O MADHYA PRADESH BHOJ (OPEN) UNIVERSITY, BHOPAL
N7 e UQeMISl (o) faeafdemery, [T

Accredited with “A” Grade by NAAC
MBA (MARKETING) THIRD YEAR (SESSION 2024-25) (JUNE-JULY)
SUBJECT: ADVERTISING AND SALES PROMOTION MANAGEMENT

ASSIGNMENT QUESTION PAPER- FIRST MAXIMUM MARKS: 30

01. T U W @I eI H A BRAT M T |

02. favafdened N1 VR W STRYRAGRIT # B T3 UTUS 8 BT f+ard © |

03. AR P STRYRTH & YoM U8 &I WEAUFYad T WX AR ITH I AT BT U205 & X I SaRYRAd & oA
TS W Sifehd fmar 2|

04. | BRI ITRYRTBT AU FEFTT D% U STHT PR IHSD! U] AT U P |

Ie: Ue FHiB 019 05 Th & U TSR U B | TS T 02 3id BT & |

Q.1  “Advertising can sell anything “Explain.
IS o8 I 99 FaHar 87 AT o |

Q.2 What is market positioning in marketing.

fauor # Are aifste=T @ 87
Q.3  What do you mean by Logo.

qfed giE & MY T FHIT 27
Q.4  Write note on Advertising Campaign.

o i W A ford |

Q.5  What is consumer behavior?
SUMIGIT AER FT 87

Al U3 BB 06 W 10 TP P U SIS U 2 | D U 04 i T 2 |

Q.6 Explain the Advertising role in the marketing process.
fuor gfafer # fagmos &1 AT o1 9o o |

Q.7  Explain the theory of Cognitive Dissonance?
HEMTIHS Aqve RIGIa @ amem o |

Q.8  Explain the role of Budgeting in Advertising?
s # quifeT &1 fAdr &1 e |

Q.9  Write note on Electronic media buying.
“golaSIE: MSAT TR’ W e ford |

Q.10 Write an essay on sales promotion

el Hae R e o ford |
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Accredited with “A” Grade by NAAC
MBA (MARKETING) THIRD YEAR (SESSION 2024-25) (JUNE-JULY)
SUBJECT: ADVERTISING AND SALES PROMOTION MANAGEMENT

ASSIGNMENT QUESTION PAPER- SECOND MAXIMUM MARKS: 30

01. T U W @I eI H A BRAT M T |

02. favafdened N1 VR W STRYRAGRIT # B T3 UTUS 8 BT f+ard © |

03. AR P STRYRTH & YoM U8 &I WEAUFYad T WX AR ITH I AT BT U205 & X I SaRYRAd & oA
TS W Sifehd fmar 2|

04. | BRI ITRYRTBT AU FEFTT D% U STHT PR IHSD! U] AT U P |

Ie: Ue FHiB 019 05 Th & U TSR U B | TS T 02 3id BT & |

Q.1  Explain about Ethical aspects of Advertising?
s & Afie ugqgell @ @R o |

Q.2 What is Primary demand stimulation?
I /T ST 9T ¢ |

Q.3  What do you mean by Media Planning?
A @i (@) @ &2

Q.4  Whatis Aptitude test?
STy TetT @ 2 |

Q.5  Write note on Advertising VS Consumer Behavior.
a§| U d41H SUHIIAT FdeN UX qre ﬁ"l@|

Alc: U3 BHIB 06 I 10 Tb P Y39 SIS U3 & | TP U7 04 b Bl 8 |

Q.6 Write note on “Two step flow of communication”.
IR & &I =R ydI8 W A ford |

Q.7  Explain clues of advertising strategies?

fasmu= oifq & T[g dedl &1 v @ |

Q.8  Discuss about an ad copy.
fasmos ufaferdr @1 aw=mEA |

Q.9  Explain promotion advertising media vehicles.
AT faTa ATegdl &1 qoi o |

Q.10  Explain about Retail and cooperative Advertising.
GaRT Ud ABHR] fImu &1 quid & |
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Accredited with “A” Grade by NAAC
MBA (MARKETING) THIRD YEAR (SESSION 2024-25) (JUNE-JULY)
SUBJECT: CONSUMER BEHAVIOUR

