TYBMM - ADVERTISING
SEM VI
Agency Management — Question Bank

AAAA definesas
a) Association of advertising agencies of America
b) Association of agency agencies of America
c) Association of account of America
d) Association of analysis of America

___isaservice organization comprising of the team of experts, who create, plan & handle
advertising

a) Client

b) Ad agency

c) Aviation

d) Research department

IMC means
a) Integrated marketing communication
b) Internal marketing communication
c¢) Individual marketing communication
d) Independent marketing communication

Areas of Agency evaluation __
a) Expertise /objectivity / dedication / staffing & management
b) Expertise / staffing & management
c) Expertise /objectivity
d) Expertise / dedication / staffing & management

Marketing strategy is the long term plan designed to achieve _ objectives of client’s firm
a) Advertising
b) Marketing
c¢) Communication
d) Financial

Three stages of buyer behavior
a) Cognitive /Affective / Conviction
b) Motivate/ affective/buying
c) Awareness/desire/buying
d) Cognitive/desire/conviction



7.

12.

13.

14.

__isimplemented when there is relatively low demand & low brand loyalty
a) Pull strategy
b) Push strategy
c) Pull + push strategy
d) Communication strategy
e)
is a process that involves research and information gathering about the client's
products and services
a) Account Planning
b) Planning
c) Creating an image
d) Public Relations

9. can be a job, process, or a way of approaching business planning.
a) Account Planning
b) Creativity
c) Designing
d) Marketing

10. What does the creative process involve the development of?
a) Central theme
b) Finance
c) Public relation
d) Marketing

11. influences the entire creative development process except for production.
a) Public relation
b) Business planning
c) Account planning
d) Research

Budget for a communication campaign is decided by
a) The marketer

b) The agency

c) The consumer

d) The retailer

Segmentation on the basis of lifestyle would NOT include:
a) Hobbies,

b) Recreational pursuits,

c) Entertainment, vacations

d) Climate

VALS is a segmentation
a) Values & lifestyle
b) Demographics & psychographics



15.

16.

17.

18.

19.

20.

21.

22.

c) Geography & lifestyle
d) Life stages &behavior

a)
b)
c)
d)

-------- starts with identifying opportunity and scope of business.

The process of concept development
The process of growth and development
The participation of business parties
The process of building a team

The internal environment consists of any two of the following.

a)
b)
c)
d)

Management Philosophy and Human Resource.
Management Members and Client Members.
Management and Entrepreneurs

Management and External Resource.

The study of internal environment helps to find out the within the firm.

a)
b)
c)
d)

Loopholes.
Weakness.
Strength

Co — operation.

should deal with optimal visibility of the business and marketing goals.

Marketing Plan.
Commercial Plan
Logistic Plan.
Progressive Plan.

Which of the following are important aspects of sales promotion?

Use of

a) Extra incentives

b) Likelihood of product
c) Cost effective

d) Creating desire

techniques help to differentiate your products from those of your competitors.
a) Sales promotion

b) AIDA

c) DAGMAR

d) Advertising

One of the major objectives of consumer franchise building is

a) Increased shelf life of products

b) Sudden acceleration of sales

c) Contests and sweepstakes

d) communicate distinctive brand attributes

POP is known as )

a) Pay of point
b) Point of purchase



¢) Popular of products
d) Purchase of products

23. Which was the first agency in the USA, with a status for creative work in Advertising?
a) Lord & Thomas
b) Maccann Erickson
c) Rediffussion
d) Mudra Communication

24. provides incentive reactions by stimulating customers to submit entries into draws of
chance that are tied to product or service awareness wherein the featured prizes are given away by
client companies.

a) Coupons

b) Premiums

c) Sweepstakes
d) Contest

25. Which one is not a Consumer — Oriented Sales Promotion Vehicle.
a) Samples
b) Refunds
c) Price — off Deals
d) Trade Shows

26. Advertising agencies provide a valuable resource for any enterprise seekingto
a) Increase its customer base or its sales
b) Increase its manpower
c) Increase assests
d) Increase wealth

27. Promotional services include
a) Consumer demand analysis
b) Sales promotion / PR activities
c) Sales forecasting
d) Media buying

28. Market research service include
a) Consumer demand analysis
b) Content for tvc
c) Caltalogue
d) Brand audit

29. Stages in Client —Agency relationship
a) Pre-relationship stage / developing stage/maintenance stage/termination stage
b) Pre-relationship stage / maintenance stage/termination stage



c) Pre-relationship stage / termination stage
d) Pre-relationship stage / developing stage

30. Means-End Value chain
a) Attribute — functional consequences - psychosocial consequences — values
b) Attribute — psychosocial consequences — values
¢) Functional consequences — psychosocial consequences — values
d) functional consequences — psychosocial consequences

31. A __ isawritten document that summarizes what marketer has learned about the market place
& indicates how the firms plan to reach its marketing objectives
a) Marketing plan
b) Advertising plan
c) Copy plan
d) Media planning plan

32. Product objectives
a) To grow the company
b) To increase market share
c) To launch a new product
d) To increase brand awareness

