1089

PGCOM 514
M-2

(CBCS MODE)
COMMERCE
(INTEGRATED MARKETING
COMMUNICATION)

Time : Three Hours] tMaximum Marks : 75

Note: There are three sections (A, B and C) and

candidate has to attempt questions from all section,

Marks are indicated against each section.

e : ™A A AT avs ? @ 9w W) we
W Evel Y @S o | e @ @
GHE 3 3ifebe |

Section-A
g3

L. Answer all of the following questions :  5x3=]5
fferad % & y% @1 Sov AR -

(@)  Define integrated marketing communication.
Tolgd AU HarR & dRfie #RY |
(b)  Differentiate between personal and Non-
personal media.
qufdTd 6 R-dafds A F omr we
BT |
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(c) Explain any three objectives of advertising,
R & gl @ Sewdl A aman Fifm
(d) What is the role of Personal selling in
promotion mix ?
AR s § Qufdds fasba @ @ qfier 2
(e)  Differentiate between contest &
Sweepstake.
s @ W § R W Fif
Section-B

Yus—q

Note: Answer all of the following questions :  4x5=2(
‘ de ;. el § ¥ uRe y &1 T SRR |
2, (a) Differentiate between Public relation &
} - Publicity.

WIS UG TR § 3R W PR |
Or
3pRrar

(b)  Discuss the pros & cons of using an outside

advertising agency.

frll o890 fisTe il @ v B @
WIIC U4 B W) bt oY |
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3. () Explain the AIDA model ol
communication,
AR B AIDA Higel d) @ b |
Or
defdr
(b)  Explain the three sources attributes while a
markets  should keep in mind  which
selecting massage source,
e fuuraal o) R Uk BT ga S
ol R @ fadmenal @) v W
IR, Fd1 qoi IR
4. (a))  What are the threc types of media
scheduling ?
e Asyferm & A yar qur ¢ 7
Or
Y4
(b)  Explain any three methods of fixing
advertising budget.
fsm guie FuRo e @ (b = R
@ e |
3 (a)  Describe the importance of Personal selling,
qufdaa faswy & wee @1 aof B
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Note:

9.

Or

rerqr
(b)  Write a short note on dircct marketing,

geaer fqur o wfere feaof ferfad |
Section-C
Gus—q

Answer any two of the following : 2x20=40
e 4 @ 5 Q1w &1 g AR
Throw some light on ‘Hierarchy of effects’ model
of marketing communication.
QU 0w @ ERRTST i ghdew wed W gl
Siferd |

Define sales promotion. Discuss the various types
of sales promotion methods which can be used by a

marketer to promote sales.

faspy wad @ aReifa R | @ Ruvrsdl zw
fapy # Wl & ford Suam 4 @ o1 wed areh
faf=r faspa e ffdwry & =t HIRA

Explain the personal selling process in detail.
Y R BRI @1 Rrgds i AR |
Briefly explain the Media Planning Process.

MfSar Fare gk &\ 3wy
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