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Instructions to the candidates:

1) Question No. 1 and 8 are compulsory.
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Q1) A) Fill in the blanks (any Seven) [7]

i) Those goods are easily identifiable by quality are known as
__________ goods.

(General, Specific, Consumable)

ii) A market is a place where __________ comes together to exchange
their goods and services.

(Sellers and customers, Customers and customers, Sellers and
manufactures)

iii) Providing a higher standard of living to the society is called ________

(Production, Employment, Marketing)

iv) The __________ division takes into cosideration the international,
national, divisional, regional and geographical structure.

(Geographical, Demographics, Social)

v) Product, price, place and promotion are the four ps of __________

(Price-mix, Marketing-mix, Product-mix)

vi) Personality is considered in the classification according to
___________

(Population, Standard of living, Society)
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vii) _________ is a sensitive element of the pricing factor.

(Manufacturer, Retailer, Customer)

viii) The stages of product life becomes the ________ of the product.

(Product life cycle, Manufacturing life cycle, Marketing life cycle)

ix) A decision or action taken to increase sales/turnover is called
_________.

(Product promotion, Increase in price, Sales promotion)

B) True or False (Any seven) [7]

i) There is telemarketing to protect the environment.

ii) The consumer market depends upon the proportion of population.

iii) Indian market is the consumers market.

iv) Market segmentation is the division of the total market into different
groups on the basis of specific characteristics.

v)  The bases of market segmentation are highly rigid.

vi) There is no need to survey and test of potential markets in the process
of market segmentation.

vii) Line of goods are group of goods or objects that are related to each
other for various resons.

viii) The success of an organisation in the market is mainly related to the
value of its product.

ix) Sales promotion is an attempt/efforts made to increase sales.

Q2) What is Marketing? Explain the importance of marketing. [14]

Q3) State  the importance of transport and explain the types of transport. [14]

Q4) What is Market segmentation? Explain the bases of market segmentation.[14]
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Q5) What is marketing mix? Explain the elements of marketing-mix. [14]

Q6) What is Price-mix? Explain the factors affecting price-mix. [14]

Q7) State the importance of sales promotion and explain the elements of sales
promotion. [14]

Q8) Write Notes (Any Two) [14]

a) Types of warehouses.

b) Importance of Marketing-mix

c) Key elements of product management.

d) Types of distribution channels.
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doi : 3 Vmg]                      [EHy$U JwU : 70
gyMZm :- 1) àíZ H§«$. 1 Am{U àíZ H§«$. 8 gmoS>{dUo A{Zdm ©̀ Amho.

2) àíZ H§«$. 2 Vo àíZ H§«$. 7 n¡H$s H$moUVohr 3 àíZ gmoS>{dUo A{Zdm¶© Amho.
3) COdrH$S>rb A§H$ àíZm§Mo nyU© JwU Xe©{dVmV.
4) g§X^m©gmR>r ‘yi B§J«Or àíZn{ÌH$m nhmdr.
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àíZ 1) A)A)A)A)A) [aH$må¶m OmJm ^am. (H$m oUVohr gmV)[aH$må¶m OmJm ^am. (H$m oUVohr gmV)[aH$må¶m OmJm ^am. (H$m oUVohr gmV)[aH$må¶m OmJm ^am. (H$m oUVohr gmV)[aH$må¶m OmJm ^am. (H$m oUVohr gmV) [7]

i) JwUd¡{eï>¶m§Zr ghO AmoiIVm ¶oUmè¶m dñVy§Zm .......... àH$maÀ¶m dñVy Ago åhUVmV.

(gd©gmYmaU, {d{eï>, J«mhH$mon¶moJr)

ii) ~mOmanoR> åhUOo Aer OmJm H$s, Á¶m{R>H$mUr .......... dñVy qH$dm godoÀ¶m
{d{Z‘¶mgmR>r EH${ÌV ¶oVmV.

({dH«o$Vo d J«mhH$, J«mhH$ d J«mhH$, {dH«o$Vo Am{U CËnmXH$)

iii) g‘mOmbm Cƒ OrdZ‘mZ àXmZ H$aUo åhUOo ........... hmo¶.

(CËnmXZ, amoOJma, {dnUZ)

iv) ........... {d^mJUr H$aVmZm Am§Vaamï´>r¶, amï´>r¶, {d^m{J¶ àmXo{eH$ d ^m¡Jmo{bH$
aMZoMm {dMma Ho$bm OmVmo.

