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THIRD SEMESTER B.COM. (REVISED) (NON CBCS) DEGREE
EXAMINATION, MARCH/APRIL 2022
PRINCIPLES OF MARKETING
Time : 3 Hours] [Max. Marks : 80

Instructions : 1) Answer all the questio
choice.
2) Q. No. 13 is compulsory.

SECTION - A
NN —

ns subject to internal

1. Answer any ten of the following : (10x2=20)

SINSYNTE), BT B BF NN VIO :

a) Define Marketing.
‘TR0 T,3,03" VT, W, 8T, VA
- K o <

o

b) What is test-marketing ?
‘ToeTD), ST’ 0TTERO ?

c) What is market-segmentation ?
‘TRTOBE, QONTBI’ F0TTEI0 ?

d) What is packaging ?
TI083) B30T DT, DOTTERD ?

e) What is Niche-marketing ?
QOT -1, TF TWRTL DOTITERD 2

f) What is Sales promotion ?
‘Tnoow eudend’ oTTED ?
[P.T.O.
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g) What is labelling ?
‘23083 e9083RINE QOO ?

h) What is holistic marketing ?
3 ?
T3or, Sreoets 38,09 DOTITE
i) What is penetration price ?
363 WS QOTTE0 ?
j) What is ‘product mix’ ?
‘w2 WT,0’ 0T ?

k) What is ‘advertising’ ?
‘23980980" DOTITESD ?

[) Expand :

i) 1ISO
ii) ISI

RO :
i) 1ISO
i) ISI

SECTION - B
QRN — W

Answer any three of the following : (3x5=15)
A pia] SORTE LU0 :

2. Explain briefly any five ‘Core-marketing Concepts’.
SN0 STOYT OSRR)TTIR 0T @"Bﬁ@ﬁﬁ@é&% RO3RTON DT
cJ [N :

3. Explain the process of product planning and development

DRI Gy}
RIT alpess w0 SRFQ, @)ﬁ,oioodm% ROTTN DTOA.
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4. What is pricing ? Explain brief|

Y cost-based ricing.
23S DFFORODT D0TBed 9 3 : >
3

ST008 23e3 aqﬂram@d&q DWOR.
5. What are the advantages of sales-

Promotion ? Briefly ex lain.
SOToR3 O ewIT @a?.,dmis% e

Nod BTN =03,

6. Distinguish between market and m

arketing.
mdaﬁas;’d oM WINTEI =,

3,00 9RNY IR =, TANTRY, 2B00d.
7. Explain briefly the €ssentials of advertisement.

I L0 g B39y RedTawn o8,

SECTION - C
PN — T

Answer any three of the following questions including question No. 13
which is compulsory. (3x15=4¢

SN B3 Foad, 13, werinomd Baeth B3 NeR vz

8. What is product life cycle ? Explain the different stages of product life
cycle.

SR~ WS 238, 0TTE ? T3 DAT TOBNTSY HROA.

9. Explain the different bases of market segmentation.
mw&i QOB 0T FFBONTIY, WTWOAD.

10. What is channel of distribution ? Explain the different types of channels

of distribution.
DT SRNF DOTTED ? VBT BRNE T QWG Ty TITNTIY, seB0A0.

11. Explain the different factors affecting the pricing decisions.
2363 DTFORINFOT oS T LT DG LOBNTY, W0
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ment ? Explain its importance-

12. What is advertise .
020, 30D DTWOA-

28 TIB0 DOTTER ? Qw0 T

13. Case study (3,300 553,038 BI——
You have developed a new bike which has mor‘z:ith;\rf i s
gives good milage to the bike-riders. It has a

digital touch, attractive outlook etc. ) .
In the light of this, answer the following questions -

a) How do you differentiate your bike from other rival .
b) On which basis you segment the market for your new bike ?

c¢) How do you advertise your new bike ?

5957 TRODTIN TRR
a"%@ew BROTD, e-"'@%ﬁ
3 BRODT. B8 &oai@od:»ejm

RRTBE0DY, BIT WFNRON0S FBed), W, W0 e

W BROTY, A=Y R DBRAQLO, 9730 GUBT

T TBT WBCRINVT BRRS 8323, EITRF T Wy

3N T, nent GuZOR0

a) A BRR YT SR 00D RGoF g3 AR RYN0S BeR YR 0D
Qe ATTRREED ?

b) 0BRE TR 506 Y TRR VR mmﬁbﬂwojaabq NONITOND ?

C) D BRR BT k0B, BeR WRBDO ?




