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B.Com. (Part - III)
Term End Examination, 2016-17

MARKETING AREA
Group - B
Paper - |
Principles of Marketing
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Note : Answer all questions. All questions carry equal
marks.
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What do you understand by Marketing
Concept ? Explain the various concepts of
Marketing.
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Define Marketing Environment. Explain internal
and external environment.
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What do you understand by Consumer
Behaviour ? Explain its various principles.
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Explain the various bases of market segmentation
and its importance.
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Define Packaging. What are the objectives and
functions of packaging ? Give characteristics of
good package.
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What is Pricing policy ? Explain the objects and
types of Pricing policy.

THTS / Unit-1V

4. ''drh IR IUEE T SUHHI F HE Th
IFEEE hel 1 fag= wifs

“Wholesaler is an unnecessary chain between the
producer and consumer.” Discuss.
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Describe the ‘order processing’.
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What is Personal Selling ? Discuss in brief the
technique of personal selling.
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“Successful salesmen are born, not made.”
Examine critically.
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