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ENGLISH VERSION

Instructions : (1) As per the Instruction No. 1 of Page No. 1.

(2) Figures to the right indicate full marks.

Answer in brief :

@) State the stages in the process of copy development.

@) Enlist the methods of measuring advertising
effectiveness.

@) State the utilities of post-testing.

@av) What is sales management audit ?

(v) Explain briefly flat mileage rate method briefly.

What is advertising message design ? Explain the
components of advertising message design.

OR
What do you mean by advertising appeal ? Explain
different types of appeals.

“Inspite of many difficulties of measuring advertising

effectiveness, it is essential.” Explain the statement.
OR

Explain the meaning and role of advertising agency.

What are the fundamental principles for effective

management of client agency relationship.

State the guiding principles of sales organization and
explain line and staff sales organization.

OR
Explain with the help of examples the methods of
determining the size of sales force.

Write short notes (on any two) :

@) Incentive methods of salesman

@) Evaluation of sales contest

@ii) Motivational tools for salesman

@v) Qualities and qualifications of Sales Manager.
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6  The Krishna Food Ltd. is manufacturing since last ten 12
years a product line of baby food items. The company
through advertising campaign successful in creating brand
awareness and market development. The national market
has been divided into five zones and in each zone 40
salesmen have been appointed to book orders from medical
and provision stores. Sales manager considering the cost
factor, has stopped the practice of organising annual sales
conference at national level since the last three years.
During the last three years 5 salesmen have resigned and
new appointments have been made. During the same period
the company has added two new items to the product line.
Credit policy of the company has been changed in favour of
customers which has increased the work of salesmen.
Gradually a strong feeing is developing among the salesmen
that for the company they are only servants. Distance
between salesmen and management is increasing. The sales-
men are losing their motivational force and management is
deprived of consumer feedback.

(1) Do you believe that cancellation of sales conferences is
responsible for salesmen problems in the company ?
Why?

(2) Give your suggestions to improve the situation.
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