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Instruction:  All questions are compulsory. |
. (A) Exp lan i-“_ deta_il the SCD(];;; of marketing and core marketing cOncepts. 1f4'
(A) (D) Discuss the importance of marketingplan. @ » » © 7
(II)  Explain in brief the procedure of marketingfteseareh. |\ ' 7
(B) Choose the correct option : < - * 4
(1)  Which of the following is not ingladed in Mass€ommunication Programs ?
(@) Telephonetalk ¢ T (b) \Advertising
(c) Sales promotions \  (d) " Public Relations
-(2) The idea of marketing strategy is'related to
(a) Limited resources . (b) Salesman
(c) Employees | ' (d) Raw materials
(3) " WHieh of the following.is#iot included in the Market Research ?
(a) ' Analysis of demand ~ (b) Demographic data
. (€) Market size (d) Solution of market problems
(4) Which of the following element is not included in new rjealiﬁes for the
' marketing ? |
¥, (a) Globalization (b) Technology
(c) Social Responsibility (d) Modern Fashion

e major competitors strategies with suitable examples. 14

OR - Y .

"0 2.4 (A) Explain in brief the fiv
. n in brief the factors affecting Consumer Behaviour.

~J1

(A) (I) Explai | ,
(II) Write note on Product life cycle ’

(B) Choose the correct option : | |
' (1) Consumer Purchasing Power is determinate by

(a) Disposable income (b) Salary

(c) Total income (d). Pnce'
creates a particular image 1n the minds of consumer.

= (a) Grading *(b) Personal Selling
‘ - ¢ di“g
Product Planning (d) Bran
© 3 P.TO
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(3) A satisfied consumer is a silent

(a) Advertisement . (b) Promotion
(c) Salesman " (d) - Target market
(4) Expenditure on advertisement is maximum at the ____ stage of
product life cycle.
(a) Decline (b) Introduction
(c) Grpwth (d) Maturity
3. (A) What are the factors affecting pricing decisions ? Explain the difference between
Skimming and penetration policy. <2 Yy L
OR - A
(A) (I) Explain the main stages in developing new product. | A9
(II) What is Product ? Explain in brief the classification of product\ AP 7
(B) Choose the correct option : .k v 3
(1) Which of the following is not a function of packaglng 7 | v
(a) Identification (b) Sunpllﬁcatmn
(c) Attraction  (d) | Handling/
(2) Which of the following is not astype of 1abel ?
(a) Grade label . " . (b). Brandlabel
(c) Geometrical label * (@) All of the above .
(3) From the following what factar/factors affect the channel of Distribution ?
: (a), CustomerAréan, © ~  (b) No.of Customers
c) . @& b : " (d) None of the above
4. (A) Explain the characteristics of service and its marketing implications, also explain
m, in brief the Marketing Strategies for Services Firms _ 14
' OR
(A) /) Explain the various types of online marketing. How online marketing
differs from traditional marketing 7 7
~ (II) How should a firm decide to enter the Global Market ? . 7
AB) Choose the correct option : ' 3

(1) Which of the following issue is not a characteristic of service ?
(a) Heterogeneity - (b) Perishability
(c) Inseparability (d) Tangibility
(2) Which of the following is not included in personal selling ?
" (a) Hording for advertisement (b) Sample Distribution

(c) Sales meeting (d) None of the above
(3) Production of service is a combination of various -

(a) Processes : (b) Functions

(c) Attributes ' (d) Elements
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1. : _
(A) ‘Dl-scuss the concept of Marketing Management. Clarify the markefing '
adjustments in Indian context '- e %A

OR

(A) (I) Explain the process of marketing in brief.

(I Write note on : “Attracting an.d Retaining CGustomers’
(B) Answer any four of the following in ongor tﬁo seﬁtenbés g’

(1) What is Customer satisfactiof ? A W

(2) What is Consumer re.tentidn e

(3) State the five types -of'needs'; P )

(4) Whati$ Coﬁsumct_value h &

(5) What is m_arkctin g adjustment ?

#(8)), Whalis Marketing Plan |

2. (A Define Consumer behaviour and describe Bu
) factors influencing Consumer behaviour 14
’ OR v
(A) (D Explain the bases of Market segmentation. 7
(1I) Describe the steps in Marketing Research Process 7
(B) Answer any four of the following 1 one or two sentences
(1) Whatis Market positioning
(2) What ic Marketing Research 7
(3) What i Analyzing Competitors ?
(4) Mention the objectives of Marketing Research
(5) What i Ochrvational Research 7
(6) What is Onlin€ Markctin;; Research 7
P.TO



3. (A) Whatis new product development ? Discuss its process and also explain Channel

Management Decision. | 14
| OR
(A) () Explain the steps in development of effectivé communication. 7
~ (II) Explain the Marketing Communication mix 7
3

(B) Answer any three of the following in one or two sentences :
(1) What is product line ?
(2) Mention the types of branding.

(3) What is Full Cost Pricing ? ‘ '
(4) 'What is idea screening ? . ‘
(5) What is line extension ?
4. (A) Explain the categories of service mix, an 0 ategies for matching
demand and suPply in a service bl“ 14
(A) (I) How should the Global Market ? 7

al Marketing’ and explain its needs. 7

g in one or two sentences : 3 !

(II) eeﬁne
| Answ
ect Investment ?

t is a product support service ? |

e What is a Global Firm ? |
(4) Define Service. | :
(5) State the benefits of Franchising. R b : .
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