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Note :— (i) The maximum marks printed on the question paper
are applicable for the candidates registered with
the School of Open Learning. These marks will,
however, be scaled down proportionately in
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time of posting of awards for compilation of

result.

(ii) Answers may be written either in English or in
Hindi; but the same medium should be used
throughout the paper.
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1. (a) “Modern advertising has made the luxuries of
yesterday, the necessities of today”. It is the
positive creating force in business. It makes
two blades of grass grow in the business would
where one grow before. Do you agree ? Give

reasons. ®)

(b) What assumptions underlie the “all you can afford”
and “competitive parity” approaches to setting
advertising budgets ? (7

OR

(a) Discuss the advantages of television as an
advertising medium and the importance of these
factors to major advertisers such as automobile
Companies or packaged goods marketers. Discuss.

(8)

(b) In meeting with your new boss he- informs you
that the only goal of advertising and promotion is
to generate sales. Present your arguments as to
why communication objectives must also be
considered. @)
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2. (a) As the head of the Advertising Department of
your company, you are to select a suitable
advertising agency for an advertising Campaign
for a new brand of scooters for ladies to be
launched soon in the market. Which type of agency

would you select and why ? ®)
P.T.O.
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(b) Copy decisions are linked to advertising objectives,
budget and media choice. Explain the points
you would consider in preparing advertising
copy. (7

OR

(a) Children are considered as the most susceptible

target audience. Do you agree with this viewpoint ?

Give your opinion supporting it with suitable
examples. - (8)

(b) Discuss the two major perspectives of the
economic impact of advertising “advertising equals
market power” versus “advertising equals
information”. N
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3. (a) Briefly describe the personal selling process. How
would the sales presentation differ in the following
cases :

(i) Selling a Life Insurance policy
(ii)) Selling Laptops
(iii) Presenting a new drug to physicians ()
(b) Personal selling is a two way communication best

suited to a company marketing consumer products
with poor brand loyalty. Discuss. (7

OR

(a) What is the difference between pre approach and
approach in the selling process ? Are both essential,

why ? (8)

(b) ‘Quotas’ can act as a ‘motivator’ as well as
‘demotivator’. Comment. @)
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4, (a) What are the forecasting methods that you would
suggest for:

(i) A kitchen appliance to be newly introduced
in Indian market.

(i) A fitness machine targeted at the urban
middle class. (8>

(b) One sales manager claims he knows a good man
when he sees one, and therefore, he does not
bother to follow the so called scientific selection
process. What can you offer to refute his claim ?

(7
OR

(a) Compensation plays a key role in motivating
the salesforce. Discuss the role of monetary
and non-monetary factors in motivating the sales
force. (8)
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(b) Appraisal is not criticism of a salesman’s
performance rather it is a help in his overall

development. Comment. @)
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5. (a) Explain the various types of appeals used by
advertisers to arouse consumer interest. (8)

P.T.O.
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(b) Modern industries Ltd has 120 sales representatives.
Give your recommendation for allocating these
representatives across sales territories. Support
your recommendations. @)

OR

(a) What is false and deceptive advertising ? Explain
with the help of examples. )

(b) “Good salespeople are born, not made”. Agree or
disagree ? @)
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