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Instructions for Candidates

1.

Write your Roll No. on the top immediately on receipt of this question paper.

2. Attempt all questions.

3.. Al questions carry equal marks.

4. Answers must be written either in English or Hindi; but the same medium should
be used throughout the paper.
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(a) “A marketing manager should be market-oriented.” Explain this statement.

How is marketing concept different from the selling concept ? (10)
(b) Explain the importance of marketing to marketers and consumers. (5)
OR
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(a) “Marketing is not only limited to marketing of products or services.” Discuss
the statement in the light of the scope of marketing. &)

(b) Why is it important to study the marketing environment ? Explain how
Demographic and Economic environment will impact marketing decisions
with the help of suitable examples. (3+7)
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(a) What is product positioning ? Ex'ﬁvféfﬁ the various bases on which a product

can be positioned in the market. ~ (3+7)
(b) “Market segmentation helps a marketer to get focused.” Comment. (5)
OR

(a) “The marketing-mix applicable to Products is not applicable to Services.”
Do you agree ? Discuss the expanded marketing-mix relevant for marketing
Services. 8)

(b) “Marketing efforts of different marketers may be guided by different
philosophies or concepts.” Discuss the Production and the Product Concepts
in the light of the statement. (7
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(a) Explain various product mix strategies with the help of suitable
examples. (7N

(b) Differentiate between :
(i) Convenience goods and Shopping goods

(ii) Product length and product width (4+4)
OR
(a) What is branding ? (5)

(b) What are the various stages of Product Life Cycle ? Explain the marketing
strategies adopted in the maturity stage of PLC. (7+3)
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Discuss the various methods of pricing a product available to a marketer.

(15)

OR
() What is pricing ? Discuss the significance of pricing as a marketing mix
tool. (4+4)
PTO.
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(b) Write a short note on skimming pricing. )]
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5. (a) Differentiate between advertising and personal selling. (5)

(b) What factors should be taken into consideration while selecting marketing

channels ? (10)
OR
(a) Explain the various techniques of sales promotion used by marketers to
promote sales. )
(b) Explain and give one example of each: (2.5%4)

(0 A Franchise store
() A Specialty store
(iii) A Departmental Store

(iv) A door to door marketing retailer
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