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Note : Answer any five Question. All Question carry equal marks.

1. fuflr.rq t enq rqr srfli t Z Aq"m d sqoqq d sq fr {€-+1 qrc.qr of t

What do you mean by Advertising? Explain its as a tool of marketing.
2. fff,rq-{ qqe eTrdeq d f+rf{6 a-sf or qutq dfuq t

Describe determinants of allocating Advertising Budget.
3. frqofr fufut,- Write note on:-

(a) e-{IRUT ftRqr Broadcast Media (b) fta frfuqr Print Media
4. fffl-q-{ qfr t G{rq flrT sq-si t ? ftarEH qfr o} d-S A-qR fu-qr qr sm-dr t ?

What do you mean by Advertising copy? How can an advertising copy be prepared?
5. fuo--q SBET oi qfuTrkd olfqq, w ssd s+&I gq sqdFrf,r ol quf{ o1fuq r

Define sales management and discuss its objectives and utility.
6. flq-o-qo-of S fid *r fuoq oT{r o} oTrq dt forffud o.tt ? qqsrgq 

I

How will you determine the salesman territory and sales quota? Explain.
7. ft-o.-q q-d e-+rq of eref46 RTr t ? {*r+t {qrf,r o} enq d-S qrq sf,-A t ?

What are the economies of sales force management? How do you measure its qualitv?
8. M i-d-6 3ih fr6'q qfudFrdr t snq rqr srsi t U E-+A B(erq qqr t ? {i-fr1 sfu.qr

o) H[&q t eqsrEq I

What do you understand by sales meetings and sales contests? What are their objectives?
Explain their procedure in brief.

9. ffo-q q-ef-{ Tflio-{ sfu-qr A frfuq q{"it o'T qufr +lfuq I

Discuss various steps in sales performance evaluation process.
10. v{qf{ A {-ni-oq * enq qqr rnrsi t Z tq-6-q o-rffi d tsfo-q tg frfu{ Effit or

quf{ alfuq t

What do you mean by performance appraisal? Discuss various approaches to appraise sales
executives.


