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1. Answer the following questions as directed :
1x8=8
(@) Who is a marketer?

(b) Write any one of the marketing activities
done before production of goods or
services.

(c) Modern concept of marketing is always
oriented.

| ( Fill in the blank )
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(3)
(52

| (c) Buying motives
(d) A certificate which enables a consumer

to get a certain reduction in price on (d) After sale service

nae;;t purchase of particylar product 184 (e) Factors affecting choice of a distribution
C- & {) channel

(i) discount

(i) discount cCoupon

i ket” and

J fine the terms mar

(i) cash discount coupon 3. (q) E:arketing’_ Sod
marketing differs from tradmona{) s
concept of marketing? 2+2+10=

. B - .I '
(iv) trade discount Coupon \

( Choose the correct answer |

|
; |
() Write the full form of GST. | or
: | 4 . 3 ixes.”
0 Write e function of yarketing () “Marketing mix is a mix of mixe .
!
9)  Sales Promotion g an element Oof
i dotrnis \ 4 What do you mean by consumer
] . a : T1ESS
( State True of False ) | A behaviour? How does it help a;:)usllain
(h) ! firm in dealing with customer? Exp 4+10=14
S Dutting identificatio®
marks on the Package, |
(Fill in the plank ) ‘ %1
‘ . methods of
2. Write Ort noteg J () What are the vanlgutz? Explain the
following . % any four of the A segmenting the marke market
4 xa0 criteria of successful 7+7=14
- (@) Im o / :
Portance of Chvironmenty; analysis | segmentation.
|
(b) Factors nfluen |
behavioyr SR consumer { ( Turn Over )
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(b)

6. (a)

(b)

8P/282

|
|
(i) |

‘r

|

: .

Explain the term ‘brang’ with examplef |

Discuss the benefits ang limitations 25515

branding a product. 4+5 .1
Or

|
|
|
|
|

Give the meanings of

‘pricing’. Explain the
pricing Policy of 5 busine

‘price’ and
objectives of l
ss firm. ,11
2+2+1O’
What ¢ You mean by ‘ph}’SiC,ad
distribution’? Discuss its role 11 B
modern marketing, 4+107

Or

Define Sales Promotion_ Discuss the
Various method

S of sales promotion of |
NeW prodycts.
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