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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

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

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

e  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

FEIaheda T9 (T 1 )

Multiple Choice Questions (1 mark each)
fHrterad § @ fargl aa I941 & 3 FT 1x10=10
Answer any ten of the following questions :

1. AR, eftfasm @, Aheier frafeifad g st awgsti o 3gretr 2 ¢
(®) ifdE
(@) fafsse
(M) gl
(|)  ffies
Furniture, T.V. sets, Refrigerators are the examples of the following type
of goods :
(a)  Shopping
(b)  Speciality
(c) Convenience
(d)  Industrial
2. AT YR 3H AU o IcqTel o IT=aiid 34 @ :
(%)  SUAH
(@) sienfie
() fafme
(&)  gfoen
Office equipment falls under this category of products :
(a) Consumer
(b)  Industrial
(c) Speciality
(d) Convenience
3. Tfaflaa # @ =g a1 61 Fhis o forw Ses @ e
(%) <Thel U
(@) T 1 feea
() &m
(=)  Sad
Out of the following, this will be suitable for packaging oil :
(a) Wooden Box
(b)  Cardboard box

(c) Sack
(d) Bottle
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fopell 3carg & Sfie o RfTwh ol # oigd 3tfesk o aga e H Hifd
e Sl 8

(%) WG FeH Tt qed Hifd

(@) TSR e areft e Hife

(M) Far STgE Yo Hifd

(")  M-ufreaufars gea Hifd

The policy of charging very high price in the initial stages of the life of a
product is called

(a)  Skimming-the-Cream Price Policy

(b)  Penetrating Price Policy

(c) Follow-the-Leader Price Policy

(d)  Non-competitive Price Policy

frfafaa o & a8 w Hifa fakor w1 e 787 2
() fafenfoa oot w feifa @ @ s amm s
(@) ufqeagt 1 AT ST

(M) IS uTE A AT "

(7) 9R T Tl 9T WA A1 SeEl

This one of the following is not an objective of pricing :

(a)  To achieve target rate of return on invested capital
(b)  To face competition

(¢)  To reduce the cost of raising capital

(d) To maintain or improve share of the market

I8 T faund Peat fasha ufasem 8 fed 7es us & ®a & A st
JAITIHATST T T TR AU GG Thd 8
(%) EHETH GHM

(@) faurfa wer
(1) g wRr
(|F) A WR

It is a large scale retail establishment where customers can buy almost
all their requirements under one roof :

(a)  Multiple shop

(b)  Departmental store
(c) Convenience store
(d)  General store



7.  3HH 9 d1 shal fshdl o IgI ST & M T fashdr shal & J&1

(%) faurfa wer
(@) <A =R

(1) Sk g FIE™
(F) ER AW

In this neither the buyer visits the seller’s place nor the seller visits the
buyer’s place :

(a)  Departmental store

(b)  General store

(c) Mail order business

(d)  Super market

8.  Tauom fasor & wey #, Tada &1 31
(%) Towdd il Tod A & Ug W UG
(@) < W 9T 3G hl g@d H gig
() S AW ATl IAATE <l TUrET § FER
(") FruTfad UTgehi ol whis avq Giied gq INa S i Tfshan

In the context of Marketing Mix, promotion means

(a)  Promoting a salesman to the post of Sales Manager

(b)  Increasing the number of products to be sold

(c) Improving the quality of the products to be sold

(d)  The process of persuading prospective customers to buy a product

9. g fasha & qotenl 4 O U TET B

(F) e

(@) °F § T 1 foa
() A afeenfiar

(=) fosmm

It is not one of the sales techniques :
(a)  Exhibition

(b)  Distribution of the free samples
(c) Prize contest

(d)  Advertising
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frefefga 4 9 ST R T8 2 2

(%) fammam MR y=R w & 2
(@) famma sk safema fasha o & 2
() ke fasea TR fash e (SeaaAieM) yaiEeT= §

) Tosra Jada (Ted YHINE) % 31=dia fasmod IntHe 8

Which of the following statements is correct ?
(a)  Advertising and Publicity are the same

o

(b)  Advertising and Personal selling are the same
(c) Personal selling and Salesmanship are synonymous
(d)  Advertising is included under Sales Promotion

AT <kl AT | kT 3T fhIT ST Hehdl & U UG fohaT ST TehdT 2

(%) 3cug

(@) @&

(M) 3w gH

(7) 39§ § His T

These can be produced in anticipation of demand and can be stored :
(a)  Products
(b)  Services
(c) Both of the above
(d)  None of the above

FUgH N ISE _ WRHH AR |

(%) T

(@) e Hifgn

() dfecTh

(") TS

Facebook and You Tube are the names of platforms.

