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(2) All questions carry equa marks.
State sgnificance of logo in advertisng programme.
How message is conveyed in advertisng programme ?
OR
Explain procedure of production of televison commercials.
Write advantages and disadvantages of print ads.
Discuss techniques of sales promoation.
Evauate role of sales promotion in advertisement.
OR
How logic of sales promotion programme is developed ?
Define the term sales promotion. Write its purpose.
Write a note on “Sdlling as a Career.”
Narrate skills required for salesman.
OR
Suggest the measures to improve skills of salesman.
Point out role of sdling in planned economy.
“Product knowledge is the best skill of a sdesman.” Justify.
Point out tips for improving skill of sdesman.
OR
Write a note on ‘planned sdlling system.’

Suggest the measures to improve persona ability of salesman.

5. Answer in brief :

@
(b)
(©
(d)

Why headlines are important in advertising programme ?
What are the features of sales promotion programme ?
Write benefits of selecting sdlesman as a career.

Which type of training will you give to improve skill of sdesman ?
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