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'rO ¥ mw Note — Attempt all questions subject to mternal cha
Q [)U . - Figures to the right indicate marks '

Use of simple calculator is permitted’.

(Qn.paper for (R-2017) studeﬁts.)g.\; Py

Qn.1.From the following information calculate: 1.Debt Eq ulty Ratl ‘ ﬁﬁftéﬁirﬁdtié ro rieté“ry*'
ratio 4. Gross profit ratio 5. Net profit ratio 6. Operatmg ratto 7 Debto' S turﬁover fatia End,j}“' .
collection period. I &R

Income Statement fo?th "v‘egf‘éﬁdéd 31&2917 .*

Sales &
Less: Cost of goods Sdid

Gross Pfoﬂt' 7,

Lessmperhtmg expenses‘ :
Net, Proﬂt ; '
_ ﬁless;‘,‘r xatlon

11,20 OGU:.:"."" 2

..::-::::—“-“-::—" o

Pos:tlon Statement as on 31 12 17

Posmon Statement as On 31 3 17

- Rs_,.;:""" Rs. Rs.
2,00,000
3,00,000
1,00,000
............... 6,00,000
4,00,000
10,00,000
8,00,000
80,000
20,000
3,20,000
80,000
............... 5,00,000
1,00,000
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Q. P. Code: 34933

| Outstanding Expenses 2,00,000

iyl ¢ (-)3,00,000

Total Applications

OR

1. a) State the functions of Finance. NG AT
b) Briefly mention the various sources of borrowed fmance

K R."

2. Aseller provides the following flgures for the frrSt quarter df 2017 e a4 W
Sales month Product A in unlts "Product B in Unrtg a0
January 35,000 P -’-‘30;000 S R
February 25000 ~7 S LT R P [
March 30,000 '~ -:354000 RIS
The selling price of product A-Rs.lﬂ _Product B Rs 20 s
Prepare a sales budget basé' n'the abowz data for the ﬁrst quarter of20 assuming:
i)Sales Quantity of A mtre s by 10/6 and Sales quantfty of 8 mcreases by 20 %
ii) Sales price ofA mrfeases by 20% and sales prrce of B decre‘.ises by 10%
2 a) Briefly wrlte abnu _he l'fferent types of lease contrac.‘ts 8
b) Briefly wrlteja ut-the sources of short term fmance . x 7
sh Budge for the perlod Aprll May & June from the following, assuming that the
ing balance f"cashfgn ki Aprll was, Rs 3,00, 000 15 .
TSRS al : Pur‘chases j - Wages | Other
K _Rs._‘_"’ b Rs. Expenses
90,000 40,000 10,000
80 ,000 36,000 12,000
w84, 000 44,000 12,000
o 1:1;00,000 48,000 14,000
- 190,000 40,000 12,000
“{ 70,000 36,000 10,000
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5. Dividend receivable in May Rs. 36,000.
Professional fees to be paid in June Rs. 1,500.
7. Other expenses are paid the same month

OR

o

Qn.3 a) Describe the different types of Preference Sha res 2 & A
b) Briefly outline the features and advantages of. Term Ioan

Year | Sales (Rs.)
2016 15,000
2017 18,000

Calculate: 1) P/V ratio 2) Fixed Cost 3) Break Eveh Po_mt s&les_ val Ij'EA)'Profrtvwhen aJe a're
Rs. 2,000 5) Sales to earn a profit of 3 @0. 6) Margln‘bf Safet / far ho ,:'

OR

Qn.4 a) State the benefits of bu&getmg heat i 8
b) State the factors mﬂuencmg warkmg capltal requ"_ ements. 7
Qn.5 a) Classify the foIIQWmQ dosts on the'basls of. functlons 5
i) Carnage oﬁtwérds =5 "
ii) Manufaw:tuflng expenses
i) Auditfee 00
iv) ‘Carriage mwards ¥ 5
W oG8 _Prmtlng & statlonary 3 gy
5
c) Calculate'the wm*klng cfaprtal of a Trader under Balance Sheet method: 5

- Cash Rs, 2,000, Creditors Rs. 7,000, Stock Rs. 5,000, Bills Payable Rs. 2,000,
DEDto R" 7 00@, (s)utstandmg expenses Rs. 4,000, Bank Rs. 8,000,
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OR
Qn.5 Write short notes on any three of the following:

