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THIRD SEMESTER B.Com. DEGREE EXAMINATION, NOVEMBER 2019

(Revised)
PRINCIPLES OF MARKETING

Time : 3 Hours]

1.

s B => T < SR - R

All sections are Compulsory.
Q. No. 13 is Compulsory.

Section A - (Marks: 10 x 2 = 20)

Answer any ten of the following :

a)
b)
c)
d)
e)
f)
g
h)
1)

A)

k)
D

What is Marketing?

What is Market Segmentation?

What is product?

What is Standardisation?

What is pricing?

What is branding?

Write any two objectives of 'Advertising'.
Mention any four core-concepts of Marketing.
Expand four 'P's of Marketing Mix.

What is Test-Marketing?

What do you mean by 'Skimming Pricing'?
What is personal selling?

Section B - (Marks: 3 x 5 = 15)
Answer any three of the following:

Briefly explain the functions of Marketing.

Briefly explain the stages of Product Life Cycle.

Explain briefly the functions of packaging.

Briefly explain the importance of advertising.

Briefly explain the bases of Market Segmentation.

Explain briefly the types of pricing.

[Max. Marks : 80
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Section C — (Marks: 3 x 15 = 45)
Answer any three of the following.
@.No. 13 Compulsory.
8. Define marketing. Explain the importance of marketing.

9. Define product and planning. Explain the stages of new product planning and development.

10. Explain the factors influencing the pricing decision.

11. Describe the factors influencing the selection of the channels of distribution.
12. What is advertising? Distinguish between advertising and personal selling.

13. Case Study (Compulsory) :

A manufacturer has introduced a new type of gas geyser which helps the consumer to save
electricity. The manufacturer felt that the product would be accepted by the consumer as a new
type of a product, as it is free from danger and load shedding. But, though many months have

passed after its introduction, it could not find good response.
In the light of the above answer the following :
a) What are the causes for product failure?

b) Suggest suitable marketing strategies.
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