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B.Com.: Semester-V
DSE-3
BCR515: ADVERTISING AND PERSON AL SELLING

Teaching Schem Aea L Examination Scheme

Lectures: 3 hrs/Week:
Tutorials: 1 hr/Week '

( ilass Test — 12 Marks

-+ Credits: 4 ’

Course ObJectlve

To teach the ‘basics of advertlsmg and personal selling as promotional tools in marketing and to develop a
customer oriented att1tndefor gnim '_adverﬁsmg and personal selhng messages.

Course Learning ()utéomes

After completing the course, the student shall be: able tor
, CO1: understand the communication objectives behind advernsmg and promot
1 Co2: understand the various advertising and media elementsin the advemsmg decision
Co3: identify the:ethical and legal issues of advertising.

- CO4: comprehend the lmportance and role of personal selling.
COs: understand the process ji er:sonal seIhng

Methods of settmg of Adveﬁlsmg Budget

Unit IT: Advertising: Message and Media Declswns

Advertising Message-Advertising appeals; Flements’ of prlnt- A
Advertising Media- strengths and limitations; Factors ‘influencing sl
Scheduling. © |

Unit III; Advertlsmg Tffectiveness and Institutional Framework

Rationale of measurmg ad_ &l ng effectWeness Commnmcatmn and Sales Effect Pre and Post—testmg
Techmques Advertls'

.
[T
Fps

Concept of Personal Selhng and Snlesmansh1p, Qualities of’s a goad salesp
Personal Selling in CRM; ATDAS model of selling,. Bnymg Motwes .

erson; Types of salespersons; Role of

Unit V; Personal Selling Process B i

Prospecting,; Pre Approach; Approach; Presentation and Demonstranon Handling of Objections; Closing the
Sale; Follow-Up; Sales Reports and Sales Audit

)
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Suggested Readings

+  Belch, G E M. A. Belch and Puram X ,(2;009) Advertlsmg and Promotion: An Integrated Marketing




