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Before answering the questi candidates should ensure that they have
been supplied the correct dvis-complete question paper. No complaint in
this regard, will be entertained after examination.
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Note : Attempt five questions in all, selecting one question -

from each Unit. Question No. 1 is compulsory. All
questions carry equal marks.
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1. Explain the following :
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(@) Two major differences between marketing and selling;
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Creation of utility concept in marketing.

Wﬁm&iﬁmaﬂmﬂﬁn’rﬂl

Homogenous characteristics  in
segmentation.

i P i wena Fdeerd
Tangible attributes of a product.
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Survival.
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Direct Distribution channel.
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Creation of demand.
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Two functions of personal selling.

aftd R & & Pl
UNIT -1

w0 - |

_ What is marketing ? Explain scope of marketing.
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market

ain the difference between old and new concept
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e 9. What is ‘Personal Selling' ? What are its merits and
wi — limitations.

4. What do you understand by market segmentation ? e Rl F 2 7 T6d A T € R
What is the basis or criteria for market segmentation ?
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5. Define product. Explain in detail the classification of

products.
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6. Explain the fact-og affecting pricing decisions.
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7. Explain the factor determining the choice of a suitable
channel of distribution.
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8. What are the objectives of promotion ? Explain the |
various methods of promotion. Sﬁ
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