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Abstract – The advertisement is a form of marketing communication which is used to encourage, convince 
or manipulate an audience (the viewers, listeners or readers, sometimes a special group) to take or to 
continue taking some actions. Advertisements have an important role in increasing sales. Successful ads 
that result with the growth of sales require competent personnel including a number of specialists; 
therefore it is very necessary to choose the personnel carefully, to ensure firms a stable position in the 
market. Advertisement costs are quite large, but they have to be in accordance with the growth of sales. 

Advertising is one of the marketing strategies to promote products to consumers. Many advertising are 
available offering interesting advertising packages. Media plays an important role in displaying the 
good and the bad to the audience. The emergence of new technologies and the demand from audience 
has internationalized local media. This paper focuses on the role of advertisement in sales. Advertising 
and sales promotion are considered as the main tools of marketing communication which is influential 
in attracting the attention of the customer and building brand equity. Advertising and sales promotions 
are highly effective in affecting consumer purchase decisions of a particular brand. 

- - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - X - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - - -

INTRODUCTION 

Advertising is a noticeable element of present day 
business activities. One can experience advertising 
messages, while sitting in front of the TV, perusing 
magazines, tuning in to the radio, surfing the internet, 
or even essentially while strolling down the road, as 
advertisement impacts purchasing conduct of the 
client. This mammoth flood of advertisements from 
each conceivable source is essentially to satisfy the 
inclination of marketers to reach to countless with the 
goal that their product may get ideal introduction. The 
role of this mass method of correspondence in making 
brand dependability, stopping section and thus 
expanding sales income and profits of the association 
and causing sway on the business cycle has been 
underscored at different purposes of time by various 
investigations.  

Comprehensively the role of advertising expenses in 
an economy can be characterized under two heads. 
As indicated by one school of thought, advertising 
builds profits and decreases purchaser welfare by 
making misleading product separation and 
obstructions to section. While the other school of 
thought centers on the useful character of advertising, 
which makes markets increasingly focused and 
diminishes profits by advising the clients about costs 
and quality. Despite the previously mentioned 
isolation, one can't deny the way that extreme capacity 
of advertising expenses is to advance sales income. 
That is the reason each association with the desire for 
winning return is contributing a huge number of rupees 

or dollars on this method of marketing 
correspondence.  

Advertisement varies in sorts by products and 
services from others. At the point when utilized for 
products and services it have Brand, Retail, Direct 
reaction, B2B, Institutional, Profitable, and Non 
profitable and public(Keller). Advertisement is 
delegated Business, Geographical, and Media and 
by reason Advertisement. Business advertisement 
works at business level and promote diverse sorts 
of businesses independently. Advertisement varies 
at geographical or by zones. Advertisement for one 
region is unique in relation to the next zone as 
Advertisement for Nokia will vary for Pakistani 
clients to Indian clients. Advertisement likewise vary 
by media.  

Business advertisement is additionally named 
industry, exchange, and expert and agriculture 
advertisement. It is the principle sort of 
advertisement that has an impact to expand the 
sale of business products, that are utilized for 
further preparing and assumes a role in structure 
the economy.  

Geographical Advertisement has an impact at 
International, National, Regional and neighborhood 
level. At each stage advertisement vary because of 
the distinction in taste and inclinations of the 
general population.  

Media advertisement incorporates Electronic, print, 
out of home, directories and direct mails Koller and 
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Armstrong(2010). As indicated by the idea of the 
product legitimate media determination is vital. 
Legitimate media determination is the best approach 
to succeed the product. On the off chance that the 
product is best in all habits however promoted by a 
wrong' media than the product can increase less 
accomplishment as it should. The best media is 
viewed as the electronic media now a days, since it 
have the ability to hold an expansive pool of 
individuals, so if the product will be promoted by 
electronic media than it can increase wanted victory. 
At the point when advertisement is utilized by reason 
than we have Product versus Non product, business 
versus Non business, essential interest versus specific 
interest and direct versus circuitous.  

Advertising effects on human's culture. In soonest 
period, Egyptians shaped sales letters in papyrus 
divider notices. Business messages have been found 
in the remaining parts of Pompeii. Indian shake 
workmanship paintings utilized Wall or shake for 
business advertising (Walker, 2009).  

