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SALE,S AND ADVERTISIN(] 1I{ ANA G-U I\IIJ N I'

Time : Three Hoursl [Maximum Marks : 80

Note :-(l) Attempt ALL questions.

(2) All questions carry equal marks.

l. (a) Defitre personal selling. 4

(b) Explain the functions of Distribution Managemeot. 4

(c) Exptain the importance of Sales Management. 4

(d) Explain Sales Policies. 4

OR
(e) Explain the concept of Sales Management. 4

(1.1 Describe objcctives of personal selling. 4

(g) Explain the shape of Distribution Malagement. 4

(h) Etaborate the role of Sales Policies. 4

2. (a) State the differeoce betweetr commurlication arld Negotiation. State the steps in Negotiation

process. 16

OR

(b) lnterpersonal skill has a major role in developing the imagc of a product in tho mind
of Consumers. Explain. 16

3. (a) Describe the tools of Sales Promotion. 4

(b) Define carnpaign. 4

(c) Explain Fashion Shows. 4

(d) Give the advantages of Sales Promotion. 4

OR
(e) Explain the objectives of Sales Promotion. 4

(f) Explain Show Rooms potentials. 4

(g) Give the types of Sales Promotion. 4

(h) Explain the limitations of Sales Promotion. 4

4. (a) Define Advertising. Explaitr importance and objectives of Advertising. 16

OR
(b) Cive the functions of Advedising and explain the classification of Advertising. 16

5. (a) Explain the organisation of Advertising Agency. 4

(b) Explah thc limitations of Electronic Media and Advertising. 4

(c) Discuss the role of'Outdoor Media Advertising'. 4

(d) Describe Mcdia Plan Stategy. 4

OR
(e) Explain the functions ofAdvertising Agency. 4

(f) Describe the advantages of Postal lr,ledia Advertising. 4

(g) Describe the merits of Electronic Media and Advertising. 4

(h) Explain the advantages of Print Mcdia Advertising. 4
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