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Instructions for Candidates

1. Write your Roll No. on the top immediately on receipt of this question paper.
2. All questions are compulsory.
3. All questions carry equal marks.

4. Answers must be written either in English or Hindi; but the same medium should
be used throughout the paper.
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1. (a) “Money Spent on advertising is an investment and is not wasteful”. Do you
agree ? Discuss.
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(b) What are the difference between rational and emotional advertising appeal ?
Which of the two should be preferred and why ?

OR

(a) “Problems of Marketing communication for a brand can be solved
through advertising only”. Discuss the statement in the light of IMC
perspective. Explain the process of developing integrated Marketing

communication.

(b) What is an in-house advertising agency ? What are the advantages and
limitations of having an in-house advertising arrangements ?
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(a) Discuss the merit and demerits of radio as an advertising medium.

(b) Z co. is a wholesaler dealer of certain industrial raw material. The number
of buyers that the company serves is small, but the buyers place high orders.
The company wants to advertise through yellow pages advertising and direct
mail advertising in order to increase sales. Which media will be more suitable
for the purpose and why ?

OR

v



5542 3

(a) Explain the role of music in selling a new cellular services product in the
context of Indian market.

(b) What is media scheduling ? Explain various patterns of media schedules.
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3. (a) What is false and deceptive advertising ? Explain & exemplify.

(b) Differentiate between the “top-down” budgeting and “bottom-up” budgeting
while setting advertising budgets. Briefly explain the “objectives and Task”
method of setting an advertising budget.

OR

(a) Find a newspaper advertisement which you think is bland . Rewrite it, first
to show a hard sell approach and then show a soft sell approach.

(b) Compare and contrast “Push & Pull” strategies of promotion.
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4. (a) “While measuring advertising effectiveness both communications effects and

sales effects should be judge.” Explain.

(b) Suggest ways to develop cordial relations between advertising agency and

clients.
OR

(a) “Selling as very promising career for efficient people.” Do you agree ? Explain

giving the unique features of an effective sales person.
(b) Answer these statements giving reasons.

(i) People donot buy a service products or an idea, they buy the happiness

that comes from buying that products.

(ii) I mentally walk in other people’s shoes in order to see things from

their perspectives.
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5. (a) Give the types of salesman when they are required by the (i) manufacturers

& (ii) retailers.

(b) “Qualitativé and quantitative approaches are equally important for

performances appraisal of sales person”. Explain.
OR

(@) As a salesman how would you handle the following objections raised by

customers at the end of sales presentations.
(1) Over priced product
(i) Poor quality product

- (iii) Past experience with the company and its products

(b) As asales manager for a baby food manufacturer, you want to evaluate the
ability of your sales representative to secure good shelf space in grocery

store. How would you do this ?
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