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Time —2 .30 hours Total Marks: 75

N.B

| All questions are compulsory

5> Give suitable examples and diagrams /figures where necessary

3 Use of simple calculator is permitted

4. All questions carry equal marks
Q1. Prepare a Direct Marketing plan for ANY ONE (15)

a. Fitness Band

OR

b. Food Ordering APP
Keeping in mind the following

1. Product offering

2. Lead generation

3. Database development SEE & : ‘

4. Methodology/Channels used (e.g. Mailers, Sampling, DRTV etc.)
Q2. a. Calculate the Life Time )alug for Ms. Jain & Jain as on March 2012 from the following given data

3 : ' (15)

Particulars 2012 2014 2015 2016
Sales 20,500 19,020 70,700 30,000
Referrals 2,500 10,000 11,000 14,000 3

S L]

Bad debts S S2050 ¢ s 3,000 S & 4,300 2.000 ‘
DireatMaller &[T 20000 = [T 200088 000 11,000 15,000
Telemarketing [ = 3.000 4,000 [ 4,000 10,000 20,000

Note: 1. All Figures in the table are in Rﬁpéqs S
2. Discount is10% ' NG
' OR

(2. b. Explain the advantages and disadvantages of Direct Marketing.
(2.c. Write a detailed note on LTV
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3. Answer the following :
3 MC). Explain the tools of IMC.

g Communication (1
: ping database.

a. Define Integrated Marketii

: lo
b. What is a Database? Discuss the steps 1M deve

OR

¢. What is list? Explain various types of list.

d. What is direct marketing? Explain th

Q4. Answer the following

£ 5 : Jeeting?
a. What are the strategies of Relatlonshlp Marketing?
b. What are catalogues? Explain the different types of catalogues?

OR

¢. What are the various methods or techniques of direct marketing?

d. Explain the importance of Customer Relationship Management (CRM)

Q5. Write short note on (ANY“TI )

Direct response TV _
Data enhancement O ‘, »
List Vendor : ! / - T

R - 2 5 w5 ’

: ****‘k***:‘v***' . 0/
Yygmnel HIOGRE O
/r e St ]

Ecenomics of Direct Mar 'e@
Cross selling and Up selling O

® oo o

e different approaches of direct marketing.

g The principles and Practice of Direct Marketi,,g
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