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Candidates are required to give their answers in their

own words as far as practicable.

1.  Answer any ten questions: 2x10=20
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i)  Define Marketing Management.
fRoielel rrglefal eeifRie 54|

i)  Mention two basic functions of marketing.
R 90 (TTeTe et Srard 4 |

ii1)) Define product.
KUSIERINCIRGEE

iv)  Write the three importances of market
segmentation.
rerts feters foafb wwmg o1 |

v)  Name the different methods of pricing.

o1y fffacer f[fen safon 9 @ |
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Write two objectives of advertising.
el #/(17 wib Sl (514 |

What do you mean by Packaging?
AAjipieR e 6 (e

Mention different types of channels of

distribution.

oo fAfew a=ees oieeT Seard 41|
What is Marketing Environment?
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Write four elements of Marketing Mix.
fole e o1 AWM (12|

What do you mean by sales promotion?
ez 2o <eree & @l e

What do you mean by online marketing?
ST e TIHOR @TCe &6 (i 2

What do you mean by Personal Selling?
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What is Retail Trade?

L4l Aifetey fe

Write the concept of chain store.
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Answer any four questions: 5x4=20
-CHIAI DTS 2ess Ted e 8

i)

ii)

Vi)

Briefly describe the importance of marketing.
TR wePg T 90Tl 41|

Explain the different stages of product life cycle
with the help of a diagram.
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Discuss the qualities of a salesman.
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Distinguish between Advertising and Publicity.
fResloi @R ebicaa ey Al 4 |

Describe the different methods of sales
promotion.
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What matters are to be considered in choosing
the channel of distribution?

g9l BICe (A0 (AR (F(a (I RSt
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Answer any two questions: 10x2=20
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i)
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Describe how psychological factors influence
customer buying behaviour.
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ii)

iii)

Distinguish between marketing and selling.

faolel @3 Repcs e #{19<6 591 |

Describe the different steps and factors in
pricing of a new product.

G gl #itelrR o1y e ffen «iof gag el
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iv)  Write short notes:
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a)  Social Marketing
Aifers fetw

b)  Super Market
I A6

c) Multiple Stores
SEQIKINREID]
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