
Q1) Fill in the blanks (Any Six) : [6]

a) ______ management sets the company's mission, objectives, broad
strategies, and policies.

b) Pricing technique used by sellers while selling individual products in
bundles is _______ .

c) In marketing, a _______ can also use sticker in edible products to impart
knowledge of the ingredients of the food items.

d) ______ comprises personal selling, advertising, public relations, sales
promotion, and direct marketing.

e) ______ enables the price of products to go up and builds loyal customers
through positive brand associations and images or a strong awareness
of the brand.

f) Selecting time, choosing media types, deciding on reach of frequency
and media vehicle for advertisements are part of _______ .

g) Kind of pricing strategy which allows sellers to continuously adjust prices
according to needs and characteristics of customers is classified as
_______.

h) When captive product pricing is used for services then this pricing strategy
is classified as _______ .
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Q2) Define the term 'Marketing'. Explain objectives and importance of Marketing.
[14]

Q3) What do you mean by 'Price Mix'? Explain various pricing strategies. [14]

Q4) Explain the elements of Promotion Mix? [14]

Q5) Define the term 'Personal Selling'? Explain the process of personal selling.[14]

Q6) Write Short Notes (Any Two) : [12]

a) Evolution of Marketing.

b) Importance of Labelling.

c) Types of Web Adverting.

d) Difference between Advertising and Publicity.
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(_amR>r ê$nm§Va)

doi : 3 Vmg]                      [EHy$U JwU : 60
gyMZm : 1) àíZ H«$ 1 Am{U à  6 A{Zdm ©̀ Amho.

2) àíZ H«$ 2 Vo à H«$ 5 n¡H$s H$moUVohr VrZ àíZ gmoS>{dUo.
3) COdrH$S>rb A§H$ nyU© JwU Xe©{dVmV.

àíZ  1) [aH$må`m OmJm ^am. (H$moUË`mhr - 6) [6]
A) ............. ì`dñWmnZmÀ`m _mÜ`_mVyZ hoVw, {dñV¥V S>mdnoM, YmoIo R>a{dbr OmVmV.
~) {dH«o$Ë`mZo ì`{º$JV dñVw§Mr {dH«$r H$aVmZm g_whm_Ü ò dmnabobr qH$_V {ZYm©aUmMr V§Ìo

åhUOo ..........
H$) {dnUZm_Ü ò .......... ImX²̀  nXmWm©_Ü ò g_m{dï> AgUmè`m KQ>H$mg§~§Yr kmZ XoÊ`mgmR>r

{MQ>H$dÊ`mMo {MÌ  (sticker) dmné eŠVmo.
S>) ............. ì`{º$JV {dH«$s, Om{hamV, OZg§nH©$ {dH«$` d¥Õr Am{U àË`j {dH«$s `m§Mm

g_mdoe hmoVmo.
B) dñV§yMr qH$_V Am{U J«mhH$m§Mr {dídmgh{`Vm dmT>{dÊ`mgmR>r gH$mamË_H$ g§~§Y Am{U

à{V_m, N>mn {df`r geº$ Om{UZ {Z_m©U H$aUmao åhUOo .....
\$) Om{hamVr gmR>r doioMr {ZdS>, _mÜ`_m§Mr {ZdS> dma§dmarVm {ZYm©aU Am{U _mÜ`_ dmhZ

{ZdS> ho ...... ^mJ Amho.
`) qH$_V S>mdnoMmMo àH$ma Oo {dH«o$Ë`mg gmVË`mZo J«mhH$m§À`m JaOm Am{U d¡{eîQ>çmZwgma

VS>OmS>o H$aUmgmR>r ^mJ nmS>VmV Ë`m åhUOo ...........
a) godmgmR>r dmnabr OmUmar S>mdnoMmË_H$ {Z~§YZmË_H$ CËnmXZ qH$_V ........ dJuH¥$V

hmoVo.

àíZ  2) {dnUZmMr ì`m»`m {bhm. {dnUZmMr C{Ôï>ço Am{U åhËd ñnï> H$am. [14]

àíZ  3) qH$_V {_l åhUOo H$m`? qH$_V {ZYm©aUmMo {d{dY S>mdnoM ñnï> H$am. [14]
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àíZ  4) {dH«$` d¥ÕrMo KQ>H$ ñnï> H$am. [14]

àíZ  5) ì`{º$JV {dH«$sMr ì`m»`m {bhm. ì`{º$JV {dH«$sMr à{H«$`m ñnï> H$am. [14]

àíZ  6) {Q>nm {bhm. (H$moUË`mhr XmoZ) [12]

A) {dnUZmMr CËH«$m§Vr

~) bo~btJMo _hËd

H$) do~ Om{hamVrMo àH$ma

S>) Om{hamV Am{U à{gÕr `mVrb \$aH$




