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(2) All questions carry equal marks.

What is the essence of Advertising Budget ?

Describe the considerations needed while deciding advertising budget.
OR

State the various methods used in preparing advertising budget.

Explain advertising budget making process.

Mention the importance of exercise in media planning.

Evaluate print media and audio visual media in terms of their effectiveness.
OR

State the important considerations in media planning process.

Explain ‘computerized media selection’.

State the skills and qualities for a salesman to improve growth chances.

Explain the role of selling in planned economy.
OR

Give your suggestions on a salesman’s role in case of buying motives of a consumer.

What are the objectives of sales organisation ?
Discuss the selection and training aspects of sales force.
Explain sales planning (forecasting) methods.
OR
How to develop skills for effective communication of a salesman ?
Explain role and responsibility of a sales supervisor.

5. Answer in brief :(—

@
(b)
(©)
(d)

What is the importance of advertising budget ?
Media scene in India.

Customer psychology and salesmanship.

Principles of effective communication in salesmanship.
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