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(c)

(d)

(b)

Attempt all questions. All the parts of a

question should be attempted together.

gt godf & Sux AR ww ue F wHl
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Marks are indicated against each question.
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Define advertising budget. Explain objective
and task method of allocating the advertising
budget. 8

%rammzﬁrqﬁﬂﬂﬁﬁﬁﬁﬁrm%amﬁm

& S99 ud wrEgmRl ( objective and task

method ) @1 avfF ST |

What is advertising media ? What factors

-would you consider while selecting a suitable

advertising media ? 7

fremas Aregw @ ¥ ? U SUgE fasTad
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(a) What should be the essential features of a

(b)

compensation plan so as to effectively
motivate the sales personnel ? 8

farera et S TwrEesT SRR B arfergfd
ot ( Compensation Plan ) & €99 0T
F1 B =R |

What is Sales Territory ? What is the basis
used to design sales territories ? ¥
fasra &= ( Sales Territory ) @T & ? fospa
a & ureg FuiRer 89 @ Sfu IudrT
fpar ST B 7

s 4800



3449

(a)

(b)

OR
SHEET
A sale is made neither in the minds of
salespérsoﬁs nor over-the-counter, but in the
minds of the buyers. Discuss in this light

the process of effective selling ? 15

faepg 9 @ faspaehatel & aRass & 7 &
Favel q¥ B © afess darell & aRass &
BT B | 39 TR § UHrEhr e ufshar
qofsr BT | :

What is sales forecasting ? Discuss the

various methods of sales forecasting.. 8

feera gaigA (Forecasting) #&rm 8 7 fspa
qatgee & faftr adist #r av @i |
What do you mean by performance appraisal ?

State its objectives and importance. T

froare @eftem  (Performance Appraisal) @
STTORT T AW B 7 3@ Seedl Ud Hed
Ui T |
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(a) “Advertising creates materialism in the

(b)

(a)

society”. Comment. 8

“fsmae gETeT § ifeerares Berar B 17 fewolt
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Explain the role of audience selection in
advertising. ‘ T
Frsmas & =i & =99 W R @ auia
FfeTa |

What do you understand by advertising copy ?

Discuss its elements. 8

fasas 1t & o9 = gEee € ? 39e o«
T guig FHfeTa |

Distinguish between emotional and rational
appeals. Substantiate your answers with
suitable examples. oL 7
e A et erdied F ofaw NI
AYY IO H IUgET Iarever S
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What is Advertising Agency ? Briefly describe
various types of advertising agencies. 8
R TSR R ¥ 7 WA § R oot
% TeHIT B THIEY |

Briefly explain the post testing methods for

(

measuring advertising effectiveness. i

fstras it ayraesar @ g9 @ o saad
qferoT @ UERrEr @ 989 ¥ ol it |

Write short notes on :

@y feoafrr fafeg -

(i) Deceptive Advertising %
qrHeh fasrae

(it} Personal Selling situations 7

Jufaaes fasma Refeaf
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(i) Sales Quota 8
feepa aprer
(ii) DAGMER Approach ;  f

DAGMER 34r™

What types of objections does the customer
raise in personal selling ? Explain the
methods which salesman use while handling

such objections ? 8

Qi fompa ® Ui 5 ek ST
FX & ? fepgswal @ 39 SRkl @t
& ( Handling ) % & R sto9m@ o=
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Explain the various methods that can be

adopted by a salesperson in “Approach” stage

of personal selling process. it

Jafere faska @ ‘9g=’ ( Approach ) =Ror |
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