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NEW
i 2015
Part II 3-Tier
ADVERTISING AND SALES PROMOTION
PAPER—XIII '
(Honours in ‘Marketing Management’)
Pull Marks : 100 ‘
Time : 4 Hours
The figures in the right-hand margin indicate full marks.

Candidates are required to give their answers in their
own words as far as practicable.

Hlustrate the answers wherever necessary.

Groﬁp—A
[Advertising ]
(Marks—45)
1. Answer any one question : 14x1

(a). Discuss the major changes that have taken place in
the Indian Media Scene during the past decade.

(Turn Owver)



(b} Explain how social and cultural background incluence

advertising. o

2. Answer any three questions : TX3

(a) Assess the merits of print media in advertising.

{b) State the uses of headline and space in the creation
of an effective message.

(c) Discuss the advantages of celebrity advertising.

{d} Distinguish between advertisement and salesmanship.

{e} Explain in brief, the cohstfaints on media planning.

(f) State the key issues in relation to internet advertising,. a
3. Answer any two questions : 5x2 .

{a} Discuss about the Advertising Process.

(b) Write a short note on Advertisement Copy.

{c) State the objectives of Advertisement Budget.

{d} Discuss about the prdcess of communication.
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Group—B
[Sales Promotion |
(Marks—45)

4, Answer any one from the following : 14x1

(a) Discuss the different methods and techniques of sales
promotion used as sales-incentives for a new brand

consumer goods.
14

(b} What do you understand by Public Relation ? Discuss
the different aspects, benefits and limitations of
Public Relations.

4+10

8. Answer any three questions : 7%3

{a) Discuss the various types of sales promotion
" budgeting methods.

(b) Discuss the different types of non-monetary
techniques of sales promotion.

{c) Distinguish between consumer promotion and trade
promotion,

{d) Explain the role of refunds and rebates as a tool of
sales promotion.
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(e} Distinguish between ‘display’ and ‘exhibitions’.

(fy State the significance of sales promotion.

6. Answer any two from the following : 5%2

(a) Write a note on ‘exchange offer’ technique in sales
promotion.

(b) State the disadvantages of sales promotion
technique.

(c] Mention advantages and disadvantages of
distribution of sami::les.

{d) Discuss the necessity of personal selling.

[Internal assessment — 10 marks]
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