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N.B. r-(1) Attcmpi ALL questions.

(2) Figures to thc right indicate marl<s.

SECTION_A

l. (a) Discuss the factors rvhich makes sales promotion diilcrent liom other narketirlg tools.

Discuss with examples. 1-l

OR

(b) What is sales promotion'J Discuss its importancc and scopc in present scenario $ith
examplcs. 14

SECTIO\ B

2. (a) What do you mcan by "Deal Pronc Consumcrs" ? IIow do they affcct sales promotion

activities and vicc-rcrsa ? 7

(b) Tlvo class one officcr ofstate govemment who are friends, discussing the pricc discornt given

on A.C. one ofthem rcfused 1o bu)' lhe A.C. on discount sal ing il uould be against his status.

Ho$ rvill you penuade the class onc olicer status consumer to buy your A.C. 2 7

OR

(c) Discuss thc effeot of sales promotion on consumer behaviour. 7

(d) 'Amazon' wants to increase sale and promotc its sales by 25 o/o. qhich sales promotion

tool rvill 1'ou suggcst and lvhy ? 7

3. (a) "Sales promotion has very shon and quick impact on sales." Do you agrcc *'ith thc

statement ? Explain. 7

(b) 'Patanjali Aata Noodles'wanls to increase their usagc, targctting the lamily members

lrom the age group of 5 to 35 years. \Yhich sales promotion slrateg) you uill suggest

1or t'atanjali ? \\'hy ? 7

OR

(c) Explain |rc-tcsting in the context ofsales promotion cvaluation. 7

(d) BrandA ofa health drink offers a price discount. Brand B holve|er ofl'ers a criuket bat

free. Evalllate bolh the promotion schemes fiom thc point of view of consunler. 7
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SECTIo\-C
iInpor1ancco::3lcsprorr.lionbud!etj1,oran\olganisation,

proccsi anJ imponrnce Jl Cesigl;ng sslcs pronlclion plan. 'l

OR

prc-tcsting approarh n conl.xl \\ith sales promotion planning. 1

tr\o metho,ls for lbrnrula:ine the salcs promotion hudgcl \\ ith each sLLilable
7

ST]C]'ION D

5 1n 201 1, Ileubok launch,:d a nrarkcting .xmlaign to bring liurs closer 1o Indias highll'popular
'Pro-Kabaddi a lit!lc toLj .losci.

Arc the 20 team s rrerrbers dcinatud their bloc.J. \'hich was thereb] mired into the ink
used k) makc postcrs ol'the tcanl. The pcsltr 

",,as eiven lo lans \\'ho houghl 7000,- each. r\ll
Jersev madc b) R(-cboli el.h of the S00{.r )ostcrs comes \\i1h a crrtificate (J1-eulhcnticit\'.

The promolioo \\'as donc through adicrsiting on radio. ouldoor and orrline mcdiir. lhe
objcctLveofthe canrpai!n $rs 1(r crea!. ix enrotionrl bondbet{cenlha Pro-Kabadcli'squad
and their fans and qro\ salcs ol all arparel by l5 9,,. h ended up \\ith totai scll out ofall
postarr and 2J 9i, incr:ase in sirles.

(a) A.nal)se lhe eas.

ab) Discuss lhe slretegic issue Rccbol rdoplcd in Jssigrling thcir srles pronrotion str.rt.eiec
t.1
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