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Instructions for Candidates

1.

Write your Roll No. on the top immediately on receipt of this question paper.

2. Attempt all questions.

3. All questions carry equal marks.

4. Answers may be written in Hindi or English but the same medium should be
followed throughout the paper.
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Write a descriptive note on any two of the following : (7.5+17.5)
(i) Barriers to effective communication

(ii) Personal and non-personal communication

(iii) Complex buying behaviour vs habitual buying behaviour
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Explain the various steps involved in developing the effective marketing
communication. (15)

OR

What is communication ? Briefly explain the fundamental elements underlying
the communication process. (5+10=15)
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What is Integrated Marketing Communication ? Explain how IMC is a powerful
and cost-effective  promotional strategy. (7.5+17.5)
OR

What is consumer behaviour ? Why there is always a need for marketers to
study consumer behaviour ? How do social and cultural factors affect consumer
behavior ? (3+3+9)
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(a) Critically evaluate the various components of “promotion mix”. (10)

(b) How does sales promotion complement advertising and personal selling ?
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OR
(a) Explain the various factors affecting promotional mix. (10)
(b) Differentiate between advértising and personal selling. 5)
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5. (a) What is advertising me-dia.? What are the advantages and limitations of
advertising through newspapers and T.V. ? , (4+8)
(b) Suggest suitable media} for advertising :
(i) Cosmetics
(i) Health drinks
(iii) Sports goods 3)
OR
(a) What steps are involved in consumer buying decision process ? ©9)
(b) Suggesta suitab_le promotion mix, with reasons, for the following products :
(i) A herbal shampoo |
(i) A dishwasher
(iii) A sachet packing machine . | (6)
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