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(l) Altcmpt all questions.

(2) Figues to the right indicate marks.

SECTION_A
Define "Sales Promotion". Explain how it dillers lrom advertising. Identifo benefits of sales

promotion. 1.1

OR
"Sales Promotion is the only promotion tool that can make usc of'Pull' and 'Push' sllateg)'

simultareously." Dixuss uith example. 14

SECTION_B
What do you mean by habitual bu-ving behaviour ? '7

A consurner \r'ants to purchase Air Conditioner for a family having a four members. Describe

the various stages ofthe buying process a consumer is likely (o pass through. '7

OR
What is deal prone consurncr ? ln what aspects does it influence the consumel behaviour'l

7

Explain ho\r'intemet can bc used for the distribution olviuious promotional offers such as

samples coupons etc. Oive suitable example. '7

Discuss different approachcs cvaluaring sales promotion schemes. '7

Companies are using a variety ofsales promotion tcchniqucs like "more for lhe same" or
"extm-value-promotion". Ifyour company is in garment manulacturing $'hich technique would
you find more suitable and why'l 7

OR
Explain pre-testing in thij conlcxt ofsales prcmotion evaluation. 7

VLCC is introducing "Day and Night cream" to protect skin. lt is distributing free samples

rhrough retailer's. FIow should the company plan to cvaluate its f'ree sample exercise ?

ExplairL 7
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SECTIO,\-C

(a) "Cloupons can be used to acconrplish many promotionalobicctivcs." Discuss. '7

(b) Discuss stcps involved in retailcrs promotion plzrnning process. 7

OR

(q) Explain the conccpt oftrade dealing 7

(d) Distinguish bet$een trade sales promotiofl and consumer salcs promotion. 7

SECTION-D

Aftcr introducing popcom and sundrop cooking oil. ITC Agrotech launched \\'heat flour (Alta)

under the brand name Healthy World priced at Rs. 30/'- fot I kg Pack. Heallhy world comes

in packs ranging from 500 gm to 5 kg. )TC claims thal the] spent one )'ear on R&D, before

launching healthy worlcl benchmarking it againn national pla)ers like FfuL's (Annapuma pillsbugJ.

Thel, have taken carc ofall the variarts such as softness. laste. colou. and lexturc in their product.

Our research revealed that the prefercnces in the North and South oflndia difl!r distinctly

in all paramelers olattx Inlorms Nlrrkeling managers, consumers in South arc morc recepli\e

to branded alior North leads in after consumption $here average monthl) household consurnplion

is 28 Lg as against.l kg. In lhc South ITC decided to use same salcs promotional tools lbr o!crall

lndian nrarket to incrcase thcir consumplion. One ofthe promotional manager Mr. Alok is not

continued \\irh the idca as hc sals each region ha-s different consunrption pattem in lem1s ofliking,
rusage. So we should use dilferent promotional stategy lbr different rcgion's. On other side, Miss

S*'ati Singh. \larketing jvlanager suggesl that the)' will use ideal promotional lool $hich \\'ill suit

to regions of India.

(a) With rvhom do you agrce and *hy ? 7

(b) Prepare sales promolion plan lbr ITC in accordancc r,vith the casc. 7
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