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M.Com. (Previous) Business Administration
Examination, 2017

MARKETING MANAGEMENT

Time : Three Hours
Maximum Marks : 100

PART-A {Marks : 20]
(ET5-9)
Answer all guestions (50 words each).
All questions carry equal marks.

Tedt gva s ¥ TR W S IW 50 TR ¥
s 7 B Tt v B ofw wam F

PART-B [Marks : 50]
(@ve-9)
Answer five questions {250 words each). Select one question
from each unit. All questions carry equal marks.

TOF THFE W UH-UH W TN GU, F/A U yvE i)
THF T F I 250 TR F e A W
o v F ofF qum E
PART-C [Marks : 30]
(@'=-9)
Answer any twe questions (300 words each).

All questions carry equal marks.
¢ I FAC FAF I FT W 300 TR 9

sfys 7 8wt W ® ofF wum 2
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PART-A
(@oz-H)

UNIT-1
(FFTE-1)
1. @) Emerging Economics.
Ex ol il PG o
(i) What do you mean by the term Marketing
Organisation ?
fooR ®RH ¥ a9 @ FEE ¥
UNIT-II
EFR-11)
(i) Organisational Environment.
WISARHF AT
(iv) Benefits of Market Segmentation.
EIEERCE Coe Te i i L]
UNIT-IIT
(FTE-111)
(v)  Limitations of Sales Forecasting.
fawa @R F HE
(vi)  Product Design.

g feamml
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UNIT-1V

(FHE-1V)
(vi) Resale Price Maintenance.
: foFa #Fma g
(viii) Sales direct to the consumer,

SydE w vy st
UNIT-V
(3FE-V)
(ix) Integrated and Non-Integrated Research.
THIFT AN IR-THET T
(x) What is meant by Buying Motives ?
F9 WO | T WA 2

PART-B
TquUs-H
UNIT-I
FFE-D)

2. Anindustrialist in his speech said, 'We are to produce what
the people want and not what we can sell’. Critically analyse
this statement.

TF A 7 A e ¥ FE, (e 9% SERA HEl
R am e € A fs S 7w 99 wwe ¥ @ e
w1 s v wifau
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Explain the different forms of Marketing Organisation.
Which form do you consider better and why 7/

fagm dmew @ ffe awd B TR R wew
F AW I W E MR wE?

UNIT-II

FFTE-1D)
What are the major components of marketing environment ?
Discuss.

faom i ® e @@ SH-ER-8 # guEnd

Explain the term “Market Segmentation”. What criteria are
used for segmenting a market ?

IR favfeEmm =1 a1 goaed 9w afEso ®
fern fFa-fFa o &1 W@ fEm W ® 2

UNIT-I11

(3TE-111)
Define Sales Forecasting and discuss its various technigues.
fara q@EigAm ® uftaw ffem g mer faf=
wiafum ® Tueed

Explain the marketing strategies which may be adopted
during the Life Cycle of Product.

TF IAE F Saa-9% ° S faoom dfT oo W=
TFdt ¥ S TEER
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10.

11.

UNIT-1V

(FHE-IV)

Discuss the important pricing objectives of a Firm.

w T F wma fufm @ Re w5 R st

What are the Opportunities and Threats before the Organised
Indian Wholesaler ?

I ® T o foar & wEg # oEWR 9 A
#?

UNIT-V

FFTE-V)
Differentiate between Marketing Research and Marketing

Information System.

faor sEyE ° favom gEE yonel ¥ erm waRd)

Explain the determinants and importance of Consumer

behaviour.
U FEER # fuie a@ wEg wem ® =men
Hifg)
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12.

13.

PART-C

(Eves-v)

UNIT-1

FEE-D)

What are the functions of Marketing Management ?
What is the relevance and importance of Marketing

Management in a developing country ?
fam Wy & 70 ed ¥ fawweie 2w F fauom
v # R s @ wewm ¥

UNIT-II

(FFTE-10)

Is an understanding of market segments equally valuable
in marketing of all kinds of goods and services ? For
example, how would it help a Watch Manufacturing
firm, a Car Manufacturer and a Banking Company 7

T SR A @ FE O WEN H oAt T g
% wa-fawa § 3N @ HEwU dm ¥ SEEIm 7w
ot & fau fee veR wEEE wm?
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UNIT-II

(FTE-111)
14. What do you mean by the term Sales Forecasting ? Explain
the factors affecting Sales Forecast.

fowa qEAR v § omgE ¥ R § 2 faew
WHER ® yfad T O SeER ® A &l

UNIT-1V

(FFTE-IV)

15. Explain the various factors that must be carefully
considered by the Sales Manager while fixing the prices
of a product.

F faf= mewl =1 wWem e 7 Rl sog
w1 7o i v v faew weE @ amEs

faar @ =iz

UNIT-V

(FFE-V)

16. Write a note on Buyer Behavioural Model.
®a =EER Hed | feuwi fafeR
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