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All questions are compulsory '
Give suitable examples and diagrams /figures where necessary
Use of simple calculator is permitted
All questions carry equal marks
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= Q1. Prepare a Direct Marketing plan for ANY ONE

a. Tea Cafe
OR
b. Bags
Keeping in mind the following
Product offering
Lead generation
Database development

1
2
3.
4

3 fIOmthefollowmg given

data as)
Particulars 2016

Sales 99,000
Referrals 13,300
Indirect cost 10,400
Direct Mailer 15,000
Telemarkétmg 20,000

& ,.QZ b. ‘Wnte ‘anote on. Scope) of" telemarketmg %%

iQZ & Explam LTV and its’ usc
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Q3. Answer the following

a.

b.

c.
d.

Database management plays a crucial role for marketers. Explam the advantages and J
disadvantages of a bureau.
Highlight the various reasons for the growth of direct marketmg"

OR

What are the various methods or techniques of direct marketmg'7 ¢
Distinguish between Mass Marketing verses Direct Marketlng with examples ¥e

Q4. Answer the following

a.
b.

c.
d.

What are catalogues? Explain the dxfferent types of catalogues

Explain Relationship Marketing. What are the Characterlstlcs of Relatlonshlp Market1ng‘7 ¢

What are lists? Explain various types of list. , :
Discuss the importance of market segmentatxon m Dlrect marketmg

Q5. Write short note on (ANY THREE)

o po o

Trade fair & Exhlbltlons : :
Acquisition cost & Brokerage commission .
Customer Relatlonshlp Management (CRM)
Types of approaches.

Cross sellmg and Up selhng
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