
P.T.O.

Total Pages : 5 B.Com./2nd Sem (H)/COM/24(CBCS)

2024

2nd Semester Examination

MARKETING MANAGEMENT (Honours)

Paper : C 3-T

(Principles of Marketing)

[CBCS]

Full Marks : 60 Time : Three Hours

The figures in the margin indicate full marks.
Candidates are required to give their answers

in their own words as far as practicable.

Group - A

Answer any ten of the following questions : 2×10=20

1. What do you mean by the term ‘marketing’?

2. Identify any two components of marketing environment.

3. What is product line decision?

4. What is target marketing?

5. Define market segmentation.

6. State two objectives of packaging.

7. State briefly the concept of holistic marketing.
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8. What is a product mix decision?

9. State two objectives of advertising.

10. Identify two objectives of sales promotion.

11. What is personal selling?

12. What is sales promotion?

13. What is branding?

14. Define the term ‘publicity’.

15. State two characteristics of service.

Group - B

Answer any four of the following questions : 5×4=20

16. Distinguish between segmentation and targeting.

17. Explain briefly the concept of VALs framework.

18. Distinguish between penetration pricing and skimming

pricing.

19. Explain the benefits of niche marketing.

20. Discuss the stages of the Product Life Cycle (PLC).

21. Discuss the relevance of the BCG matrix in strategic

marketing planning.
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Group - C

Answer any two of the following questions : 10×2=20

22. Discuss the 7Ps of marketing of services and their

relevance in service marketing.

23. Assess the impact of technological advancements on

marketing practices in the digital era.

24. Explain the factors that determine promotional mix of a

product.

25. Write short notes on :

(i) Channel levels

(ii) Public relations 5+5
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!Óû˛yàÈÙÈÜ˛

!ö¡̈!°!áï˛ ˆÎÈÙÈˆÜ˛y Ï̂öy ˛ò¢!ê˛ ≤Ã Ï̂Ÿ¿Ó˚ í z̨_Ó˚ òyÄ ≠2×10=20

1– üyˆÏÜ≈˛!ê˛Ç ¢∑!ê˛ myÓ˚y ï%˛!ü Ü˛# ˆÓyˆÏé˛y⁄

2– !Ó˛õîö ˛õ!Ó˚ˆÏÓˆÏ¢Ó˚ ˆÎÈÙÈˆÜ˛yˆÏöy ò%Û!ê˛ í˛z˛õyòyö !ã˛!•´ï˛ Ü˛ˆÏÓ˚y–

3– ˛õîƒ °y•zö !§k˛yhsˇ Ü˛#⁄

4– Target marketing Ü˛#⁄

5– Market segmentation-~Ó˚ §ÇK˛y òyÄ–

6– ˛õƒyˆÏÜ˛!çÇˆÏÎ˚Ó˚ ò%Û!ê˛ í˛zˆÏj¢ƒ í˛zˆÏÕ‘á Ü˛ˆÏÓ˚y–
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7– •!°!fiê˛Ü˛ üyˆÏÜ≈˛!ê˛Ç ~Ó˚ ôyÓ˚îy!ê˛ §ÇˆÏ«˛ˆÏ˛õ Óî≈öy Ü˛ˆÏÓ˚y–

8– Product mix decision Ü˛#⁄

9– !ÓK˛y˛õˆÏöÓ˚ ò%Û!ê˛ í˛zˆÏj¢ƒ ˆ°ˆÏáy–

10– !Óe´Î˚ ≤Ãã˛yˆÏÓ˚Ó˚ ò%Û!ê˛ í˛zˆÏj¢ƒ !ã˛!•´ï˛ Ü˛ˆÏÓ˚y–

11– Personal selling Ü #̨⁄

12– Sales promotion Ü˛#⁄

13– Óƒy!u˛Ç Ü˛#⁄

14– Ú≤Ãã˛yÓ˚Û ¢∑!ê˛ §ÇK˛y!Î˚ï˛ Ü˛ˆÏÓ˚y–

15– ˛õ!Ó˚ˆÏ£ÏÓyÓ˚ ò%Û!ê˛ ˜Ó!¢‹Tƒ í˛zˆÏÕ‘á Ü˛ˆÏÓ˚y–

!Óû˛yàÈÙÈá

!ö¡̈!°!áï˛ ˆÎÈÙÈˆÜ˛y Ï̂öy ã˛yÓ˚!ê˛ ≤Ã Ï̂Ÿ¿Ó˚ í z̨_Ó˚ òyÄ ≠ 5×4=20

16– ˆ§àˆÏüˆÏrê˛¢ö ~ÓÇ ê˛yˆÏà≈!ê˛Ç ~Ó˚ üˆÏôƒ ˛õyÌ≈Ü˛ƒ Ü˛ˆÏÓ˚y–

17– VALs Ü˛yë˛yˆÏüyÓ˚ ôyÓ˚îy §ÇˆÏ«˛ˆÏ˛õ Óƒyáƒy Ü˛ˆÏÓ˚y–

18– xö%≤ÃˆÏÓ¢ ü)°ƒ ~ÓÇ !flÒ!üÇ ü)ˆÏ°ƒÓ˚ üˆÏôƒ ˛õyÌ≈Ü˛ƒ Ü˛ˆÏÓ˚y–

19– Ü%˛°%!D !Ó˛õîˆÏöÓ˚ §%!Óôy Óƒyáƒy Ü˛ˆÏÓ˚y–

20– ˛õîƒ ç#Óö ã˛ˆÏe´Ó˚ SPLCV ˛õÎ≈yÎ˚=ˆÏ°y xyˆÏ°yã˛öy Ü˛ˆÏÓ˚y–

21– ˆÜ˛Ô¢°àï˛ !Ó˛õîö ˛õ!Ó˚Ü˛“öyÎ˚ !Ó!§!ç üƒy!ê˛ΔˆÏ:Ó˚ ≤Ãy§!DÜ˛ï˛y

xyˆÏ°yã˛öy Ü˛ˆÏÓ˚y–
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!Óû˛yàÈÙÈà

!ö¡̈!°!áï˛ ˆÎÈÙÈˆÜ˛y Ï̂öy ò%Û!ê˛ ≤Ã Ï̂Ÿ¿Ó˚ í z̨_Ó˚ òyÄ ≠ 10×2=20

22– !Ó˛õîˆÏöÓ˚ 7Ps ~ÓÇ ˛õ!Ó˚ˆÏ£ÏÓy !Ó˛õîˆÏö ï˛yˆÏòÓ˚ ≤Ãy§!DÜ˛ï˛y

xyˆÏ°yã˛öy Ü˛ˆÏÓ˚y–

23– !í˛!çê˛y° Î%ˆÏà !Ó˛õîö xö%¢#°ˆÏöÓ˚ í˛z˛õÓ˚ ≤ÃÎ%!_´àï˛ x@ˇÃà!ï˛Ó˚

≤Ãû˛yÓ ü)°ƒyÎ˚ö Ü˛ˆÏÓ˚y–

24– ~Ü˛!ê˛ ˛õˆÏîƒÓ˚ ≤Ãã˛yÓ˚ü)°Ü˛ !ü◊î !öô≈yÓ˚îÜ˛yÓ˚# Ü˛yÓ˚î=!° Óƒyáƒy

Ü˛ˆÏÓ˚y–

25– §Ç!«˛Æ ê˛#Ü˛y ˆ°ˆÏáy ≠

SÜ˛V ã˛ƒy Ï̂ö° hflÏÓ˚

SáV ˛õyÓ!°Ü˛ !Ó˚ˆÏ°¢ö 5+5
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