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Note : This paper is of eighty (80) marks containing three
(03) Sections A, B and C. Learners are required to
attempt the questions contained in these Sections
according to the detailed instructions given therein.
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Section—-A / GVs—d

(Long Answer Type Questions) / (€78 I<II T2
Note : Section ‘A’ contains four (04) long answer type

questions of nineteen (19) marks each. Learners are
required to answer two (02) questions only.
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“Effective communication process helps the mobility

of a product.” Justify this statement.

“OTaqol AT UfhaT Tl IR B TG |
HEEG Bl 17§ D B ST Rig B

What is Market Segmentation ? What are the bases of
market segmentation ? What will be the suitable base
for marketing of Air-conditioners ?
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“Branding, packaging and labeling of a product helps
in its promotion.” Discuss, with suitable examples.
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“Does advertising encourage people to buy things, they
don’t need or can’t afford ?”” Discuss.
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Section-B / Yis—4

(Short Answer Type Questions) / (eTg] ITRIT U%)

Note : Section ‘B’ contains eight (08) short answer type

qre :
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questions of eight (08) marks each. Learners are
required to answer four (04) questions only.
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Explain the nature and scope of Advertising.

st &1 Wl vd 590 & BT W B |

What are the objectives of Pricing ?
e & Sqa%d AT & ?

Briefly explain the role of Promotion Mix.

TS 80T & B Bl elg H§ W difoiy |

What are the essential elements of a good brand ?

T IS F0€ & AT owd I 9 8l & ?

Explain the various sales promotion methods.

faha Hag @ fafa=r fafd=r & J9eey |

Write a suitable note on Advertising Budget.

fISTo g9l TR U& Suged fewolt foffg |

Discuss the modes of payment of Advertising
Agencies.
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Give any four characteristics of a good advertising
copy.
g fagme ufd @ R faevan aargy |

Section—-C / gUe—T[

(Objective Type Questions) / (@S J)

Note : Section ‘C’ contains ten (10) objective type

questions of one (01) mark each. All the questions
of this Section are compulsory.
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Indicate whether the following statements are True or False.
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In the modern concept of marketing, customer in
considered to be at the top of hierarchy.

[AUUF & S fTaR & AR Ued S AN
P9 o wared I W g |

For analyzing demand of a product in the market
consumers nature is not considered to be important.
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In marketing, the term USP is used for unique selling
proposition.
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Advertising is an example of mass communication.

fISTU STRFAR BT HeTH 2 |

Finding the most cost-effective media to deliver the
desired number of exposures to the target audience, is
known as media selection.
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Grapevine communication is a form of Informal
Communication.

SR FRIVYT IR AT BT & U Y 2 |

Communication is a continuous process.

RIYOT U A Ui € |

Competition is not a component of brand equity.

yfernfiraT s1ve AR &1 U6 axa Tel |

In ‘Product-life cycle’, when a new product enters into
the market, its stage is that of introduction.
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Positioning of a product is for buyer’s awareness.
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