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ENGLISH VERSION

Instructions:
(1)  Figures to the right indicate marks of the questions.
(2) Q. No 1. is compulsory.

Q.1 Answer in short. (10)
(1) State the components of advertising copy
(2) What is advertisement appeal?
(3) What is sales force leadership?
(4) State the types of salesman compensation plans.
(5) State the methods of controlling selling expenses.

Q.2 Explain the process of copy development for television and print media (13)
advertising.
OR

Q.2 Explain methods of coupon return analysis and controlled experiments. (13)
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Q.3 Describe the importance of training and motivating the sales force. (13)

OR
Q.3 Explain the process of sales control. (13)
Q.4 (a) Write a short note: (any one) 07)
(1) Types of Appeal
(2) Sales analysis
Q.4 (b) Case Study: 07)

Amar Uni Liver Company has been manufacturing and selling
various types of soaps in India for years. Keeping in view the importance
given by the company to hand washing to prevent the spread of corona
virus, the advertisement of ‘OK Life Boy’ soap has been given in various
media. Recently a consumer has complained to ASCI regarding the low
quality and effectiveness of ‘OK Life Boy’ soap and the company is
misleading people through advertisements to prevent the spread of Corona
Virus. How can the malpractices in advertising be curbed (controlled) in
this case? State your views.
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