Paper / Subject Code: 67434 / Group B: Business Studies (Management): Advertising and sales M anagement

Time: 2% Hours Total Marks: 75

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

Q. N.1. Answer the following Questions

A) Describe the hierarchy of effects model of advertising (8)
B) Describe the various functional departments of an advertising agency. (7)
C) Define thSRconcept of -Advertising. Explain the significance of  advertising  to
Manufacturers and Customers. (8)
D) Write any four methods of setting advertising budget. (7)

Q. N.2. Answer the following Questions

A) Explain the elements considering by the ad agencies while developing TV

Commercials. (8)
B) Explain some Laws and Acts Governing Advertisement in India. (7)
C) Explain the CE)sl:\;entials while developing the ad copy. (8)
D) Explain the various methods for pre-testing of advertising effectiveness. (7

Q. N. 3 Answer the following Questions

A) What is sales management? Explain its features. (8)
B) Discuss the selection procedure of sales force. (7)
C) Describe the? olf)jectives of a sales organization. (8)
D) Explain various compensation methods of sales personnel. (7)

Q. N. 4 Answer the following Questions

a) Discuss the concept of Sales Quotas. (8)

b) Explain the role of Information Technology in Sales Management. (7)
OR

c) Explain the objectives of Sales Control. (8)

d) Explain the Factors determining Sales terittory. @)
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Q.5) A) Fillin the blanks with appropriate options. (5)
1. e advertisements are appeared inside or outer area of vehicles.
a) Aerial b) Transit
c) Professional d) Trader

2. AIDA model of marketing communication was developed by

a) E.K.Strong b) Russell Colley
c) Robert Lavidge d) Gary Steiners
3.___ are the small units of text used with illustrations, coupons and special offers
a) Sub Head b) Headlines
c) Captions d) White Space
4. selling is working with your buyers in a joint process to identify needs,

evaluate the benefits of your solution provided and navigate through the decision
making process.

a) Transactional b) Collaborative
c¢) Product-oriented d) Relationship building
5. specifies the required qualities, qualifications and skills for the performance
of salesman’s job efficiently and effectively.
a) Job evaluation b) Job analysis
c) Job description d) Job specification
Q. 5. ~ B) State whether the following statements are True or False. (5)

1. Post Test methods evaluate the effectiveness of advertisements after the ad has
been actually launched in the market.

2. < Persuasive Product advertising is also known as introductory stage advertising.

3. Salesmanship involves direct contact between the buyer and the seller either
face to face or through telephone sales.

4. T -Group training is also called as sensitivity training and take place in
laboratory conditions.

5. ~Proper and timely allocation of resources is necessary for a firm to achieve its

objectives.
Q. 5. C) ‘Match the Column. (5)
Group A Group B
1) Role play a) an artificial environment that closely reflects the
actual working conditions
2) Induction training b) indicates qualities such as sound health, alertness,
toleration
3) Eye Movement camera c). formal introduction of new employees with work
place and their colleagues
4) Physical Characteristics d) putting sales personnel in real life problem
situations.
5)Simulation e) records movement of the eyes over a page or an
illustration.
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