
§·¤æ§ü / Unit-I

1. çßÂ‡æÙ çß¿æÚUÏæÚUæ âð ¥æÂ @Øæ â×ÛæÌð ãñ´U? çßÂ‡æÙ
·¤è çßçÖ‹Ù ¥ßÏæÚU‡ææ¥ô´ ·¤ô SÂcÅU ·¤èçÁ°Ð

What do you understand by Marketing
Concept ? Explain the various concepts of
Marketing.

¥Íßæ / OR
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ÙôÅU Ñ âÖè ÂýàÙæð´ ·ð¤ ©UîæÚU ÎèçÁ°Ð âÖè ÂýàÙæð´ ·ð¤ ¥¢·¤
â×æÙ ãñ´ UÐ

Note : Answer all questions. All questions carry equal
marks.
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çßÂ‡æÙ ÂØæüßÚU‡æ ·¤ô ÂçÚUÖæçáÌ ·¤èçÁ°Ð ¥æ¢ÌçÚU·¤
°ß¢ Õæsï ÂØæüßÚU‡æ ·¤è ÃØæBØæ ·¤èçÁ°Ð

Define Marketing Environment. Explain internal
and external environment.

§·¤æ§ü / Unit-II

2. ©UÂÖô@Ìæ ÃØßãUæÚU âð ¥æÂ @Øæ â×ÛæÌð ãñ´ U? §â·ð¤
çßçÖ‹Ù çâhæ‹Ìô´ ·¤æð â×Ûææ§°Ð

What do you understand by Consumer
Behaviour ? Explain its various principles.

¥Íßæ / OR

ÕæÁæÚU çßÖç@Ì·¤ÚU‡æ ·ð¤ çßçÖ‹Ù ¥æÏæÚUô´ °ß¢ ×ãUˆß
·¤ô â×Ûææ§°Ð

Explain the various bases of market segmentation
and its importance.

§·¤æ§ü / Unit-III

3. Âñ·ð¤çÁ¢» ·¤ô ÂçÚUÖæçáÌ ·¤èçÁ°Ð Âñ·ð¤çÁ¢» ·ð¤ ©UgðàØ
¥õÚU ·¤æØü @Øæ ãñ´U? ¥‘ÀðU Âñ·ð¤Á ·¤è çßàæðáÌæ°¡
ÕÌæ§°Ð

Define Packaging. What are the objectives and
functions of packaging ? Give characteristics of
good package.

¥Íßæ / OR
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×êËØ ÙèçÌ @Øæ ãñU? ×êËØ ÙèçÌ ·ð¤ ©UgðàØ °ß¢ Âý·¤æÚUô´
·¤ô â×Ûææ§°Ð

What is Pricing policy ? Explain the objects and
types of Pricing policy.

§·¤æ§ü / Unit-IV

4. ÒÒÍô·¤ ÃØæÂæÚUè ©UˆÂæÎ·¤ °ß¢ ©UÂÖô@Ìæ ·ð¤ ×ŠØ °·¤
¥ÙæßàØ·¤ ·¤Ç¸Uè ãñUÐÓÓ çßßð¿Ùæ ·¤èçÁ°Ð

“Wholesaler is an unnecessary chain between the
producer and consumer.” Discuss.

¥Íßæ / OR

Ò¥æÎðàæ Âýâ¢S·¤ÚU‡æÓ ·¤æ ß‡æüÙ ·¤èçÁ°Ð

Describe the ‘order processing’.

§·¤æ§ü / Unit-V

5. ßñØç@Ì·¤ çß·ý¤Ø @Øæ ãñU? ßñØç@Ì·¤ çß·ý¤Ø ·¤è
ÂýçßçÏ ·¤æ â¢ÿæðÂ ×ð´ ß‡æüÙ ·¤èçÁ°Ð

What is Personal Selling ? Discuss in brief the
technique of personal selling.

¥Íßæ / OR



( 4 )

172_BSP_(4) 3,620

ÒÒâÈ¤Ü çß·ýð¤Ìæ ÂñÎæ ãUôÌð ãñ´U, ÕÙæØð ÙãUè´ ÁæÌðÐÓÓ
¥æÜô¿Ùæˆ×·¤ ÂÚUèÿæ‡æ ·¤èçÁ°Ð

“Successful salesmen are born, not made.”
Examine critically.
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