Paper / Subject Code: 66674 / BUSINESS STUDIES (MANAGEMENT) : Advertising and Sales Management

Time: 2 Hours Total Marks: 60

N.B: 1) All questions are compulsory.
2) Figures to the right indicate full marks.

Q. 1 Answer the Following

a) Define Advertising. Discuss the Classification of Advertising. (08)
b) Explain the various reasons for which an Ad agency can loose their clients. (07)
OR
c) Briefly describe the methods of setting Advertising Budget (08)
d) Discuss Hierarchy of Effects Model of Advertising (07)
Q. 2. Answer the Following
a) How to develop an advertising copy for print media? (08)
b) Elaborate various methods of pre-testing of advertising effectiveness. (07)
OR
c) Discuss the various careers in the field of advertising. (08)
d) Write a note on Information and Broadcasting Ministry (IBM). (07)
Q. 3 Answer the Following
a) Explain the functions of Sales Management. (08)
b)Explain the Training Methods of Sales Force. (07)
OR
c)What is Sales Force Management? Explain its Selection Procedure. (08)
d)Explain the structure of Sales Organisation. (07)
Q. 4) A) Fill in the blanks with appropriate options. (05)
1) The department is the link between the ad agency and its clients.
a) Finance b) media
c) Account service d) creative
2) technologies simulate an environment along with user’s physical presence and sensory
experience.
a) Digital Games b) Virtual Reality
c) Napkin Ad d) Myst Media

3) ASCI stands for
a) Advertising Soft Copy Index
b) Advertising Standard Cost Index
¢) Advertising Statistics Council of India
d) Advertising Standard Council of India
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4) When the is posted to find candidates, the goal is to attract highly skilled
sales professionals willing to take on the challenges.
a) job description
b) resume
c) cover letter
d) Advertisement
5) Technique contains a panel of experts for sales forecasting.
a) Suppliers' Panel
b) Test Marketing
¢) Moving Averages
d) Delphi

Q. 4. B) State whether the following statements are True or False. (05)

1) In AIDA Model ‘D’ stands for direction.

2) Post testing of advertising effectiveness is not required.

3) Advertising campaigns of ‘Vicco’ support to Ayurveda.

4) Teleconference sales training can be a cost-effective method, as the sales staff does not have
to travel to go through training.

5) Jury of Executive Opinion is the old method of sales forecasting.

Q. 4. C) Match the Column. (05)
Group A Group B
1) Jingles and Music a) Phone interview
2) Dagmar Model b) Estimation of sales
3) Tele-conferencing c) Logical conclusion of sales call
4) Closing sales d) Broadcasting media
5) Sales Forecasting e) Russel Colley
OR
Q4. Write Short notes on (Any Three) (15)

1)Process of Sales Planning
2)Methods of Sales Quota
3) Sales Territory

4) Customer Feedback

5) Role of IT in sales Management
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