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English Version

Instructions
(1) As per the instruction no 1 page no 1.

(2) Figures to the right indicate full marks of questions.

1. Answer in brief:

1) Who is called Malware advertising?

2) State the effect of trade cycle on advertisement.

3) What are the objectives of sale budget.
4) State any four function of sales management.

5) What is personal selling?
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2. (a) Describe the role of advertisement in modern business. 7

(b) Discuss the internet media of advertisement. 6
OR

2. (a) Explain the social effects of advertisement. 7

(b) Explain the brand, logo and slogan as advertisement media. 6

3. (a) Explain the process of sales planning in detail 13
OR

3. (a) What is salesmanship? Explain its importance. 7

(b) Explain the limitation of sales forecasting. 6

4. (a) Write a short notes (any one) 6

1. Objectives of advertisement.
2. Dagmar model of advertisement.

3. Sales terriortries.

4. (b) Case: 8

Ishwar Company of Surat is making and selling Namkeen snacks since

last five years at local level. Every year, its sale increases at the rate of
10%. There is keen competition in market. Till today no advertisement
is done through any media. Company now wants to advertise because it
wants to sell the Namkeen snacks throughout of the state. As a marketing
manager of the company what will you advise?
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