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1. (a) ‘Money spent on advertising in wasteful’. Critically
examine the statement, (7)

(b) Explain the advantages and limitations of any two
of the following:

(i) Internet Advertising
(ii) Transit Adverting
(iii) Surrogate }_T\dvertising (8)

OR
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(a) Explain the role of DAGMAR model in setting .

advertising objective. (7)

(b) Explain the following methods of setting

advertisement budget.
(i) Percentage of sales method
| (i) Affordable method (8)
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Part-B/sT T -
2. (a) What is an advertising copy? Discuss the essential

features of a scientifically developed advertising
copy? (7)

(b) Briefly explain the pre-testing methods for
measuring communication effectiveness of
adverting. (8)

OR

(a) What is an advertising agency? What factors
influence the choice of selection of an agency?

(7

(b) What is meant by “Advertising Appeal”? What
kind of appeals are used by an

(1) Insurance Company
(i) Automobile Company (8)
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(a) Advertising should be socially, ethically, and legally
responsible. Comment. (7)

(b) Describe the various types of personal selling

situations. . : (8)
OR

(a) “Advertising and personal selling are

complementary”. Explain. ' N

(b) Is ‘Prospecting’ an essential element in the
process of effective selling? Where do you think
" a sales person should look for prospect? (8)
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4. (a) Why do customers raise objections in the process
of personal selling? What techniques can be
adopted by a sales person in handling such
objections? (7

(b) What is meant by “closing the sale”? Discuss
briefly the various methods that can be used for
closing the sale effectively. (%)

OR

(a) Describe the various methods a sales person can
adopt for approaching the prospects. (7)

(b) Write a note on
(i) Demonstration
(ii) Customer Follow-Up - (8)

(aﬁ)wm%%mmﬁmﬁﬁmqﬁmﬁm
T od &7 04 Rufodi =1 IR w@ ¥ Rl war
THAeh I Fhe B 7



588 7

(@) ‘R 9w W ow ad 7 O & wnd v ¥ W
FE 2 T FER W T A A Rfay & we

¥ fe AR
Jrear

b

(%) @ 7 T & R Rt G e Rt
W AT GHA B I IO BRI

(@) Frafofes w = ffaw:
(i) feet
(i) e T

5. (a) Define Sales Forecasting. How can such forecast

be made more effective? (7)

(b) Explain the different methods of compensating
sales persons. (8)

OR

(a) What are sales quotas? Describe the various types
of quotas used in personal selling ‘ )

(b) Discuss the importance of Performance Appraisal.
What difficulties are encountered in conducting

performance appraisal? (8)
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