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Instruction to Candidates:

1) Section - A isCompulsory. (2 marks)
2) Attempt any Nine questions from Section - B. (5 marks)

Section - A

Ql}

a)Examine the applicability of marketing concepttte Indian Economy
b)What is the difference between strategic planaing functional planning?
c) What are the essentials of a typical marketiagp

d)'How do you design a ground structure of markptirganization?

e) Describe the role of consumer in marketing.

f) Is there any difference between market segmedtarget market.

g) What are the major challenges during the intctahy stage of PLC?

h) What should marketers know about package lagp2lin

i) What is the role of administered prices in Irtlia

j) Differentiate between variable price policy amzh-variable price policy.
k) What are the important functions of a retailer?

1) Suggest various alternative channels of distiginufor a small fin! that has developed a radicakkw
harvesting machine.

m) What promotional strategy should be used by eterk of 'bathroom fittings' .
n) Why is advertising considered as sheer wastage?

0) What are the qualities of successful salesmen.

Section - B



Q2) How has the changing role of women affectedtiagketers of foodstuffs in India? Explain with
examples. |

Q3) . "Marketing information has become a critielment in effective marketing" Discuss.

Q4)Discuss the relevance of psychological deternigyaf consumer behavior in marketing decision
making.

Q5) "Planning and control are the 'Siamese twihsiarketing management. Do you agree? Elaborate.

Q6)Why is product differentiation necessary? Howritaneet the requirements of different target
markets?

Q7) "The advantages of using a-family brand cleadgweigh those of individual brands on different
products”. Elucidate.

Q8)Do you agree with the statement that consuradogtion to particular product is a complex process
Elaborate.

Q9) Describe the cost-based method of price detation and outline its strengths and limitations.
Q10) What is meant by channel conflict? Why do cleheonflicts take place in organisations?

Q11) "Managing physical distribution involves batamg distribution costs against acceptable level of
consumer services and satisfaction". Explain.

Q12)What is sales promotion?How sales promotionusaa to be useful supportive promotion
method?Discuss

Q13)Explain the importance of salesmen traininth&ofirm and customers.



