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1. (A) s el &8s dls, usleaddl aal . 6
Discuss Marketing, as a Field of Study.
JYWOR
Hse A wisleordl cuval quandl, Hisleodl [alay [euadiil 22l
(vl A2AL.)

Explain the definition of Market & marketing. Discuss the various concepts of
Marketing.

B) “az auzlll veladl wRlEl sl auid, AlesiA Fedls AHIDS WR6L AU 532
9.7 2] 531, 4

“While purchasing household consumer products, the consumers get affected by
some social factors.” Discuss.

AYAW/OR

A\ N\

g2 quell detaidl WREL sl auid aesia didl WGl uBaML AR S,
[3dold Rl AUl sU.

Discuss the personal factors affecting the consumers in their process of purchasing
household products.

(C) oo [Adidlls2eldl vald A d uddHid - Hi5leol oMl Het (E53D)
yHendl. 4

Explain in brief the meaning and importance of Market Segmentation, in the
modern Marketing World.

22a/OR
ALLS Adrls AR sl HeldsRSs WRANL (Psychological Factors) 421l

Discuss the Psychological factors affecting consumer behaviour.
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2. (A) Uelarl 8 2 d-l WsEar aaldisdipil Al 6
Discuss the meaning & the Marketing characteristics of a product.
AYWOR
Uglol @At AsHl vad q1dl, d-l deissizil A3l
Explain the meaning of product Life Cycle and discuss its stages.

(B) uslal el [HalReidl 22 A Hed (254 ameadl d-ll geuq1 Al 4

Discuss in brief the meaning and importance of product positioning and discuss its
strategies.

AYAW/OR

Adl Uglad ASNAL-Yds AARML H5AL 59 6L 2ASsAl, WaH 529 %33 9 ?

Which are the two prerequisites necessary to be fulfilled for successfully placing a
new product in the market ?

(C) [BHd idil eqeu-1-l 2l 521 4
Discuss the Strategy relating to the price.
AYAWOR
[afag usidl Bua il 22l
Discuss the various price related policies.

3. (A [aly wslear Aqdl (usil) -l [ada 2l 5. 6
Discuss the various types of Marketing channels.
AYWOR

§[MHglg Bl 12 i et AHAdl.
Explain the meaning and importance of promotion mix.

(B) “Artd Aol Al s140F] elonaain, AAa doidl vior Herayel el a1l 9.7 2l
531, 4

“The channel relations have become very important in Managing work with
channel members.” Discuss.

A€YAU/OR
£925 A1 w6l dALRLHAL vaLd e S
Explain the meaning of Retail & Wholesale selling.

(C) Mylg yeA-ALl 3uvil AL 4
Discuss the outline of promotion strategy.
A1YA/OR

[Mglg -l uesl Al
Discuss the components of promotion.
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4. (A

(B)

©)

A4 quil @ [asiuq 2ol delal (Advt. Campaign) 6
Write a note on Advertising Campaign.

AYAWOR
[astiurt eige 2 d-l uglaz 2l

Discuss advertising budget & its methods.

duieLsdldl ¢dl ¥ uaeoll 5l auid dAlRl-AALAAA SAL-5AL UISIRIAL AL
59l U €9 ? 4

Which are the challenges that the Sales Management has to face while recruiting a
Sales Manager ?

AYAW/OR

“quiel sdldl eRdl sal Wi AidlRs wlldeudl duy cus willdu-iil
GHEARL U Sl 5 WAL 5l Ul 9. Al $3U.

“To recruit a Sales Person, Internal as well as External sources of Recruitment need
to be searched in Looking out for the candidate.” Discuss.

Al Quil : dsdliAl diedld 4
Write a note on Salesman’s Training.

AYWOR
deLsdld aod2 2ual-dl gl gel ugldil 22l

Discuss the various methods of providing compensation to the Salesman.

5. (sl @ €9 % vilel d wRudl. (True or False) 14

(1)

()

(3)

“4)

(5)
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L5020 2 Geuled Sl e AU Sl I8l $cll Al
Marketing does not connect the manufacturer and the consumer.

ALS dAdels U drdl uldeiidl Ui sl Hadl el
The consumer behaviour does not get affected by his self image.

o2Vl ARAAS dHY AM[Ad AL siHL AYe .
Market is a group/Bundle of Actual & Potential Buyers.

wis(eal oAl Beuled vald, HidHAL dARL GUR MIR 35 .
The production concept of Marketing, emphasizes upon the sale of goods.

Ueladl HiHl Atest vldi-dl 3 30ddl Addis 9.
The consumers satisfy their needs through the medium of products.
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(6)

(7)

(®)

)

(10)

(11)

(12)

(13)

(14)
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Ales ddgsd AR sl AUlBds uRewlMl GHR, oald, duld, addldl,
AU[5dcd gal WRAIAL AHLdL 21y 9.

The personal factors affecting consumer behaviour includes Age, Sex, profession,
Life style, personality etc.

Adl dela [asi ulsal vala ulsal .
The process of New product development is expensive.

gqu1l el WLEL, 2RAL QU M2 dUIRL glRL A 9.

The purchase of household consumer products are done by the trader, for its end
use.

clotfds oo (Aot wHel, ol eUASs o-wielils duy AU olARHI
[Qeuod sl 2ud 9.

As per geographical market segmentation, the market is divided on the basis of
Local Market, Regional Market & the National Market.

HeAlAsAs oo (Aol YUAR d3ls, WRLEAL UL AHIAALMHL il 9.

The purchasing occasions are included in the psychological base of Market
Segmentation.

Rl [Auas 622 (Al 2uR dily, Albdadl #Hida s2aHl 2ud o.
Personality forms the demographic market segmentation.

€925 AARLAL USIRIML AU g5, [l gsidl 2 ASI1F] g5idl-l AHIA
A4 9.

The retail selling type includes ordinary shops, special type of shops and the
government shops.

g5l [y g92s dael seal wiedl Fani, Ucda dauRl-Gaules gll dUlRl, Adl
UL 2L glRL dARLAL AL 1Y €.

Apart from shop types, Retail selling method includes direct selling, sale by a
manufacturer and sale through a service giving trust.

[agturd d-dl 2A5125d1L 118 [Heid ©.
The Advertising is concerned with its effectiveness.



