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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 throughout the

paper.

Nk=kksa ds fy, funsZ'k

1- bl ç'u&i=k ds feyrs gh Åij fn, x, fu/kZfjr LFkku ij viuk

vuqØekad fyf[k, A
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;k

(x) foØ; laoèkZu esa uSfrdrk ds egRo dks Li"V dhft,A çklafxd

mnkgj.k nhft,A (9)

(?k) çHkkoh foØ; laoèkZu midj.k ds :i esa O;kikj esyksa vkSj

çn'kZfu;ksa dh Hkwfedk dk fo'ys"k.k dhft,A buds ykHk vkSj

lhek,¡ D;k gSa\ (9)

5- fdUgha rhu ij laf{kIr fVIi.kh fyf[k, % (6×3¾18)

(d) lacaèk foi.ku esa foØ; laoèkZu dh Hkwfedk

([k) ,dhÑr foi.ku lapkj

(x) foØ; laoèkZu esa uSfrd eqís

(?k) ewY; NwV cuke èkuokilh@fj;k;rsa

(Ä) vfr ç'kalk
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2- lHkh ç'uksa ds mÙkj nhft, A

3- lHkh ç'uksa ds vad leku gSa A

4- bl ç'u&i=k dk mÙkj vaxzsth ;k fganh fdlh ,d Hkk"kk esa nhft,] ysfdu

lHkh mÙkjksa dk ekè;e ,d gh gksuk pkfg, A

1. (a) What is the meaning of sales promotion, and

how does it differ from advertising and personal

selling? (9)

(b) “Sales promotion is a long-term brand-building

activity”. Do you agree or disagree? Justify your

answer with suitable advantages and disadvantages.

(9)

O R

(c) Discuss the importance of sale promotion in

marketing mix. How does it influence consumer

behaviour? (9)

(d) Explain the various types of sales promotion used

by businesses. Explain using examples. (9)

2. (a) How does sales promotion contribute to brand

awareness and competitive advantage? Explain

with examples. (9)

([k) le>kb, fd fcØh cy&mUeq[k fcØh laoèkZu fcØh çn'kZu vkSj

çsj.kk dks c<+kus esa dSls enn djrk gSA (9)

;k

(x) ,d dkWLesfVDl daiuh ,d ubZ vkWxsZfud fLduds;j ykbu

ykWUp dj jgh gS vkSj czkaM ds ckjs esa tkx:drk iSnk djus

ds lkFk&lkFk xzkgdksa dks bls vktekus ds fy, çksRlkfgr

djuk pkgrh gSA os eqÝr lSaiy] NwV vkSj lks'ky ehfM;k

çfr;ksfxrk,a vk;ksftr djus ij fopkj dj jgs gSaA ,d

çHkkoh çpkj j.kuhfr lq>kb, tks czkaM dks cktkj esa iSB

cukus vkSj nh?kZdkfyd xzkgd fu"Bk LFkkfir djus esa enn dj

ldsA (9)

(?k) çklafxd mnkgj.kksa ds lkFk miHkksDrk&mUeq[k fcØh laoèkZu

rduhd dh voèkkj.kk dks le>kb,A (9)

4- (d) fcØh laoèkZu j.kuhfr;ksa ds iwoZ&ijh{k.k ds egRo dks le>kb,A

vius çpkj vfHk;kuksa ds iwoZ&ijh{k.k ds fy, mi;ksx dh tkus

okyh fofHkUu fofèk;ksa ij ppkZ dhft,A (9)

([k) ,d lqfu;ksftr foØ; laoèkZu dk;ZØe ds çeq[k ?kVd D;k

gSa\ çR;sd ?kVd foi.ku mís';ksa dh çkfIr esa fdl çdkj

;ksxnku nsrk gS] bl ij ppkZ dhft,A (9)
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(b) Critically evaluate the misconception that frequent

sales promotions reduce brand value. Explain with

examples.  (9)

O R

(c) What is consumer-oriented sales promotion, and

how does it function as a tool to directly influence

consumer purchasing behaviour? (9)

(d) What role does digital media play in modern sales

promotion techniques? (9)

3. (a) A retail clothing brand ‘Amrita’ has been using

frequent discounts and seasonal sales to attract

customers. However, over time, customers have

started waiting for discounts instead of buying at

regular prices. What alternative promotional

strategies should the brand adopt to sustain

revenue while reducing dependence on discounts?

