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MBA (MARKETING) THIRD YEAR (SESSION 2022-23)
SUBJECT: ADVERTISING AND SALES PROMOTION MANAGEMENT

ASSIGNMENT QUESTION PAPER- FIRST MAXIMUM MARKS: 30

fcer—

01. afl oo @ A Exafey # g weer Sifard 2 |

02. feafdenerd gRT Uer W3 ScRYRAHRIT H 8 A3 U903 81 BT AR & |

03. FI BT ITRYRIDT & YIH TS Bl AAEIYad GRT WX AR IH I [I99 T Jeus 8 X Sl STRYRADT & Y2
S TR e faar 21

04, AR BT ITRYRABT MU MR Svs TR ST HR SED! U] A U e |

AIc: U¥F BHIS 019 05 TP & U AHSRI U & | TS U™ 02 3(F &1 5 |

Q.1 “Advertising can sell anything “Explain.
g @ W 99 Ao 87 T X |

Q.2 What is market positioning in marketing.

oo # Hree aifsrT @ 8?
Q.3  What do you mean by Logo.

qfed gNE | MY R TR &7
Q.4  Write note on Advertising Campaign.

fasmo S wR A ford |

Q.5  What is consumer behavior?
SUMIGIT AER T &7

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

Q.6 Explain the Advertising role in the marketing process.
oo ufafer & fagmos @1 fer o1 9o & |

Q.7  Explain the theory of Cognitive Dissonance?
TS Have Rigid o ARAm o |

Q.8  Explain the role of Budgeting in Advertising?
s ® gl a1 et &1 aoiF R |

Q.9  Write note on Electronic media buying.
"gldeIe AT WE” R Ae ford |

Q.10 Write an essay on sales promotion

QT FaeH R U o ford |
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MBA (MARKETING) THIRD YEAR (SESSION 2022-23)
SUBJECT: ADVERTISING AND SALES PROMOTION MANAGEMENT

ASSIGNMENT QUESTION PAPER- SECOND MAXIMUM MARKS: 30

fcer—

01. afl oo @ A Exafey # g weer Sifard 2 |

02. feafdenerd gRT Uer W3 ScRYRAHRIT H 8 A3 U903 81 BT AR & |

03. FI BT ITRYRIDT & YIH TS Bl AAEIYad GRT WX AR IH I [I99 T Jeus 8 X Sl STRYRADT & Y2
S TR e faar 21

04, AR BT ITRYRABT MU MR Svs TR ST HR SED! U] A U e |

AIc: U¥F BHIS 019 05 TP & U AHSRI U & | TS U™ 02 3(F &1 5 |

Q.1 Explain about Ethical aspects of Advertising?
Ao & Al USqal &l AT P |

Q.2 What is Primary demand stimulation?
mrIfie AT ST a7 R |

Q.3 What do you mean by Media Planning?
Aifear wnfw (@ren) aar 8?2

Q.4  Whatis Aptitude test?
Sifafe aRle I 2 |

Q.5  Write note on Advertising VS Consumer Behavior.
I(aSIIL{"I g SUHIIAT AdglN UX Are %’I—@“

Al U BB 06 I 10 Th P Y SIHSNg U B | TAP U7 04 3h o7 2|

Q.6 Write note on “Two step flow of communication”.
AR & I TR Y18 IR A ford |

Q.7  Explain clues of advertising strategies?
fasmue oI & T[g dedl &1 auie @ |

Q.8  Discuss about an ad copy.
faremom ufiferd &1 Fwsmed |

Q.9  Explain promotion advertising media vehicles.
JeATa = ARl BT quie N |

Q.10 Explain about Retail and cooperative Advertising.

