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MARKETING AND ADVERTISING
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Instructions :

1. The Question Paper is divided in five Units. Each unit carries an internal
choice.

2. Attempt one question from each Unit. Thus attempt five questions in all.

3. All questions carry equal marks.

4, Assume suitable data wherever necessary.

5. English version should be deemed to be correct in case of any anomaly in
translation.

6. Candidate should write his/her Roll Number at the prescribed space on the

question paper.
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g3 I/(Unit 1)
TEH H HYRE H ARWRE w38 Soe/de % Wem § %9 faaRa e
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Define customer satification. How is it delivered through a product/service ?
Explain in the light of value chain and delivery network.

31dr/(Or)
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q 3-SEER H STV TR @ YA B U Tew e ¥ 2
What are various challenges to marketing in global scenario? Explain how

e-business has marked its importance to this challenge by taking an example

of e-newspaper.

&g II/(Unit ID)
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Explain buyer behavior especially of electronic goods on the following parameters
in current scenario of :

(a) Multi-variety

b) Multi-brands

(c) Multi-purpose products.
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U4/ (Or)
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What are product mix and product line decisions ? How do these decisions

help to multiple the turnover of the campany. Explain giving suiatble examples.
gahe III/(Unit III)

HUATE iR TAUATH & o9 &I TfAeieldl i SAEA il ISR W I i TEeR
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Explain channel dynamics of VMS and HMS. Which dynamics is more powerful

for the stability of the product in the market and why ?
34t/ (Or)

o) H SAe/dar & feafg & fow S el R 9 w1 i ©7 F T-HehfeT
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How does channel management work for the positioning of product/service
in the market ? Does e-marketing follow the similar concept ? If yes, explain

with suitable example.
g&E IV/(Unit IV)

ol s & 9= 9 kT®E H IR H fomR 9 IRt

Explain the objectives of sales force and structure of sales force in detail.
31gdr/(Or)

fost Hagq # ww SAEuw v R Heg AT ©7 SIRIUl dfed TR wifew |
How does a Public relations decision help in sales promotion ? Explain with

examples.
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g3 V/(Unit V)
5. fommm odym & @ R wa W weqel W foRR oTEEm @t =mem wifwu)
Explain advertising research on both aspects pre and post research strategy.
AY4T/(Or)
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How is planning of advertising carried out ? Does a structure process help

to prepare a better advertisement ? Comment with example.
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