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The figures in the margin indicate full marks
for the questions

1. What are the major stages in the salesforce
recruitment process? Which activity is
considered as most difficult by sales

manager and why? 11+44=15

Or

Describe briefly the steps involved in
designing and executing a sales training
programme.

2. What do you understand by sales territory?
Discuss the procedures of setting sales

territories. 3+12=15

22D/731 ( Turn Over )

(2)

Or

(a) Discuss the purpose of sales quotas.
Mention the characteristics of a good
quota system. 6+4=10

(b) Write a short note on Franchising. S

“Advertising sells the product.” Do you agree

with this statement? Give reasons. Explain

the functions performed by advertising.
5+10=15

Or

(a) Discuss the AIDA Model of advertising. 10

(b) What are the meaning of the terms,
‘media reach’ and ‘media frequency’?
2Vo+2%=5

(¢) What is sponsorship advertising?
Discuss the criterias of sponsorship to
be kept in mind by the company while
deciding to use sponsorship. 4+6=10

(b) Explain brand extension with the help
of an example. S

Or

(a) Briefly explain media scheduling. What
are the factors affecting advertising

scheduling? 3+6=9

(b) Mention the different scheduling
strategies. 6
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(3)

5. Discuss the importance and methods of
measuring advertising effectiveness. 6+9=15

Or

With the help of an example, illustrate the
different types of appeals used in
advertisements. 15
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