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Attempt all questions.
All questions carry equal marks.
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1. (&) Advertising is multidimensional. It is a form of
Communication, a powerful marketing tool, a
Component of the economic system, a means of
financing the mass media, a social institution, an
art form, an instrument of business management,
a field of employment and a profession. Critically

examine the statement. (8)

(b) Which method of setting advertising budget is
considered as the most scientific and objective ?
Why ? N

OR

(a) Explain in different forms that advertisers might
use to advertise on the internet. Discuss some of
the advantages and disadvantages associated with
each. (8)
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(b) Explain the role of audience selection in
advertising. (7 ]
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2. (a) What are the differences between rational and
emotional advertising appeals and the factors that
would lead to the use of one over other. Give
examples of advertising Campaigns that use each
type of appeal and discuss the reasons why it is

used by the advertisers ? (%)

P.T.O.



687 4

(b) After the execution of a full Campaign, is it
necessary to measure its effectiveness. Give
justification in support of your answer. (7)

OR

(a) If you were to select an advertising agency to
develop and implement a Campaign for a new
Honda sports car, what agency attributes would
you consider more important ? (8)

(b) Discuss the role the media play in the self
regulation of advertising. Do you think media self
regulation is an effective way of protecting consumers
from offensive or misleading advertising?  (7)

(%) TR ik S R sl R W ¥ s
TARY Ol 998 ¥t W R w WA B R
fame= - st &1 I S o v e @
F0 T H o M & 3R R ey R e
T T A fear T 27

(@) ot st & Foaes € ae w0 I9 Wl A
HaEE Bl 8 7 FU IR D gHST § iR waney |

AT

(%) 7} FR v 9 B W IR & fow afme @
forfim w7 R Feifae =@ & for e sl «



687 5

T8 A AW T & B Remad @ s
FETTYH WA 7

(@) faa & wfows % wreaw A yfie = =T e
b ATt A ¥ & W | s e
e faame & Imiearatl S qUeT & UE W wle
87

3. (a) Describe in brief various steps in the personal

selling process. (8)

(b) How would you handle these objections raised at
the end of a sales presentation ?
(i) The price is too high
(i) Your warranty period is too short

(i) I do not want to do business with your
firm (7)

OR

(a) If you are a sales representative for a vaccum
cleaner, what prospect information would you want
to obtain prior to making a sales presentation ?
How will you make the presentation and handle

various types of objections ? (8)

P.T.O.
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(b) Discuss the main objectives of a sales budget.
What factors need to be considered while
preparing a sales budget? {(7)
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4. (a) Why is motivation of salesforce more important
than for employees in any other sphere of activity ?

(8)
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(b) “Some people believe that money spent on traintng
goes waste while others consider it an investment
in human resources”. Comment upon the statement
giving your viewpoint. N

OR
(a) Describe the advantages and disadvantages of

different Compensation methods ? (8)

(b} What is a sales territory ? Explain the benefits of
establishing sales territories. ©)
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5. (a) Mention the various types of advertising with

examples. (8)
P.T.O.
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(b) Explain the AIDA’s theory of selling. (7N

OR

(a) How personal selling differs from advertising.
Discuss the changing role of personal selling.

(3)

(b) You are asked to prepare an advertising copy for

a brand of shampoo to be inserted in a magazine.

Explain the points you will consider in preparing

such a copy. (M
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