(^m¡Jmo{bH$, bmoH$g§»¶o{df¶H$, gm‘m{OH$)

v) CËnmXZ, qH$‘V, {dVaU ‘mJ© Am{U {dH«$¶d¥Õr ho .................. Mo Mma ps

AmhoV.

(qH$‘V{‘l, {dnUZ{‘l, CËnmXZ{‘l)
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vi) ............... {d^mJUrV ì¶{º$‘ËdmMm {dMma Ho$bm OmVmo.

(bmoH$g§»¶mZygma, amhUr‘mZmZygma, g‘mOmZygma)

vii) ................ hm qH$‘V KQ>H$mVrb g§doXZerb KQ>H$ Amho.

(CËnmXH$, {H$aH$moi ì¶mnmar, J«mhH$)

viii) dñVyÀ¶m OrdZmVrb AdñWm {‘iyZ dñVyMo ................ ~ZVo.

(OrdZMH«$, CËnmXZMH«$, {dH«$¶MH«$)

ix) {d{H«$dmT> hmoÊ¶mgmR>r KoVbobm {ZU©¶ qH$dm Ho$bobr H¥$Vr åhUOo .............. hmo¶.

(CËnmXZd¥Õr, qH$‘Vd¥Õr, {dH«$¶d¥Õr)

~) MyH$ H$s ~amo~a Vo {bhm (H$moUVohr gmV) [7]

i) n¶m©daUmMo ajU H$aÊ¶mgmR>r Q>obr ‘mH}$qQ>J AgVo.

ii) J«mhH$ ~mOmanoR> bmoH$g§»¶oÀ¶m à‘mUmda Adb§~yZ AgVo.

iii) ^maVmMr ~mOmanoR> hr J«mhH$ ~mOmanoR> Amho.

iv) ~mOmanoR> {d^mJUr åhUOo {d{eð> AmYma g‘moa R>odyZ EHy$U ~mOmanoR>oMo {d{dY
JQ>mV {d^mOZ H$aUo hmo¶.

v) ~mOmanoR> {d^mJUrMo AmYma ho VmR>a AgVmV.

vi) ~mOmanoR> {d^mJUr à{H«$¶o‘Ü¶o g§̂ mì¶-~mOmanoR>oMo gd©ojU d MmMUr H$aÊ¶mMr
JaO ZgVo.

vii) dñVyaofm åhUOo {d{^Þ H$maUm§‘yio nañnam§er {ZJS>rV Agboë¶m dñVy§Mm g‘yh hmo¶.

viii) ~mOmanoR>oVrb g§ñWoMo ¶e ho ‘w»¶V: {VÀ¶m CËnmXZmÀ¶m qH$‘Vrer {ZJS>rV AgVo.

ix) {dH«$¶d¥Õr åhUOo {d{H«$V dmT> KS>dyZ AmUÊ¶mgmR>r H$aÊ¶mV Ambobm à¶ËZ hmo¶.

àíZ 2) {dnUZ åhUOo H$m¶? {dnUZmMo ‘hËd ñnï> H$am. [14]

àíZ 3) dmhVwH$sMo ‘hËd gm§JyZ dmhVwH$sMo àH$ma ñnï> H$am. [14]

àíZ 4) ~mOmanoR> {d^mJUr åhUOo H$m¶? ~mOmanoR> {d^mJUrMo AmYma ñnï> H$am. [14]
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àíZ 5) {dnUZ {‘l åhUOo H$m¶? {dnUZ {‘lMo KQ>H$ ñnï> H$am. [14]

àíZ 6) qH$‘V {‘l åhUOo H$m¶? qH$‘V {‘lda n[aUm‘ H$aUmao KQ>H$ ñnï> H$am. [14]

àíZ 7) {dH«$¶d¥ÕrMo ‘hËd gm§JyZ {dH«$¶d¥ÕrMo KQ>H$ ñnï> H$am. [14]

àíZ 8) Q>rnm {bhm. (H$moUË¶mhr XmoZ) [14]

i) JyXm‘mMo àH$ma

ii) {dnUZ {‘lMo ‘hËd

iii) CËnmXZ ì¶dñWmnZmVrb à‘yI KQ>H$

iv) {dVaUmMo àH$ma




