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Instructions for Candidates

1
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3.
4

Write your Roll No. on the top immediately on receipt of this question paper.
Attempt all questions.
All questions carry equal marks.

Answers may be written either in English or in Hindi; but the same medium should
be used throughout the paper.

ol & foo fFew

1

2
3.
4

T IE-T9 B fie B W Ry e FuiRa e w s st faia |
it we Fifww

Ty B HE I T

¥ YI9T F IR A o B8 G ve v ¥ Ao, dfer wh SR @ e
€ B =Y |

SECTION - A

(a) “Stop loving your product and start loving your customer”,P Comment upon
the statement while briefly explaining the various stages of the evolution of

marketing. (8)
(b) Define the concept of the ﬂwrketing mix ? Why is it important to take the
marketing mix decisions carefully for an organization ? (7N

OR

PTO.
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(a) “The job of marketing is to make selling superfluous”, comment upon
the statement explaining the difference between the marketing and selling
concept. N

(b) Marketing is becoming an indispensible activity in today’s environment. Explain
as to why is marketing considered an important activity for the business and
consumers ? 8)
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SECTION - B

2. Attempt any three of the following questions : (5x3=135)

(a) Explain how a firm’s marketing system can be influenced by the economic,
and socio-cultural environment of the country.

(b) Explain the concept of market segmentation. Why is it important ?

(c) What are the various psychographic and behavioura! factors that are taken
into consideration for segmenting the consumer goods market ?

(d) What role does product positioning plays in the success of market
segmentation ? Explain two important basis of product positioning.
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{a) Define the concept and layers of product éomposition. (5)

{b) Differentiate between specialty goods and unsought goods. (%)

(c) Explain the concept of product length and breadth with examples. (5)
OR

(a) Define the concept of product and differentiate between the shopping goods
and unsought goods. (5)

(b) “Packaging adds value to the product”, comment upon the statement giving
the importance of packaging. (5)

(c) What is product life cycle 7 Explain the various strategies used by marketers
in the introduction and growth stages of the PL.C. (5)
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SECTION - C

“The middleman grows fat at the cost of both the consumer, and the marketer”,

do you agree with the statement. Explain giving the various functions performed

by the middleman. (15)
OR '

PTO.
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What are the channels of distribution ? Explain the various types of agent and
merchant middlemen with examples. (15)
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5. Attempt any five of them : (3x5=15)

(i) Define the concept of price. List any two important factors to be taken into
consideration for fixing the price of the product ?

(i) Define mark-up pricing method with example.

(ii1) Differentiate between skimming pricing and penetration pricing.
(iv) Explain the concept of competitive pricing.

{v) Define the concept and importance of promotion.

(vi) Why is it that personal selling is considered more important in generating the
purchase action ?

(vii) Explain the various unique features of advertising, which makes it a very
powerful promotional tool.
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