YT U WEBNI fAgmu &7 goid o |
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MBA (MARKETING) THIRD YEAR (SESSION 2022-23)
SUBJECT: CONSUMER BEHAVIOUR

ASSIGNMENT QUESTION PAPER- FIRST MAXIMUM MARKS: 30

fcer—

01. afl oo @ A Exafey # g weer Sifard 2 |

02. feafdenerd gRT Uer W3 ScRYRAHRIT H 8 A3 U903 81 BT AR & |

03. FI BT ITRYRIDT & YIH TS Bl AAEIYad GRT WX AR IH I [I99 T Jeus 8 X Sl STRYRADT & Y2
S TR e faar 21

04. AT BT STRYRTBT AU METTT Bt U AT P AT YIachl Te U N |

AIc: U¥F BHIS 019 05 TP & U AHSRI U & | TS U™ 02 3(F &1 5 |

Q.1  What are the factors that influence Consumer Behavior?
SUHIIAT delX Eﬁ JqIad & Tl BRG a7 %?

Q.2  What s the role of social influence on consumer behavior?
SUHIGT FIgR W ARG Y91 &I a1 YfHaT 872

Q.3  How does Consumer perception impact consumer behavior?
I EROT, SUHTEGAT FT8R BT DA YATIT Bl 87

Q.4  What s the role of culture in consumer behavior?
SUHIFT FIeR H AR B T HADBT 87

Q.5  What is consumer loyalty and how it is developed.

IuidT Ao /&1 ? SR 50 Sy faefid fear rar 21
Al U3 BHIB 06 I 10 TH B Y ST U B | TAP U 04 b Bl 2|

Q.6 Explain the relationship between consumer behavior and marketing strategy?
SYHIGIT FaER AR fAuore 0T & 4 e & AT He?

Q.7  Why it is so important for business to understand consumer behavior.
FaATSdl & oIy IUMIGT FaER HI AASHT ST AgdqUl i 5 °

Q.8  Explain the information search process and consumer motivation.
AT WISt Uik SR SUHTaT STHURTT &1 SR N |

Q.9  Explain the influence of personality and self-concept on buying behavior.
TR FIER W Afddcd 31R ATH TR & THIT DT ARAT I |

Q.10 Explain various models of consumer behavior.
SYHIGIT FGER & A= Afeal & AT P |
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MBA (MARKETING) THIRD YEAR (SESSION 2022-23)
SUBJECT: CONSUMER BEHAVIOUR

ASSIGNMENT QUESTION PAPER- SECOND MAXIMUM MARKS: 30

fcer—

01. afl oo @ A Exafey # g weer Sifard 2 |

02. feafdenerd gRT Uer W3 ScRYRAHRIT H 8 A3 U903 81 BT AR & |

03. FI BT ITRYRIDT & YIH TS Bl AAEIYad GRT WX AR IH I [I99 T Jeus 8 X Sl STRYRADT & Y2
S TR e faar 21

04. AT BT STRYRTBT AU METTT Bt U AT P AT YIachl Te U N |

AIc: U¥F BHIS 019 05 TP & U AHSRI U & | TS U™ 02 3(F &1 5 |

Q.1  What is consumer behavior?
SUHIFT TIER FIT 57
Q.2 What is consumer learning, how does it affect consumer behavior decision making consumer?
IoHTaT RIeToT 9T BlaT § | I8 SUHIF] FaER W b Y9I STefdT 27
Q.3  How does personal values impact consumer behavior?
AT Hed SUFIRIT FIBR Bl D YATAT PR 87
Q.4  What is the difference between a need and, wants in consumer behavior?
SYHIGT FGER | AMITIHAT 3R THT & drd T AR 57
Q.5  What s role of perception in advertising and marketing?

fIsmue iR fquore % gRom & Fa1 qADT 22
Al U3 BHIB 06 I 10 TH B Y SHST U B | TP U 04 b Bl 2|

Q.6 Explain the concept of consumer involvement and decision making?
JUHTERIT BT AEfIERY 3R 0/ ol B R & ARAT H?

