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ASSIGNMENT No. 1
Course: Advertising and Sales Promotion (5435/439)
 Semester: Spring 2026
Level:  AD
Total Marks: 100

Credit Hours: 03
Pass Marks: 50
Note: All Questions Carry Equal Marks
Q.1 
Differentiate between advertising and sales promotion as elements of the promotional mix. Illustrate your answer with examples of business situations in which each approach is more effective in influencing consumer purchasing decisions.

Q.2 
Examine the impact of digital media on traditional advertising practices. How have digital platforms reshaped the way organizations design and implement their advertising strategies?

Q.3  
Critically evaluate the effectiveness of sales promotion techniques such as discounts, coupons, and buy-one-get-one (BOGO) offers. Discuss their advantages and limitations with the help of relevant real-world examples.

Q.4 
Analyze the opportunities and challenges organizations face when using social media platforms and influencer marketing as promotional tools. Support your discussion with suitable business examples.

Q.5  
Discuss the ethical issues associated with advertising and sales promotion, including deceptive advertising practices and marketing directed toward vulnerable groups such as children. How can organizations maintain a balance between achieving business objectives and fulfilling their social responsibilities?

ASSIGNMENT No. 2
Total Marks: 100

Pass Marks: 50
Q.1 Critically examine the role of Integrated Marketing Communications (IMC) in ensuring consistency between advertising and sales promotion strategies across multiple customer touchpoints in an omnichannel marketing environment.

Q.2  Evaluate the ethical and psychological implications of applying behavioral economics principles, such as scarcity, social proof, and anchoring, in sales promotion campaigns. How do these techniques influence consumer decision-making?

Q.3  Discuss how programmatic advertising and artificial intelligence (AI)-driven personalization can improve the effectiveness of sales promotion campaigns by enhancing audience targeting and customer engagement.

Q.4  Compare the effectiveness of global advertising campaigns and localized sales promotion strategies for multinational organizations. Using examples such as Coca-Cola and McDonald's, analyze how cultural differences influence the design and success of promotional activities.

Q.5 Critically assess the long-term effects of greenwashing in sustainability-focused advertising and sales promotion. How can misleading environmental claims affect consumer trust, brand reputation, and organizational performance?
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