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1. (A) …éïõ …½ýÛÛÍÛ¶ÛÛ× “ÛéªÛ ©ÛÁõàïéõ, ¾ÛÛïëõÝ¤ø•Û¶Ûà ˜Û˜ÛÛÙ ïõÁõÛé. 6 

  Discuss Marketing, as a Field of Study.  

      …¬ÛÈÛÛ/OR 

  ¾ÛÛïëõ¤ø …¶Ûé ¾ÛÛïëõÝ¤ø•Û¶Ûà ÈýÛÛ”ýÛÛ ÍÛ¾Û›ÛÈÛà, ¾ÛÛïëõÝ¤ø•Û¶Ûà ÜÈÛÜÈÛµÛ ÜÈÛ½ÛÛÈÛ¶ÛÛ…Ûé ˜Û˜ÛÛë.  

  (”ýÛÛÅÛÛé ˜Û˜ÛÛë.) 

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

Marketing. 

 

 (B) “–ÛÁõ ÈÛ¸ÛÁõÛÉÛà ¸ÛéþùÛÉÛÛé¶Ûà ”ÛÁõàþùà ïõÁõ©Ûà ÈÛ”Û©Ûé, •ÛóÛÐüïõÛé¶Ûé ïéõ¤øÅÛÛïõ ÍÛÛ¾ÛÛœ÷ïõ ¸ÛÜÁõ¼ÛÇÛé …ÍÛÁõ ïõÁéõ 
™öé.” ˜Û˜ÛÛÙ ïõÁõÛé. 4 

  “While purchasing household consumer products, the consumers get affected by 

some social factors.” Discuss.  

…¬ÛÈÛÛ/OR 

  –ÛÁõ ÈÛ¸ÛÁõÛÉÛà ¸ÛéþùÛÉÛÛé¶Ûà ”ÛÁõàþùà ïõÁõ©Ûà ÈÛ”Û©Ûé •ÛóÛÐüïõÛé¶Ûé ©Ûé…Ûé¶Ûà ”ÛÁõàþùà ¸ÛóÜ’õýÛÛ¾ÛÛ× …ÍÛÁõ ïõÁõ©ÛÛ×, 
ÈýÛÜî©Û•Û©Û ¸ÛÜÁõ¼ÛÇÛé¶Ûà ˜Û˜ÛÛÙ ïõÁõÛé. 

   Discuss the personal factors affecting the consumers in their process of purchasing 

household products. 

 

 (C) ¼Û›ÛÁõ ÜÈÛ½ÛÛ•ÛàïõÁõ¨Û¶ÛÛé ”ýÛÛÅÛ …¶Ûé ©Ûé¶Ûä× ¸ÛóÈÛ©ÛÙ¾ÛÛ¶Û - ¾ÛÛïëõÝ¤ø•Û ›÷•Û©Û¾ÛÛ× ¾ÛÐü«ÈÛ (¤æ×øïõ¾ÛÛ×) 
ÍÛ¾Û›ÛÈÛÛé.  4 

  Explain in brief the meaning and importance of Market Segmentation, in the 

modern Marketing World.  

      …¬ÛÈÛÛ/OR 

  •ÛóÛÐüïõ ÈÛ©ÛÙ̈ Ûæïõ¶Ûé …ÍÛÁõ ïõÁõ©ÛÛ ¾Û¶ÛÛéÈÛíéßÛÛÜ¶Ûïõ ¸ÛÜÁõ¼ÛÇÛé (Psychological Factors) ˜Û˜ÛÛë. 

  Discuss the Psychological factors affecting consumer behaviour.  
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2. (A) ¸ÛéþùÛÉÛ¶ÛÛé …¬ÛÙ …¶Ûé ©Ûé¶Ûà ¾ÛÛïëõÝ¤ø•Û ÅÛÛ“ÛÜ¨Ûïõ©ÛÛ…Ûé ˜Û˜ÛÛë. 6 
  Discuss the meaning & the Marketing characteristics of a product.  

