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PRINCIPLES OF MARKETING

( Marketing Maﬁagement )
[Honours]
PAPER — MH2
Full Marks : 90
Time : 4 hours
‘The figures in the right ha(:d margin indicate marks

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

lllustrate the answers wherever necessarv

1. Answerany five ofthe following questions: 4 x 5

(a) Discuss in briefthe challenges in new product

developmen. ' 4
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(b) 'Product is a bundle of utility'. Do you
agree ?—Comment.

(¢) What is Skimming Pricing Policy ?

(d) State the importance of Marketing asa
business function. '

(e) State the major functions of packaging.

(f) Differentiate between wholesaling and
retailing.

(g) State the common characteristics of
'Services'.

() What are the distinctions between marketing
and selling ?

(/) What are the importance of a market

- report ? :

(/) Explain in brief, the concept of Market
Segmentation. |
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2. Answerany five of the following questions: 8 x 5

(a) Why is rural market important? What
should marketers keep in mind when
catering to this market ? . 4+4

() Explain the steps in marketing'reusearch
process. 8

~ (¢) Discuss in brief the factors to be considered

! while developing an effective Marketing

‘ Mix. 8

~ (d) What are the essential features of a good |
brand ? 8

- (¢) Write a note on personal selling. 8

- (f) What do you mean by a marketing plan ?

Describe the contents of a marketing plan.
3+5
(g) What are the steps in setting the price ofa

product ? 8

(k) Briefly describe the importance of marketing
communication. - 8
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(/) Whatare the strategies for customer retention
' in an organization 7 8

(/) 'Middleman are indispensable parasites in
Indian distribution system'-~ Discuss. 8

3. Answerany two ofthe following : 15 x 2

(¢) What is product planning and product
development ? Describe the process of new
product development. 6+9

(b) Explain with illustrations the 'Mark-up
Pricing' and 'Target Return Pricing' methods. 15

(¢) Whatis the meaning of Market Information ?
" Discuss the methods of collecting Market
Information. : 15

" (d) Distinguish between : 15
(i) Wholeselling and Retailing
(i7) Publicity and Propagonda

(iii) Advertisement and Sales Promotion.
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