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1.

(b) Define Integrated Marketing Discuss the advantages

(2

FIRST HALF
[‘Ma‘rks : 50}

Answer any four of the following : | 5x4

(a) Bneﬂy dxscuss the ethlcal aspects of advertising.

(b) Bneﬂy explann:th@ theory of CngthC stsonance.

~ (c) What factors should be considered while

determining the advertising budget ?

~ (d) Briefly discuss the importancé of media planning.

(e) State the difference between Public Service
Adwertising and Commercial Advertising.

(/) Briefly eXplain the A.LD.A model.

Answer any two of the followmg S 10x2

( a) Discuss Wilbur bchramm s Model of advertising

communication.
’ 10
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(3)

(c) Explaih media scheduling and elaborate different
scheduling methods with examples. 10 -

[Internal Assessment — 10 Marks ]

SECOND HALF
[Marks : 50
3. Answer any four of the following quéstions' . 5x%x4

~ (@) Whether 'pull’ or 'push' strategy of sales promotion
would you recommend for launching a product and
why ?

(b) Explam the concept of 'Cause-related Marketmg
‘witha suitable example

| (c) How would you»distinguish between 'Aggressive
" ‘Brand Switching' and 'Defensive Brand
Switching' ?

' (d) State the basic objectives pursued through
consumer sales promotion.
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(4)

(e) What are the different public relation tools ?

(f) Assess the efficacy of 'Price-discounts' a'sla
promotional tool used by aretailer.

Answer any fwo of the following questions: 10 x 2

(a) Enumerate the major causes of gradual growth of '
sales promotion’in India in recent years.

(5) Outline the different schemes of sales promotion
almed at fhe Traders.

. )
(c) Briefly discuss the procedure of evaluatmg asales
promotxon programme.

[Internal Assessment - 10 Marks ]
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