     …¬ÛÈÛÛ/OR 

  ¸ÛéþùÛÉÛ œ÷ÈÛ¶Û ˜Û’õ¶ÛÛé ”ýÛÛÅÛ ÍÛ¾Û›ÛÈÛà, ©Ûé¶ÛÛ ©Û¼Û‘õÛ…Ûé ˜Û˜ÛÛë. 
  Explain the meaning of product Life Cycle and discuss its stages. 

 

 (B) ¸ÛéþùÛÉÛ Í¬ÛÛ¶Û Ü¶ÛµÛÛÙÁõ¨Û¶ÛÛé …¬ÛÙ …¶Ûé ¾ÛÐü«ÈÛ (¤æ×øïõ¾ÛÛ×) ÍÛ¾Û›ÛÈÛà ©Ûé¶Ûà ÈýÛæÐüÁõ˜Û¶ÛÛ ˜Û˜ÛÛë. 4 
  Discuss in brief the meaning and importance of product positioning and discuss its 

strategies.  

…¬ÛÈÛÛ/OR 

  ¶ÛÈÛà ¸ÛéþùÛÉÛ¶Ûé ÍÛºõÇ©ÛÛ-¸ÛæÈÛÙïõ ¼Û›ÛÁõ¾ÛÛ× ¾ÛäïõÈÛÛ ïõˆ ¼Ûé …ÛÈÛÉýÛïõ©ÛÛ…Ûé¶Ûä× ¸ÛÛÅÛ¶Û ïõÁõÈÛä× ›÷ÄõÁõà ™öé ? 

  Which are the two prerequisites necessary to be fulfilled for successfully placing a 

new product in the market ? 

 

 (C) Ýïõ¾Û©Û …×•Ûé¶Ûà ÈýÛæÐüÁõ˜Û¶ÛÛ¶Ûà ˜Û˜ÛÛÙ ïõÁõÛé. 4 
  Discuss the Strategy relating to the price.  

     …¬ÛÈÛÛ/OR 

  ÜÈÛÜÈÛµÛ ¸ÛóïõÛÁõ¶Ûà Ýïõ¾Û©Û ¶ÛàÜ©Û…Ûé ˜Û˜ÛÛë. 
  Discuss the various price related policies. 

  

3. (A) ÜÈÛÜÈÛµÛ ¾ÛÛïëõÝ¤ø•Û ˜Ûé¶ÛÅÛÛé (¸ÛóïõÛÁõÛé) ¶Ûà ÜÈÛÍ©Ûè©Û ˜Û˜ÛÛÙ ïõÁõÛé. 6 
  Discuss the various types of Marketing channels.  

     …¬ÛÈÛÛ/OR 

  …Ü½ÛÈÛèÜ±ù Ü¾ÛËÛ¶ÛÛé …¬ÛÙ …¶Ûé ¾ÛÐü«ÈÛ ÍÛ¾Û›ÛÈÛÛé. 
  Explain the meaning and importance of promotion mix. 

 

 (B) “˜Ûé¶ÛÅÛ ÍÛ½ýÛÛé ÍÛÛ¬Ûé ïõÛ¾Û•ÛàÁõà ¼Û›ÛÈÛÈÛÛ¾ÛÛ×, ˜Ûé¶ÛÅÛ ÍÛ×¼Û×µÛÛé ”Ûæ¼Û ¾ÛÐü«ÈÛ¸Ûæ̈ ÛÙ ¼Û¶Ûà •ÛýÛÛ ™öé.” ˜Û˜ÛÛÙ 
ïõÁõÛé.   4 

  “The channel relations have become very important in Managing work with 

channel members.” Discuss. 

