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(2) All guestions carry equal marks.

What are the contents of an effective advertisement programme ?

Explain the advantages and disadvantages of print advertising.
OR

Write the characteristics of layout campaign planning.

What are the creative strategies in advertising ?

Elaborate the features and purpose of sales promotion.

How an effective sales promotion programme can be developed ?
OR

Explain the tools and techniques of sales promotion.

Discuss the importance of sales promotion campaign.

‘The role of selling in planned economy is very important.” Comment.

Discuss the role of personal selling as a career.
OR

‘Salesmanship is an art,’” explain.

How the new skills can be acquired and developed for salesman ?

Explain the tips and suggestions to improve personal ability of salesman.

State the essential skills for salesman.

OR
Write the importance of planned selling system.
Elaborate the need of product knowledge to salesman.

5. Answer in brief :

(@)
(b)
(©)
(d)

Importance of ‘Appeal’ in advertising programme.
Developing a logic for sales promotion programme.
Role of personal selling in sales growth.

Objectives of planned selling system.
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