This question paper contains 7 printed pages]

Roll No.
S.N'o. of Question Paper : §33
" UniquePaper Code 241510 | . E
Name of the Paﬁer . Advertising & Pe;'sfdnal Selling
Name of thé Course : Bf‘_Cnm. (Hons.)
- Semester . o v
Duration : 3 Hours - f, Maximum Marks:7‘5 _

(Wrire your Roll No. on the top inmiedialely on receipt of this question paper. )
(Ww——f qﬂ@ﬁaﬂéwﬁmmﬁuﬁawmmmm )

Note :  Answers may be written either in Enghsh or in Hindi; but thc same medium should be

used throughout the paper.
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| All parts of a question should be attempted together.
Al questions carry equal marks.
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“Modern advertising has made the luxuries of yesterday, the hecessities of today.”

Do you agree, ? Give reasons in support of your an_'s.wer". |
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Expla_in the various methods of deciding advertising budget.
Or
(ream)

In a meeting, your new boss informs you that the only goal of advertising and promotion
1s to géner_a_té sales. Present your argument to convince your boss that in addition to

sales objectives, communication objectives must also be considered. .
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Explain the factors that influerice the choice of suitable advertising media.

What factors would you consider in preparing an advertising copy for radio ? -
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(b) .

Discuss Pre-Testing and Post-Testing of advertising effectiveness.. -

| ﬁam‘—r EIL ISR & - = gea-whEm ® R S i

(@)

O_f

(v

Do you think that a multinational like Colgate-PaJmoIive should develop its own inho.use‘ .

advertising agency ? Explain.
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(b) Explain the various types of Appeals that are used by advertisers to arouse consumer

interest. Give example. |
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(@) “In thése days of n-1ass production and mass selling, personal selling.continues to be an

essential promotional tool fér sellers.” Why ? ‘. 7' '
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) What is false and deceptive advertising ? Explain wuh the help of examples _ 7‘
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Or
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(@) “Good saIespeople are born, not made.” Do you agree ? Explain.
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(b) Explain in brief the various types of advertising.
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Brief]y" describe the personal selling process. How would sales presentation differ in the

following cases

() Selling laptops

(i) Presenting a new drug to physicians. :
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What are the features of an effectivé-SaJes Quota Plan ?
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Or

(arerm)

What is ‘Sales Territory’ 2 Why and how do firms establish sales territoi'ies"? Can you

thiﬁk about possible reasons why a firm might not want to have salés terﬁtoﬁes ? '.
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Discuss the main objectives of a sales budget. What factors need to be considered while

preparing a sales budget ?
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Explain the various approaches for perfqnnanqe apprai;sal of 's.alespe_rsp.ns;
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What‘ types of objections do cust(.)r.ners fa_ise_in personal se_lliflg. ‘?"Ex_plain. the‘methods

and precautions which saléspersons use while handling such objections.
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Or
(3veram)
Recruiting and selecting salespersonnel is an important bart of imp];ementirig personal selling

strategy, but that is not all that is involved in it. Explain.
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Compensation playsa key role in mdtivat'mg salesforce. Discuss the role of m'onetary .

“and non-monetary factors in motivating salesforce. '
fl-aw 1 afife 70 A g 9 ger o A 1 P
W e w F A o Aoifie s @ oqfe W R

st

7 3 4500 . -



	001.tif
	002.tif
	003.tif
	004.tif
	005.tif
	006.tif
	007.tif

