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Instructions for Candidates

1.      Write your Roll No.  on the top  immediately  on receipt  of this  question paper.

2.      Attempt  all  questions.

3.      All  questions  carry  equal  marks.

4.     Answers may be written  either in English or Hindi;  but the same medium  should
be  used  througbout  the  paper.
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1.     Define  Sales  promotion.  Explain the advantages  and  disadvantages  of sales

promotion.                                                                                                                    (4+7+7)

OR

(a)    What are the misconceptions about sales promotion. Explain with relevant
examples.                                                                                                                             (9)
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(b)   What do you mean by Integrated Marketing Communication. Explain the
role of sales promotion in Integrated Marketing communication.              (9)

2.     (a)    Differentiate between customer-oriented sales promotion and trade-oriented
sales promotion with examples.                                                                             (9)

(b)   "Refunds and rebates are very common techniques of sales promotion".
Discuss in detail with examples.                                                                              (9)

OR

(a)    Discuss  the  benefits  and  limitations  of  using  coupons  during  sales
promotion.                                                                                                                        (6)

(b)   What is sampling? Elaborate the different techniques of sampling.            (6)

(c)   What do you understand by point of purchase? Elucidate its benefits and
limitations.                                                                                                                            (6)

3.     (a)    "Trade promotion are part of push strategy of manufacturer." Justify the
statement with examples.                                                                                         (9)

(b)   What do we mean by trade allowances. Explain its benefits and disadvantages
with examples.                                                                                                               (9)

OR

(a)    What are seminars? How are they different from conferences. Explain with
example.                                                                                                                             (9)

(b)   What  are  the  benefits  of  using  promotional  novelties  and  gifts  in
business?                                                                                                                             (9)

4.     (a)   Explain the difference between puffery and misrepresentation in the context
of sales promotion.                                                                                                     (9)

(b)   Why is puffery generally acceptable while misrepresentation is not? Provide
examples to illustrate your points.                                                                         (9)

OR
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(a)    Design a sales promotion programme for a new product launch.              (9)

(b)   Describe how you would implement and evaluate this programme to ensure
its success.

5.     Write short note on any 3 of the following :

(a)   Puffery

(b)   Misrepresentation

(c)    Specialities and novelties

(d)   Point of purchase

(e)   Refunds and rebates

(9)

(6x3)
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