ASSIGNMENT QUESTION PAPER- FIRST MAXIMUM MARKS: 30

01. =l UeF W@ B sl H B HRAT AR B |
02. favafdened N1 U W3 SaRYRAGRIT # & AR UeUS g AT AFER € |

03. AR P STRYRTH & YoM U8 &I WEAUFYad T WX AR ITH I AT BT U205 & X I SaRYRAd & oA

TS W Sifehd fmar 2|
04. AT BRI STRYRADT AU LAY Dbox TR STHI PR IHD! Uil ¥ U N |

Ie: Ue FHiB 019 05 Th & U TSR U B | TS T 02 3id BT & |

Q.1  What are the factors that influence Consumer Behavior?
SUHIIAT ddelk EbAf g R a1l dR& T %\r?

Q.2 What is the role of social influence on consumer behavior?
QIR FAER TR ATHINTS YA & FT JADT 87

Q.3  How does Consumer perception impact consumer behavior?
IO GROT, SUHTGRIT FI8R BT bA YATAT Bl 57

Q.4  What is the role of culture in consumer behavior?
SUNIERIT FaER H BT DI FAT YHBT &7

Q.5  What is consumer loyalty and how it is developed.
IuATET w7 a1 2 IR 39 $9 [Jefid fhar S B |

Alc: U3 BHIB 06 I 10 Tb P Y39 SIS U3 & | TP U7 04 b Bl 8 |

Q.6 Explain the relationship between consumer behavior and marketing strategy?
SR FaeR AR Ao oI & 19 Gy @ AR o7

Q.7  Why it is so important for business to understand consumer behavior.

AT & Ty UM FIER Pl FHSHT ST Fgaqol T 5 °

Q.8  Explain the information search process and consumer motivation.
AT @rol Uik iR SuHIaar IR @) et o |
Q.9  Explain the influence of personality and self-concept on buying behavior.
T FAER R AT AR 3MH ATURCN & YATG Dl ARAT P |
Q.10  Explain various models of consumer behavior.
SYHIGRIT FGER & (A1 Alfeal & AT P |
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MBA (MARKETING) THIRD YEAR (SESSION 2024-25) (JUNE-JULY)
SUBJECT: CONSUMER BEHAVIOUR

ASSIGNMENT QUESTION PAPER- SECOND MAXIMUM MARKS: 30

01. T U W @I eI H A BRAT M T |

02. favafdened N1 VR W STRYRAGRIT # B T3 UTUS 8 BT f+ard © |

03. AR P STRYRTH & YoM U8 &I WEAUFYad T WX AR ITH I AT BT U205 & X I SaRYRAd & oA
TS W Sifehd fmar 2|

04. | BRI ITRYRTBT AU FEFTT D% U STHT PR IHSD! U] AT U P |

Ie: Ue FHiB 019 05 Th & U TSR U B | TS T 02 3id BT & |

Q.1  What is consumer behavior?
SUHIFIT FIER FIT 57
Q.2 What is consumer learning, how does it affect consumer behavior decision making consumer?
IoHTeT fRIE0T 9T BlaT 8 | I8 SUHIFl deR W b Y9I STerdT 27
Q.3 How does personal values impact consumer behavior?
FIFTTT o IUFIHIT Fd8R DI D YA B B 7
Q.4  What is the difference between a need and, wants in consumer behavior?
SUAHRT FdeR H AMaIIDhdT AR STBT B g1 RIT 3R 272
Q.5  What s role of perception in advertising and marketing?

fa=moe iR g # aRom @ w1 e 87
Alc: U3 BHIB 06 | 10 Tb P Y39 SIS U3 & | TP U7 04 b Bl 8 |

