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Note : Attempt five questions in all, selecting at least one
question from each unit but not more than two from any
unit. All questions carry equal marks.
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Unit-1 (35%-1)

1. What do youmean by Communication ? What is the role of
Communication in marketing ? How can marketing
communication be made effective ? 4,6,6
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2. Define Advertising. Dlscuss the different stages of advertising
process. 4,12
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3. What is advertising budget ? Explain the factors affecting
advertising budget. 6,10
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Unit-11 (3%=-11)

4.  Explain the various components of print advertisement copy in
detail. g 16
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10.

(2)

What do you understand by outdoor or mural advertising media?
What are its various forms ? Explain its merits and demerits.

4,84
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What do you mean by client agency relationship ? Explain the
factors effecting client agency relationship. 4,12
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() Functions of Sales Management

(i) Objectives of Sales Management. 8,8
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Explain the meaning and principles of an ideal sales organisation.
16
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‘Born Salesmen are good but trained salesmen are better.
Discuss. Explain the methods usually employed to train salesmen.

4,12
‘T fshal o e E, dfw ufifr Rerwal o ot ored
B ¥ 59 T Y amen 3t Resawdial @ aRikE F0@ # R
yafoa RitE &1 aofy %5t . 4,12
Define sales territory. Discuss the factors that should be kept in
mind while establishing sales territories. 6,10
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