(a) Railway

(b)  Social Media
(c) Public

(d)  Political



AT &Y 3T U9 (T 2 37h)
) ) Very Short Answer Questions (2 marks each)
fArforfiaa 7 @ fabgl aier 3941 @& 3% 9w - 2x5=10
Answer any five of the following questions :
13. HeRt AN A1 ATeh AT o sl 3L o foheal al gl Sl FAT3T |
Give any two points of difference between Retailers and Wholesalers.
14. fafsre 3cug TR a1 ST LR § AR T T |

Distinguish between Speciality Stores and General Stores.

15. ST gRI A 491 8T 8 ?
What is Mail Order Business ?
16. Ha13Tl & faque § I a1l forgl @ IHE3T sl 9qTsy |
State any two problems faced in marketing of services.
17. $CTIC HThIaT § 19 I THAA 8 ?
What do you mean by Internet Marketing ?
18. HHMER-UHT gRI fa=iTae & I g oy TuEsy |

Explain any two advantages of Newspaper Advertising.

19. T 37 fashal o g af 0T THEAST |

Explain any two qualities of a good salesman.
Y I I (T 3 3°h)
Short Answer Questions (3 marks each)
[afriaa 4 @ fagl aier 39791 3 3 i 3x5=15
Answer any five of the following questions :

20. 37l 3IcuTe AT Bid B 2 fopeal M Yokl o 3N=Nfiieh IcqTel o 3280 ST |

What are industrial products ? Give examples of any three types of
industrial products.

21, ‘IEGRA o AHHW (F-eT) H 3 FT TUHAA & ? Th 31T S A0 hl Hig
IR foRyaTd Sy |

What do you understand by ‘Branding’ ? Give any four characteristics of a
good brand name.

22. Towm ¥ yea fuitw & 78w =l a9y |
Explain the importance of pricing in marketing.

23.  ATUHAH ATH HAM &l Hod HURUT 1 THAT g3 a1 AT AT | T 2

Profit maximisation should not be the sole objective of pricing. Why ?
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24, Tospar (Afem) wsfid o Bt 2 34Tk 07 9 3TE0T SATST |
What are vending machines ? Give their merits and demerits.

25. cclifaH fasiTa % @19 9 g9 §dTsu |
State the advantages and drawbacks of Television Advertising.

26. YA HISAT qAT HOTS AT HfgA & off= = T HIT |
Distinguish between Social Media and Paper Based Media.

Qs g
SECTION B

Hrteriad d & faregl aier 71 & Ja% 19T

Answer any five of the following questions :

27.  3cUTG Sfie Tk <hl STTURN hl HHHATST, |
Explain the concept of Product Life Cycle.

28. Wou fgiwr i forelt s wgfa it ==t ShifSw | 3Tk A 9 g1 A1 ARy |
Discuss any one method of Pricing. State its advantages and
disadvantages.

29. T IUUIRAI I7UTE o foTC forawur o ATeawi 1 AT hid THIA A9 fohd BRI T
fo=am =it 2
What factors would you consider while selecting the channels of
distribution for a consumer product ?

30. MY FTH™ H HEATAT hl {HehT 1 TIeTur HIRTT | F1 3T FTH L fea
ST =Tfe 2
Examine the role of middlemen in modern business. Should these be
eliminated ?

31. HId U0 991 g ? &Y § Heh T I THART |
What is Promotion Mix ? Explain its components in brief.

32. ARhIa fosha o fafie =won &1 9ol il |
Describe the various steps in Personal Selling.

33. I T I HEE™ H TEH HT YA B W@ 7, 1 QA HTSAT T8 AGGTR
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B Thal g | 39 A o THH 7g T HifeA % ATl I FdTs |

“If you are trying to promote your business, social media can be a huge
help.” Give the advantages of social media to support this statement.

5x5=25
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