Q.6 Explain the concept of consumer involvement and decision making?
IO BT AEIERT 3R 0 o &1 JEeRT & ARAT B2
Q.7  Explain the psychological factors that influence consumer decision making.
Sy @ fAofa o &1 gIfid e arel Afase SR R g |
Q.8  Explain the different stages of the consumer decision making process?
I Ao o @ ufthar & A= =Rl @1 e |
Q.9  How do reference groups influence consumer behavior? Explain
A AHE, SUHIGT Fa8R Bl b YHIAId R 57 ARAT I |

Q.10 Explain industrial buying behavior.
3TN EIT FIER B ARAT B 7
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MBA (MARKETING) THIRD YEAR (SESSION 2024-25) (JUNE-JULY)
SUBJECT: INTERNATIONAL MARKETING

ASSIGNMENT QUESTION PAPER- FIRST MAXIMUM MARKS: 30

01. T U W @I eI H A BRAT M T |

02. favafdened N1 VR W STRYRAGRIT # B T3 UTUS 8 BT f+ard © |

03. AR P STRYRTHT & YoM U8 &I WEAEFYad /T W AR ITH I A0 T U205 & X I SaRYRAd & U
TS W Sifehd fmar 2|

04. | BRI ITRYRTBT AU FEFTT D% U STHT PR IHSD! U] AT U P |

Ie: Ue FHiB 019 05 Th & U TSR U B | TS T 02 3id BT & |

Q.1  Explain the distinction between International Marketing and International trades?
FRIETT Ao Ud IRTET AR & 3R 61 IR HY?
Q.2 What are the Non-tariff barriers in International marketing?
IR fAqoE # iR SRw a7 27
Q.3 What are the benefits of commodity board?
FANSE A8 & ™ a7 8?
Q.4  What is an export clearance?
Pt Feril @@ 82
Q.5  What s pricing and distribution strategy?
o1 fAeiRor QiR faawer oFifa @i 8?2

Alc: U3 BHIB 06 | 10 Tb P Y39 SIS U3 & | TP U7 04 b Bl 8 |

Q.6 Explain about IMF?
JMS.YAND. & IR H qU P |
Q.7  What are the five major trade agreements?
Uie UgE FUR AHSI DI I 57
Q.8  Explain about institutional infrastructure fir export promotion.
I e 2 AR T & gR H qui o |
Q.9  Write note on “Registration of Exporters”.
frafd & uoiee wR Ae fod |
Q.10  Write an essay on Price strategy and distribution of product in International marketing.

RIS fIuvH & a%g & He U4 faavor Joifa o) o ford |
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MBA (MARKETING) THIRD YEAR (SESSION 2024-25) (JUNE-JULY)

SUBJECT: INTERNATIONAL MARKETING

ASSIGNMENT QUESTION PAPER- SECOND MAXIMUM MARKS: 30

fcer—

01. =l UeF W BT s H B BRAT AR B |
02. favafdened N1 VR W STRYRAGRIT # B T3 UTUS 8 BT f+ard © |

03. AR P STRYRTHT & YoM U8 &I WEAEFYad /T W AR ITH I A0 T U205 & X I SaRYRAd & U

TS W Sifehd fmar 2|
04. AT BRI STRYRADT AU LAY Dbox TR STHI PR IHD! Uil ¥ U N |

Ie: Ue FHiB 019 05 Th & U TSR U B | TS T 02 3id BT & |

Q.1  Define International Marketing?
JIERTER fquor &1 gR¥TT < |
Q.2 What is Bilateral Trade Agreements?
fguef @R wwshar & 82
Q.3 What do you mean by import and export policy?
M e fafa - & smo Far dws €2
Q.4  Explain the export registration procedure.
T oS ufdhar &1 quie Y |
Q.5  What is the importance of marketing in international marketing?

RIS fauor # fquor fsor &1 g&=9 wew aan 82

Alc: U3 BHIB 06 I 10 Tb P Y39 SIS U3 & | TP U7 04 b Bl 8 |

Q.6 Write note on World Bank.
faeq & w Ak ford |
Q.7  What are the fiscal & non fiscal barriers in International marketing?
IR IR H AABNR R IR I qremd a1 57
Q.8 Write note on Export promotion councils.
Frafd daed uRve W A ford |
Q.9  What are the major sources of export financing?
fafd facamer & wig Siar o1 9ol o |
Q.10 Explain the stages of the product life cycle in international marketing.

