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Note : This paper is of sixty (60) 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. 

uksV % ;g iz’u i= lkB ¼60½ vadksa dk gS tks rhu ¼03½ [k.Mksa 

^d*] ^[k* rFkk ^x* esa foHkkftr gSA f’k{kkfFkZ;ksa dks bu 

[k.Mksa esa fn, x, foLr`r funsZ’kksa ds vuqlkj gh iz’uksa ds 

mŸkj nsus gSaA 

Section–A / [k.M&d 

(Long Answer Type Questions) / ¼nh?kZ mŸkjh; iz’u½ 

Note : Section ‘A’ contains four (04) long answer type 

questions of fifteen (15) marks each. Learners are 

required to answer two (02) questions only. 
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uksV % [k.M ^d* esa pkj ¼04½ nh?kZ mŸkjh; iz’u fn;s x;s gSaA 

izR;sd iz’u ds fy, iUnzg ¼15½ vad fu/kkZfjr gSaA 

f’k{kkfFkZ;ksa dks buesa ls dsoy nks ¼02½ iz’uksa ds mŸkj nsus 

gSaA 

1. What are the different steps involved in the buying 

process ? Describe the role of the influencer and the 

decision-maker in the buying process. 

Ø; izfØ;k esa lfEefyr fofHkUu pj.k dkSu&dkSu ls gSa \ Ø; 

izfØ;k esa izHkkod vkSj fu.kZ;drkZ dh Hkwfedk dk o.kZu 

dhft,A 

2. What do you mean by Market Segmentation ? Describe 

the various benefits of market Segmentation. What 

criteria are used for segmenting a market ? 

ctkj foHkfDrdj.k ls vki D;k le>rs gSa \ cktkj 

foHkfDrdj.k ds fofHkUu ykHkksa dk o.kZu dhft,A cktkj 

foHkfDrdj.k ds fy, fdu&fdu vk/kkjksa dk iz;ksx fd;k tkrk 

gS \ 

3. What is Advertising Appeal ? What are the various 

types of advertising appeals ? Describe the factors that 

effect the advertising appeal. 

foKkiu vihy D;k gS \ foKkiu vihyksa ds fofHkUu izdkj 

dkSu&dkSu ls gSa \ foKkiu vihy dks izHkkfor djus okys 

?kVdksa dk o.kZu dhft,A 

4. What do you mean by channel of distribution ? 

Describe the main channels of distribution and 

middlemen used in a modern business world. 
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forj.k ek/;e ls vkidk D;k vk’k; gS \ vk/kqfud 

O;kolkf;d txr~ esa viuk;s tkus okys izeq[k forj.k ek/;eksa 

rFkk e/;LFkksa dk o.kZu dhft,A 

Section–B / [k.M&[k 

(Short Answer Type Questions) / ¼y?kq mŸkjh; iz’u½ 

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

questions of five (05) marks each. Learners are 

required to answer four (04) questions only. 

Answers of these questions must be restricted to 

two hundred fifty (250) words approximately. 

uksV % [k.M ^[k* esa vkB ¼08½ y?kq mŸkjh; iz’u fn;s x;s gaSA 

izR;sd iz’u ds fy, ik¡p ¼05½ vad fu/kkZfjr gSaA 

f’k{kkfFkZ;ksa dks buesa ls dsoy pkj ¼04½ iz’uksa ds mŸkj nsus 

gSaA izR;sd iz’u dk mŸkj nks lkS ipkl ¼250½ ‘kCnksa ls 

vf/kd ugha gksuk pkfg,A 

Briefly discuss any four (04) of the following : 

fuEufyf[kr esa ls fdUgha pkj ¼04½ ij la{ksi esa ppkZ dhft, % 

1. Causes of State Regulation of Marketing Activities. 

foi.ku fØ;kvksa ds ljdkjh fu;U=.k dh vko’;drkA 

2. Principles to be Followed While Building a structure of 

marketing organization. 

foi.ku laxBu lajpuk dk fuekZ.k djrs le; viuk, tkus 

okys fl)kUrA 
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3. Reasons which compel a Manufacturer for its Product 

Diversification. 

,d fuekZrk dks oLrq fofo/khdj.k ds fy, foo’k djus okys 

dkj.kA 

4. Procedure Followed for Determining Price of a 

Product. 

fdlh mRikn dk ewY; fu/kkZfjr djus ds fy, viukbZ tkus 

okyh izfØ;kA 

5. Methods of measuring the effectiveness of sales 

promotion. 

foØ; lao/kZu dh izHkko’khyrk dks ekius ds rjhdsA 

6. Essential features of good Advertising copy. 

,d vPNh foKkiu izfr ds vko’;d y{k.kA 

7. Write short notes on the following : 

(a) Expert Opinion Poll method of sales forecasting 

(b) Resale Price Maintenance 

fuEufyf[kr ij laf{kIr fVIif.k;k¡ fyf[k;s % 

¼v½ foØ; iwokZuqeku dh fo’ks”kK fopkj eaFku fof/k 

¼c½ iqu%foØ; dher vuqj{k.k 

8. Distinguish between Product brand and Trademark. 

oLrq czkaM vkSj VªsMekdZ esa vUrj Li”V dhft,A 
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Section–C / [k.M&x 

