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Instructions to Candidates:

1) The question paper is divided in Three parts

2) Part-A contains TEN questions which are compulsory. Part-B contains
Eight questions out of which five are to be attempted. Part-C contains One
- question which is compulsory.

PART-A
(Word Limit 25 Only)

questlons are compulsory. (10x2=20)

[Contd....




PART-B
Attempt any Five questions.

(5)(6:3 0)
1 Compare and contrast the AIDA(Attention, Interest, Desire, Action) model in terms of
how it explains consumer responses to marketing communication.
2. Whatare the key factors that advertisers must consider when crafting the message to ensure
that it resonates with the target audience and drives desired actions?
3 at are the key elements required for a strong and effective client-agency relationship i

the advertising industry?

<~ Provide an analysis of what makes advertising copy impactful, memorable, and persuasive
across different platforms. '

What are the challenges of media scheduling in a multi-channel environment, and how can
brands ensure consistency in messaging across various platforms?

~Discuss the importance of inte grating sales promotions with other marketing efforts. How
can a cohesive strategy enhance the overall impact of promotions?

Discuss the role of content creation, audience engagement, and analytics in social media

can businesses integrate sustainability metrics into the evaluation of their promotional
s, particularly in terms of the environmental impact of their advertising practices

PART-C
Compulsory
(20)

vhich word-of-mouth can do great damage in a hurry,

service, especially restaurants. A single round of food
ive away customers for months, A

ions that circulates in a local communi

f Gurgaon this was a gooq Mmarket for such restaurant. The
if they provided high quality food in a pleasant manner their
‘The business opened in January of2009. Firstye%a.les
Hxture of students and young employees who were
in customeps. It-was a restaurant which had func-
ept which were turned on for the customers to
ited the restaurant were regular customers who
hree times in week. The KHAZA ahq haqla
they used to serve a tng and 1L ya8 2VaEg

1y tale of contamination or un-




il:rlrclaem V;ry short time, D.urmg lunch hours the restaurant used to get lot of cus-

€rs who were working in the nearby offices. The crisis occurred after THE KHAZA
had. opened for 10 months. In the month of November, 2009, some 'of the customers after
having food were hospitalized because of food poisoning because of which the restaurant
had to be Closed for seven days. Local newspapers carried this news that the food served at
THE KHAZA was not up to the quality because of which some customers’ food poisoning
had. Word spread quickly through the Gurgaon about the episode both with the student
community and the employees in local offices. Fortunately, no one was seriously ill. the
_reason for the problem was that the supplier of the non-vegetarian stuff had supplied stale
raw material. They changed their supplier for that item. Moreover, the restaurant improved
the hygiene by making everyone who was serving food to wear caps and wear gloves. The
restaurant started taking more care in disinfecting the areas which could be prone to spread- -
g any contamination.(Ravi and Sanjay had limited budget for advertising/ Once the news

sh ad run, the media quickly lost interest. It was impossible for the partners to capture
ience to tell that the crisis was over. The number of customers who came after the
g closure dropped dramatically. Sales had been down for more than a month. The
began to wonder if people would ever come back. '

| 9
hat kind of public relation tactics should be used to help the restaurant THE KHAZA?

re any Kind of cause-related or event marketing program that might bring people

lieve THE KHAZA can be saved, oris it a lost cause? Why?
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Instructions to Candidates:

1)  The question paper is divided in Three parts Y,

2) Part A contains TEN questions which are compulsory. Part-B contains

Eight questions out of which five are to be attempted. Part-C contains One ;
- question which is compulsory. -
’ /
PART-A
(Word Limit 25 Only) ;
All questions are compulsory. (10x2=20)




—

PART-B
Attempt any Five questions,

_ _ (5%6=3¢
Describe the personal selling process for a paint manufacturing company. :

2. A Company is evaluating the option to des;

gn territories and assign responsibilities to sales
people across the globe to cater the growin

g information technology and services market
What kind of territorial design should o

' ] : ! they have? What factors will you take intq
consideration while designing territories for software company?

Suggest the methods of sales force training for multinational company. 5

4,~ Why goal setting process in sales m
for sales organization?

3.
anagement is significant? How sales budget is prepared

< ‘Motivating sales people is a key challen

ge for sales managers in modern day sales
organization’. Comment.

Differentiate between wholesaler and retai

ler How evaluation of channel performance is
carried out? Explain.

the various components of Physical distribution.

er a FMCG company trying to distribute its products directly to its consumers.

