selling continues to be an
essential promotional tool for Sellers.”
Why ? ' 5

(b “Selling is a very promising career for
efficient people.” Do vou agree 7 Explain
giving the unique characteristics of an
effective sales person. 5

(c) What is the importance of knowledge of
products for a salesman ? What knowledge
should a salesman have about his products 7 5§

(B) “U1 SERA AR 92 U9 W {awa & 7 &
- U Feshaiatt & fog =fEeTd fay e o ww
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(b)
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State the meaning and significance of pre-
approach in the process of effective
personal selling. What steps are involved in
it ?

Write notes on :

(1) -Prospecting

(i1) Demonstration 4+ 4=

TIE ST (oeRd Y HhaT | OE g o
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TWE? .
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How does ‘Closing the Sale’ help in

building relationship with customer ?

Explain the closing techniques available to

salesperson that help him in making an

effective close.

As a salesman how would you handle the

following objection raised by customers at

the end of a sales-presentation ?

(i)  Over-priced product

(i)  Poor quality product

(iit) No Money for buying product

(iv) Past bad experience with the
company and 1ts products
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5. (a) Describe the various methods of sales- .
forecasting. 5

-(b) Discuss the main objectives of a sales
budget. What factors need to be considered
while preparing a sales-budget ? 5
(¢) What is a sales-territory ? Explain the
benefits of establishing sales-territories. _ 5
(#) fora @ #t fairs yorfedt &1 9ol
B :
(@) fop - o912 & ger v w1 faa=m Fitm |
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T o fedt-odl w0 T |
OR / Suran
(a)  Explain the different types of compensation

plans followed for compensating  sales-
force. 7

(b) Explain any two of the following :
(1)  Sources of recruitment of sales force
(i) Methods of training sales-force

(i1i) Process of Performance-Appraisal of
Sales-force 4+4=8
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