33. STP stands for
a) Segmenting — targeting — placing
b) Segmenting — targeting — positioning
c) Segmenting — targeting — pricing
d) Segmenting — targeting — product

34. DAGMAR is definedas
a) Defining advertising goals measured advertising results
b) Defining advertising gains measured advertising results
c)Defining accounting goals measured advertising results
d) Defining action goals measured advertising results

35. __isacomprehensive document prepared by entrepreneur that consists of the vital
information in regards of internal & external factors required to be considered,while starting
new venture

a) Business plan
b) Marketing plan
c) Copy plan

d) Adplan



36. _isthe method where agency is paid a fixed commission by media on media bill for media
space bought by agency
a) Fee system
b) Agency commission
c) Service charge
d) Aor

37. Consumer sales promotion includes
a) Sampling /coupons etc
b) Pop
c) Trade allowance
d) Trade shows

38. s based on lucky draw concept
a) Sweepstakes
b) Premiums
c) Bonus
d) Pop

39. have to work with the clients and the creative teams within the agency.
a) Copywriter
b) Designer
c) Business Development Manager
d) Account planner

40. Distribution objectives
a. Availability of the products in the market
b. Making product available at cheaper rate
c. To grow the company
d. To design logo

41. _ comprises of free gifts,prizes,etc
Premiums

Pop

Frequency programs

Trade allowances

oo o

42. Advertising account planning is about keeping the at the centre of the
marketing.
a. Customers
b. Sales
c. Public relations
d. Selling




43. is one of the most important skill an account planner must
POSSES.
a. Agood tie
b. Punctuality
c. Communication skills
d. A college degree

44. The may be based on the resources available to the company.
a. Advertising objectives
b. Hiring of employees
c. Budget
d. Research

45. What is the last stage in the account planning process?
a. Evaluation
b. Creation
c. Execution

d

Designing

46. Account planners are part of the account-management team and work as equal partners with

Account executives

a.
b. Business development manager
c. Copywriter

d. Retailers

47. The following is not a P of marketing

a. Product

b. Price

c. Promotion
d. Pace

48. The product does not include one element listed in the following, identify the same
a. Logo & branding
b. Packing & packaging
c. Quality & variety
d. Payment & credit terms

49. Price would not include:
a. Payment terms
b. Credit period
c. Margins of retailer
d. Quality



50

. Meeting with others and participating in organized group and considering each and every idea in
the group and discussing together can lead to

51.

52.

53.

o4.

95.

56.

S7.

a. Full fledge agency
b. Calculating ideas
c. Relation building
d. Brain storming ideas
provides actual sales results which indicate the acceptance level of consumers.
a. Test Marketing Stage.
b. Sales Marketing Stage.
c. Product Demographic Analysis.
d. Product Marketing Stage
is the prerequisite to establish connection between entrepreneurs, Labour &
machine.
a. Finance
b. Business.
c. Organizations.

a.
b.
C.
d.

Establishments

Managing the manpower planning, recruitment policies,training& development of the agencies is
looked by
a.
b.
C.

Human Resource Plan.
Administrative Plan.
Receptionist Plan.
Executive Plan

Which of the following is an important use of sales promotion for new brand introduction?

Obtaining trial and repurchase
Increase consumption
Increase Loyalty

Incentive

are responsible for body copy of the ad or slogan,etc

a) Artdirectors
b) Media planners
c) Copywriters
d) Accountants

is the type of agency completely owned by advertiser with the aim to secure complete

control over advertising

a)

In-house agency

b) Full service agency
c) Modular agency
d) Mega agency

Awareness — knowledge — liking-preferences-conviction-purchase defines model



a) Aida

b) Hierarchy
c) Innovative
d) Adoption

58. s the method where agency appoints a single agency to buy a space & time for all their
brands
a) Agency on record (AOR)
b) Fee system
c) Agency commission
d) Service charge

59. According to Philp Kotler, __ consists of a diverse collection of incentive tools to stimulate
purchase of goods/service
a) Sales promotion
b) Public relation
c) Logo designing
d) Copywriting

60. CFB stands for ___
a) Consumer franchisee building
b) Customer franchisee building
c) Consumer franchisee brand
d) Customer franshisee brand

61.  means repayment of a part of money paid for the purchase
a) Refund
b) Rebate
c) Sweepstake
d) Coupons
62. Account planning includes gathering information about the client's products, services, brand,
and .
a) TV commercial
b) Consumers
c) Marketing
d) Employees of the company

63. What has increased the need for research?
a) Planning
b) Account planning
c) Lower sales
d) The rise of the information age

64. An works with the clients to establish their aims and objectives.
a) Copywriter




67.

68.

