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MARKETING
Optional
Group - II
Paper - III

Advertising and Sales Management

Time : Three Hours] [Maximum Marks : 100
[Minimum Pass Marks : 36
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Note : Answer any five questions. All questions carry
equal marks.
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What are the marketing mix factors and how

advertising is integrated with them ? Explain the
six elements of advertising mix.
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“Advertising is a social waste.” Critically evaluate
this statement.
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“Media plays an important role in advertising.”
Enlighting the above statement explain the merits
and demerits of various available media.
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What are the main elements of a good
advertising copy ? Explain.
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How is advertising effectiveness evaluated ?
Explain.
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What is the meaning of Sales Promotion ?
Explain the methods of consumer sales
promotion.
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Explain the concept of ‘Sales Management’.
Describe the objectives and functions of Sales
Management.

8. fashareti & fTsuIed oo & 1 3TRE ® ?
fosha yeiy § 9% Hecd i fad=m1 &g |

What is the meaning of Performance Appraisal
of Salesman ? Discuss the importance of it in
the Sales Management.
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Define Sales Forecasting. Discuss its importance
in a Sales Organisation. Also state its limitations.
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What do you understand by ‘Sales Planning’ ?
Explain the importance and types of Sales
Planning.
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