Second Paper : (1) Advertising & Sales Management
Time : Three Hours Maximum Marks : 100
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UNIT-I5&TE-1

1. Explain the meaning of advertising. Clearly explain the significance of
advertising. 45+15
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Explain the types of advertising based on the nature of advertising and
also distinguish between product and institutional advertising.  9+11
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UNIT-IVE=TE-11

2. What do you mean by Advertising Campaign Planning 7 Explain the

process of Advertising Campaign Planning. 4+16
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What is advertising budget ? Explain the different factors affecting the
advertising budget. . 4+16
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. Discuss the factors affecting selection of advertising media. 20
T el & =ua 7t wnfon 3 9 e w5t fesem Ef
' Or/317ar .
What do you mean by advertising agency ? Explain the factors that are
considered while selective an advertising Aagency. 4+16
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UNIT-IV/Z&TE-IV
“A good salesman is born and not made”. Explain this statement. Describe
in brief the essential qualities of a successful salesman. 6+14

U AR faFm I A Ea g, S T 1 EH 1 T B A
T we ool & 0 w1 WE § w0t Fifed
Or/f3e=r . ,
Describe the methods of motivating salesman, - . 20
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UNIT-V/ZFE-V

. What do you mean by “Sales Quota’ ? Critically evaluate the various

methods of setting sales quota. 4+16
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_ Describe the various methods of studying consumer psychology. - 20
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