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Answer the following questions briefly: 20
Write the difference between Salesmanship and Advertising.
What is an Advertising Budget?

What is meant by Buying motive?

Write five methods of finding a prospective customer.

Write the advantages of Radio Advertising.

Define Objection.

What is meant by Advertisement Design?

Write the meaning of Internet Advertising.

Define Publicity.

Write any five powers of a Salesman.

Describe the benefits of Salesmanship to various parties. 16
OR
Explain the types of selling points useful for selling a product.

Describe the methods of attracting the attention of a prospective customer. 16
OR
Explain the types of objections and the methods of handling them.

Explain the stages of recruitment for selecting a good salesman. 16
OR
Give detailed information about the objectives and features of advertising.

Give examples of outdoor advertising and explain its different types. 16
OR
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Q.5.
Q.6
Q. 6.(A)
1.
2.
3,
4,
(B)

Explain the media of advertising and the factors affecting the selection of media.

Explain the social responsibilities of advertising. 16
OR

Write short notes (any two): 08

Limitations of Newspaper Advertising

Advertising Agency

Training of Salesmen
Modern Trends in Advertising

Case Study: 08
Anjali is the Marketing Head of a garment manufacturing company that sells its
products across the state through retail outlets. Due to increasing competition, the
company's sales are declining. Anjali believes that improving the efficiency of
salesmen is very important to increase sales. Therefore, she reviews the selection,
training, and compensation system of the sales force.
She thinks to well-structured training programs to improve selling skills, product
knowledge, and customer handling techniques. To motivate the salesmen, a
combination of salary and commission should introduced in the compensation plan.
Questions:
1. Which type of training and which type of remuneration method would be

more beneficial for improving sales efficiency? Explain with reasons.
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