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Instructions:
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Answer in brief: (10)
Who is called an opinion leader?

State the any four negative effect of advertising.

State any four functions of sales management.

State the plans for sales planning.

State the functions of sales department.
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“Advertising is a powerful tool of consumer welfare” Explain
the statement.

Discuss brand, logo and slogan as advertising media.
OR
Discuss any two types of advertising.

“Advertising is a social evil”. Explain the statement.

Describe the types of sales planning.
Explain nature of salesmanship.

OR
State the importance of personal selling.

What is sales planning? Explain its importance.

Write short notes (any one)
Roles of Advertising in Modern Business

Sales forecasting

Case study:

Cigama Chemicals Company Ltd. wants to manufacture and sell
high quality pesticides. The production of insecticide cost is Rs. 228 per
Liter. Taking into consideration the competition in the market the selling
price can be kept Rs. 250 per Liter. The company wants to spread its
products widely considering the selling price of the competitors.

Suggest three media useful to the concerned company for
advertising and give reasonable reasons why you prefer any one of
them.
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