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Full Marks : 60 Time : 2:30 Hours
[The figure in the margin indicates full marks. Candidates are required to give their answers in their own
words as far as practicable.]

Group-A
(Multiple Choice Type Question) 1x15=15
1. Choose the correct alternative from the following :

(i) Select the correct definition of digital lead generation.

. . b) Collecti i
a) Increasing website traffic only ) Collecting customer data through offline

surveys
c) Attracting and converting online prospects d) Selling products directly through social
into potential customers media
(ii) Identify the primary objective of digital lead generation.
a) Brand awareness only b} Customer retention
c) Generating qualified prospects d} Increasing followers
(iii) Define alead in digital marketing.
a) A website visitor b) A social media follower

c) A person who has shown interest by sharing d)
contact information
(iv) Select the advantage of digital lead generation over traditional methods.

An online advertiser

a) Higher printing costs b) Limited reach

¢) Measurable and targeted results d) Manual tracking
(v) Define conversion in lead generation.

a) Visiting a website b) Clicking an ad

¢) Completing a desired action like filling a form  d) Watching a video
(vi) Identify the metric used to measure lead generation success.

a) Bounce rate b) Cost per lead (CPL)
c) Page views d) Impressions
(vii) Define landing page in digital marketing.
a) Homepage of a website b) A page designed to capture leads
c) A social media profile d) A blog article
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(viii) Select the term used for unqualified leads. Kolkete, West 2
a) Hot leads b) Cold leads
¢) Marketing-qualified leads d) Sales-qualified leads

(ix) Identify the key element of a buyer persona.
a) Website color preference b) Customer goals and pain points
c) Company revenue d) Office location

(x) Indicate which data source helps build buyer personas.
a) Employee attendance records b) Customer surveys and analytics
¢) Product inventory d) Financial statements

(xi) Analyze the primary benefit of building a permission-based contact list.
a) Faster email sending b) Higher engagement and compliance
¢) Larger database size only d) Reduced need for segmentation

(xii) Analyze why regularly updating contact lists is important.
a) To increase duplicate records b) To remove outdated or inactive contacts
¢) To avoid using CRM tools d) To send more generic emails

(xiii) Compare demographic segmentation and behavioral segmentation.
a) b) Demographic focuses on who they are,

Both are based only on age behavioral on what they do

d) Demographic segmentation tracks website
clicks
(xiv) llustrate how CRM integration improves contact list management.

d . . .
) Behavioral ignores customer actions

b) By centralizing, updating, and syncing
customer data

d) By eliminating the need for marketing
campaigns

(xv) Analyze the risk of poor data management in contact lists.

a . .
) By storing contacts only in spreadsheets

c)

By reducing the need for data security

a) Better personalization b) Increased duplicate and inaccurate records
c) Higher email open rates d) Reduced storage space
Group-B
(Short Answer Type Questions) 3x5=15
2. Discuss the main objective of digital lead generation. (3)
3. List two advantages of lead generation in digital marketing. (3)
4. Describe what is meant by a buyer’s journey. (3)
5. Criticize poor workflow design in automated campaigns. (3)
6. Examine the importance of CRM integration with marketing automation software. (3)
OR
Infer the benefits of proper data management in marketing automation. (3)
Group-C
(Long Answer Type Questions) 5x 6=30
7. Relate social media engagement to lead generation success. (5)
8. Summarize the advantages of digital channels over traditional channels. (5)
9. Compare Zoho and Buffer as automation tools. (s)
10. Assess the effectiveness of automated content distribution. (5)
11. Estimate time savings achieved through marketing automation. (5)
12. Infer the risks of poor data management in automation systems. (5)
OR
Appraise the role of segmentation in marketing automation success. (5)
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