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Q1) A) Fill in the blanks with the most appropriate alternative (Any five) : [5]
i) _______ is the organization focuses on personal or online programs

to Promote non-profit organization.

(Social Media Marketing, Event Marketing, Email Marketing)

ii) A formal plan used by a business to create a specific image of itself
in the minds of current and potential customers is ________.

(Sign Strategy, Sign Development, Sign Plan)

iii) _______ this process is the basic basis for estimating the sales
revenue for a particular period, mainly monthly, quarterly, half-yearly
or yearly.

(Sales Forecasting, Market Demand, Marketing)

iv) ________ means the information stored by the customer about the
product or service in their memory.

(cognitive dissonance, product research, product rehabilitation)

v) When companies combine an existing mark with a new mark, the
mark is called _______.

(Original symbol, symbol extension, supplementary symbol)

vi) _______ this organization is the process of measuring the value
and authenticity of a product or service.

(price, mark, reputation)
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B) Match the correct paris. [5]

Column  A Column  B

i) Sales forecasting method a) Primary step of strategy
formulation

ii) Allocation of tasks to other b) Very large market

employees

iii) Will backed by economic power c) Departmentalization

iv) Marketing organization on d) Ratio Analysis

geographical basis

v) Symbol Development e) Demand

Q2) Write short notes (Any two) [10]

a) Changing role of the marketer

b) Major problems of Non-Professional Organization

c) Importance of creating a brand strategy

d) Use of sales forecasting

Q3) a) What is sales budget? Explain the important elements of sales budget.
[8]

b) Explain the characteristics of the concept of symbol construction strategy.
[7]

Q4) a) State the factors affecting modern marketing organization. [8]

b) Explain the structure of marketing organization. [7]
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(‘amR>r ê$nm§Va)
doi : 2½ Vmg] [ EHy$U JwU : 50
gyMZm …- 1) gd© àíZ gmoS>{dUo Amdí¶H$ Amho.

2) COdrH$S>rb A§H$ àíZm§Mo nyU© JwU Xe©{dVmV.

à.à.à.à.à.1) A) ¶mo½¶ n¶m©¶ {ZdSy>Z [aº$ OmJm ^am. (H$moUË¶mhr nmM) [5]

i) ................. ho Zm°Z àm°{’$Q> g§KQ>Zog àmoËgmhZ XoÊ¶mgmR>r d¡¶{º$H$[aË¶m qH$dm Am°ZbmB©Z
H$m¶©H«$‘m§da bj H|${ÐV H$aVo.

(gmoeb ‘r{S>¶m ‘mH}$qQ>J, Bìh|Q> ‘mH}$qQ>J, B©-‘ob ‘mH}$qQ>J)

ii) dV©‘mZ Am{U g§̂ mì¶ J«mhH$m§À¶m ‘ZmV ñdV:Mr {d{eï> à{V‘m V¶ma H$aÊ¶mgmR>r ì¶dgm¶mÛmao
dmnabobr Am¡nMm[aH$ ¶moOZm åhUOo .............. hmo¶.

({MÝh ì¶yhaMZm, {MÝh {dH$mg, {MÝh ¶moOZm)

iii) ............. hr à{H«$¶m EImÚm {d{eï> H$mbmdYrgmR>r, àm‘w»¶mZo ‘m{gH$, Ì¡‘m{gH$,
AY©dm{f©H$ qH$dm dm{f©H$ ñdê$nmÀ¶m {dH«$s CËnÞmMm A§XmO bmdÊ¶mMr ‘yi AmYma Amho.

({dH«$s A§XmO, ~mOma ‘mJUr, {dnUZ)

iv) ............... åhUOo J«mhH$mZo CËnmXZ qH$dm godo~Ôb Ë¶m§À¶m ñ‘¥Vr‘Ü¶o g§J«{hV Ho$bobr
‘m{hVr hmo¶.

(g§kmZmË‘H$ {dg§JVr, CËnmXZ g§emoYZ, CËnmXZ nwZd©gZ)

v) Ooìhm H§$nÝ¶m ~mhoa nS>Umè¶m {MÝhmbm ZdrZ {MÝhmgh EH$Ì H$aVmV Voìhm Ë¶m {MÝhmbm
............... åhUVmV.

(‘yi {MÝh, {MÝh {dñVma, nyaH$ {MÝh)

vi) ............. hr g§ñWm CËnmXZ qH$dm godoMo ‘yë¶ Am{U gË¶Vm ‘moOÊ¶mMr à{H«$¶m Amho.

(qH$‘V, {MÝh, Zmdbm¡{H$H$)
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~) ¶mo½¶ OmoS>çm Owidm. [5]

aH$mZm "A' aH$mZm "~'

i) {dH«$s A§XmO nÕV A) ì¶yhaMZoMr àmW{‘H$ nm¶ar

ii) H$m¶mªMo BVa H$‘©Mmè¶m§‘Ü¶o dmQ>n ~) Iyn ‘moR>r ~mOmanoR>

iii) Am{W©H$ eº$sMo nmR>~i bm^bobr BÀN>m H$) {d^mJrH$aU

iv) ^m¡Jmo{bH$ AmYmamda {dnUZ g§KQ>Zm S>) JwUmoÎma {dûcofU

v) {MÝh {dH$mg B) ‘mJUr

à.à.à.à.à.2) WmoS>³¶mV {Q>nm {bhm. (H$moUË¶mhr XmoZ) [10]

A) {dnUZH$Ë¶m©Mr ~XbVr ŷ{‘H$m

~) Aì¶mdgm{¶H$ g§KQ>ZoÀ¶m à‘wI g‘ñ¶m

H$) {MÝh YmoaU V¶ma H$aÊ¶mMo ‘hÎd

S>) {dH«$s nydm©Zw‘mZmMm Cn¶moJ

à.à.à.à.à.3) A) {dH«$s A§XmOnÌH$ åhUOo H$m¶? {dH«$s A§XmOnÌH$mVrb ‘hÎdmMo KQ>H$ ñnï> H$am. [8]

~) {MÝh ~m§YUr ì¶yhaMZm ¶m g§H$ënZoMr d¡{eï>ço ñnï> H$am. [7]

à.à.à.à.à.4) A) AmYw{ZH$ {dnUZ g§KQ>Zoda n[aUm‘ H$aUmao KQ>H$ {dfX H$am. [8]

~) {dnUZ g§KQ>ZoMr aMZm ñnîQ> H$am. [7]




