5. Write short notes on following :  4x3.5=14
(1) Copy headlines
(11) Copy logo
(111) Illustration
(iv) Media Planning
frafafes w dfya foufrr fafen -
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Unit ITI (318 111 )

6. What is ‘Personal Selling” ? What are its merits
and limitations ? 14

= fasa @ € 2 e U iR e

F T ?

7. Differentiate Personal Selling, Salesmanship and

Sales Force Management. 14
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Before answering the question-paper, candidates must
ensure that they have been supplied with correct and
complete question-paper. No complaint, in this regard

will be entertained after the examination.

Note : Attempt Five questions in all, selecting one
question from each Unit. Q. No. 1 is
compulsory. All questions carry equal marks.
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Compulsory Question ( 3TE= w9)

Write short notes on the following :  7x2=14
(a) Advertisement is a waste. Explain.

(b) Define Pre-Testing of Advertisement

effectiveness.
(c) What is Media Planning ?
(d) Define Broadcasting.

(e) Explain the importance of Personal Selling

for the customers.
(f) Buyer-seller dyad.

(g) Name the methods of Personal Selling.
frefafed w wdfva feofief fafew -
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Unit I (38 1)

What is Advertisement ? Define its nature and

concept. 14

foqma e € 7 TEh! W9 SN STEumom o
gt i |

Describe Advertisement Process and discuss
about its budget. 14

faqmm ik &1 9U FifSE den TEe 9w
™ == HiNY |

Unit I (3ehT2 11)

What is Ad Copy Testing ? Describe its
importance with example. 14
Ad FH e FM T ? TR W ISR
Higd «aEy |
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Unit IV (Z&TE IV)

What is Buying Motive ? Discuss its uses in

personal selling. 14
%9 k1 Sed F ¢ 2 fama o zEe swEm
W = R |

What is 'Personal Selling' and role of IT in

personal selling ? 14

R e @ ¥ ein sfka fw o
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Unit IV (Z&TE IV)

What is Buying Motive ? Discuss its uses in

personal selling. 14
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What is 'Personal Selling' and role of IT in

personal selling ? 14
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