     …¬ÛÈÛÛ/OR 

  ™æö¤øïõ ©Ûé¾Û›÷ ›÷¬¬ÛÛ¼Û×µÛ ÈÛé̃ ÛÛ¨Û¶ÛÛé ”ýÛÛÅÛ Í¸ÛÌ¤ø ïõÁõÛé. 
  Explain the meaning of Retail & Wholesale selling. 

 

 (C) …Ü½ÛÈÛèÜ±ù ÈýÛæÐüÁõ˜Û¶ÛÛ¶Ûà Äõ¸ÛÁéõ”ÛÛ ˜Û˜ÛÛë. 4 
  Discuss the outline of promotion strategy.  

    …¬ÛÈÛÛ/OR 

  …Ü½ÛÈÛèÜ±ù¶ÛÛ –Û¤øïõÛé ˜Û˜ÛÛë. 
  Discuss the components of promotion. 
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4. (A) ¶ÛÛêµÛ ÅÛ”ÛÛé : ÜÈÛßÛÛ¸Û¶Û …×•Ûé¶Ûà ¡ä×ö¼ÛéÉÛ (Advt. Campaign) 6 

  Write a note on Advertising Campaign.  

     …¬ÛÈÛÛ/OR 

  ÜÈÛßÛÛ¸Û¶Û ¼Û›÷é¤ø …¶Ûé ©Ûé¶Ûà ¸Û±ùÜ©Û…Ûé ˜Û˜ÛÛë. 

  Discuss advertising budget & its methods. 

 

 (B) ÈÛé̃ ÛÛ¨Ûïõ©ÛÛÙ¶Ûà ½ÛÁõ©Ûà ïéõ ¸ÛÍÛ×þù•Ûà ïõÁõ©Ûà ÈÛ”Û©Ûé ÈÛé̃ ÛÛ¨Û-ÍÛ×̃ ÛÛÅÛ¶Û¶Ûé ïõýÛÛ-ïõýÛÛ ¸Û¦øïõÛÁõÛé¶ÛÛé ÍÛÛ¾Û¶ÛÛé 
ïõÁõÈÛÛé ¸Û¦éø ™öé ? 4 

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

Sales Manager ?  

…¬ÛÈÛÛ/OR 

  “ÈÛé̃ ÛÛ¨Û ïõ©ÛÛÙ¶Ûà ½ÛÁõ©Ûà ïõÁõÈÛÛ ¾ÛÛ¤éø …Û×©ÛÜÁõïõ ¸ÛóÛÜ¸©ÛÍ¬ÛÛ¶ÛÛé ©Ûé¾Û›÷ ¼ÛÛÔ ¸ÛóÛÜ¸©ÛÍ¬ÛÛ¶ÛÛé¾ÛÛ×¬Ûà 
Š¾ÛéþùÈÛÛÁõÛé ¸ÛóÛ¸©Û ïõÁõÈÛÛ ïéõ ÉÛÛéµÛ”ÛÛéÇ ïõÁõÈÛà ¸Û¦éø ™öé.” ˜Û˜ÛÛÙ ïõÁõÛé. 

  “To recruit a Sales Person, Internal as well as External sources of Recruitment need 

to be searched in Looking out for the candidate.” Discuss. 

 

 (C) ¶ÛÛêµÛ ÅÛ”ÛÛé : ÈÛé̃ ÛÛ¨Ûïõ©ÛÛÙ…Ûé¶Ûà ©ÛÛÅÛà¾Û 4 

  Write a note on Salesman’s Training.  

     …¬ÛÈÛÛ/OR 

  ÈÛé̃ ÛÛ¨Ûïõ©ÛÛÙ¶Ûé ÈÛÇ©ÛÁõ …Û¸ÛÈÛÛ¶Ûà ›ä÷þùà ›ä÷þùà ¸Û±ùÜ©Û…Ûé ˜Û˜ÛÛë. 

  Discuss the various methods of providing compensation to the Salesman. 

