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1. (@) 5O & ‘R’ B . 1x4=4
Write True or False :

(i) T A IR A e w91 I LR
IHELY |

Marketing is getting and keeping the
customer. |



(1) SFEYeRe tary TorerE WHAGR @bl

WW @vﬂtﬂq |

Motivation is an economic
determinant of consumer’s
behaviours.

(i) I Koo @61 24w Tome taR I
e |

- Cost analysis is a major. part of
business analysis.

(iv) R ST S R @3 |

Sales promotion‘and advertising are
same.

—

(b) A IR | B o 1x4=4
Fill in the blanks :

(i) R M e @Bt 24w Sopmwe |

The channel of distribution is major
variable of __ mix.

(i) . e w3 R& oo 39 = we
TR Sifos =z A [Et e |

The product sales are lowest and
move up very slowly at snail’s pace
in__ stage. |



i) @ ©R, foEgm oq SR
AFOF IS (oR{G F |

involves putting thought,
ideas or informations into a

symbolic form.

(iv) o35 sm A (R FIER FIEIEA
Rowers e R | IR
=

are the specialized. means of
transportation designed to move the
liquid items or gas.

2. &Y Ol e 4x4=16
Write short noteson- :

(@) ISP G
Marketing mix

(b) TEA G
Market segmentation

() &R fI=e G|

After sale service

(d) “Imae
Warehouse



3.

(@) TR Ave RPR g1 I | THIFER
TCRIPTLR. SCATS 3641 | 7+7=14

Compare Marketing =~ with ~ Selling.
Discuss the objectives of marketing.

Q<1 / Or
(b) TERFI ARca 2 qwRER <Al
s ey Sieas 4 | 4+10=14

"What is marketing nenvironment?
Discuss about the controllable forces of
business environment.

(@) T AfFR Mooty I SEs 90
ToCSrER SHITS. Ao VA T INHGS
TR A S R 90 0

7+7=14
Discuss. the various steps of buying

process:Critically analyze psychological
determinants of consumer’s behaviours.

Y41/ Or

() T&R GO FRAPTR I F0 | (@A

A IR Y ope IS FORLST I ?
| T+7=14

Describe the benefits of market
segmentation. What are the factors bring
success in market segmentation?



5. (@ o7 @ B2 ™ FRfeme g7 T9

6.

(b)

e I 7 T4 YR SRR (mge a2 9
FMCHIPTR T 4T | 2+5+7=14
What is a new product? Why the
companies produce new products?

Explain the different steps involved in
new product development.

<1/ Or

@ T 5 OF R A A RO
FARAR TAmIT SR FCAL, BRATPAR
afesy =/ 7S T4 R4PAR & 2 6+8=14

What factors make a/brand name good
one? What are the benefits gain by the
manufacturers from branding?

(@ IR PCI Rerorz @7 P ReserraeE

AT IFEFIOR A TOREGRT CRPHR 2

, T+7=14
Who are large scale retailers? What are
the services rendered by retailers in
modern marketing?

241/ Or

(b)  fAe39 IRER 5 TE I 74| Sy

e K3 IER T A
B[O 41 | 7+7=14
Explain the structure of physical
distribution system. Discuss the

components of physical distribution in
modern marketing.



e N S N

( Old Course )

Full Marks : 80
Pass Marks : 32

. Time : 3 hours |

1. (@ S @ fe fw e Ix4=4
Write True or False : |

() TR (R S, o &9
M |

Marketing stabilises the economic
conditions of a country.

A ——— WA

(i) T {6 TE-RE e GF2 |

Buying motives and selling points
are same.

(iii) TR GRS
e

Product packaging performs good
many advertising functions.

(iv) S opiee Rwem 8 e Resem
A0 7Y |

All propaganda is advertising but all
advertising is not propaganda.



(b) ﬂ@ﬁ"ﬁw 1x4=4 -
Fill in the blanks :

(i) o MR e @ qEm PR A
feg

Mega marketing is the set of those

______ where closed markets are
opened up.

(ii) IGR AHETFI e o YISl
EA FIO© R P
Market segmentation helps in

assessing .~the  strength and
weaknesses of the

(iii) c@oia RS G @, T
e 451 @2 O 2= 181 g 9
23 |

The three types of discount allowed
to buyers are trade discount,
discount and cash discount.

(w) QT AR Sy T (R

is the last step of the
communication process.




2. vy (ORI o 4x4=16

Write short notes on :

(@ REF e

Sales promotion

(b) T effeE

Buying process

() TR QA &

Product-life cycle

(d) cTeT T e
Leader price policy

3. (a) “IHEFI RV 52 @R TAMC IS
(RIS do RBR FCF, SCEAD 39 |
3+8=11

What is marketing concept? Discuss the

factors which influence the marketing
concept.

et i e SR U ot - PRSP S—- e

i i e e e



52<q1/ Or

(p) Term R oo faed 4SS
SoAFPTE R SHICEToA1 <51 | 3+8=11

What is product mix ? Discuss the
important variables of product mix.

4. (@) @9 RReI EEEPTR SCATA I |THEL
e @ djfed aemerz &7 6+5=11

Explain the features of buying motives.
What are the importances of buying
motives in marketing system?

24T/ Or

() ITWA <R SReeE e FEHg
AP A dAEAT BPR 7 5+6=11

What are’ .the benefits of market

segmentation? What are the requisites of
a good segmentation?

5. (@) TP ARTEAR TGRS AN SRIPIE
&7 @RS TP TI Gh e (YA -
FRPTE 12 6+5=11
What are the most important objectives

of product planning? What are the

- causes of failure of new product in the
_rnarket?



7.

(b)

(a)

(b)

(a)

N[/ Or

Al 2 @ omr qgee o= 2 @

1 R fRacy ses 4 | 3+8=11

What is branding? Discuss the merits of
branding to middlemen and customers.

T e 2 o MR TeareEe TR
vy Ty 40 11
What is pricing? Explain the appropriate
approaches to pricing.

</ Or
aenaEs B qeics  afemor [EE
fIereg SCEm F90 3+8=11

What is communication? Critically
discuss the process of communication.

(i) “RER Repor srEwan oy [ e 4

Explain the functlons of wholesale
traders in brief.

(i) PR ez Toqmatel  SSRGEI
W%? 8

What are the services rendered by
wholesalers to manufacturers?

[ BN S S A



§e/<91 / Or

B () TS R o o o
SO 41 | 4

Discuss in brief the role of physical
distribution in marketing.

(i) ) =R R e PReeez 2 8

What are the merits and demerits of
roadways?

* Kk %