Current advertising exists in the Industrial Revolution, 
such improvement made large scale manufacturing 
feasible and producers needed to find new markets 
and create exhibited ones to continue benefits and 
oversee over costs. That is the reason, retailers and 
wholesalers had the expert to settle on a choice which 
products were existed, in this way makers branded 
supplies and publicized such brands to request to the 
white collar class clients who may necessitate that 
products (Bononad, 2008).  

Accordingly, the advertising will cost a ton for the 
companies. Advertising can manufacture the brand 
however purchasers don't consider just a single brand 
when they need products. Shoppers will search for 
product which has the best quality with adequate cost 
and better services. Customary broad communications 
is splashed with advertising. Internet is currently an 
imperative piece of our everyday life, regardless of 
whether at work or at home. In this way there is a 
change from broad communications to the new media 
of mass discussion. Media companies will dependably 
endeavor to offer appealing advertising bundles. 
These days advertising industry adjusts the customary 
media to comprise the digital media so as to achieve 
progressively effective interviews. 

ADVERTISING : ORIGIN AND DEVELOPMENT 

It has been wrongly accepted that the advertising 
capacity is of ongoing cause. Confirmations propose 
that the Romans working on advertising; yet the 
soonest sign of its utilization in this nation goes back to 
the Middle Ages, when the utilization of the surname 
demonstrated a man‟s occupation. The following stage 
in the development of advertising was the utilization of 
signs as a visual articulation of the tradesman‟s work 
and a methods for finding the wellspring of 
merchandise. This method is still in like manner use.  

The seller in crude occasions depended upon his 
boisterous voice to draw in consideration and educate 
shoppers of the accessibility of his services. On the off 
chance that there were numerous contenders, he 
depended upon his very own attraction to draw in 
regard for his stock. Regularly it wound up 
fundamental for him to fall back on influence to 
pinpoint the upsides of his products. Along these lines, 
the seller was doing the total promotion work himself.  

Advancement of retail stores, made the dealers to be 
increasingly worried about drawing in business. 
Educating clients of the accessibility of provisions was 
exceptionally critical. A few kinds of outside promotion 
were important. Signs on stores and in conspicuous 
places around the city and notification in printed 
matters were here and there utilized.  

At the point when clients were at last pulled in to the 
store and happy with the service in any event once, 
they were as yet exposed to focused impacts; thusly, 
the merchant‟s signs and advertisements helped 
clients to remember the proceeding with accessibility 
of his services. Now and again dealers would 
converse with present and previous clients in the 
lanes, or join social associations so as to have 
proceeding with contacts with present and potential 
clients.  

As the markets became bigger and the quantity of 
clients expanded, the significance of pulling in them 
additionally developed. Expanding dependence was 
set on advertising methods of illuminating about the 
accessibility of the products. These advertising 
methods were progressively conservative in 
achieving huge quantities of buyers. While these 
advertising methods were valuable for illuminating 
and reminding and reminding, they couldn't do the 
entire promotional activity. They were utilized just to 
achieve every buyer personally. The dealer still 
utilized personal influence once the clients were 
pulled in to his store.  

The development of hand press expanded the 
possibilities of advertising. By Shakespeare‟s times, 
blurbs had shown up, and accepted the capacity of 
cultivating interest for existing products. Another vital 
occasion was the rise of the leaflet as an advertising 
medium. The early instances of these leaflets unveil 
their sponsorship by companies need to create 
generosity for their exercises. The ease of blurbs 
and handbills empowered various distributers to try 
different things with different methods.  

ADVERTISING AND SALES PROMOTION  

Adverting is just a single component of the promotion 
blend, however it regularly thought to be noticeable 
in the general marketing blend plan. Its high 
perceivability and inescapability made it as a critical 
social and encomia subject in Indian culture.  
Promotion might be characterized as "the co-
appointment of all seller started endeavors to set up 
channels of data and influence to encourage the size 
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of a decent or service." Promotion is frequently 
proposed to be a supporting segment in a marketing 
blend. Promotion choice must be coordinated and co-
ordinated with the remainder of the marketing blend, 
especially product/brand choices, so it might 
successfully bolster a whole marketing blend 
technique. The promotion blend comprises of four 
essential components. They are:-  

1. Advertising  

2. Personal Selling  

3. Sales Promotion, and  

4. Publicity  

1. Advertising is the dispersal of data by non-
personal methods through paid media where 
the source is the supporting association.  

