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1. Write your Roll No on the top 1mmed1ate1y on receipt
of this questlon paper.

2.0 % Attempt all questmn all questlons are compulsory
3. All questlons carry equal marks

4. Answers may be written either in English or Hindi byt

the same medium should be folloWed throughout the

paper.
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1. “Sales promotion is short-term incentives to encourage
purchase or sale of a product or service.” In the
context of this statement, discuss nature, meaning and

importance of sales promdtibn. a3 , (18)
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“Sales promotion is an important ¢lement in marketing
because of it’s unique features and it helps a company
to create brand awareness, increase sales, and build
a loyal customer base.” In the light of this
statement, EXplain the different. key elements
related to signif;icar;ce of sales ‘promotion in
hiarketi_né; |

“Ied TRTA amﬁ’rar«r@r AR @ wRoT RoE ¥ ki
wsaw?aa% aﬂtugmﬁaﬁmmﬁaaﬂﬁ A
mﬁaﬂzwwm R T ¥ WeT el 21’7
FaT T A 4, Wﬁﬁmm%m%a@a

ﬁﬁr«ruﬂzaaa’rﬁmaﬁl

2. What do ybu mean by Integrated marketing

' communication? Discuss the role of sales promotion

inv’i'ntegrated mark.éting communication, - (18)
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Whzt do vou mean by Consumer- oriented promotion?
Explzin the different types of consumers- oriented

szles promotion using now a days by the

companics.
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“Sales promotion is one of the methods consisting of

yarious schemes, and policies designed to induce
consumers 1o participate in events in ordor to purchase
the produet or subscribe for the service,” In the
contest of this statement, discuss the various sales

promotion tools with suitable examplos, - (18)
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Discuss the different types of trade- oriented sales
promotion and saleg force-oriented sales

" promotion,
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4. What do you mean by sales Promotion program?

Elucidate the various stages involved in saleg promotion

program, : - (18)

y P.T.O.



6
1972

3 e AR TN A e

OR

dAgdr

Discuss the importance of ethics in sales promotion.
$

Also discuss in detail, the unethical practices, and its -

consequences in sales promotion.,
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Write a short note (Any four) (4.5%4 = 18)
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- (b) Contests and Sweepsiakes
' (¢) Premiums and Pnl‘i(m-(.)l'!'
| - (d) Refunds and Rebates
(e) P Oilltl of purchase, Disiolays ana d0111011$trati()113
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(f) Incentives ;a‘nd Sales Contésts.
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