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Instructions to Students:

1.

The students should legibly write section number along with question numbers.

2. The answers without section number and question numbers will not be valued.
3. The question numbers should be legibly written within the margin only.

I-1.

1-2.

I-3.

[-4.

[-5.

I-6.

I-7.

SECTION - I

Select the most appropriate answer from the options provided: ONE marks
each. 10x1=10

Dividing the market based on age, income, education & occupation is known as,
(a) Profile (b) Census
(c) Target Audience (d) Demography

Which of the following is incorrect in Labelling?

(@) Labelling is a part of branding

(b) Labelling is a part of pricing strategy

(c) Labelling helps to grab the attention of a customer

(d) Labels communicate how to use, transport, recycle or dispose
The buying process starts when the buyer recognizes a

(a) Product or service (b) Shop or Market

(c) Need or Problem (d) Money or Status

products are those products which are usually low priced, easily available
products that customer buys frequently, without any planning or search effort and with
minimum comparison and buying effort.

(@) Shopping (b) Convenience

(c) Speciality (d) Unsought

Which of the following should be considered while fixing the cost of a product or services:
(a) Total production cost (b) The cost of similar goods and services
(c) Target customer (d) Needs and wants of customers

A small amount of product is offered to the customer for trial is called.

(a) Sample (b) Product combination

(c) Coupon (d) Rebate

The services such as airlines and hotels are classified as.

() Shopping products (b) Unsought product

(c) Speciality product (d) Convenience product
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I-8. Which of the following is the correct depiction of Digital Marketing? '
(a) E-mail Marketing (b) Social Media Marketing
(c) Web Marketing (d) All of the above

I-9. Intangibility, Perishability, Inseparability and Heterogeneity are the characteristics of

(a) Producté (b) Goods
(c) Services (d) Both (a) & (B)
I-10. The following is not an objective of advertising.
(@) To build brand image (b) To educate people
(c) To face competition (d) None of these
SECTION - 11

Il Answer any FIVE questions from the following. THREE marks each.

1I-1. Explain the importance of 'Marketing Environment'.
1I-2. Write a short note on 'Marketing Mix'.

11-3. List-out the elements of Branding.

1I-4. Differentiate 'Advertising from Personal Selling'.
II-5. What is 'Rural Marketing'?

II-6. Define 'Retailing'.

1I-7. What is 'Promotion'?

[1-8. What do you mean by 'Online Marketing?

SECTION - II1

1. Answer any THREE questions from the following. FIVE marks each.

I1I-1. Briefly explain the internal marketing environment.
111-2. Examine the nature of buying behaviour of consumer.

I1I-3. Explain the importance of Consumer products with suitable example.
I11-4. Explain the product Life cycle process.
I1I-5. What are the factors affecting the Price of a product?

SECTION - IV

IV. Answer the following question. TEN marks each
IV-1. What are the Marketing Mix Components? Explain briefly.
OR
Explain the stages of New Product Development.
IV-2. What are the bases of Market Segmentation? Explain.
OR
Explain the types of Distribution Channels.

* ok Kk

2

5x3=15

3x5=15

2x10=20



4.

1-6.

"
wm

QP CODE: 32123

3ROl Und

<)
wen - |
dak oo wodyniven B BT L ITIAD \:90336 SR0. 3O 10T U, 10x1=10
SORTE, SRR, Y BH NERMT YGR0E Hee IR0 LY DPRRTT LT 205
FocboonEd
(2) e () wzneod
(2) Roweg 3aednien (2) wzRosmPOR

Sen@omtRO & S¢ATZYN ¢Q WRHT IWNSE?
(2) Cendont ww, 020N .03 NN,
Q) St I WS 3033 uoz:: thntatantatad
~) SeLdont m,T80 NETER T TH0 SRR,
) SeLOTE Jert LR » BONESHT, BOWHE SRR YT WSl TR

P~ —
&

L0 QTO G OO ATON V0D &8,03:03%0 &,00L 3T,

(2) 37 vrm Jeal (R) vond vz PADleaL 1)
(2) ®ng sgm XDF (2) 300 vg» 23

NI TRTTON 825 S0 LFFATNGD, MBS grert LoelzT
TEENRNCE, SRTGTE Rt BFTm RRMPLE BNINQT B 8T Bredd Iy LoD

() Zaome (R) B30I
(n) LZex3d (2) Wbz
CIZ T spa Aedng CEonT) Anbakamen RTINS WRF)B, Joredzeien
(2) iz oz dg (22) 2.0ze D30t XTB ) AeSny 138
(%) et reze (&) mzss IRZND D) vTFF3rish
R TERIE SOBFER, AN momon Redoenhdt 2o s8eourt3s.
() ==ob (R) 3T Rocdeews
(L) sz~ (&) D3RS
SO TOANGS T8 Satiofnoss :cmmaz It INFeBOXOINS.
() zuiort wog e () wobrd evd 7
(%) ey (R) ¥eew8T I
BONZINeE LIt RULIO® TEFLIONTT KON t3¥ romanG?
(w) esee® B Lion® (CZJ) b inimnted | mqﬁm Indslont
(N) -"-{ wJuGFL!cm (L‘) w-VUu \DUQQ
3



QP CODE: 32123

1-9. BT, 33, T 8, i3 3 hdomdan = rorgranyana.
(2) wIFnsd () :dddmw
(2) Bedned (@) 2830 () 33 ()

1-10. 3$ATF) LTI 2 J;&’Q

1.
11-1.
11-2.
11-3.
11-4.
11-5

1.

I11-1.
I11-2.
I11-3.
I11-4.
I11-5.

IV.
IV-1.

IV-2.

(R) 3, 00 Hets® BT VAF XD (©) wzort d3a Leden
() %QF‘OK)R’% amoxos (&) “HRTH ¥
Qe - 11
BIAR 0IRT)RT0R 05 BBROR 103D, 3T [ (Dol 741=5) 5x3=15

‘Wooow FOXT'T BHI T, WHOA.
‘TR0 QW02 BHOI 3T L3F 03 WBWD.
30, 0Q7* BOTATRS Ttd Tnk.

wéobgs ST T LTI’ FFRITY, WB0WO.
TR,R0E00 F3TBES) 0TTeRd?
"WOT TTT TR, TR
‘BT Q0TTEID?

TSR Ro00d' Q0TWT 00?7

awen - 11

EEAT CSRFTRTTR Foesd I,BAOR 1002, IS0 DT WOFNL. 3x5=15

20308 SRTEL, FOXOIT ROIFTON HTOR.

Mo,®8T D0eHEE SERVFOD FTATIY, V=OR.

98 LOTTORER0ON M,ET LVZTFNY TR DZ0NTY HROA.
0Z 7 BeETT,E Wit R0g@amoN IR0A.

TROLT S0 e T Wt BoBNED 03)Y?

'L

(n

awen - IV

8CAE Z, smm Y00, 3T B WOBNED. 2x10=20

TIRTEL, 38,0303 Q0Fre FLIBNE 03R)R)? FogTemoN DFOA.
OBRT -
TRZT YOZ T CR

=008 B03NU HTOR.

TIDOSELE, SRpesTiold SERONRYY BRR)RH)? DFOA.

2l





{ "type": "Document", "isBackSide": false }


{ "type": "Document", "isBackSide": false }


{ "type": "Document", "isBackSide": false }


{ "type": "Document", "isBackSide": false }

