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of this question paper.

Attempt all questions.

2.

3. All questions carry equal marks. .‘\'j """"

4. Answers may be written either in English or Hindi;
but the same medium should be used throughout the
paper.
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(a) “Advertising is an imperative economic function
in modern business”. Discuss the objectives and
utility of advertising from the marketer’s and

consumers point of view. (8)
(b) Write short notes on the following :
(i) Surrogate Adyertising
(ii) Social Advertising (7
OR

(a) What is advertising budget? Discuss the various
methods of setting an effective advertising budget.

(8)

(b) Discuss the AIDA model of marketing

communication. (7N
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2. (a) What is media scheduling? How are continuity,
: flighting and pulsing important in determining media
schedule? . (8)

(b) Discuss the factors affecting the choice of an
appropriate medium for advertising. Mention the
products for which television is the best medium

for advertising. , (7)
OR

(a) What is an advertising copy? Explain the various

types of advertising copies. (8)

(b) One of the advertisers most imperative creative
strategy decision involves the choice of an
appropriate appeal. Explain the following appeals

giving suitable examples :
(i) Fear appeal
(i) Humor appeal (7
3. (a) What do you mean by post-testing of an

advertisement copy? Discuss the various methods

for post-testing of an advertisement copy. (8)
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(b) Discuss the various types of advertising agency.
What are the various functions of an advertising

agency. - 4. A7)
OR

(a) Discuss the various pre-testing techniques
available to a marketing manager to test the

effectiveness of the advertisement? (8)

(b) Discuss the legal framework of advertising in India

and mention the role of ASCI in self regulation."

(7

(a) Define personal selling? Explain its significance

to the manufacturers, customers and society.

(8)
(b) Write short notes on : : (7)
(i) characteristics of a good salgsman-
(i) salesperson are bo'rn, not made
OR

(a) Distinguish between personal selling and

salesmanship. (8)
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(b) Advertising and personal selling are two competing

methods of promotion. Discuss. (7)
(a) Explain the AIDAS model of personal selling.
What are its limitations? (8)

(b) Discuss the Buying — Formula theory of selling.
Why is the theory also called the situation response
theory? (7)

OR

(a) What is prospecting? Explain the methods of
identifying prospects in the personal selling.

(8)
(b) Write short notes on : (7). .
(i) Order book

(11) Sales manual
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