1. Ploughing back of profits

2. Limitations of ratio analysis
3. Types of Debentures

4. Master Budget

5. Benefits of costing

**!'Q.

e
e
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Please check whether you have the right question paper B s
1)  All questions are compulsory. :

Case Study : : :
Dove has come up with Baby Dove a product line for bableq Dove is. falrly knoWn Tok ..
moisturizing skin and that made its entry in this segment easy ‘One of the key‘m}slghts
behind the products is that baby skin loses moisture five tlmcs faster than adult skin.
Dove with product line for baby can create a posxtwe 1mpact on the bland altogether
Dove came up with Dove Baby Soap, lotion, oil. = A : > F -
Beyond the moisturizing impact, Dove earlier has focused’ oﬂ mom@ ancl dads w1tl1 its :
existing products for years, making the leap to_babies fairly casy: Baby- D(?ve will be
focused on the primary buyer in the category *-‘moms == and-in particilar bucklﬂg up -
women's self-esteem vs. pressure to be perfeéct. Instead of Real Beauty, Dove Baby wants.
to make a campaign for real parenting. Rl i , L e e Ik e .
As a marketing manager of Dove prepare : PRl el S ST
a) Outline the Communication Plap. - e S RN R (05)
b) State the advertising objectives. -~ - R Aogh it (04)
¢) Support your advertising strategy using two- IMC tc@ls ARG N ) (06)
Answer the following : T ey w N2
a) What are the various types of ad agencles'? Explam wnh appropnate examples. 07)
b) How does an adverhsmg agency work‘? What is the structure of an ad agency? (08)
c) What are the stages in Chent agenuy rclatlonshlp'7 b 07)
d) What are the various elements of digital advemsmg campalgn'? (08)

Answer the lelOWll’lg ' ; erird
a) Explain account planmng process in detall e 07)
b) What are the five elements of Means-end Conceptuahzatlon of Components for (08)
Advemsmg Strategy (MECCAS)'? :

OR*
c) ‘Customer expectatlon and percepnon creates GAP’. Elaborate with GAP model.  (07)
48y Wr 1te a note on vanous agency compensation methods. (08)
. Answer the followmg ;
a) CRM is a method and tool that helps busmess to manage ad agency. Explain. (07)

b) “The mdrkétmg planis the speolﬁc roadmap that’s going to get you there’. Explain  (08)
the: ‘statement wuh help Df steps in-marketing plan.
2 OR
c) .'Explam in detan! Consumel Franchise Building and Non-Consumer Franchise (07)
Building promotions. -
d) : What are the various' objectives of trade oriented sales promotion. (08)

Write sho‘rt notes on. any three of the following : (15)

a) . Qbupon dhd conteSt
‘b) DAGMAR.:
c) Role of accouht executive.
d). " Various POP: techniques.
¢). -3 stages of buying behavior.
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Principsies & peactics of
DG M@ e’r'\‘\ﬂ

Time - 2 .30 hours
N.B
- All questions are compulsory

Give suitable examples and diagrams /figures where necesshry 2
Use of simple calculator is permitted
All questions carry equal marks

BN

Q1. Prepare a Direct Marketing plan for ANY ONE

a. Tea Cafe
OR
b. Bags
Keeping in mind the following
1. Product offering
2. Lead generation
3. Database development ;
4. Methodology/Channels used*{eeg.

»
o

llowing given

Q2.a. Calculate the Life Time V&Iue fomf( aék& Jonem on March 2013 mmme fé
data :

(15)
Particulars 2016
Sales 99,000
Referrals o 11,500 13,300
9,400 10,400
11,900 15,000
19,000 20,000
._.Note’,\?l \Alt“ﬁgwes m“the tib]e»gre_ _
8 o 19&:@ %dQ‘}’ B
'\,_". _ L ‘N.:\J-g.'-‘" _7‘ o e
AR g OR
(08)
07)
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Q3. Answer the following

a. Database management plays a crucial role for marketers. Explai
disadvantages of a bureau.
b. Highlight the various reasons for the growth of direct marketmg

OR

¢.  What are the various methods or techniques of dlmﬁ tﬂm%hng? Sz
d. Distinguish between Mass Marketing verses Dlpéet Maﬂf#lm&W1th exainp!és"

