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Part-1 3-Tier

PRINCIPLES OF MARKETING
PAPER—MH—Z
(Hdnours in ‘Marketing Management’)
Full Marks : 90
Ti'me' : 4 I-I_oufs
The figures in the n'éht-hand margin indicate full marks.

Candidates are required to give their answers in their

own words as far as practicable.

Nlustrate the answers wherever necessary.

1. Answer any five of the following questions : 5x4

(a) What are the adverse effects of advertising?
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(b} Discuss the different media for advertisement ?
(c} Distinguish between advertisement and publicity ?
({d) What do you understand by Market Re;carch ?
(e) Discuss the importance of sales promotion.

{fi Write a note on Re-sale price,

() What is Marketing Mix ?

(h) What do you mean by penetration pricing strategy ?
(i) Define packaging.

(i} Mention various problems in rural marketing in India.

2. Answer any five of the following questions : 3x8

(a) Marketing channels are a vital source of competitive

advantage for the firm— Discuss the Statement.

(b} Write"a note on “Market intelligence” and

“Marketing myopia”. : 4+4

c} What is ‘Product planning’ and ‘Product

development’ ? 4+4
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(d} Write a note on buying decision process of new

product.

g
{¢) What are the factors that determine optimum

promotion mix?

{fi, What do you understanding by a brand ? Mention

its advantages?
(2) Write a note on analysis of consumer behaviour.

(h) Distinguish between marketing and marketing

research.

(i) Discuss the traditional and modern concepts of

marketing.

() What are the various external factors that affect

a market system ?

3. Answer any two of the following : 2x15

(a) Write a note on marketing of services. Discuss the
factors that determine the choice of a distribution

channel. T+8
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(b) Discuss different stages of product life cycle. Discuss
the various strategies adopted by marketers in the

stage of maturity.  7+8

(c) Distinguish between * 5+5+5
(i) Primary data and secondary data ;

(i) Market Report and Market Information ;

{iiij Marketing and selling.

(d) Describe the importance of marketing as a business
function. Discuss the challenges in Indian marketing.

8+7

[ Internal Assessment — 10 Marks)
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