Paper / Subject Code: 66674 / BUSINESS STUDIES (MANAGEMENT) : Advertising and Sales M anagement

Time: 2 Hours Total Marks: 60

N.B: 1) All questions are compulsory.
2) Figures to the right indicate full marks.

Q. 1) (a) Discuss the classification of advertising with suitable examples. (08)
(b) Explain AIDA model of E.K. Strong. (07)
OR
(c) What are the criteria considered by an advertiser while selecting an ad agency? - (08)
(d) Write a note on “Forms of digital media”. (07)
Q. 2) (a) Develop an ad copy for print media. (08)
(b) Discuss the various pre-testing methods of testing advertising effectiveness? (07)
OR
(c) Explain the social contribution of advertising with examples. (08)
(d) Writea note on ‘Advertising Standard Council of India (ASCI)’. (07)
Q .3) (a) Discuss the types of Art of Selling. (08)
(b) Bring out the various qualities of an effective salesman. (07)
OR
(c) Suggest the various training methods for training salesforce. (08)
(d) Elaborate the objectives of sales organization. (07)
Q. 4)- A) Fill inthe blanks with appropriate options. (05)
1) advertisements are targeted towards wholesalers and retailers.
a) Trade b) Consumers
c) Professionals d) Manufacturers

2) ~According to Hierarchy of Effects Model, the job of the advertiser is to encourage the
customer to go through the steps and purchase the product.
a) Four b) Five
c) Six d) Seven
3) is one of the components of broadcasting copy of advertisement.
a) Jingle b) Creative pitch
¢) Traffic d) Click to action
4) is one of the functions of sales management.

a) Quality Maintenance b) Maintenance of machines
c) Production capacity d) Sales Planning

5) is one of the limitations of sales forecasting.

a) Lack of past sales figures b) Improved sales process
c) Better resource allocation d) Make strategic decision
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Q. 4. B) State whether the following statements are True or False. (05)

1) Advertisement influences to diverse group such as customers, employees, investors etc.

2) ‘Tata tea” ad campaign helps to create social awareness in the society.

3) There are no specific professional courses available in the field of advertising.

4) In need-oriented selling, a salesperson will identify needs of a customer through different
questions and then present a solution to those needs of the customer.

5) A sales territory refers to a geographical area assigned to a salesman for the purpose of
marketing the products of his concern.

Q. 4. C) Match the Column. (05)
Group A Group B
1) Sponsorship a) - Salary plus commission
2) IBM b) Sales forecasting method
3) ASCI c) Component of IMC

4) -Salesforce ~ compensation | d) Formulation and administration of the rules and
method regulations and laws relating to information,
broadcasting, the press and films in India

5) Expert Opinion e) Ensures truthfulness and honesty in advertising

OR
Q4. © Write Short notes on (Any Three) (15)

1) Limitations of sales forecasting.
2) Sales Audit

3) Factors determining sales territory
4). Importance of customer feedback

5) Role of IT in data mining
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(FIET TUTR)
(¥: R AM) ([OT: €0)
T ¢) ¥ g |isfaor sifaard ame.
?) ARSI 3 o I[oT FeAfEara.
3) ST AT TAYTAFHT THTOT HIA).

9.2eT. (37) ST FeffRiom=T Geg 3ereiondg adar . (0¢)
() SFH.TAT T AIDA HISH TASE . (o)
forar
() SRRTT T [AGsd=T SfRAUAER hora Ay AarTd gdra? (o¢)
(3) "Sfoca ArCgATT YhR" ATaX T &g forgT. (°b)
.. (3) B ATCIAES AR 9 fasnfad & (o¢)
() ST IRUTHSRGAT quravdrar fafay qd-ar=of qgdi= =r=r #? (ob)
e
(@) STTeIciid ATATToTh JNTGI 3GIgI0NHg TISC . (o¢)
(3) ‘URAT ST HAleliehed IREG (ASCI)’ X Teh T forgT. (°b)
9.330. (37) [ashr setrear (Art of selling) YR @l & (o¢)
() geret FewdeTd fafaer aqomey ==l . (o)
T
(o) fashr sretaraiar wireTor Sugreandr fafatr gferor ged gear. (o¢)
(3) fashT T 3fese TasT HAT. (ob)
9. 89T 37) @lelld e warmtdr vy ar I @[qsr. (o9)
?. Sifgtdicar a3 fashd 3101 foenles fashediell dfedd el SiTd.
37) MR ) TEF
%) Tl 3) 3cUleh
R. Hierarchy of Effects Model s8R, STRRTAERI I ATghTe T IR Shdel
3cUTe TWRET FUATH WcdHTed 0T 3R,
) IR ) °rg
&) TET ) a1
3. g7 Sfed=ar YART (Broadcasting) Idi<dr HehiddT Teh 3Tg.
37) foierer 9) forufeeg dieg
%) cTitheh 3) fefeteh € 3iereret
Y. g TIhr caaTaua T F TR
37) IOTacAT. SEHTS &) FAT=T SgeTeT
&) 3cUIgsT &THaT 5) fashr forarster
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g, & fashr sieremear FATEdT TE 3.
37) AR fashear snehsarian 3ea | 9) fash gfehdd geamon
%) HHEAT 3cdH dreq 5) YROTcA® A0 gor

v. ¥91. ) Greld faus g fFar 3wy 3 i (oY)

t) fafaer a7 ST T ATES, HAART, TAIUEFHER ScAGTA ST T Bie.

Q) ‘TeT T AfeAd ARG AT AT Siofia AT aoard #ed .

3) FIfRd &g HIVAE RARISE cAaaR¥ie HFATHHHA 3Ty A,

¥) IRGMAAE TIhALY, fdshdl J9EeTedT UHIGIR IMEHredl IR Ns@dl 30T
A YTgehTedT T IS YU HIOITHTS! 3T FIeY el

) TIhT &1 FgUTSl TEIEAT AedHTA cATAT ScUIGATRRAT [aUuTed uaredr 38T
forgere horel sitanforen &t

9. 89T F) A7 SASAT A1ar (09)
T I’ Ic T
¢, GTAIeTehcd 37) GO 3701 ShfAereT
:. IBM &) fashr 3ieTST ggd
3. ASCI &%) IMC =T g
Y. TR FeIAT ) HRATATS HAlfgdl, THROT, BIdtel 30T el &afad
Aideeara) ggd e 3nfor e 3for ymras auR axor
Y. dord \Ad ) SRUdiAEY Fegar 31OT yrATOTRguT giAfad #d
far
. so1. &1 et (Foreamdr dier) (29)
2) fashr 3iererear #ITe.
) fashr 3ifse

3) fashr &7 [AfRad R s
¥) ATghreaT ATHYRTT Ageed
) ARG Teladdmed IS sfdhr
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