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Time —2 .30 hours Total Marks: 75

N.B
1. All questions are compulsory
> Give suitable examples and diagrams /figures where necessary
3 Use of simple calculator is permitted
4. All questions carry equs al marks
Q1. Prepare a Direct Marketing plan for ANY ONE sy
a. Fitness Band
OR
b. Food Ordering APP
Keeping in mind the following : . K '
I. Product offering GG - "
2. Lead generation ' k ¢
3. Database development ' : : & > ¥
4. Methodology/Channels used (e.g. Mallers, Samplmo DRTV ete. ) :’?

s on March 20 12 from the following given data

Q2. a. Calculate the Life Time Value tor Ms. Jain & Jain a
@ (15)

Particulars 2012 2013 F Tt & AT 2016
Sales ~ 20500 | 38,;/;095'5:f49,020 70,700 30,000
Referrals 2,500 000 T 10,000 11,000 14,000 3
Bad debts 2050 . 3,000 | 5000 4,300 2,000 1
DirectMaller - | - 2000 % \F@q@ [ 600 1,000 15,000
T mareliE S 3000‘ ‘_M;f 74;6_60‘ B 10,000 20,000

Note: 1. All Flouresunfﬁe table are in Rupees
2. Dlscount is- 10% g '
Wt ' \ YR OR

Q2. b. Explam the advantaaes and dlsadvantages of Direct Marketing,
Q2.c Write a deta:led note on LTV
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Q3. Answer the following e :
a. Define Integrated Marketing Communication (IMC). Explain the tools of IMC. (08) R 7
a. Define Integrate & ping darabase. (07) q‘

steps in develo

b. What is a Database? Discuss the
OR B _ |

of list.

¢. What is list? Explain various types 14
e different approaches of direct marketing.

d. What is direct marketing? Explain th

Q4. Answer the following <
p Marketing? . %8)

4. What are the strategies of Relationshi et
b. What are catalogues? Explain the different types of catalogues? f ¢ (07)

OR
¢ What are the various methods or techniques of dir?CF marketing? (08)
d. Explain the importance of Customer Relationship Management (CR ()
(15)

Q5. Write short note on (ANY THREE)

Eccenomics of Direct Marketing
Cross selling and Up selling
Direct response TV

Data enhancement

List Vendor
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8. Data enhancement

36?113%@'{_

Scanned by CamScanner



l‘ () ¥ " T AN 4 ‘vaC ( M 4
UPEr/ Subject Code: 55609 / Adyertising: The Principles and Practice of Direct Marketing,

o
7
Vo 8 O).P.Code:34049
, ff‘)’rf) r-7/ e «// / M [« f/ '}\) oV ,?f oy
reqrgefy.. %50 1T ;- '
Har .

1 W uy : :
Y, AT arzeaTy 3areTor ardt, wentad PATET]

$ A e T AAHAT

%, W gy AT 7oA 707
9. %) Wrel et e o uprard tuea s faqor ATTRAET AU T . (%)
fépar
TS AT ot et Feramarer orrenTe -

e 79
ZeTay fastad o
. TeEdl-tratar/ fatae 7t (3 21, #ed, J9eiin, DRTV 2.

-

-!.d 3]

. 2) 37) BTG eT BT AT AT T 847 3o S T ATk 2093 WY (74)

WWIW:-
aqyfter 30334’ |  R033 3028 309
faaﬂ’ w go',xbo 3¢, 940 %%,0%0 vo,lgo0
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