IFRTET fAgoe & IATE ST b & RN Pl ARAT N |
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SUBJECT: SERVICE MARKETING
ASSIGNMENT QUESTION PAPER- FIRST MAXIMUM MARKS: 30

01. T U W @I eI H A BRAT A T |

02. favafdened T U WA SaRYRAGRIT # § §3d UTUH 8 BT fard © |

03. AR P STRYRTH & YoM U8 &I WEaUFYad T WX AR ITH I A0 T U205 8 X S SaRYRAd & oA
TS W Sifhd fmar 2|

04. T PRI ITRYRTBT AU FEATT D% W STHT PR IASD! UTal] AT U P |

Ie: Ue FHiB 019 05 Th & U TSR U B | TS T 02 3id BT & |

Q.1  What is the definition of service marketing?
AT fquor &1 aRamer @1 272

Q.2 How does a service differ from physical goods in terms of marketing?
fuoE & wed # Ja Hifde avgell I fhe yeR = 87

Q.3 Is marketing of services more challenges?

G Harsil &1 fauer eifdrs gAY 52

Q.4  What is role of customer in service marketing?
HAT fquor § UTES HaT B R AT 57

Q.5  How does service marketing mix differ from the traditional marketing mix?
AT & e geR =1 27

Alc: U3 BHIB 06 I 10 Tb P Y39 SIS U & | TP U7 04 b Bl 8 |

Q.6 Explain goods marketing and service marketing in detail.
IAIE TAT HaT fAUvE BT RO Bl [ FHsmsy |

Q.7  Explain marketing framework for service business?
AT AT T, [AUe gfe @ AT o |

Q.8  Explain quality issues in service marketing.
AT fqUoE H YU & &l bl a1 BN |

Q.9  What are some emerging trends in service marketing and how are they likely to impact the
service industry in the coming year?
Aqr AU § g IURT Ugfadl T g, SR S arel aul § HaT SEN WR Id T Y9G
qe P G T |

Q.10 Explain Indian scenario of service marketing.

JaTr U &1 IR R # adH gk & ARAT N |
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MBA (MARKETING) THIRD YEAR (SESSION 2024-25) (JUNE-JULY)
SUBJECT: SERVICE MARKETING

ASSIGNMENT QUESTION PAPER- SECOND MAXIMUM MARKS: 30

01. T U W @I eI H A BRAT M T |

02. favafdened N1 VR W STRYRAGRIT # B T3 UTUS 8 BT f+ard © |

03. AR P STRYRTHT & YoM U8 &I WEAEFYad /T W AR ITH I A0 T U205 & X I SaRYRAd & U
TS W Sifehd fmar 2|

04. | BRI ITRYRTBT AU FEFTT D% U STHT PR IHSD! U] AT U P |

Ie: Ue FHiB 019 05 Th & U TSR U B | TS T 02 3id BT & |

Q.1  What is the importance of service quality in service marketing?
JaT fquor # a1 [rac & R e 57
Q.2 How can service providers differentiate their services from those of their competitors?
JAT STAT 37U+ Harsil dr 3o ufoRufdrl o JaRil § dA T IR Fahd ¢ |
Q.3 What s the role of branding in Service Marketing?
Jar fquor # Fif$T @1 @ e g7
Q.4  How can service providers use customer feedback to improve their marketing efforts?
JAT YTl 319 fAUvE gamell &l dgaR 99 @ oIy UTEdl @l ufdfshar w1 SuART B R
Hhd B7?
Q.5  What are some strategies for promoting and advertising services effectively?

