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Duration: 2% Hours 

Answer the Following: 
a) Conduct 

1. Q1 is compulsory. 
2. Q2 to Q5 have optiongwithin qyestions. 
3. Draw a neat diagran along with examplés wherever applicable. 

Infiniti Retail is ons of ndia'sJeading CÙnsumer Durables and,Electronics.(CDE) retailer, 
operating under the brand name "Croma Croma.caters to almulti- brand digital gadgets 
and home electronic needsin India. Currently Çroma has anhounced Welcome Spring" 
offer where it is assuring a guarant�ed offer ohtall Consumer Durables: 

uct a$woT analysis of the Brand. 

c) Plan'a viral matketing campaign for online sales, 

Q2. Answer the Following 

b) Suggestappropriate-sales promotion techniques Croma'could useito attract cÙnsumers. 


. Compare CFB v/s Non CFB model of sales promotion, 

Q3. Answer the Following 

oYBA71X6319a 
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b. Giving appropriate examples discuss Push and Pull theoryof sales promotion. 

o97:X631 Y7BA9} X63iY 

a. Explain the impoYtance of salès promotion and discuss the reasons for incrèase in sales 

promotion. 

OR 
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d. What-is sampling? Explain the advantages and disadvantages of sampling method. 
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OR 
b.Discuss the _hort- and Jong-term effects of sales' promotion. 

c, Explain the different:sfrategies adopted for ådgeting of sales promotion, activities. FX631 
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a. Discuss the differçnp types of sales force orented promòtional techniques, widely used by 

companies to motiyate their employees. 
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Q4. Answer the Following 
a. How is loyalty related to gamificatioh? 

b. Discuss the various Traps of SalespYomotion 

Q5. Write Short Notes 
a. Door -in-the faco techniques 
b. Trade shows 
c. Big Data. 

audience, positioning strategyand loyaltyprogram that the brandscould use for promoti 
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c. Design a sales promotion campaign for 

d. Dealersín
entives 
e. Integrâted Marketi'g Communic N63Y 7BA97EN631y7BA97FX63|Y 7BA97 
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or atigh-e h-end wrist watch-brand. Mention the target 