2. Personal selling is the dispersal of data by 
non-personal methods, similar to vis-à-vis, 
contacts among group of onlookers and 
representatives of the supporting association. 
The wellspring of data is the supporting 
association.  

3. Sales promotion is the dispersal of data 
through a wide assortment of exercises other 
than personal selling, advertising and publicity 
which animate customer purchasing and 
merchant viability.  

4. Publicity is the dispersing of data by personal 
or non-personal methods and isn't 
straightforwardly paid by the association and 
the association isn't the source.  

OBJECTIVES 

1. To find out the role and effectiveness of 
advertising and promotional strategies 
adopted by public and private sectors in India. 

2. To analyze the role of advertising in growth of 
Indian industry. 

3. To elaborate the advertising strategy and 
promotion polices in organization. 

4. To study the inter-relationship between 
advertisement, sales and profit. 

LITERATURE REVIEW  

The advertising industry in our nation with every one of 
its records is as yet a youthful and non-logical industry. 
This reality ought not agitated anybody that advertising 
in our nation isn't, for example, different strategies. A 
functioning individual in the field of advertising can be 

in rivalry in the best and best route by utilizing different 
sciences including brain science, humanism and 
furthermore understanding the culture and traditions of 
the gathering of people. With all the consideration that 
the created world pays to advertisement, it is 
demonstrated that a high level of the expense is 
dispensed to this.  

In spite of the basic requirement for financial 
advancement in our nation, it is as yet obscure and 
ignored. Making a compelling coordination between 
advertising and advertising without a reasonable vision 
of its qualities and shortcomings of each is 
troublesome. Advertising additionally can be 
exchanged and guided to outside contacts all 
around precisely. The monetary impacts of 
advertisement expenses has been a much 
discussed theme and concentrated broadly at 
various purposes of time.  

Powerful advertising choices are gone for 
supporting the marketing system for a company's 
products and furthermore impacts buy choice. The 
initial phase in making viable advertisement 
messages is to choose what general messages will 
be imparted to purchasers. This includes building 
up a successful message system that starts with 
distinguishing client benefits which can be utilized 
as advertising requests. You would then be able to 
make a convincing thought or idea that breathes life 
into the message procedure in an unmistakable and 
essential way. This thus controls the selection of 
bids to be utilized in an advertising effort. The main 
explanation behind advertising is to sell something 
that is product, service or even a thought. It isn't 
sufficient to create a decent product, and you don't 
make it, advertising just makes it open to clients 
and animates utilization and buy.  

Advertisement likewise encourages the 
presentation of another product, grows the industry 
sales and the company, underpins personal selling, 
contacts individuals unavailable by sales constrain, 
manufactures positive attitude of the firm henceforth 
improving its notoriety and thus sales are improved. 
Anyway advertising is exorbitant and may not be as 
convincing as a company's sales individual.  

Sales in business terms are the genuine sales in 
money esteems, a company gets after important 
accumulations are produced using distinctive sales 
channels of the first all out production put on the 
market. It is sales that invigorate production in a 
company and thus profits which are influenced by 
different factors some of which are controllable like 
quality and others are wild similar to rivalry and 
general value changes.  

Sales execution is a coordinated edge work that 
empowers associations to plan and model sales 
procedures and guarantee opportune execution of 
sales activities while guaranteeing both cutting edge 



 

 

Renu* 

w
w

w
.i
g

n
it

e
d

.i
n

 

722 

 

 The Role of Advertisement in Sales 

sales individuals and choices markers have 
perceivability into execution . Sales execution speaks 
to the up and coming age of best practices for sales. 
Sales execution additionally alludes to the aggregate 
sum of association's yield sold to the market 
particularly on month to month or yearly premise .this 
is influenced by numerous elements including client 
relationship, marketing the executives of the firm and 
sales compel aptitudes and inspiration and even the 
estimating of the merchandise and enterprises.  