AT BT YA ST I derdl o AR AU < & oy o oIl @ 87
e Ue BHID 06 | 10 TH & U SIHSTRIT U 2 | UAD YT 04 b &7 2 |

Q.6 What are the key challenges that marketers faces in marketing services? How can they
overcome these challenges?
oo arsii # faueE &= wE AT &1 AT BRd 2?39 gANAl 9 Y W T
Hpd 87
Q.7  Explain service vision and service strategy?
1 gfte &R Jar YoIfa & T o |
Q.8  Explain (a) advertising (b) Relationship marketing
ARAT PN |
(a1) fasmu=r (@) Hdy fauor
Q.9  What are the key elements of a successful service marketing campaign?
g Ahdl AdT fIuue I & U dw R g
Q.10 Explain the role of branding and packaging of services.
arsil | ST dr Ui &1 e @ IRAT B |
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SUBJECT: SALES AND DISTRIBUTION MANAGEMENT

ASSIGNMENT QUESTION PAPER- FIRST MAXIMUM MARKS: 30

01. T U W @I eI H A BRAT M T |

02. favafdened N1 VR W STRYRAGRIT # B T3 UTUS 8 BT f+ard © |

03. AR P STRYRTH & YoM U8 &I WEAUFYad T WX AR ITH I AT BT U205 & X I SaRYRAd & oA
TS W Sifehd fmar 2|

04. | BRI ITRYRTBT AU FEFTT D% U STHT PR IHSD! U] AT U P |

Ie: Ue FHiB 019 05 Th & U TSR U B | TS T 02 3id BT & |

Q.1  Explain the nature of Sales Managements?
I vda & Uafa &1 9ol Y |
Q.2 What is Sales Training Program?
e uRRmyer srigH @1 8°
Q.3  What s sales cost?
I amTa Fa1 57
Q.4  What is Marketing Channels?
oo arfgery @r 27
Q.5  What s International Marketing?

IR Ao @7 87
Alc: U3 BHIB 06 | 10 Tb P Y39 SIS U3 & | TP U7 04 b Bl 8 |

Q.6 Write note on Recruitment of Sales personnel?
e FHaRT & 9l R e ford |
Q.7  Explain about motivation of sales personnel.
fasa HHaIRAT & AR & IR H qu BN |
Q.8  Write note on sales cost and cost analysis.
g amTd vd anTa fageyr wR A fod |
Q.9  Discuss about wholesaling and Retailing.
o Qd gaxT el &I |Hssy |
Q.10  Explain about assessing performance of marketing channels.

fagoE A9 & USRI BT 3MMbold & IR | ol P |
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SUBJECT: SALES AND DISTRIBUTION MANAGEMENT

ASSIGNMENT QUESTION PAPER- SECOND MAXIMUM MARKS: 30

01. T U W @I eI H A BRAT M T |

02. favafdened N1 VR W STRYRAGRIT # B T3 UTUS 8 BT f+ard © |

03. AR P STRYRTH & YoM U8 &I WEAUFYad T WX AR ITH I AT BT U205 & X I SaRYRAd & oA
TS W Sifehd fmar 2|

04. | BRI ITRYRTBT AU FEFTT D% U STHT PR IHSD! U] AT U P |

Ie: Ue FHiB 019 05 Th & U TSR U B | TS T 02 3id BT & |

Q.1  What is Personal Selling objectives?
1T fasha (9291 & Igaeg a7 87
Q.2 What are the various steps involved in sales training.
faeor ufdror 3 wnfe fafa=t ==or @ 27
Q.3 Discuss about sales meeting.
g Jo@ T @& IR H TR |
Q.4  Discuss about the structure of marketing channels.
faUoT el B St BT gui BN |
Q.5  Explain about essential elements of an International Marketing channel

R fAYorT A9t & 3MavTh ded BT o Y |
AIS: U BHB 06 T 10 b B YT ST U 8 | TP YT 04 (P P 2 |

Q.6 Discuss the nature and scope of sales management.
faa gder gd &5 B ey |
Q.7  What points should be kept in mind while designing compensation system in the organization.
e # &Afaged] Yol o7 f$Sg oxd F9g fha 9rai &1 &I 9 AT ST @1y |
Q.8  Explain about developing sales evaluation program.
It Jeaid wrimH RAFHRT B T |
Q.9  Explain about logistics and distribution.
ArfsiRe® 1a faavor &1 o9 & |
Q.10 What are the essential elements of an International marketing channels?

JRTER fAYU I & 3MaeIDh ded AT 27
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