Vhat d be the major hurdles, ifthis strategy is followed? What would be the advantages
and disadvantages by adopting this strategy?

PART-C
(Compulsory)
e (20)
Read the case carefully and answer the following questions.

of the leading Children’s entertainment and knowledge prod-
y in India. It sell{’compact discs, books and educational mate-
‘ iter games, in the Indian market. The company plans to open a
stores specializing in creative toys and innovative learning materials

Gomp ny plans to target the upper middle class and upper class
tro cities and focus on customer service for competitive advan-
workshops and seminars for parents and children on such

ian Cities, namely@umbai, Bangalore, Chennai,
chiﬁ, Indore, Lucknow and Chandigarh in the

is projecting to recruit around 300 people
ople. The goal is to design a hiring process
5 of the organization.

mands service personnel who are
dc mputers. The top priority for the




company is to create a network of excellent customer
result from the new recruits means a major investm
rate in the industry is very high and it-is observed that
by a company selling toys and books learns

.the important factors for th
in this industry.

service obtaining the desired
ent in training. The attrition

e high turnover rate is the demanding nature of the job

They are planning to setup sales teams than taking individual salesperson as the unit of
performance for the new chain stores: This approach of team selling is quite new to the
industry and the company expects that this will deliver the desired results.

by ¢ ” A L R T e i

ate the selling strategy of Karadi Tales V 4)

gest the ways to attract best minds for jobs, in the new chain stores of t(l;;:
pany.

(7
‘measures and characteristics should be adopted to select sales team and why?

(6

w should Karadi Tales address the retention problem in the industry so that it dcz:;

almost every worker rcruited -
the company in a year’s tifne. One of .
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Instructions to Candidates: '
1) The question paper is divided in three parts.
2) Part A contains Ten questions which are compulsory. Part B contains Eight

questiensiont of which five are to be attempted. Part C contains One question
which is compulsory.

PART-A
e (Word Limit 25 only)
\l| tions are compulsory. (10x2=20)
Vhat do you mean by Marketing Mix?

oi'deraind.
e

mean by Brand hierarchy? '
fz of Digital Branding.

T AR

(5%6=30)

S, G

r goods’ sector, found out through rgsearcher
il ‘ur (atts) market that could be tapped. On the
| et. Discuss the process of designing the
1;E,s;.’jlf)f;‘{building of a strong brand.
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What do you mean by Revitalisin
dis-advantages in detail.

Write note on:

a) Brand extention.

b) Process of New Product Development,

¢) Keller’s Model of Brand Valuation.
4.  Explain various methods of calculating Brand Equity.
57 What do you mean by product strategy ? Explain characteristics, levels and types of Product.
/6./ Describe Brand elements. Also discussadvantages and dis-advantages of Branding.

7.

e

g brand? A] '
SO explain types, need, Advantages and

‘_ﬁ

Write a note on:
a)  Kapferer’s brand.
b)  Framework of Aaker Brand.

87 Explain Cost-based method, Price-based method and customer-based method in detail.

PART-C
(Case Study)
Compulsory. : (20 Marks)

)

- Mother Diary Fruits and vegetables, a company with a billion-dollar (Rs. 4,200 - crore)

~ turnover, has been a well established player in NCR, known for products the firm has been
largest seller of milk in NCR, with 65% of the revenue being contributed by milk.
entered delhi market five years back and in 2011 with in a span on 4 years it defeated
airy in terms of market share. Amul procures fresh milk and packages it. Mother
y dds powder milk in its products to the tune of 40%. This spoils the taste of the
roduct. Also Amul is credited with more awarness and knowledge about its products amongest
umers. Amul is a leader in the ice cream segment of the country. Their capacity to
evelop product and gain market leadership helped them gain substantial share in the NCR
milk segment raising question marks on the brand equity of the company.
has been market leader in NCR for 35 years. Losing ground to Amul in 2011
f -ing company to rethink its strategy. They plan to increase their
rocurement of the milk. One of the regions why consumer shifted
ce in the taste of the milk. Amul milk is fresh where as a portion

econstituted. Mother dairy sells through its own outlets and home
Amulu 1 and home delivery of ’tl}be‘mﬂk is possible.
Jess than the price of Amul milk, still a huge number of
qul. Now Mother dairy is restructuring its strategy and

er dairy for its revitalization plan.
mother dairy after collecting additional




