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. Answer ALL questions - '
AL]L questrons carry EQUAL marks (10 X 1 = 10)

L The emphasrs in marketrng is on the 1dent1ﬁcat10n and satrsfactron of

' (i) Market needs - IR : ‘ (11) customer needs R
(m) suppher needs LT (1v) none of the above RN

' v2 Whrch is not.the merchandlsmg functron of marketmg‘? B

(r) Buying and Assembling . . j R ()% Standardlzatlon and gradmg

(dii)- Stormg of raw matenal . (1v) Product plannmg and development

o 3. Reactron of a consumer towards a product a serv1ce whrle takrng decrsron to buy or not to buy 1t 1s o ‘, -

(i) consumer needs RN i f'f " (11) consumer eagerness 'f" e
- (iii) consumer ratlonahty R (1v) Consumer buymg behavror R

(i) Grouping of customers - - (u) Groupmg of dealers v
(111) Grouplng of producers o (1v) Groupmg of manufactures

L . ;};5 Product line refers {0 =immmmmt

(i) specific product S (11) Group of dlfferent products SR
(iii) Group of product that are closely related (1v) All the above R L

6. _»W‘hrch of the followmg is the first step in product Development process--;-‘:--’:\-?‘

(i) Creation of New product 1deas : L - (ii) Screening of the ideas. - .
- (iii)- Busmess Analysrs L ' (1v) None of the above e

o v7 Prestlge prlce pohcy methocl is apphed 1n------ v

(i) Essential goods ~ - . - (ii) Comfort goods
(i) Luxury goods ST (1v) None of these

o ;8 A psychologlcal pricing pohcy of settmg prrces ot the basis of tradmon 1s ----- - - o
' - (i) Prestige prlcmg T (11} Offset pncrng S
(i) Customary pnclng AT N (1v) odd even prrclng

. '49 D1str1bution of free samples, coupons free g1fts and trade fairs come in the category of ------é B
(1) Clearance of old stock TR - (ii) Advertlsement L LR
(111) Attractlng new customers T * (iv): Sales promotlon act1v1t1es e

e 10 Conversatron w1th customers demonstratlon of goods removal of customer s doubts etc are the R

() Advertrsement R (1) Sales promotron;.-~ S
(nr) Personal selhng Y (iv) After"sale'serv_lcei SR

 SECTION-B (35 Marks)
o . Answer ALL Questions . - =
ALL Questrons Carry EQUAL Marks (5 x7 35)

- 11 A Explam the 1mportance of Marketmg o
,_ . (OR) '

- B Explam the features of modern marketmg

Cont .



e ’14 A What are the objectrves of pr1c1ng‘7

L »12 A Explam the deterrmnants of consumer buymg behavrorﬁ |

(OR)

B What are the beneﬁts of Market segmentatron?

N ;,‘. 3. A erte about the srgmﬁcance of product Planmng e S

B Outlme the advantages of Product hfe cycle
(OR) ‘

B Explam about vanous prlcmg polrcres

S 5 What are the objectrves of advert151ng’7 o

(OR) "

L B Explam the krnds of personal sellmg /

g j . SECTION-cO0Marks)
R R ~ Answer any THREE Questions
“ALL Questrons Carry. EQUAL Marks
. 16 Explam the Factors 1nﬂuencmg modern marketmg concept
: | 17 _Explam the T ypes of market segrnentatlon | o
R | 18 _Dlscuss about varlous stages of Product hfe cycle '
o 19 v Explam the factors affectmg pncmg decrsrons

o - 200 'i'Drscuss the various methods of sales promotlon R
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