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Q.1 a) Discuss the concept and features of Advertlsmg . Qv (08)“ e
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c) Describe the various reasons for looslilg clients by an adver.ﬁsmg agmey (08) aY. Qf“
d) Elaborate the criteria for selecting suitable ad media. .~ o (07) A
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Q.3§ a) What is the 1mportance'of Sales Management" 0 (08)‘
B Explam the Trammg Methods of Sales Force. £07)
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) What is Sales Force Management‘7 Explam its S’eTectxon Procedure. ~ (08)
8 ) d) Explain the steps in developmg a sales organization. Ay 07)
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K\ «;&73‘)" ;v‘ 1s a voluntary self- regulatory organization of the advertising industry in India. '
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f‘f‘\“ \/')" Knowledge of human :_:”\" 7 is,needed to understand the behavior pattern \
Wthh is essennal for salfes force.
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X I~ The size of the sales o also depends on the ability and experience of the |
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Q4 B) State whether following statements are 'Drue or FalSe' &Y o3 \(05) 24 .
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A Full-service ad agency offe:s lhmted sgn;fce to thechents ™ | 8 ““‘ Ao N ’
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\A’r Direct marketing unabl@ to connec‘t’ dlrectly Wlth ta.r§eted consumers to gam \ ‘,.gf’\‘
immediate response. £ Y A e £ &g‘v“ \gi.»’}v
3~  Teleconference sa_l,es tralmng canbea cqst‘ effectlve*method, as~ﬁ1e sales staff does wﬁ}, ;
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