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SALES PROMOTION MANAGEMENT

Papcr- MBA/4201/IVI

Time : Thrcc Hours] [Mirrimum Marks : 70

Note :- (l ) Attempt rl[ questions.

(2) Figures to the right indicate marks.

ST]CTION-A
1. (a) What is sales promotion Mix ? State different types ofsales promotion tcDls and tcchniques.

t4

OR

(b) Discuss the natue, characteristics and importance ofsales promotion and also explain thc
relevance ofsales promotion in today's time. 14

SECTION-B

2. (a) Discuss the effects of sales promotion on consumer behaviour with suitable example. '1

@) A popular brand of branded bakery product plans to offer a price disoount to bcat a new
brand of milk which was recently launchcd with bakery product with milk at much lower
price. What is your opinion ? What will be reaction of its buyers as for as quality pcrceplion
ofthe said brand is conce.ned ? 7

OR

(c) 'Dual promotion' are more efective than 'pull' or 'push' used alone. Discuss this statemcnt.
7

(d) The Govt. oftndia declares a 507o discount on Khadi every year on 2'd Oct rcgularly. Do
you feel such action creates dealprone customers ? Why ? '7

3. (a) Explain the various methods available to cvaluate th€ sales plomotion programme. 7

@) Big Bazar offcrs a discount on its MRP ol products on every festiye season. 'l his has been

done for many years. What impact will this havc on Consumers' bchaviour in your
opinion?Why? 1

OR
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4

(c) "Sales promotion has very short and quick impact on sales." Do you aglc with the statcmcnt 'l
How ? 7

(d) A doll manulacturing company organized the fashion show for the girl children and their dolls.
'Ihc responsc wrs good. But the program was not succcssl'ul in gcltjng the on spot buying
ofdolls by thc girls. Why ? trxplain. '7

SECTION-C

(a) Discuss steps involved in promotion planning process. 7

(b) Explain thc various approaches ofsales promotion Budgct. 7

ott
(c) What paramclcrs arc takcn into consideration while designing the promotional plan ? 7

(d) "ln business promotional plamiDg plays an important role.'' Discuss. 7

SECTION-D
'fhe mobile service providers are having cut throat competition in the market. Thc mobile

service users market is beconing in lodia as thc third largest market.

'l'hc main playcrs in the market are Vodafone. Airtel. RSNL, Relianc,c, Tata Teleconr. Idea
& New Jio.

'l he .evenues genemted by these companics on calling is hall'the reverue generatcd bc'cause

ofthc Eomotion schemes launched by thcsc companies, various promotions schemes for prcpaid

antl postpaid as uell as free calling and intcrncl use.

For prepaid - SMS (free) to Gift card oI SMS and also various bclcfits, data usage and
tiee calling. ln posl paid catcgory vaious price related schemes and intcmct usagc.

hr the cmwdcd market place the war is fought on thc valuc added sen,ice and saies prornotion
schemes. Now Jio has capturcd the market by giving free calling as wcll as liee data usage.

(l ) Analyse the case. 1

(2) As a salcs promotion analyst, comment on the efforts ofthese maill companies lbr sales
promotion. 1
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