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Advertising & Personal Selling
UPC: 22417514
Attempt any four questions. All questions carry equal marks.

Time: 3 hours Max marks: 75

Q1 “The enemies of advertising are the enemies of freedom.” —David Ogilvy. Discuss the
statement. Also Identify the type of advertising in the following cases and give reasons:
(a) For the last one week you have been daily seeing an advertisement in the newspaper, but
it is not clear as to which product it offers.
(b) An advertisement by Vimal Pan masala, ‘Bolo Zuban Kesari’ by Ajay Devgan and
Sharukh Khan
(c) ‘Jago Grahak Jago’ advertisement by Ministry of Consumer Affairs, Government of
India,
(d) An advertisement by Adidas, ‘Impossible is Nothing’ featuring Deepika Padukone

Q2 What is DAGMAR model? Explain how marketers can use DAGMAR in establishing
objectives and what are some of the limitations associated with the use of this model?

Q3 You are asked to prepare an advertising copy for an Air Purifier to be inserted in a
newspaper? Explain the points you would consider in preparing such a copy? Also discuss the
various functions performed by an advertising agency.

Q4 Recently advertisements by Manyavar and Fabindia found themselves in huge controversy
and trolling on social media? Comment. Also mention about the legal laws in India to protect the
Indian consumer from misleading advertisements.

Q5 Given that many sales managers now, accept that good salespeople are ‘made’ rather than
‘born’. Does this mean personality characteristics are no longer important in the type of
salesperson employed? Provide your perspective. Also explain the AIDAS theory of selling?
How would you use the AIDAS theory in selling?

Q6 Define prospecting and how to develop leads? Also mention why do prospects raise
objections? As a salesman how would you handle the following objections raised by the
customers at the end of a sales presentation:

l. A temporary shortage of cash prevents him from buying

. The price of product is too high
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