tegrated Marketing COmmumcatlon

/ Note: 1. Answer any FOUR fi ul questtons from Q.No.1 to 7
2. Q.No. 8 is compulsory.
3. M : Marks , L: Bloom’s level , C: Course outcomes.
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Q.1 | a. | Define IMC. . ‘“ 3 |L1|CO1
b. 7 |L1 | CO2
c. 10 | L2 | CO2
Q2 |a. 3 |L1|CO1
b. 7 | L2 | CO2
c. 10 | L2 | CO2
Q3 |a. 3 |L1|CO1
b. 7 | L1 | CO1
c. 10 | L2 | CO2
Q4 |a. 3 |L1|CO1
b. 7 |L1|cCo1
e — -
| . | Tllustrate the vart 10 | L2 | CO3
K advertising.
Q.5 |a. | Define cbog@rative advertisingﬁ”"‘ 3 [L1|cot |
b. | Explain the concepts of cm:porate advertising. 7 |L2 | CO2
: ‘(
c. | Examine the unportance of analyzing global environment for International | 10 | L2 | CO2
: advertising.
’]y S
Py 1of2




22MBAMMA404

Q.6 Write a short note on direct marketing. 3 | L1|CO1
Compare and contrast between print media and broadéast« media. 7 |L2 | CO2
10 | L2 | CO2
Q.7 3 |L1|CO1
7 | L2 | CO2
10 [ L2 | CO2
Q.8
Founded in 1982, Eu ka Forbes Ltd. is multl product multichannel
organization and India’s leading health and hyglene brand. Eureka Forbes
has been a pioneer and trend settler in direct sales in India and is one of the
largest direct selling companies in the world today. In addition to the direct
sales force it has retail, institution and e-commerce channels. Despite of
their em:ry ‘into online sales since 2011, the company still drives a
51gn1ﬁcant share of its revenues by knocking on the doors.of prospective
customers. Over 8000 Eureka Porbes sales person still knock on 30 lac
doors every year selling their products ¢
Identify and explain the vantages enjoyed by Eureka Forbes through 10 | L1 | CO1
Direct Marketing. @@ ) VA0 3 IRRARY
o b CM’{Z t\i«{ _ 560 (37
10 | L3 | CO3
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