  

5. ÜÈÛµÛÛ¶ÛÛé ÍÛÛ˜ÛÛ ™öé ïéõ ”ÛÛé¤øÛ ©Ûé ›÷¨ÛÛÈÛÛé. (True or False)  14 
 (1) ¾ÛÛïëõÝ¤ø•Û …é Š©¸ÛÛþù¶Û ïõÁõ©ÛÛ …¶Ûé ÈÛ¸ÛÁõÛÉÛ ïõÁõ©ÛÛ¶Ûä× ›Ûé¦øÛ¨Û ïõÁõ©Ûà ¶Û¬Ûà. 
  Marketing does not connect the manufacturer and the consumer. 

 (2) •ÛóÛÐüïõ ÈÛ©ÛÙ̈ Ûæïõ ¸ÛÁõ ©Ûé¶Ûà ÍÈÛ¸ÛóÜ©Û½ÛÛ¶ÛÛé ¸Ûó½ÛÛÈÛ ›ÛéÈÛÛ ¾ÛÇ©ÛÛé ¶Û¬Ûà. 
  The consumer behaviour does not get affected by his self image. 

 (3) ¼Û›ÛÁõ …é ÈÛÛÍ©ÛÜÈÛïõ ©Ûé¾Û›÷ ÍÛ×½ÛÜÈÛ©Û •ÛóÛÐüïõÛé¶ÛÛé ÍÛ¾ÛæÐü ™öé. 
  Market is a group/Bundle of Actual & Potential Buyers. 

 (4) ¾ÛÛïëõÝ¤ø•Û …×•Ûé¶ÛÛé Š©¸ÛÛþù¶Û ”ýÛÛÅÛ, ¾ÛÛÅÛ¶ÛÛ ÈÛé˜ÛÛ¨Û Š¸ÛÁõ ½ÛÛÁõ ¾Ûæïéõ ™öé.  
  The production concept of Marketing, emphasizes upon the sale of goods. 

 (5)  ̧ÛéþùÛÉÛ¶ÛÛ× ¾ÛÛµýÛ¾Û¬Ûà •ÛóÛÐüïõÛé ¸ÛÛé©ÛÛ¶Ûà ›÷ÄõÁõàýÛÛ©ÛÛé ÍÛ×©ÛÛéÌÛé ™öé. 
  The consumers satisfy their needs through the medium of products. 
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 (6) •ÛóÛÐüïõ ÈÛ©ÛÙ̈ Ûæïõ¶Ûé …ÍÛÁõ ïõÁõ©ÛÛ ÈÛíéýÛÜî©Ûïõ ¸ÛÜÁõ¼ÛÇÛé¾ÛÛ× ‹¾ÛÁõ, ›ÛÜ©Û, ÈýÛÈÛÍÛÛýÛ, œ÷ÈÛ¶ÛÉÛíéÅÛà, 
ÈýÛÜî©Û©ÈÛ ›÷éÈÛÛ ¸ÛÜÁõ¼ÛÇÛé¶ÛÛé ÍÛ¾ÛÛÈÛéÉÛ ¬ÛÛýÛ ™öé. 

  The personal factors affecting consumer behaviour includes Age, Sex, profession, 

Life style, personality etc. 

 (7) ¶ÛÈÛà ¸ÛéþùÛÉÛ ÜÈÛïõÛÍÛ ¸ÛóÜ’õýÛÛ ”Û˜ÛÛÙÇ ¸ÛóÜ’õýÛÛ ™öé. 
  The process of New product development is expensive. 

 (8) –ÛÁõÈÛ¸ÛÁõÛÉÛà ¸ÛéþùÛÉÛÛé¶Ûà ”ÛÁõàþùà, …Û”ÛÁõ¶ÛÛ ÈÛ¸ÛÁõÛÉÛ ¾ÛÛ¤éø ÈÛȩ́ ÛÛÁõà ³ùÛÁõÛ ¬ÛÛýÛ ™öé. 
  The purchase of household consumer products are done by the trader, for its end 

use. 