Q.7  Explain the psychological factors that influence consumer decision making.
I & 0T oF B g9Ifad $_e arel AFIfASG RO a2 2|

Q.8  Explain the different stages of the consumer decision making process?
Iy o o @ Ufshar & fafi= =Ron @ SR |

Q.9  How do reference groups influence consumer behavior? Explain
e AHE, STMIAAT AR Bl D YHIId R 8?7 AT B |

Q.10 Explain industrial buying behavior.
e I FIeR B ARAT TP
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MBA (MARKETING) THIRD YEAR (SESSION 2022-23)
SUBJECT: INTERNATIONAL MARKETING

ASSIGNMENT QUESTION PAPER- FIRST MAXIMUM MARKS: 30

fcer—

01. afl oo @ A Exafey # g weer Sifard 2 |

02. feafdenerd gRT Uer W3 ScRYRAHRIT H 8 A3 U903 81 BT AR & |

03. FI BT ITRYRIDT & YIH TS Bl AAEIYad GRT WX AR IH I [I99 T Jeus 8 X Sl STRYRADT & Y2
S TR e faar 21

04. AT BT STRYRTBT AU METTT Bt U AT P AT YIachl Te U N |

AIc: U¥F BHIS 019 05 TP & U AHSRI U & | TS U™ 02 3(F &1 5 |

Q.1 Explain the distinction between International Marketing and International trades?
SIORTEY fAqurT Uef SfaRTSEI AMUR @& 3R B 2ARAT DR?

Q.2 What are the Non-tariff barriers in International marketing?

IR fquor # IR <R% qremg w1 87
Q.3 What are the benefits of commodity board?
FHANSE S & A a1 8?
Q.4  What s an export clearance?
[BRIGREEINING -

Q.5  What is pricing and distribution strategy?
Hoar fFeRRor iR faavor Jorfifa @ 287

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

Q.6 Explain about IMF?
JMS.UAND. & IR H qu PN |
Q.7  What are the five major trade agreements?
UrE YR TR |HEI I H 8?
Q.8  Explain about institutional infrastructure fir export promotion.
Frrf Wade &g SR @1 B AR 3 qu B |
Q.9  Write note on “Registration of Exporters”.
faid & dofee R A fod |
Q.10 Write an essay on Price strategy and distribution of product in International marketing.

IR Ao & g & Hed Ud fAaRor o W oikg ford |
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MBA (MARKETING) THIRD YEAR (SESSION 2022-23)
SUBJECT: INTERNATIONAL MARKETING

ASSIGNMENT QUESTION PAPER- SECOND MAXIMUM MARKS: 30

fcer—

01. afl oo @ A Exafey # g weer Sifard 2 |

02. feafdenerd gRT Uer W3 ScRYRAHRIT H 8 A3 U903 81 BT AR & |

03. FI BT ITRYRIDT & YIH TS Bl AAEIYad GRT WX AR IH I [I99 T Jeus 8 X Sl STRYRADT & Y2
S TR e faar 21

04. AT BT STRYRTBT AU METTT Bt U AT P AT YIachl Te U N |

AIc: U¥F BHIS 019 05 TP & U AHSRI U & | TS U™ 02 3(F &1 5 |

Q.1 Define International Marketing?
R fagorg &1 g < |
Q.2 What is Bilateral Trade Agreements?
fguely =R Fsiar @ g7
Q.3 What do you mean by import and export policy?
AT Td i RT3 oy @ e ©7
Q.4  Explain the export registration procedure.
e ol ufshar &1 o o |
Q.5  What is the importance of marketing in international marketing?

IR fagqor # fquor fsror &1 959 98 & 57
Al U3 BHIB 06 I 10 TH B Y SHST U B | TAP U 04 b Bl 2|

Q.6 Write note on World Bank.
faeg & W A ford |
Q.7  What are the fiscal & non fiscal barriers in International marketing?
IR AR FH VST 3R IR IoTh g qremd &=y 72
Q.8  Write note on Export promotion councils.
i daed uRve wR e ford |
Q.9  What are the major sources of export financing?
fFrafd facTamer & wRg SAAr o1 9o o |
Q.10 Explain the stages of the product life cycle in international marketing.

