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Please check whether you have got the right question paper.

1. All questions are compulsory.
2. Figures to the right indicates full marks.

Answer any two of the following. (Out of three) 20
Discuss the various salient features of marketing.

Enumerate the different challenges in modern marketing scenario.

What is the importance of marketing in the 21% century?

Answer any two of the following. (Out of three) 20
Discuss the significance of market segmentation.

Explain in detail the consumer behavior of Indian Middle Class.

What are the factors influencing consumer behavior?

Answer any two of the following. (Out of three) 20
Describe the factors contributing to the growth of rural markets in India.
What is green marketing? Discuss the importance of green marketing.

Discuss the various problems of service marketing?

Answer any two of the following. (Out of three) 20
Explain in detail significance of Marketing Information System.

Write a note on external marketing environmental factors.

Discuss the definition and features of marketing research process.

Define the terms 10
Concept of selling

Buying motives

Internet marketing

Relationship concept of Marketing

Service marketing

State whether following statements are True or False 05
Rural demand largely depends on performance of Agriculture sector in

India.

Customers usually buy the products with similar buying motives.

Marketing is applicable to profitable as well as non-profitable

organizations.

Green marketing helps in reducing pollution.

Secondary is the data which is readily available.
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Fill in the blanks. 05
IS a basis of demographic segmentation.
(Income, Hobby, Lifesyle)
gives a distinctive and separate identity of the product.
(Logo, Brand, Slogan)
Consumers buy same product with buying motives.
(Similar, identical, different)
means the process of subdividing the market into smaller
groups.
(Market Research, Market Sefmatch, Market Strategy)
____datais the first hand information collected by the researcher.
(Primary, Secondary, both the data)
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8. Td g AfaT 3.
WTCATeTUshT HIVTCITE! S 3L &, (< TehT) R0
TrehfdTreAT ferferer qe SfRTeier ==t .
R 8, AT ITARTA HIh T Hee i 3TTR?
WTCATeUhT HIVTeITE! S I &, (< Uehh) R0
EISIERISEICIR S REEIRRIS
WA Wi TTeehi= s queiiciler FHsTe BT,
TEeh - THTIId HTUTR ¥Ieeh ShIVTd SATed?

GTcATeTieh! SIvTCITal & AL 2T, (i Uehh) R0
AT I TTHIOT SITSIAT ITRMT3T ST QUMY STl fo=mrd &4,
I HTeh{TT VOIS sh1a? Teteat faqur wexa ==,

TS HTeh [ TTAT T farel GHEIaE I=il hE=?

WA TeTehT ShIOTCITET S IO &M, (i o)
HTh TS Wit FUTTeiT=! foreqd Hewel SHsTT &A1,
aTer fou gaferufia geehiat s 2 fofer.

73T qieTee . %0
forshreft dehedan

e TS T

3T AT

HTeht Tl ATAE e HehedT

T femur

TS Wiefter e g fohar 21acy ol
TTHTOT AT FRe e WRATA ot ST HHTIE ST 3.

TTeeh ATHTIC: THTE TS SeITTEE ScdTe- T T,

THT SHTHTEUATIIT SATIOT AT-ATHIAR HEAHT AT AT 3T,

T HTeh T TNl <hHi 0T Hed shid.

HTEATH BT ST JUTTY 318 ST Fasdul 3Ucisd T,
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NIETIC NI PRER IS CRC IS I I
(379, Fe, Samsie)

ScuTeTe e faf3re o1for At 3w 2.
(A, STe, TANTT)
PIEED T ILIMEE T ScdTeT T .
(AR, dardd. fare)

TS TN FTSTRUST IUTIMTSI ShuaTsi TfshaT.
(Feraom, Gismier, SR farvmieston)
(merfres, T, 1)
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