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This question paper contains 33 questions out of which the candidate
needs to attempt only 25 questions.

Question paper is divided into two sections.

SECTION A

Multiple choice questions / Fill in the blanks/Direct questions :
contains total 12 questions of 1 mark each. Answer any 10 questions.

Very short answer type questions : contains total 7 questions of
2 marks each. Answer any 5 questions.

Short answer type questions : contains total 7 questions of 3 marks
each. Answer any 5 questions.

SECTION B

Long answer | Essay type questions : contains total 7 questions of
5 marks each. Answer any 5 questions.
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SECTION A

TEIThed T T¥ (T 1 )

Multiple Choice Questions (1 mark each)
e 4 & fabegl ga o7 & I 19T - 1x10=10

Answer any ten of the following questions :

1. fefafgada s os ooy aa g 2

() fom (@) &y

(M) e (|) TR
Which one of the following is an element of marketing mix ?
(a)  Finance (b) Management
(c) Product (d) Accounting

2. frfafea & @ 991 w fefies 3cae w1 Iegw 777 2 2
(%) wH (@) =l
(m = (|F) HEET 3T

Which one of the following is not an example of industrial product ?
(a)  Shirt (b) Leather
(c) Cotton (d) Office Equipment

3.  3Ic91e Sfied hl 3@ 3raee & wre foghl i o) 2

(%) wEgfd (@) s

(1) S (=) o
Sales tend to decline after this stage in the life of a product :
(a)  Introduction (b) Growth

(c) Saturation (d) Maturity
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fafafea & & for qea-fafor Hfifd & swwia 5o & @6 3a9 sharsti &l
YA T oq TTH H o5 A hAd qF hl Il & 2

(%) UfqEaeicHe
(@) favereas
(71) SR e aret

(") T E At

Under which of the following pricing policies, a very low price is set to
attract as many buyers as possible ?

(a)  Competitive

(b)  Discriminatory

(c) Penetrating

(d)  Follow the leader

Iz a8 foqom fifq & ek st axg &1 Fofar 38 o9 | vfdsy @mmar 2
e a7 u foeiferg & g for=iifore sl 3l 31 | Iuwiekiatl i si=t S |
() e srgeeer i

(@) gA: fosha qed Tgeew Hifd

(M) Rufqeaetcrs gea Hifd

(&) wEra @ qed i

It is that marketing policy under which the manufacturer of an article
places restriction on the price at which it shall be sold by one
intermediary to another intermediary and ultimately to the consumers.

(a)  Follow the Leader Policy

(b)  Resale Price Maintenance Policy

(c) Non-Competitive Price Policy

(d)  Marginal Cost Price Policy

Iz fmiareti @ 9l A1 § 9 H HI R 8 IR S "En H OEY
JYHIAISTT ! o=d & :

(%) B PER AR

(@) faunfr ¥R

() o

(") STE H | g T8l

They purchase goods in large quantities from the manufacturers and sell
them in small lots directly to the consumers :

(a) Small retailers

(b)  Departmental stores
(c) Wholesalers

(d) None of the above




7. I8 Tl 31 AU ) 3T 9 3Gk A0 H qT 3Th! SIRgH T AT o=dr 8 |

() HHITE ToiT
(@) femesat
(1) PRt IR
(=) famtar

He sells goods in the name of and on the risk of some other trader.
(a) Commission Agent

(b)  Auctioneer

(c) Retailer

(d)  Manufacturer

8. TrAfafed & @ +-a1 aRER-TH g fosia & IR § 9f ? 2
(%) 3! Sfad e B g |
(@) sHH Toer & Hifd gar g |
(71)  fd 9T oA s NG STUETRd FH B @ |
(a) Iiifeal |fed Gl TR % AR do 95 S FhT @ |
Which of the following is true with regard to Newspaper Advertising ?

(a) It has a longer life.

(b) It has limited coverage.

(c) The cost of advertisement per reader is relatively low.

(d)  All types of people including illiterates can be approached.

9. fwTa fosha aum AHER-A gRT fIsTo 39 o1 § T9H g |
(%) W TTEehl A ARETT qrueh foRam SITaT R |
(@) IeIT ATl UTEeh! I FHFIHT o IcUTET I ha H & 1T IRd w1 8aT 7 |
() U & qHT W HE AN I TSI YGH TRAT ST TehaT B |
(") 3curel ot femmn srean yefsia foman 1 wepar 2 |

Personal Selling and Newspaper Advertising are similar in this respect.

(a)  Prospective customers are personally contacted.

(b)  The purpose is to persuade the prospective customers to buy the
company’s products.