Q4. Answer the following : '

ess

a.  What are catalogues? Explain the dlffe@{}yéés\ f’ cagalg S R c A
of ReiatiﬂhShlp_MM'kéﬁng? “{on

b. Explain Relationship Marketing. Wh&t aratfmné’nc&

(08)
(07)

(15)

¢. What are lists? Explain van@sjy\
d. Discuss the importance of&wk&

Q5. Write short note on (AN§ nmmy

Trade fair & Eﬂgﬁiﬁbﬂs Ao o i
Acquisition cost | ,&“ Jﬁrokerigp E:
Customer Relm{orshjp Mmagemem (CRM)‘

Types of. apprc‘mhes\ &
Cross seﬂmgand Up séllmg .

o a0 o
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Note: 1) All questions are compulsory.

2) Figures to the right indicate full marks.

3) Internal choices are provided.

¥ A
i) Emblems and Names (preiientron of imprOper us act)?'.

&S PR i
ii)  Drugs & Magic Remedm (PrOhlbitlon Qf O}gj’qc’fmnable :
Advertisements) Azlfts Pl glenic 10
QI)Bi) ExaxmneNf)a‘rm Woolf’s wews on advemsmg and women in her
book The BeautyMyth s SN E RS TR
OR - |

11)Examm&i§loam Chomskx smembnAdvemsmg and American

pohty and§eumty 5

R al
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Q3) A i) Discuss the role of CGSI for consumer protect
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' 2.5hrs Marks!75
) . N.B. # ‘ g ~;& " ‘,: :::'h
> 4 1. All Questions are compulsory. Q_
2. Mention the question number properly and neatly G AN
N 3. Answer the questions in the sequence given in the qucstmﬁ,paggr
O . _.“;‘ A\Q\%l\ 3 > 3
'\ Ql.2a).CASE STUDY A L AP (15) A
.. Atelecom sector wants to launch in Rural India their products, Fofmu}ate and adwd&an apprapvga &
; Research Design and suggest suitable Sampling Method for 'tlii'ss‘eémc}é@ hé& Qrofftgbl&mmnfct‘cxal e T S
»'27 venture. Explain the research process. 4 2 DV xS raltg
b). Answer the following: af 3 v et G o ony > A o\
i.  Design a questionnaire for a company to fi hct mtt ﬂltmsponseof Plasﬂn.ﬂan by gowmment
ii.  “Social Media engulfs Family time.” W:ﬁea report anaiyzmg the vahdtty of the statchwnt. ()
Q2).Answer the following: ISP N A
a) Discuss the i importance of Neumsqw‘nce in advemsmg’researcm “ ',, (8)
! b) Explain various Physlologlcalﬂ‘ﬁﬁﬂg e : : ¢ = et ()
c¢) Discuss Copy Testmg Prooesﬂ*aﬁﬁmom methoasvof ¢opy tégﬂng 3
d) Explain the various methods ﬂf andﬁcting pmduct reséhrch, 3 ik (N
Q3). Answer the following: R o O > S
a) What are the various, metl'nst;{?fCPttv‘Tfestmg‘? Ry :‘ < --,75-‘;\\, N (8)
b) Write a note on lm@drﬁﬂée Of Marketmg Research o AN (7
¢) Discuss any three, Sr.alin‘g Tecﬁ (P8 (8)
d) Discuss the varwu,sﬂ’rojecuve ’I‘ee 1ques used n the Msear”ch process @)
'\.' ‘. N’\ \u ‘ . . "‘\\ .1‘__. oAy )
Q4) Answer the tommm ; bt nf R
a) Explanwahouamefbodsbf Br“m;dmgresearch Bl ol (8)
b) Explam ﬂ)gchaﬂenges i‘qu&Testmg of ad»ertlsemem 7)
c) Explamx‘wwl?ﬁmiiy kescarch?bgssuss vanous methods of primary research. (8)
d) Dmi;uss’?n'i‘mg Re@‘em-ch methods 2 ; )
b Q) l:xplamﬂnx}ofﬂle ftﬁlb\wmg Ro TS (15)
S Q&ﬁuﬁmwe and Qumwwkbswch
b) therahme Rev;lé Skl / :
) Copy researeh. ' S e
3 d) Hygnt}ws{ls RETANY
VA e) Pokt Tegtmg Meﬂlgds} f
=~ o Page 10f3
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