The substance of advertising is to build sales income 
henceforth improving sales execution. Advertising 
joins with a large group of different impacts to figure 
out what commitment advertising settles on to the 
buyer's buy choice. The retailer john Wanamaker is 
said to have commented that he realized that just 50% 
of his advertising was compelling yet he was unfit to 
know which half it was. It is through advertising or 
different types of promotion that brands in various 
market sections can viably tell individuals in the market 
that a product is proposed extraordinarily for them. 
The criticalness of advertising is to tell clients that a 
built up brand is still near and it has certain attributes, 
uses and advantages.  

Powerful advertising can expand sales of promoters 
products, and by so doing build their profits. 
Advertising furnishes shoppers and different prospects 
with data about various products that are accessible to 
them. This empowers customers to analyze and pick 
between the products and energizes rivalry. Rivalry 
urges companies to be more cost and quality 
cognizant to hold clients and customers. The choice to 
promote suggests a choice to contend in another and 
forceful path with in the market. This implies the 
supplier will never again depend too exclusively upon 
personal sales man ship to pick up conveyance. 
Rather he suggests his preparation to and aim of 
talking legitimately to buyers in abroad nations. The 
choice to promote additionally encourages the 
marketer to extend his offer in the market. 
Advertisement helps being developed and extension of 
the market and the buyer acknowledgment of the 
product. 

Hazel (2007) proposed that Malaysia government 
utilized high tax to ensure its residential automakers to 
control most of the neighborhood market. As of late 
the assessment findings and money discounts for the 
people on purchasing first new national vehicles are 
never again by and by; it demonstrates that the effect 
of the nearby interest on national vehicle has been 
declined.  

Performer (2008) found that there are numerous 
approaches to expand selling proportions. In this 
article, these ways can give emotional improvement of 
selling proportions. Initial one is Integrate Unique 
Selling Proposition into everything that all companies 
need to do, take fundamental sales preparing to the 
following dimension, Use social confirmation further 
bolstering company's good fortune and Incorporate a 
Risk Reversal segment.  

Evans (2008) referenced that sponsors and 
distributers don't take part in substantially more 
focusing than do customary media. Intermediation is 
the most basic action performed by advertisement 
stages. This includes two capacities. First is tied in 
with coordinating the free market activity of advertising 
stock. Practically speaking that implies associating a 
promoter that needs to achieve a client with a specific 
profile (identified through relevant or non-logical 
focusing) with stock on distributer web destinations 
that coordinate that profile. Second is setting up 
exchange costs for the advertising stock.  

As referenced by Hilman (2009), compelling business 
plan demands firms to search for suitable 
methodologies that get together the requirements of 
clients. Advertising is one the marketing 
correspondence methodologies that can be utilized to 
rouse or convince clients to buy a specific product or 
service. By and large, the key capacity of advertising is 
to impact the conduct of clients as per a specific 
advertising. Advertising messages are regularly paid 
for conveying a brand by the firm and can pictured 
through different conventional media, for example, 
broad communications including open air 
advertising, post office based mail, radio 
advertisements, or newspaper; and new media for 
instance, online journals, instant messages, and 
websites.  

Sun, B., Erdem, T. (2010) found that a stingy and 
better approach for catching the utility fluctuation 
moving role of utilization experience and advertising 
is to permit the underlying utility change, which we 
set to solidarity, to be refreshed contingent on past 
buys. Nor advertising's effect on the customer utility 
mean nor its effect on the shopper utility fluctuation 
crosswise over classes for product brands has been 
experimentally confirmed in past work.  

Hamid (2010) expressed that the internationalization 
of the media advertising is a vital part of creating 
process in many creating nations like Malaysia. Yet, 
the procedure of internationalization owes a lot to the 
appearance of neighborhood esteems and cultures. 
Malaysians still hold their eastern culture and 
embrace different cultures in the meantime. In any 
case, to secure our neighborhood esteems and 
cultures, more control and checking the nearby 
media programs is required.  

