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What is advertising? Discuss the objectives of
advertising.

Or

Critically examine DAGMAR approach in setting
advertising objectives.

What is meant by selectivity with regard to purchase

of advertising media? Discuss.the various ways
magazines offer selectivity to advertisers.

Or

Discuss the important methods of setting advertising
budget.

What are the various post-testing techniques available
to a marketing manager to test the effectiveness of
the advertisement?,
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What is an advertising agency? Explain the
organization structure and working of an advertising
agen c y.

4. What is personal selling? Explain its nature and
significance.
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Or

Explain various types of salespersons giving examples.

Write short note on any three of the following :

(a) Role of ASCI

(b) AIDA MODEL

(c) Advertising Copy

(d) Buying-Formula theory of Selling

(e) Sales Manual
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