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ADVERTISING AND SALES PROMOTION
{Honours ] |
PAPER — MH4
Full Marks : 100
Time : 4 hours
The figures in the right hand margin indicate marks

Candidates are required to give their answers i‘n their
own words as far as practicable |

Hhustrate the answers wherever necessary

[NEW SYLLABUS |

GROUP -A
( Advertising )
[ Marks : 45 }
1. Answer any one question : | 14 x 1

(a) "Advertising expenditure is a wasteful one” —
Discuss. 14

¢ Yurn Over }



2.

(2)

(b) Discuss in brief, the various forme of
advertising in India. 14

Answer any three questions : Tx3

(@) State the differences between Advertising
and Publicity. 7

(b) Discuss in brief, the elements of marketing
mix. 7

(c) Discuss the advantages of celebrity advertising, 7

(d) Write short notes on "Product” and "Brand
Image". 7

(e) Briefly discuss the issue of brand equity. 7

(/) Expizinin brief, the constraints on media
planning. : 7

Answer any two questions : 3x2

(a) Discuss about the "Learning Theory" in
advertising, 3

(5) Discuss about the process of communication. 5
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(3)

(c) Distinguish between "message” and "sloggn". 5

(d) What are the utilities of "audio wsual"
advertising media ? 8
‘GROUP -B
( Sales Promotion )

[ Marks : 45 )

Answer any one from the following : ‘ 14 x 1

(a) Discuss in brief the socio-economic
significance of modern sales promotion
technique in India. ; 14

(b) What is Sales Promotion ? Discussi; the
functions and limitations of Sales Promotion. 14

Answer any three questions : - 1x3

(a) Distinguish between "advertisement? and
"Salesmanship". ‘ 7

(b) Discuss the role of trade fair and exhibitions
in sales promotion. - 7
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(4)

{c) Discuss the various types of sales promotion
budgeting methods. 7

{d) Briefly discuss the demerits of sales
promotion. | 7

(e) Discuss the importanc'e of salesmanship. 7

(/) Write the advantages and disadvantages of
distribution of samples. 7

Answer any two questions : 5x2
(a) Discuss the necessity of 'Personal Selling'. 5

(b) Distinguish between 'sales promotion' and

‘personal selling’. 5
{¢) What are the various non-monetary methods

of sales promotion ? 5
(d) White short notes on : 2% + 2-;—

() Trade Allowance
(ii) Sample.

[ Internal Assessment : 10 Marks ]
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(6)
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