Total Pages—6 C/18/B.Com./Part-II(MH)/3T(N)/MH4

NEW
| 2018
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' ADVERTISING & SALES PROMOTION

PAPER—MH-4

| {Honours in ‘Marketing Management’)
| Full Marks : 100
| Time : 4 Hours

The ﬁgures in the right-hand. margin indicate full marks.

qundtdates are required to give their answers in their

| own words as far as practicable.

|
Mustrate the answers wherever necessary.

!
Group A

| ( Advertising )

! [Marks : 45]

1. Answer any one questi'on : 1x14

|
(a) Discuss in brief, the features of different media of

| advertising.

\ :
(b} Discuss about the different steps involved in media
i planning.

{Turmn Over)



3. Answer any three questions : 3Ix7

(a} Discuss briefly the relations of advertising wih other
promotional mixes.

(b) Write a note on ‘Ethics in Advertising’.
(c) What are the basic features of advertising?

{d) Discuss the advantages of celebrity endorsement in
advertising. '

(e) Write explanatory note on ‘advertisement copy’.

() Discuss about the ‘Advertising Process” ?

2. Answer any two gquestions : 2x5
{a) What are the utilities of Direct Mail Advertising ?

. (b} How does culture influence consumer behaviour ?
(c) Discuss the features of print media of advertising.

(d} State the objectives of Advertisement Budget.

Group B
{ Sales Promotion )
[Marks : 45]

4. Answer any one question : 1x14
{a} Discuss the objectives of sales promotion.
(b) Discuss about the principal sales promotion

techniques directed at consumer.
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Ar;!swer any three questions : 3x7
(a) Mention the advantages and disadvantages of
1 ‘exchange offer’.
\
(b} State the role of sales force in sales development.
|
(c) Explain the term ‘Continuity Plan’.
(d") Explain the role of ‘Refunds and Rebates’ as a tool
i of sales promotion.
(e) Discuss the necessity of ‘personal selling’.
: .
() Discuss the different types of sales promotion
; methods.
|
A,'nswer any two questions : 2x5
i _
(a) Write down the different tools and techniques of sales
promotion,
(b) Discuss the role of ‘public relation officer’ in sales
' promotion.
|
(p} Distinguish between advertisement and salesmanship.
\
(d) Write a short note on Bonus’

[Internal assessment — 10 marks ]
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{ Advertising )
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