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PART A
1. What is promotional communication?
2. What are the social responsibilities of advertising?
3. Explain the definition of advertising as given by the American marketing association.
4. What are advertising goals?
5. List out the different types of advertising agencies?
6. What do you mean by budget attrition?
7. What do you understand by advertising campaign?
8. State the importance of personal selling?
9. What do you understand by aggressive selling?
10. Write a short note on handing objectives?
11. What is sales forecasting?
12. Define advertising?
13. Define communication
14. What is internet?
15. What is public relation
16. Define salesmanship
17. Define outdoor advertising?
18. What is media planning?
19. What is personal selling
20. Define advertising budget?
21. What is advertising?
22. What is marketing mix?
23. Write any two channels of distribution
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24. Give the meaning of salesmanship.
25. What is an advertisement copy?
26. What are the public relations?
27. Mention three types of salesman ship.
28. Who is a promotional salesman?
29. What is publicity?
30. What is network marketing?
31. What is window display?
32. Give the meaning of consumerism?
33. What is indirect advertising?
34. What an advertising agency?
35. Define advertising budget.
36. What is media planning?
37. Define outdoor advertising.
38. What is film advertising?
39. Define direct selling.
40. What is public relation?
41. What is personal selling?

PART B

1) Bring out the objectives and benefits of advertising?
2) Describe the various types of advertising?
3) What do you mean by advertising layout? Explain its function?
4) What are the objectives of personal selling?
5) Explain the behavioral equation theory of selling?
6) What are the methods adopted in controlling the salesman?
7) What are the common methods for setting the advertising budget and explain it?
8) Explain the process of communication?
9) Write about the evaluation of broad cast media?
10) Explain the role of salesmanship in direct selling?
11) What do you mean by advertising coverage?
12) What is advertising planning? Explain its significance.
13) Discuss the advertising a science?
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14) Discuss the impact of advertising on consumer prices?
15) Discuss the advertising as a great social force in modern business world.
16) Discuss the effects on advertising on cultural value of society
17) State the objectives of salesmanship in the modern market?
18) Discuss the effects on advertising on cultural value of society.
19) Discuss the advertising on consumer’s protection.
20) What is visualization? Describe its process.

PART C

1) Bring out the economic significance of advertising?
2) Evaluate TV channel as advertisement medium?
3) What are the various qualities of a good “advertising copy”? Explain it.
4) “Salesman are born and not made”. Comment.
5) How does creative salesmanship differ from competitive salesmanship?
6) Describe about the evaluation of economical aspects of advertising?
7) Discuss the role of different media strategy?
8) Explain the role of integrated marketing communication in marketing process?
9) Explain the various sources for preparation of advertising budget?
10) What are the various outdoor advertising media? Explain it.
11) Describe about Web advertising.
12) What are the approaches of marketing? Describe the prime role of advertising in this modern
world of competing business.
13) Discuss the merits and limitations of advertising.
14) What is consumer choice? In what way advertising affects consumer?
15) Explain how the advertising affects cultural values of society.
16) What are the roles of integrated marketing communication in marketing process?
17). Explain the various sources for preparation of advertising budget
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