 (9) ½ÛÛíé•ÛÛéÜÅÛïõ ¼Û›ÛÁõ ÜÈÛ½ÛÛ›÷¶Û ¸Ûó¾ÛÛ¨Ûé, ¼Û›ÛÁõ¶Ûé Í¬ÛÛÜ¶Ûïõ ¼Û›ÛÁõ-¸ÛóÛþéùÜÉÛïõ ©Ûé¾Û›÷ ÁõÛÌ¤ÖøàýÛ ¼Û›ÛÁõ¾ÛÛ× 
ÜÈÛ½ÛÛœ÷©Û ïõÁõÈÛÛ¾ÛÛ× …ÛÈÛé ™öé. 

  As per geographical market segmentation, the market is divided on the basis of 

Local Market, Regional Market & the National Market.  

 (10) ¾Û¶ÛÛéÈÛíéßÛÛÜ¶Ûïõ ¼Û›ÛÁõ ÜÈÛ½ÛÛ›÷¶Û¶ÛÛ …ÛµÛÛÁõ ©ÛÁõàïéõ, ”ÛÁõàþùà¶ÛÛ ¸ÛóÍÛ×•ÛÛé¶Ûé ÍÛ¾ÛÛÈÛÈÛÛ¾ÛÛ× …ÛÈýÛÛ ™öé.  
  The purchasing occasions are included in the psychological base of Market 

Segmentation. 

 (11) ÈÛÍ©Ûà ÜÈÛÌÛýÛïõ ¼Û›ÛÁõ ÜÈÛ½ÛÛ›÷¶Û¶ÛÛ …ÛµÛÛÁõ ©ÛÁõàïéõ, ÈýÛÜî©Û©ÈÛ¶ÛÛé ÍÛ¾ÛÛÈÛéÉÛ ïõÁõÈÛÛ¾ÛÛ× …ÛÈÛé ™öé. 
  Personality forms the demographic market segmentation. 

 (12) ™æö¤øïõ ÈÛé̃ ÛÛ¨Û¶ÛÛ ¸ÛóïõÛÁõÛé¾ÛÛ× ÍÛÛ¾ÛÛ¶ýÛ þäùïõÛ¶ÛÛé, ÜÈÛÜÉÛÌ¤ø þäùïõÛ¶ÛÛé …¶Ûé ÍÛÁõïõÛÁõà þäùïõÛ¶ÛÛé¶ÛÛé ÍÛ¾ÛÛÈÛéÉÛ 
¬ÛÛýÛ ™öé. 

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

government shops. 

 (13) þäùïõÛ¶Û ÜÍÛÈÛÛýÛ ™æö¤øïõ ÈÛé̃ ÛÛ¨Û ïõÁõÈÛÛ ¾ÛÛ¤éø¶Ûà Áõà©Û¾ÛÛ×, ¸Ûó©ýÛ“Û ÈÛé̃ ÛÛ¨Û-Š©¸ÛÛþùïõ ³ùÛÁõÛ ÈÛé̃ ÛÛ¨Û, ÍÛéÈÛÛ 
…Û¸Û©Ûà ÍÛ×Í¬ÛÛ ³ùÛÁõÛ ÈÛé̃ ÛÛ¨Û¶ÛÛé ÍÛ¾ÛÛÈÛéÉÛ ¬ÛÛýÛ ™öé. 

  Apart from shop types, Retail selling method includes direct selling, sale by a 

manufacturer and sale through a service giving trust. 

 (14) ÜÈÛßÛÛ¸Û¶Û¶Ûé ©Ûé¶Ûà …ÍÛÁõïõÛÁõïõ©ÛÛ ÍÛÛ¬Ûé Ü¶ÛÍ¼Û©Û ™öé.  
  The Advertising is concerned with its effectiveness. 

 

___________ 


