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ADVERTISING AND SALES PROMOTION
[ Honours ]
PAPER — MH4
Full Marks : 100
Time : 4 hours

The figures in the right hand margin indicate marks

Candidates are required to give their answers in their
own words as far as practicable

Illustrate the answers wherever necessary

[NEW SYLLABUS}
GROUP —~ A
(Advertising )
(Marks : 45 ]

1. - Answer any one question : | 14 x 1

{ Turn Over )



(2)

(a) Briefly discuss the | advantages and
disadvantages of advertising in the perspective
of marketing. 14

(b) Discuss the factors to be considered while
selecting the media of advertisement. 14

2. Answerany three questions : 7x3

(a) Show the relation of advertising with other
promotional mixes. 7

(b) Differentiate between 'Marketing Mix' and

'Promotion Mix'. 7
{¢) Discuss the role of ethics in advertising. 7
(d) What is ' DAGMAR ' model in advertising ? 7
(e) What are the economic aspects of

advertising ? 7
(f) Discuss the methods of preparing advertising

budget. )
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3. Answerany two from the following : 5x2

(a) Briefly discuss the role of Humour appeals
in advertising. 5

(6) What do you mean by push and pull
advertisement ? 5

(c) What are the salient features of cffebtive

advertising ? 5
(d) Discuss the steps involved in media
planning. 5
GROUP — B

(Sales Promotion )
[Marks : 45 ]
4. Answerany one from the following : 14x1

(a) Discuss the different Sales promotion
techniques directed at consumers. 14

(b) Define Sales promotion. Discuss e
objectives of sales promotion. 4+ 10
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Answer any three questions : Tx3

(a) Discuss the advantages and disadvantages
of personal selling. 7

(b) "Salesmanship is an admixture of artand
science" —Discuss. 7

(¢) Explain the term "Exchange Offer”. 7

(d) Mention the advantages and disadvantages
of distribution of Coupons. 7

(e) Discuss about various monetary methods
of sales promotion. 7

(f) State the role of Sales force in sales

development. ' 7
Answer any iwo questions : 5%2
(a) Write short notes on : 5

(i) Bonus

(ii) Rebate.

(b) Discuss the importance of ‘trade fair’ and
‘exhibition’ in sales promotion. =
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(c) Distinguish between Sales promotion and

advertising. 5

(d) Discuss the major role played by the public
relation officer in sales promotion. 3

[ Internal Assessment —10 Marks ]
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