(9)

(b) Explain how sales force-oriented sales promotion

help in boosting sales performance and motivation.

(9)

O R

(?k) O;olk;ksa }kjk mi;ksx fd, tkus okys fofHkUu çdkj ds fcØh

laoèkZuksa dh O;k[;k dhft,A mnkgj.kksa lfgr le>kb,A

(9)

2- (d) fcØh laoèkZu czkaM tkx:drk vkSj çfrLièkhZ ykHk esa dSls

;ksxnku nsrk gS\ mnkgj.kksa lfgr le>kb,A (9)

([k) bl xyr èkkj.kk dk vkykspukRed ewY;kadu dhft, fd

ckj&ckj fcØh laoèkZu djus ls czkaM ewY; de gks tkrk gSA

mnkgj.kksa lfgr le>kb,A (9)

;k

(x) miHkksDrk&mUeq[k fcØh laoèkZu D;k gS] vkSj ;g miHkksDrk Ø;

O;ogkj dks çR;{k :i ls çHkkfor djus ds ,d midj.k ds

:i esa dSls dk;Z djrk gS\ (9)

(?k) vkèkqfud fcØh laoèkZu rduhdksa esa fMftVy ehfM;k dh D;k

Hkwfedk gS\ (9)

3- (d) [kqnjk diM+ksa dk czkaM ^ve`rk* xzkgdksa dks vkdf"kZr djus ds

fy, yxkrkj NwV vkSj ekSleh lsy dk bLrseky djrk jgk gSA

gkykafd] le; ds lkFk] xzkgd fu;fer dherksa ij [kjhnkjh

djus ds ctk; NwV dk bartkj djus yxs gSaA NwV ij fuHkZjrk

de djrs gq, jktLo cuk, j[kus ds fy, czkaM dks dkSu lh

oSdfYid çpkj j.kuhfr;k¡ viukuh pkfg,\ (9)
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(c) A Cosmetics company is launching a new organic

skincare line and wants to create brands awareness

while encouraging customers trials. They are

considering offering free samples, discounts and

social  media contests .  Suggest  an effect ive

promotional strategy that can help the brand gain

market  penet ra t ion and es tabl ish  long tern

customer loyalty. (9)

(d) Explain the concept of consumer-oriented sales

promotion technique with relevant examples.

(9)

4. (a) Explain the importance of  pre-test ing sales

promotion strategies. Discuss various methods used

to pre-test their promotional campaigns. (9)

(b) What are the key components of well-designed

sales promotion program? Discuss how each

component contributes to achieving marketing

objectives.  (9)

O R

(c) Expla in  the  impor tance  of  e th ics  in  sa les

promotion. Give relevant examples.  (9)

(d) Analyse the role of trade fairs and exhibitions as

effective sales promotion tools. What are their

benefits and limitations? (9)

5. Write short notes on any three :– (6×3=18)

(a) Role of Sales Promotion in Relationship Marketing

(b) Integrated Marketing Communication

(c) Ethical Issues in Sales promotion

(d) Price offs vs Refund/Rebates

(e) Puffery

1- (d) fcØh laoèkZu dk D;k vFkZ gS] vkSj ;g foKkiu vkSj O;fDrxr

fcØh ls fdl çdkj fHkUu gS\ (9)

([k) ¶fcØh laoèkZu ,d nh?kZdkfyd czkaM fuekZ.k xfrfofèk gŞ A D;k

vki blls lger gSa ;k vlger\ vius mÙkj dks mi;qDr

ykHk vkSj gkfu;ksa ds lkFk Li"V dhft,A (9)

;k

(x) foi.ku feJ.k esa fcØh laoèkZu ds egRo ij ppkZ dhft,A ;g

miHkksDrk O;ogkj dks dSls çHkkfor djrk gS\ (9)


