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1. (a) ¥7 & 8% o : 1x5=5
Write True or False :

() ‘o= R A (R AR LT W
erareTTE, REfR Serear wie Hore 1 1
‘Creating customers’ means explo-

ring and identifying the needs and
requirements of customers.

(i) ‘T PIRRT qF W AT
G |

‘Product differentiation’ and
‘market segmentation’ are same.
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(iii) NERRE T T IS IRy TPH T [
4 TS TFEE Taod c*m TI "
IR AT |

Test marketing’ is normally the last
step in the development process
before a new product is launched
either at regional or at national
level.

iv) <R Resd R 9@ Tomm 2
i e Gl

‘Order processing’ is the component
of physical distribution mix.

(v)ﬁzﬁwzm{ﬁ@mﬂme«—

2SR |
The modern concept of
salesmanship is based -on the ideas
of ‘profits’.
(b) TGS A A 51 o 4T : 1x3=3
Fill in the blanks with appropriate
words :

(i) CIRRR -9 T —— © 7 I |
‘Packaging’ facilitates product —.
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(i) ‘@% ™z 9GB —, B @enEse 7w
3 |

‘A brand’ is a/an ——, that acts as
a means of communication.

(iii) ‘I -Q —— FCHR YF IS W ¢ |
‘Label’ helps in avoiding the —
confusion.

2. (@) [EREIT TF REI Mo ANLFPAR & &2
- R IR TSR AT TACE
A FHT | ' 5+6=11
What are the differences ~ between
‘marketing’ and ‘selling” Discuss the
importance of marketing in modern
business.

5]/ Or

(b) TERII FRre Somepryz & 7 @b afwEe
ooy R’ @R Ao RER 41 SomieRd
R e 340 | 5+6=11
What are the elements of marketing

mix? Discuss the variables of ‘product
mix’ of an organisation.
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8. (@) T w3 Rien mewpz & B azs
IR ST gOR RBR I TSI
ComeTRe R e w1 5+6=11
What are the various steps of ‘buying

process? Discuss the psychological
determinants of consumer behaviours.

93/ Or

(b) @R Ao’y Aoz B B2 FRkew
T ST’ FOIROTS BRZAT IS 2
' 4+7=11
What are the benefits of ‘market
segmentation’ Discuss the factors
which contribute in the success of
‘segmentation’.

4. v(a)'W & v'7 Rer @ Frm & @2
Rerem ofSPrPR 2@oel @et IR & e
ST A 5+7=12

What is growth stage of ‘product life
cycle? What strategies marketing
houses follow to keep growing?

9N/ Or _
() ‘T REET SRR W S
e Rexerca sicaman w4 | 6+6=12

Critically discuss the objectives and the
components of ‘product planning’.
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5. (a) b1 AR o AR Frags dor Rar w41
TR SIS 4 | 11

Discuss the factors that influence the
‘pricing decision’ of an organisation.

931/ Or

(b) ‘P R Temeez R0 @R
8oS 2or B a1 [few Semmozy Race
ST 4T | 5+6=11
What are the components of ‘promotion

mix’? Discuss the various components of
communication.

6. (@) Reva T R? R’ TP @EWE

| AR 9 W ? I RS R NeTgRa
il 2 2+6+3=11
What is channels of distribution? How

are channels classified? What are the
role of marketing channels nowadays?

S/ Or

(b) ‘T Rear’ Fm & @ i Ry
e Temmeriyes e e 4 | 3+8=11
What is ‘physical distribution? Discuss
the various components of ‘transport

’

mix'.
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7. Y G o 4x4=16

Write short notes on :

(@) rfET =&
Ecological force

(b) GIH REEN

Product positioning

(o) Reem
Advertising

(@ o A P

Inventory control

Chkk
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