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Each Section is compulsory. The marks distribution is same as shown in the question paper. The blind

" students will be given 60 minutes extra time.

University has all rights to change the distribution of marks.

m"a'.(aﬁﬁs Uy T)

Section A (Objective Type Questions) =~ . 6x1=6
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All questlons are compulsory.
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The process of transformmg the context of a message (ideas, planning, concept etc.) mto a symbolic

form is known as :

(a) Decodmg' 3 ; ' ()] Encoc.iing’i

(¢)  Noise, i , (d)  Communication Process
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‘What is g1, te

(b)
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: sumer responses,
MM used for de termining an advertisement’s effectiveness based on con
and‘behaviour ?
Pre—testing

feedback
(a
EC; (b) . Copy-testing

Both @) and (b) ‘ (d) . None of these
it
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Advertising is any paid form of non-personal presentation of ideas, goods or services by an iden
sponsor :
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According to American Marketing Association

Accor.'ding to British Marketing Association
(© According to Wheeler

() According to Miller
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The main objective of sales management is :

(a) Decrease in profits and continuous growth
(b) Increase in profits and stagnant growth

(c) Increase in profits and continuous growth
@ Decrease in profits and stagnant growth
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" A consumer contest is an example of : :

(a) Person,al‘ selling i (b)  Sales promotion

()  Advertisement : - : (d) Indirect Selling
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It is popularly known as free form of promotion :

(a) Advertisement . ~(b) * Publicity

(c) - Personal selling (d) Marketing
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Section B (Short Answer Type Questions) 5x8=40
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All questions are compulsory.

1. et N yeom A fEw w fee v wwen €2

How did the introduction of radio change advertising ?
3rET (Or)
FUe A T A o W T gt 2
What is the role of advertising in building Brand Equity ?
TAE Wi & 9@ % aR ¥ wany |
What are the elements of the creative brief ?
' _ {4t (Or)

fosnt Gad 1 TR ® R ¥ o w9 Q¥ wawR |
Give a short description about techniques of sales promotion.
fomrm ST F IRl T A R @ v @ e ¥ s |
Name any three models of advertising objective setting.

' | =T (Or)
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‘Explain Print Advertisement.
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Explain about when and where not surrogate advertisements are succeessful and unsuccessful
, | IEr (0r)
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What is Sales Quota ? Explain the methods of determining sales quota.

T $ 2 T ord PR W N e ¥ 2

~ What do you mean by Salesmanship ? What are the qualities of a Good Salesperson ?

, At (Or)
fasnieral ffat wPR & ¥ € 2

What are the different types of Salesman ?
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Section C (Long Answer Type Questions)
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Attempt any Tivo questions.
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Discuss different Advertising Media. What are the factors that have to be taken into consideration

2x12=24

while selecting media according to rural customers and urban customer ?

2. e wwe B il SR w1 R e e 0w R i A e T
S EeY ?
Explaiﬁ'diﬁ‘erent types of Advertising Budget. What are the key factors to be considered while allocating /Q'
budget to advertisement ? |
3. fm 4 o fhal WER ® ¥ 2 vdw omE @ @ Wwel @ A d e |
What are the different kinds of appeals used in advertisement ? State advantages and limitations of

each appeal. .

4. foml @i w0 ? ? foh] EigoAl | qede ® A 9EEE |

What is Sales Forecasting ? Explain the techniques of sales forecasting.

5. famt 9re7 =T ffat TR &t o6t © 2

What are the different types of sales organization structure ?
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