(c) Message can be conveyed to lots of people at a time.
(d)  The products may be displayed or demonstrated.
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10. T=fafRgd § 9 -8 = fozma meam ° a8 gt fowward 8 2
e TEeH, 3¢9 a4, e anrd, et qe Hifva
(%) GHER-GT

(@) ubrehrd
() efifesm
CIEER

Which one of the following advertising media has all these
characteristics ?

Wide circulation, Short life, Moderate cost, Limited to literates
(a) Newspapers

(b)  Magazines

0 TV

(d) Radio

11. FfaRea @ @ o8 dar A v fomwar 2
(%) ST GUT TohaT ST HehaT B |
(@) edTeT 3R UM T1y-|ny B 7 |
()  3HeR! P3N IR W1 S Fehell 7 |
()  SEhT AR fohaT ST Tehal B |

Out of the following, this is a characteristic of service :

(a) It can be stored.

(b)  There is simultaneous performance and consumption.
(c) It can be touched and viewed.

(d) It can be standardised.

12. 3eEe fauum & fofu 39 wise &1 ST 9g7 fomam S Hehan |
(%) A faue

(@) a9 fagom
(@M fefea foaom
(7) i faque

This term cannot be used for Internet marketing.
(a)  Online marketing

(b)  Web marketing

(c) Digital marketing

(d)  Traditional marketing
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) ' Very Short Answer Questions (2 marks each)
fHeieiiga & & faegl aier 5971 & IR 19T - 2x5=10
Answer any five of the following questions :

13. AT (SR) qAT FHIIHE T~ & 9 3= 15T |
Distinguish between Broker and Commission Agent.
14. 39 faauor greem &1 guiq AT I g98 BT 9 W 7 |
Describe that channel of distribution which is the shortest and simplest.
15. o foshareti gra fotarett o Jem 6 S arelt Tl @ Jash &1 3g@
hITTT. |
State any two services provided by wholesalers to manufacturers.
16. TaHA & fohgl a ewal ol fafaw |

Write any two objectives of Promotion.

17. < ¢ I a5 & @ a1y odisu |

State two advantages of direct mail advertising.
18. <& Hre i forsht SAfaetga i St @ o skt gR1 WA 1 YA foRd YRR

e TR ST EehdT B 2

How can payment for goods be received by the seller when the goods are
sold online ?

19. @ Hfgan fauum i g FETd SqRv |

State two limitations of Social Media Marketing.
Y I I (T 3 3°h)

) ‘ Short Answer Questions (3 marks each)
fetefaa 4 @ fagt aiar 3o71 & 37 o : 3x5=15

Answer any five of the following questions :

20. YRR I RT Bl g ? < TR hl ITHRRT JEgAT hl ITIH 3TN qohl
HHATSU |

What are consumer goods ? Explain three types of consumer goods giving
suitable examples.

21. HMHHIHIU H T T U & ? AR & hig 2l 9 Jdrsy |

What do you understand by standardisation ? State any two advantages
of standardisation.

22. YA fAufon i Ava s oty aEEmsT |
Explain the cost plus method of pricing.
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23. b gRI IIE™ o ¢ A9 9 Teh gl Farsy |

State two advantages and one disadvantage of Mail Order Business.
24, Tapa gada it fordl 9 qebiepl o1 H&g | o Fifs |

Describe briefly any three sales promotion techniques.
25. a3l o foquE § I HiSArsar ot 8 2 fopegi o sl TuEmsy |

What are the difficulties in the marketing of services ? Explain any three.

26. HHRE SN ITCl T SR Hgd arefl Jed il o sTe 3T qamsy |

Distinguish between Skimming the cream and Penetrating price policies.

Qs @
SECTION B
Y 3T U9 (TAH 5 37h)
Short Answer Questions (5 marks each)

feferiaga & @ faegl arer 3971 & I 1T - 5x5=25
Answer any five of the following questions :
27.  Uohfo &1 B ? YehTorT o AW FATST |

What is Packaging ? State the advantages of packaging.

28. Tod Tyl wi yuTfad s It foh=al 9ie Sehi Sl IHEST |
Explain any five factors affecting price determination.

29. dTel fasTod 1 B 2 35k oY q giiHAT g ?

What is outdoor advertising ? What are its advantages and
disadvantages ?

30. o= AreHl o =R Rt G foRd STdT W faRm s =nfEw 2

What factors should be considered while selecting advertising media ?

31. fosioH i we sl ufafafy o s fomivard gt 8 2

What are the characteristics of a good copy of advertisement ?

32. U fashashal § o1 Jrad 9 U1 B W1fEY ? &9 H §aTsy |
What qualifications and qualities should a salesman possess ? State in
brief.

33. See g fasha sharedi qon faskarsti & fow form TR H@r™e ® 2

How is selling through Internet helpful to buyers and sellers ?
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