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Answer any five of the following: (10)
Define the promotion mix.

Explain any two functions of personal selling.

What are the benefits of advertising for businesses?

What is digital marketing?

Explain B2C marketing.

What are the factors affecting customer acquisition?

Explain the life cycle of a customer.

Define the Promotion Mix and explain its key components. (14)
OR
Define advertising and explain its objectives in marketing. (7
Explain different types of advertising and their impact on consumers. (7
Discuss the key factors affecting customer acquisition and retention with (14)
real-world examples.
OR
Define customer retention. How can businesses improve customer loyalty? (7

Explain the importance of first-time buyers and strategies to convert them into ~ (7)
repeat buyers.

Write a short note on Digital Marketing. 6)
Case Study: (6)
A new online store wants to attract customers and ensure they return for repeat
purchases. They are considering offering loyalty programs, referral discounts,

and exclusive memberships. However, they are unsure which method will
provide long-term customer retention. Their goal is to increase brand loyalty and
customer engagement. Recommend the best strategy and justify your answer.
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