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The figures in the right-hand margin indicate marks

Candidates are required to give their answers in their
own words as far as practicable

Hlustrate the answers wherever necessary

| L Answer any five of the following questions: 4 x 5§
(a) What are the adverse effects of advertising ?

(b) Discuss the importance of sales promotion.
(c) What is Marketing Mix ?

(d) What do you mean by penetration pricing
strategy ?
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(2)

(e) Define packaging.

(f) Mention various problems in rural marketing
in India.

(g) Why is branding necessary ?
(%) What are the sources of primary data 7

(i) Distinguish between advertisement and
publicity.

(f) Write a short note on competitive pricing.

2. Answer any five of the following questions : § x 5

(a) 'Middlemen are indispensable parasites in
Indian distribution system' — Discuss.

(b) What are the factors to be considered while
selecting the package ?

(¢) Write note on "Market intelligence" and -
"Marketing myopia”.

(d) Write a note on analysis of consumer
behaviour.
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(e) Write a note on buying decision process of
new product.

(/ Explain the benefits and doubts about market
segmentation.

(2) What are the characteristics of services ?
(%) Explain the role of WTO in rural marketing.

(/) What are the points that should be considered
at the time of choosing a distribution
channel ?

(j) Discuss the various external factors that
affect marketing system.

3. Answer any two of the following questions : 15 x 2

(a) Explain with illustrations the 'Mark-up

Pricing’ and 'Target Return pricing' mc.ﬂ:thoq’s.+ .

(b) Discuss different stages of product life
cycle. Discuss the various strategies
adopted by marketers in the stage of

maturity. 7+8
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(¢) Distinguish between : 5+5+5
(i) Primary Data and secondary Data
(ii) Market Report and market information
(iif)Marketing and Selling.

(d) What is sales promotion ? Discuss the
methods of sales promotion used to

increase sales of a new branded consumer
product. : 3+12

[ Internal Assessment ;. 10 Marks]
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(/) Primary Data 93¢ secondary Data
(ii) Market Report €3¢ market information
(ifi)Marketing &= Selling.
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