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AD\/EITTISING & SALES MANAGEME
Time:- Three Hours I lM

cle , ffi s-sf t f++cnTsR uor flfuq t crdf d ofin s+d qrtrfr
Note: Answer frorr Both the Section as Directed. The Figures in the

marks.
EIw / Section-A

ffifuo 3rfr dg-snfrq vdi d ffir{ Afug' '

Ans\r'er the follon'ing \rerv short answer h,pe questions:
(a) ft-flrrT{ d B-{iPq qzrT tZ

\\/hert are the ob.iective of advertising?
(b) q1Tqrfuo ft_arq-{ d .hti <i silflq q-dTfS 

t

Give the eNanrple r-rf trn,o social advertising
(c) dfkd frsrqq qn t?

What is tnrgc-t advertising?
(d) q"q.-4ffifr faflq-q 3lfr-d d <t BErE{uT frffi r

Give t\\'o e xill'nple of emotional advertising appeal.
(e) fr-flrq-{ d qqrcT d rnsl q TqI o-B-r{ sil--fr tl

\\r'hat are the problenrs in nreaslrring advertising
(f) ?il{d d ql qTrq fr=fl.r-{ qdf{r$i d qr'I e-nrf}?

Give the nanre of top tr;l'o advertising agency in India?
(s) fr-flr.Tq gq ftr-rnq e-qdq t qqT s{N B?

Distinguish hetn'een aclvertising & sales promotions.
(h) qfu.ra ft.m-q d <i Etq q-nfn?

Give thc tu o clisadvantnge of personal selling.
(i) f,+er,q o,tnftirj -.i fuq q-Prer"T zrqi 3ilcrcq?F B?

\\''hv tnrining is essential for sales enrplovees?

ffi srfr dg-sfrrfrq rrg-+i d ffir{ ftFqg'
Ans\rrer the fbllolving \rerv short ans\r/er qvpe questions:
(a) fr-fllq-{ lrBt-{il zrqr B?

What is aclvertisins process?
(b) {_*ft-grq;I t -.rqT 3rsrq B?

Whart rit-r r t-ru nrean b)' e-aclvertising?
(c) fa--flq-{ .rarfh e-Brn d q{q oorfqz

State thc Stcps of aclvcrtising buclgeting prc)cess?

(d) ftI-rn-q q-.r-ii ?h rTTrrrr .FT T6r.r c-fl+q t

Ciive the inrportance of nrediLlm c-rf sales promotions.
(e) 3nwi ft-m-rl w_rrdq @t ssrcrT cor{-} t

Drau a ()l'si-rnisatir-ln stmctul'c ol- Icleal sarles orgatrisation

El-u-g/ Section-R

ffifuH ff_vnfi-q yv_+i d scdq frfuq
Ansu cr tlre lollon ing lnng :lnsu'er tt'pe questions:
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9 {o.r{ / r,Jnit-I

fuarqE s€riq n q-grer W qil tl fu"frq-{ q"A-qT fr sr-fr1
What are the ke)' plavers irr the advertising industr),? Di
aclr'erti si ng process.

sIeIcII / OR

fraTurl fi+r.ry d BGr< st-, q ftf,r.rq d rrf,eq of .qrcrrT otfrrq r

DiscLrss the irnportance of atdr,,ertising in the procluct area of

{{-r{ / tJnit-II

fr--arq-{ @ifr fi 3il-q-ol qzrT 3TTsRr tZ gfr f,fatq-{ oifr d frft-;q
What do 1,ou nreau bv advertising copy? Explain the various el

cop)'.

3rerfl/oR

M 6m Bqql-Tr q drfr qfi qrd fr-ft--n fr-flNT srfr-d
otfrrq r

What al'e the various kinds of advertising appeals used by an

exanrples.

{iD-r{ /tJnit-III

fuflrq-{ q-ffi .F-t qilq .h-{A {firct fr,{ or< il ol tur{ {sql
What lirctors shc-trld be kept in mind while selecting on adr,'erti

slalcfl / OR

fr--flrq-{ o ffi qqrcr d lFqrfrq zht q-fu-fl Ezl-r tZ qrsrT otRri r

S,Ihat elrc thc varioLls r:l,oys of evaluating sales effect of advert

{iD.r{ /rJnit-IV

.zrfrn rd fa-m-q r) 3TTrr qil qqs-d d? Sq-d IuT W ff o\
\\/hat clo vt-nl nrean b), personAl selling? Explain its merits &. d

3IQIil / OR

frffiq qfuqT o-t ll-fu-{nr{ llqflf,S t

Erplain selling process in detail

{6-r{ /l,Jnit-v

farq o1 qtlr&r"r t-i ri .rqr sTrsrq tZ qPrerq d
oTfu\ |

3.

4.

5

6

7

\\rlritt clo \'()Lr nrcan bv trairtirtg to sales enrploy,sst? fxplain the
salcs cnrlllor ccs.

3IAIil / OR

fA'drq qqrT dpdT fuTrrq nqrT fr 3ffir{ e-drfiu fr-dn-q g€rrT qrr qEf,
Distinguish hctu'een sales n'riuragenlent rtncl nrarketirrg r-n

irllrortur-rcc r) f- sales nullulgelllent.

q{ rrfHw z-qf of r

s briefly their role in tlre

tl silil{q lrtrd qrcelT

agenc)'? Conrntents.

ilffi cnl rrelq q udu

ous nrcthocls to train the

nagenrent ? trxplain the

trng mrx

sers? Explain w-ith

g? Erplain

ts

o1 qrcqT otftrS r

of an advertising

oqrsr otftrq f


