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.

Q1) A) Discuss the various classifications of advertising. (15)

OR
B) Explain various methods of setting advertising budgets with suitable examples.  (15)

Q2) A) Develop an advertising copy for digital media. (15)
OR
B) Write a note on the Advertising Standards Council of India (ASCI). (15)
Q3) A) What is Sales Management? Explain its functions. (15)
OR
B) Suggest the various compensation methods for sales personnel. (15)
Q.4 A) Fill in the blanks with appropriate options (05)
1) Inthe AIDA model by E.K. Strong, what does 'l' stand for
a) Interest b) Information
c) Influence d) Intention
2) is one major reason for losing clients in an advertising agency.
a) Strong creativity b) Poor service quality
c) Effective communication d) High client satisfaction
3) is a pre-test method used in advertising research.
a) Sales tracking b) Market share measurement
c) Profit analysis d) Focus group discussions
4) is a key quality of an effective salesman.
a) Shyness b) Strong communication skills
c) Passive attitude d) Carelessness
5) recent trend in sales management involves analyzing customer data to
improve decision-making.
a) Traditional marketing b) Tele-calling
c¢) Data mining d) Manual filing
86360 Page 1 of 4

XSAGARDADMINY9A77EOXSAGARDADMINY9A77EO



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

Q.4 B) State whether the following statements are True or False:

1.

Q.5

1)
2)
3)
4)
5)

86360

(05)

Integrated Marketing Communication (IMC) includes elements like sales promotion,

direct marketing, and PR.

Advertising has no impact on the economy of a country.

Careers in advertising include roles such as copywriter, media planner, and account

executive.

The "Art of Selling" includes different types of selling like direct selling and

consultative selling.

Sales planning includes only setting sales quotas.

Q.4 C) Match the columns: (05)
Column ‘A’ Column ‘B’
1. Hierarchy of Effects Model a. TV industry standards
2. Indian Broadcasting Foundation b. Lavidge and Steiner
3. Sales force motivation c. On-the-job and Off-the-job
4. Product-based structure of a sales | d. Incentives and rewards
organization.
5. Salesforce Training Methods e. Focus on product lines
Write Short Notes (Any Three) (15)
Sales Planning
Limitations of Sales Forecasting
Sales Audit
Factors Determining Sales Territory
Importance of Customer Feedback
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