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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 in English or Hindi, but the

same medium should be used throughout the

paper.
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Section- A

AFITH -
1. What do you understand by effective communication?
What is the importance of communication for an

organization. Briefly explain the elements in the

communication process. (6+6+6)
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What are the chielf Dbarriers to effective
L ¢ C
communication? Discuss the ways to overcome these

barriers. (9+9)
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Section- B
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2. Write short notes on any three (6*3)

(a) Hierarchy- of- Effects model

(b) Creative strategy for designing marketing

communications

(c) Factors affecting the designing of marketing

communications mix

(d) Methods for setting marketing communication

budget
P.T.O.
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(e) Communication channels

(f) Measuring communication result
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Section- C
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3. Explain the concept of Sales Promotion by discussiné

its distinct characteristics and functions. Enlist &
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explain different sales promotion techniques used by

tour & travel companies to promote their domestic &

international tours. (10+8)
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Explain the role played by ‘Direct Marketing’ in the
communication mix, stating its distinct characteristics

and functions. Elaborate various methods of Direct

Marketing, (9+9)
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4. Explain the psychological and social factors influencing

buying behavior. Give relevant examples. (9+9)
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Explain the term consumer behavior by elaborating on
its nature and scope. What are the dangers of
marketing without understanding consumer behavior?

Discuss in detail different types of consumer buying

decisions. (543 +10)
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5. Define Integrated Marketing Communication (IMC).’
Write its notable features. What is its significance for

marketers? - (3+10+5)
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Develop a media plan for a company to promote its
low-priced carbonated beverage for young adults in

the Indian market. Make necessary assumptions,

(18)
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