RIS Ao & IATE S oOsh & RN BT ARST BN |
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MBA (MARKETING) THIRD YEAR (SESSION 2022-23)
SUBJECT: SERVICE MARKETING
ASSIGNMENT QUESTION PAPER- FIRST MAXIMUM MARKS: 30

fcer—

01. afl oo @ A Exafey # g Heer Sifard 2 |

02. feafdenerd gRT Uer W3 ScRYRAHRIT H 8 A3 U903 81 BT AR 7 |

03. FI BT ITRYRIDT & YIH TS Bl AAEIYad GRT WX AR IH I [I99 &1 Jeud 8 X Sl STRYRADT & Y2
TS TR 3ifhd faar 21

04. AT BT STRYRTBT AU MEFTT Bt U AT P AT YIachl TLT T N |

AIc: URF BHIS 019 05 TF & U AHSRI T & | TS U 02 3(F &1 5 |

Q.1  What is the definition of service marketing?
A1 fagor &1 aRvrer @t 272
Q.2 How does a service differ from physical goods in terms of marketing?
faqoe & ded # A Ao awqgell 9 fad geR e 27
Q.3  Is marketing of services more challenges?
G Harit &1 fIuor ifdre ARyt 87
Q.4  What s role of customer in service marketing?
|1 AUV H ATES AT B T JHBT 57
Q.5  How does service marketing mix differ from the traditional marketing mix?

7 9 g yer A= 87
Al U BHIB 06 I 10 Th P Y SIHSNg U B | TAP U7 04 3h o7 2|

Q.6  Explain goods marketing and service marketing in detail.
IATE qAT HaT fAUU &1 SfAeIROM Bl fawdrgde qHsISy |

Q.7  Explain marketing framework for service business?
AT FIEI =g (AU gfe @ AT o |

Q.8  Explain quality issues in service marketing.
AT fquor § YU & Ggal Bl AT D |

Q.9  What are some emerging trends in service marketing and how are they likely to impact the
service industry in the coming year?
Aar faUvE # HE SHRAl UGl T §, AR A dTel aul § a1 S R S9D 9T Jq1d
Te @ AT B |

Q.10 Explain Indian scenario of service marketing.

Ja1 fauor &1 IR aRaer # adae uRged @ aaran ax |
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MBA (MARKETING) THIRD YEAR (SESSION 2022-23)
SUBIJECT: SERVICE MARKETING

ASSIGNMENT QUESTION PAPER- SECOND MAXIMUM MARKS: 30

fcer—

01. afl oo @ A Exafey # g weer Sifard 2 |

02. feafdenerd gRT Uer W3 ScRYRAHRIT H 8 A3 U903 81 BT AR & |

03. FI BT ITRYRIDT & YIH TS Bl AAEIYad GRT WX AR IH I [I99 T Jeus 8 X Sl STRYRADT & Y2
S TR e faar 21

04. AT BT STRYRTBT AU METTT Bt U AT P AT YIachl Te U N |

AIc: U¥F BHIS 019 05 TP & U AHSRI U & | TS U™ 02 3(F &1 5 |

Q.1 What is the importance of service quality in service marketing?
[T fIuor # Far [orar w1 T AEd 77
Q.2  How can service providers differentiate their services from those of their competitors?
HIT URTT AU ATl Bl U+ UfRafdR) @l arll § &Y 3felT $R Fahd o |
Q.3 What is the role of branding in Service Marketing?
Jar fquore # qif$T o @@ e 87
Q.4  How can service providers use customer feedback to improve their marketing efforts?
AT URTAT AU Yo gl $l dgaR 9 b forg ureel @l ufifhar &1 SuAnT b9 aR
AP ©7
Q.5  What are some strategies for promoting and advertising services effectively?

