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2. Attempt all questions.
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but the same medium should be used throughout the

paper.
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(a) What is advertising? Describe its importance in (
the business. Q)

(b) What do you mean by social advertising? Give

Examples. (8)

Or

(a) Distinguish between direct action advertising and

indirect action advertising. (7\

(b) Critically examine DAGMAR approach in setting

advertising objectives. (8)

(a) Describe various stages defined in the AIDA

model to understand a consumer's iourney from

ignorance of a product to its purchase. (7)

(b) What is communication? Explain the various

elements in the communication process in the

context of marketing. (8)
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(a) What do you mean by advertising budget?

Discuss the important method of setting advertising

budget. (7)

(b) What is media planning? Describe various decisions

to be taken while drawing the media plan of an

organisation. (8)

(a) What are different advertising media available to

an advertiser? Evaluate newspaper & magazines

as a medium of advertising. (7)

(b) Explain the various factors that should be kept in

mind while deciding about the advertising media

to be used. (8)

0r

(a) What do you mean by advertising copy? What are

the requirements of an effective copy? (7)

(b) Write short notes on the following items (8)

(i) Sc ientific copy
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(a) How can advertising department measures the

effectiveness of an advertisement after execution

of a full advertisement campaign? (7)

(b) Define advertising agency. Give example of Indian

advertising agencies. (8)

Or

(a) Discuss the role of ASCI in regulating advertising

in India. 0)

(b) When can an advertisement become deceptive?

What are the remedies available against deceptive

advertising. (8)

(a) Explain the rational buying motives of consumers

with examples. Q)

(b) "The objective of personal selling is not to close

a sale but to build long term relationships". Explain.

(8)

Or

(a) What is Prospecting? Explain the methods of

identifying the prospects in Personal Selling. (7)

5

(b) Write short notes on the following item (8)

(i) Sales audit

(ii) Tour diary

(iii) Sales manual
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