(Objective Type Questions) / ¼oLrqfu”B iz’u½ 

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

questions of one (01) mark each. All the questions 

of this section are compulsory. 

uksV % [k.M ^x* esa nl ¼10½ oLrqfu”B iz’u fn;s x;s gSaA izR;sd 

iz’u ds fy,  ,d ¼01½ vad fu/kkZfjr gSA bl [k.M ds 

lHkh iz’u vfuok;Z gSaA 

Fill in the blanks with appropriate words or phrases : 

mfpr ‘kCn ;k okD;ka’k ds lkFk fjDr LFkkuksa dh iwfrZ dhft, % 

1. .................. is the name given to a price reduction to 

buyers who buy in large volumes. 

Hkkjh ek=k esa Ø; djus okys Øsrkvksa dks ewY; esa nh xbZ NwV 

dks 
------------------------------

 dgrs gSaA 

2. ............. contributes to a product’s usefulness as well 

as it looks. 

mRikn dh mi;ksfxrk esa 
------------------------------

 lgk;d gS rFkk ;g 

mRikn dh vkHkk dks Hkh c<+krk gSA 

3. .................. goods are those which a consumer buys 

after comparing the suitability, quality, price etc. of 

different brands. 

------------------------------
 og oLrq,¡ gSa ftUgsa ,d miHkksDrk fofHkUu czkaMksa 

dh mi;qDrrk] xq.koŸkk o dher vkfn dh rqyuk djus ds 

ckn [kjhnrk gSA 
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4. Setting a price below that of the competition in  

called ...................... 

izfr;ksfxrk dh rqyuk esa de ewY; fu/kkZfjr djuk 
----------------------------

--
 dgykrk gSA 

5. The process of moving the raw materials from the 

place of the suppliers to the place of the producers is 

known as .................... 

mRikndksa ds LFkku ls vkiwfrZdrkZvksa ds LFkku rd dPps eky 

dks ys tkus dh izfØ;k 
------------------------------

 ds :i esa tkuh tkrh gSA 

Indicate the correct answer-option : 

mŸkj ds fy, lgh fodYi dk pquko dhft, % 

6. Good marketing is no accident, but a result of careful 

planning and ..................... 

(a) Strategies 

(b) Selling 

(c) Execution 

(d) Research 

vPNk foi.ku dksbZ la;ksx ugha gS] cfYd lpsr ;kstuk ,oa  

------------------------------
 dk ,d ifj.kke gSA 

¼v½ j.kuhfr;ksa 

¼c½ foØ; 

¼l½ fu”iknu 

¼n½ vuqla/kku 



 [ 7 ] BBA–501 

A-73 P. T. O. 

7. The phase in selling process in which the salesperson 

gathers information about a prospective client before 

the sales call is made is known as : 

(a) Prospecting 

(b) Approach 

(c) Pre-approach 

(d) None of these 

foØ; izfØ;k dk og pj.k ftlesa foØ;&izfrfuf/k foØ;  

HksaV ls igys laHkkfor xzkgd ds lEcU/k esa tkudkjh ,df=r 

djrk gS] mls dgk tkrk gS % 

¼v½ iwosZ{k.k 

¼c½ n`f”Vdks.k 

¼l½ iwoZ&n`f”Vdks.k 

¼n½ buesa ls dksbZ ugha 

8. .................. helps to understands how consumers are 

influenced by their environment. 

(a) Learning 

(b) Motives 

(c) Perception 

(d) Consumer Behaviour 
------------------------------

 ;g le>us esa enn djrk gS fd dSls miHkksDrk 

vius okrkoj.k ls izHkkfor gksrk gSA 

¼v½ vf/kxe 

¼c½ izsj.kk,¡ 

¼l½ cks/k 

¼n½ miHkksDrk O;ogkj 
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9. Television is a type of .................. media. 

(a) Print 

(b) Broadcast 

(c) Outdoor 

(d) Online 

Vsyhfotu ,d izdkj dk 
------------------------------

 ehfM;k gSA 

¼v½ fizaV 

¼c½ izlkj.k 

¼l½ cká 

¼n½ vkWuykbu 

10. Brand names are primarily used to : 

(a) Help identify a product 

(b) Spice up the image of a product 

(c) Help consumers select a product/service 

(d) None of these 

czkaM uke eq[; :i ls fuEufyf[kr esa ls fdlds fy, iz;ksx 

fd;k tkrk gS \ 

¼v½ ,d mRikn dh igpku esa lgk;rk gsrq 

¼c½ ,d mRikn dh Nfo dks elkysnkj cukus gsrq 

¼l½ miHkksDrk dks mRikn@lsok ds p;u esa lg;ksx gsrq 

¼n½ buesa ls dksbZ ugha 
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