Chattopadhyay et al., (2010) examined the impact of 
sales promotion for various media vehicles on 
structure brand equity in setting of Indian traveler 
vehicle market. For the most part, the outcomes 
uncovered that sales promotion has irrelevant 
relationship with two components of brand equity to 
be specific seen quality and brand mindfulness. In 
any case, certain examinations showed that sales 
promotions have huge constructive outcomes on 
brand equity  

As indicated by Savita and Emelia (2011), essential 
factors, for example, cost, achieve, recurrence and 
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target gathering of people assume imperative roles in 
choosing the best newspaper as the favored 
advertisement vehicle. The study on internet 
advertising could be future research as the choice for 
the companies to put their advertisements. The 
newspapers with the most number of readerships will 
have a solid interest for advertisements.  

Magnaglobal (2011) perceived that TV advertising 
figure in the globe will be steady around 12%. Internet 
advertising gauge will be steady around 10%. Print 
advertising figure will be steady around 7%. Radio 
advertising conjecture will increment from 3% to 5%. 
Out-Of-Home advertising figure will be steady around 
8%.cinema advertising conjecture will pointedly 
diminish from 20% to 12% however other out of home 
advertising gauge will be steady.  

Sedaghat, Sedaghat, and Moakher (2012) 
demonstrated t a few advertising media that can be 
utilized to convey the brand, for example, magazines, 
television (satellite, earthly, nearby, and national) film, 
diaries, open air advertising (transport sides and 
notices,), newspapers (free, neighborhood, exchange, 
and national).  

As indicated by Rahim and osman (2012) Malaysian 
television plugs have received for the most part the 
nearby social personalities in their advertising 
innovative executions. Globalization is now being 
utilized in advertising innovative executions in 
Malaysia, relating to culture impacts. Malaysian 
publicists have utilized confinement, globalization 
techniques in their worldwide branding and 
advertising. It is imperative for advertising 
professionals to be careful about social, social, 
religious systems promotion national character 
underpinnings, which impact on advertising.  

Lim (2012) expressed that Malaysia is the greatest 
vehicle client market in South-East Asia. The 
Malaysian national car industry isn't just a single of the 
major mechanical sectors, yet additionally speaks to a 
matter of national pride. To secure the nearby car 
industry, the exact number of import limitations was 
forced on remote vehicles. The principle goal of the 
car industry promotion in Malaysia is established the 
confinement of imports, lessening expenses in outside 
trade, the production of business and the 
advancement of the modern sector.  

Hicom (2013) distinguished that territorial markets offer 
a calculated preferred standpoint of nearness, just as 
a recognition of the scope of products that Oregon 
produces. Moving into national markets offers bigger 
populace focuses and the efficiencies identified with 
the economies of scale. National markets likewise offer 
makers of specialty products to achieve bigger 
portions and develop sales.  

Cruzat (2013) found that There are various elements 
assume roles in deciding if advertisement travel well or 

inadequately. Marketers need to test various markets 
to get a full comprehension of a promotion's 
conceivable viability, yet it turns out to be similarly 
basic to comprehend the stuff to beat the chances and 
make a genuinely Creative Advertising. The blend of 
innovativeness and the qualities of promotions that 
voyaged well are, Children, Celebrities, Music, Humor 
and Emotions.  

Malik (2014) watched the effect of advertisement and 
customer discernment on buyer buying' conduct. He 
contended that advertisement is the backbone of the 
association to elevate its products and to make solid 
buyer discernment about the products. Moreover, he 
said that advertisement have more grounded 
positive effect on purchaser buying conduct, while 
shopper observation least. Quality advertisement 
and positive recognition assumes an essential role 
in improving the buying conduct toward theproduct.  

khan and Amir Rajput (2014) demonstrated in their 
exploration that sponsors who don't deceive their 
clients appreciate more market share as contrast 
with whom that overstate. Advertisement ought to 
be centered around focused services given by the 
company to pick up the uplifting disposition from the 
clients.  

Islam, Shahnaz Parvin and Kumar data (2015) 
contended that as the world has turned into a 
worldwide town, so with this wonder a powerful 
advertisement has turned into the need to 
increment in sale. They demonstrated that there is a 
positive relationship between a viable 
advertisement and sale by the case of Bajaj Auto 
restricted company. Anyway they thought that it was 
perplexing to clarify the careful relationship between 
the advertising consumptions and the sales volume 
yet it is perfectly clear that there is a sensible 
increment in the sales volume because of all the 
more advertising expenses.  