69.

b) Account planner
c) Designer
d) Writer

65. is the first step in the account planning process.
a) Creating designs
b) Defining the product or service
c) Creating the copy
d) Going in the market

66. The planner’s primary role is to champion the point of view.
a) Consumer’s
b) Copywriter’s
C) Marketer’s
d) Advertiser’s

The IMC (integrated marketing communication is also the ................ P of marketing
a) Product

b) Price

c) Promotion

d) Place

Place does not include one element listed in the following, identify the same
a) Location

b) Coverage

c) Logistics

d) Sales promotion

SWOT stands for

a) Strengths/ weakness/ opportunity/ threats
b) Strengths/ weakness/ others/ tiers

c) Strengths/ weakness/ opponent/ trial

d) Speakers/ witnesses / occurrences/ triggers

70. An is a kind of a service organization that is committed to planning, creating,
designing and executing advertising for its client.

A. Account planner

B. marketing department

C. Communication department

D. advertising agencies

71 The first American advertising agency came in the year
A. 1981
B. 1952
C. 1850
D. 1991



72. “Advertising justifies its existence when used in the public interest—it is much powerful a tool
to use solely for commercial purpose”

Who stated the above definition?

A. David Ogilvy

B. William Taylor

C. William James Carlton

D. George Reynell

73. An is an agency setup, owned and operated by the advertiser.
A. Virtual agencies

B. Satellite agencies

C. In-house agencies

D. Media agencies

74. A is an agency that provides only creative services
A. Creative boutique

B. Production department

C. E-Commerce

D. Event planning agencies

75. The department of the advertising agency keeps contact with their prospective
clients, who are mostly advertisers.

A. Research department

B. Copy department

C. Contact department

D. Production department

76. The department of an advertising agency selects the best media for advertising the
products and services of the client

A. Art department

B. Media department

C. Research department

D. Copy department

77. The Research department works under the guidance and direction of who is also
the head of the research department

A. Research director
B. Account executive
C. Copywriter

D. Copy chief



78. Which of the following work is not carried out by Accounts and Finance Department?
A. Generate or raise invoices (bills) on clients (parties)

B. Book the expenses of vendor parties on a timely basis

C. Deposit government dues on a timely basis in authorized banks

D. Prepare visuals and layouts for press advertisement

79. Which is the most common form of agency structure?
A. Digital

B. Full service

C. Boutique

D. Integrated

80. Who has been described as the “Father of Modern Advertising?”’
A. Sir Martin Sorrel

B. Sir John Hegarty

C. David Ogilvy

D. Bill Bernbach

81.To introduce the new products to world of consumers is the main goal of

A. Entertainment
B. Advertising
C. Boost the sales

D. Online marketing



82. The agencies have come up with the growth of Internet
technology and the need for integrated marketing communication

A. Interactive agencies

B. Public Relation

C. Media buying service

D. Creative boutiques

83. Which of the following advertising agency come under Top 5?
A. Ogilvy &Mather

B. Fountain Head

C. Seagull advertising agency

D. Red Fuse advertising agency

84. Which of the following function that does not perform under the office management
A. Create goodwill and maintain the reputation of the agency

B. Recruit office staff

C. Train and develop newly joined staff

D. Filling and record keeping of all essential documents

85. An advertising agency is a separate and that is free from its client.
a) Independent organization

b) Dependent

c¢) Functional organization

d) None of these

86. Which of the following are not specialized service agencies?



A. Business to Business agencies
B. Sales promotion agencies
C. Direct response agencies

D. Interactive agencies

87. In selecting an advertising agency, without clear ____as a sound starting
point you have little chance of success. Complete the blank

A. ldeas

B. Briefs

C. Roles

D. Tasks

88. In India, which agencies publicizes financial advertising of governments policies and programmers
A. DAVP (Directorate of Advertising Visual Publicity)

B. Ogilvy Financial

C. Mudra

D. None of these

89. The first advertising agencies appeared inthe __ century.
A. 17th

B. 19th

C. 4th

D. 20th

90. Which of these is not a type of Advertising Agency?

A. In house agency



B. La carte Agency
C.Out house agency

D. Creative boutique

91. Function of the ad agency are
A. Attracting client

B. Research function

C. Media selection

D. All of the above

92. does the public relations work for its client.

A. Media agency
B. Advertising agency
C. Marketing agency

D. None of the above

93. Advertising agency brings the coordination between the advertiser and the

A. Itself
B. Distributers
C. Media

D. All of the above

94. Cost saving, more controlling power and increased coordination is the
advantage of agency

A. Creative boutiques



B. External PR agency
C. In house PR agency

D. All of the above

95. is the agency that provides only creative services

A. Creative boutiques
B. External PR agency
C. In house PR agency

D. All of the above

96. is the cogency that operates like a group of freelancers

A. Media agency
B. Virtual agency
C. External agency

D. Planner agency

97. Media buying agencies are
buying of media.

A. Interdependent

B. Independent

C. Nondependent

D. None of the above

98. The service —quality model identifies
A4

B.5

companies that specialize in the

gaps that results in unsuccessful delivery



C.C3

D.2

99. Why it is important to resolve a client’s complaint to their satisfaction

A. To stay in business long term

B. Best not to expend too much energy on whining clients and concentrate on new business
C. To feel good about yourself

D. None of these

100. The relationship starts when a client appoints an advertising agency for making his
advertisement

A. client-agency relationship
B. Customers—agency relationship
C. marketing-customer

D. None of these



