
SECTION C

'Johnson and Johnson' is a well known
company for all kind of baby powder, oil, shampoo

and lotions. J and J has enjoyed market leadership

from last two decades in all is segments of baby

products. J and J has also launched their otler
product Lines as cough syrups, sanitory pads and

mouth wash. The whole product portfolio for J and
j was enjoyirg the market leadership among their
compititors' bralds. All of their products were

available in different sizes. So as to suit all class

of customers who can afford.
Du ng Last dree years, company has faced

problem of fall in thei sales of baby items

irrespective of healy emphasis on advertisments

and personal selling to docto6. Mean while there

were mmors spread in the market, drat use of J

and J baby products might cause cancer to your

baby.

The marketing Head Mr. Raghunathan has

ranged emergency meeting and asked their
markethg executive to come up with certain sales

promotional strategies so as to gain their sales

again.

Mr. Prasad, *ho is working with J and J

from last l0 years as markethg executive has

suggested to offer 'hice discount' up to 30% ol
alt their baby products as well as special trade

AR - 1248

Fourth Semester M. B. A. Examination

SALES PROMOTION MANAGEMENT
Paper - MBA/4201 /SM

P Piges : 5

Time : Thrce Hoursl [Max. Marks : 70

SECTION A

(a) What is'Sales Promotion'? Describe how it
differs ftom advertising ard enlist the benefits

of sales promotion to Marketers, Distibution
charmel and ultimately to the customer.

OR

O) Describe dre various typ€s of sales pohotioo
tools and techniques with mcthods. Also
cxplain the condept ard applications of
promotion mix. 14

SECTION B

2. (a) Explail how consumer decision - makirg
model can be used for sales promotion. 7

(b) A well known brand of men's apparels wants

to inuoduce sales promotion scheme. One of
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marketing manager has suggested to -
intoduced buy two and get one hee'scheme, 

'

where as, other was having opinion to give -.
stralght'4D% discount'. Suggest the suitable

offer {n terms of economic viability. - 7

OR

(c) Describe the economic theories of promotion.
,l

(d) Mr. Prasad is a class one officer and he is
having a shong belief that ; if any company

offers any sort of sales promotion scheme

e. g. discount, bye one get one free, on their
product then those products are of inferior
quality c subsundard. As a mfl*eting manage(

how will you tackle such kind of consumer

perception T 't

(c) Describe the impact of sales promotion on
'sales of a company. 7

(d) 'Kisan - Ketchup' wants to increase their
useage at home by children as well as all

family members. So which sort of sales

promotion strategy witl you suggest to
Kisan ?Why? '1

(a) Describe
'process.

the sales promotion planning
7

(b) You have ent€red into the, business of
marketing health drink for old age person in
metro cities, where you have to compete

with Red Bull' ard hergizer, who arc m{ket
lcad€rs. lvhar sGt of sales pmmotion planning

will you do for your product ? Justify your

Answer. 7

OR

(c) Discuss the various approaches to sales

promotion budgeting. 7

(d) 'Monte-Carlo' well known brand of winter
weals wants to clear their stock. Sugg€st

'a promotional process to achieve this
objective ? 7
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OR

.I

3. (a)

(b)

Explain the approaches used for evaluating

sales promotion cxperiment. '7

'Kellogg s a brand of cereals wants to establish

their market in India. They have given major

emphasis on advertisemen(s. Now they want
to design certain sales promotiorBl strategies

lor womerr of India. So suggest 2 differcnl
strategies. 'l

AR-r248

http://www.sgbauonline.com

http://www.sgbauonline.com

http://www.sgbauonline.com
http://www.sgbauonline.com


promotion scheme should be launched for retailers

so that they witl push their product jn to the

market more aggresively.

I\iIr. Nitirl who has joined J and J last lear as

junior sales executive has suggested to offer "More

on same.&ice" fa their buyers and his justification

for that was, giving price discounts has more

mollety loss, as compared to more quantity. Anotrcr
marketing executive Mr. Vijay who is having

experi-ence of 3 years in J and J has completely

contrasting opinion than marketing head. He says

we should not launch any typ€ of sales promotion

scheme as this will irrcrease expenses. We must

carry out c€rtain activities specially for b,rand image

building.

(a) With whom do you agree and why ? 7

(b) Considering you as one of the marketing

executive for J and J prepare a ptan for J and

J in accordance with the case. '1

---.-3>-
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