Total a Sail (2016) portrayed the adequacy of 
advertising on customer basic leadership and basic 
leadership. She has watched the adequacy of 
advertisement in protection industry. The outcomes 
she got were certain. Besides advertisement is an 
essential some portion of any business. Companies 
spend overwhelming budget on advertisement 
through various modes for example T.V, 
newspaper, radio, internet and so on. At the 
underlying stage a company should utilize 
composite advertisement that is useful in solid 
brand review. 

METHODOLOGY 

In the present study the inter-relationship between 
advertisement, sales and profit has been 
considered. The study centers around the 
manufacturing sector. The effect of advertisement 
on sales can be determined for such companies on 
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the grounds that dissimilar to the services sector, the 
sales in units are accessible for manufacturing 
companies. Consequently, so as to set up the 
relationship among advertisement and sales, the study 
chooses the sample from manufacturing companies. 
The paper draws its sample from the NSE's NIFTY 
record. Twenty manufacturing companies ordered in 
NIFTY are utilized as sample for the study. These 
incorporate Tata Motors, Maruti Suzuki, Reliance, 
ONGC, Hindustan Uniliver, ITC, Cipla, Sunpharma, 
Mahindra and Mahindra, Hero Motors, Dr. Reddy, Tata 
Steel, BHEL, NHPC, Coal India, Lupin, Gail, Bajaj, 
Asian paints and L&T. These companies are among 
the most prestigious in their individual industries.  

The sample period for the study is ten years extending 
from 2005-06 to 2014-15.To investigate the 
circumstances and logical results relationship among 
sales and advertisement, the ten years data of profit, 
net sales and selling expenses are taken. The study 
utilizes engaging statistics, correlation and regression 
for examining the data.  

RESULTS AND DISCUSSION  

The paper displays the examination in three sections 
as talked about in the methodology segment above. 
These incorporate enlightening statistics, correlation 
and regression. The enlightening statistics present an 
understanding into the factors of advertisement 
expenses, sales, and profits of the twenty companies 
under reference. Correlation displays the coefficient of 
correlation between salesadvertisement expenses, 
sales-profit and advertisement expenses-profit. The 
regression part is additionally separated into two sub-
parts. One, sales are relapsed by taking advertisement 
expenses as the free factor. Two, profit is relapsed by 
taking advertisement expenses and sales as two free 
factors.  

CONCLUSION  

Advertising facilitates large-scale marketing. It is a 
medium of mass communication. Manufacturers 
supply information about new products through 
advertising. The fact that companies spend crores of 
rupees on advertising through TV, radio and 
newspapers indicates its benefits in sales promotion. 
Advertising is within the scope of promotion, which is 
one element in the marketing mix. It is getting 
popularity in the present highly competitive and 
consumer oriented marketing. All products old and 
new, consumer and durable, cheap and costly need 
extensive advertising for sales promotion and 
consumer support. Advertising is for giving information 
to consumers: This information is always related to the 
features and benefits of goods and services of 
different types. 

Advertising gives new ideas to consumers as its 
contents are meaningful. Advertising aims at 
persuasion of potential customers. It attracts attention 
towards a product, creates desire to have the same 
and finally induces consumers to visit the market and 

purchase the same. Advertising is beneficial for Large-
scale production and marketing of a product and its 
sales promotion. This facilitates the introduction of new 
products and creates demand by this manufacturer will 
able to sell new products along with the existing ones. 
Advertisements have had a big impact in increasing 
the sales and the entrepreneurs plan to increase their 
sales in the future. So, as the end, advertisements are 
vital so that the sales can be stable in relation to 
competition. 

SUGGESTION  

Companies are choosing T.V., newspaper; pamphlets 
etc. mainly for their product but it may be beneficial for 
urban area. Maximum population in India is living in 
areas like where these medium cannot effect properly. 
In these area companies should adopt some different 
marketing and advertising tools like Gram Sevek, Wall 
Paintings, Government Ration store, Government 
Hospitals etc. 
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