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Sommario/riassunto Between the covers, the book discusses the entire marketing
communication package consisting of advertising, publicity, public
relations, direct marketing and sales promotion. Apart from mass
communication, person-to-person communication in the form of
personal selling is also covered in sufficient details. The role of media
and media planning has been elaborated. The working of advertising
agencies too has been covered. Advertising copywriting both for print
media and electronic media has been discussed. In short, this book is a
very useful companion for those interested in advertising, commu



