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Instructions to the candidates:

1) Question I and 6 are compulsory.

2)  Solve any 3 from remaining Question No. 2, 3, 4 and 5.

Q1) A) Fillin the blanks (any Five) |5]
i) A marketisaplace where comes together to exchange

their goods and services.
(Sellers and Buyer, Buyer and Buyer. Sellers andmanufactures)
ii) is the creation & delivery of a standard of living to society.
(Marketing, Market, Business)
iif) means division of market into'sub-groups. with similar
motivation. (Market Segmentation, Advertising, Marketing Mix)
v) are tangible. intangible of both. (Products. Services. Place)
V) is the only element of the marketing mix, which gives sales
revenue. (Product; Price, Promotion)
Vi) s marketing communication with an element of persuasion

to accept ideas. products and services. (Promotion, Product. Price)

B) Match the following: 15]

i} Wholesale marketing A) Sales of the product starts
decreasing

i) Market.Segmentation B) Price

i) Decline Stage C) A process of withdrawal of a
product

iv)  Element of Marketing D) Division of total market into
differentgroups

V) “Product Elimination E) Large volume business
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Q2) What is market? Explain the types of market. [15]

Q3) Whatis marketing mix? Explain the elements and imporance of marketing-mix.

[15]
Q4) Describe Product Life Cycle. Explain the factors considered for Product
Management, [15]
Q5) Explain the types of distribution channels for consumer goods
and industrial goods. [15]
Q6) Write Notes (Any 3 out of'5) [15]

a)  Importance of Marketing

b)  Difference between Selling & Marketing.
¢} Importance of Market segmeéntation

4} Pricing Objectives

¢} Elements of Promotion Mix.
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