AIRAT I Y9Gl T geral o AR A== <5 & foy go oot @r 27
Alc: U3 BHIB 06 | 10 TPb P Y39 SIS U & | TP U7 04 b Bl 8 |

Q.6  What are the key challenges that marketers faces in marketing services? How can they
overcome these challenges?

fquor areil # fIuvH & uRg AT & AMEAT BRA 8° 9 $9 ANl 9 D W) b7
Ahd B?
Q.7  Explain service vision and service strategy?
W1 gfte 3R [T oI @ e o |
Q.8  Explain (a) advertising (b) Relationship marketing
AT P |
(31) fasmu=r (@) Hdg faqor
Q.9  What are the key elements of a successful service marketing campaign?
Tdh A%l HaT fAuue IfaE &y d@ aar 2?
Q.10 Explain the role of branding and packaging of services.
Jareit # FIET q2r USRI B et @1 aran By |
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SUBJECT: SALES AND DISTRIBUTION MANAGEMENT

ASSIGNMENT QUESTION PAPER- FIRST MAXIMUM MARKS: 30

fcer—

01. afl oo @ A Exafey # g weer Sifard 2 |

02. feafdenerd gRT Uer W3 ScRYRAHRIT H 8 A3 U903 81 BT AR & |

03. FI BT ITRYRIDT & YIH TS Bl AAEIYad GRT WX AR IH I [I99 T Jeus 8 X Sl STRYRADT & Y2
S TR e faar 21

04, AR BT ITRYRABT MU MR Svs TR ST HR SED! U] A U e |

AIc: U¥F BHIS 019 05 TP & U AHSRI U & | TS U™ 02 3(F &1 5 |

Q.1  Explain the nature of Sales Managements?
faspa ude & gafa &1 9uie @ |
Q.2 What s Sales Training Program?
I uRivoT HRieA FIT 87
Q.3  What s sales cost?
fagmar amTa T €7
Q.4  What is Marketing Channels?
faqor arfesrg @r &7
Q.5  What is International Marketing?

IR fagor @r 872
Al U3 BHib 06 W 10 TP P U SIS U 2 | TP U 04 i T 2 |

Q.6 Write note on Recruitment of Sales personnel?
I HHaR! & Wt R Ae fod |
Q.7  Explain about motivation of sales personnel.

fIpg HHATRAT B MU & IR F ol BV |

Q.8  Write note on sales cost and cost analysis.
e arTd wd AnTd fagelyor W Are fod |
Q.9  Discuss about wholesaling and Retailing.
o Td YT fdeh! 1 Ay |
Q.10 Explain about assessing performance of marketing channels.

faUo o9 & UG BT AMhod d IR H Ui B |
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SUBJECT: SALES AND DISTRIBUTION MANAGEMENT

ASSIGNMENT QUESTION PAPER- SECOND MAXIMUM MARKS: 30

fcer—

01. afl oo @ A Exafey # g weer Sifard 2 |

02. feafdenerd gRT Uer W3 ScRYRAHRIT H 8 A3 U903 81 BT AR & |

03. FI BT ITRYRIDT & YIH TS Bl AAEIYad GRT WX AR IH I [I99 T Jeus 8 X Sl STRYRADT & Y2
S TR e faar 21

04. AT BT STRYRTBT AU METTT Bt U AT P AT YIachl Te U N |
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Q.1  What is Personal Selling objectives?
IfaaTa fasa (d991) & ST RAT 82
Q.2 What are the various steps involved in sales training.
faer aRryor 3 enfie fafe=t =Ror @@ 87
Q.3 Discuss about sales meeting.
g Job T b IR A HHSY |
Q.4  Discuss about the structure of marketing channels.
fquorE A=t & Sl BT auiE AN |
Q.5  Explain about essential elements of an International Marketing channel

JIRTER fAYU I & 3MaeTh ded BT Ui B |
IS U BHIB 06 I 10 b B Y ST U & | TP YT 04 (P $T 8 |

Q.6 Discuss the nature and scope of sales management.
fasra wder vd &5 B ey |
Q.7  What points should be kept in mind while designing compensation system in the organization.
HITSA H ARGl YoTell bl f$STe o 99 foha 91l &1 &I 9 AT ST @12 |
Q.8  Explain about developing sales evaluation program.
faepl oo Brishd AR BT A |
Q.9  Explain about logistics and distribution.
SifSiRes Ud faaror &1 qoid o |
Q.10 What are the essential elements of an International marketing channels?

R AUo I & 3Mavgd ded T 27




