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Section —A 
                                                                                                                 

                                                                                                                                       MAXIMUM MARKS :18  

 
uksV %uksV %uksV %uksV %    lHkh iz'uksa ds mRrj nsuk vfuok;Z gSA d̀i;k 800 ls 1000 'kCnksa esa iz'u dk mRrj lHkh iz'uksa ds mRrj nsuk vfuok;Z gSA d̀i;k 800 ls 1000 'kCnksa esa iz'u dk mRrj lHkh iz'uksa ds mRrj nsuk vfuok;Z gSA d̀i;k 800 ls 1000 'kCnksa esa iz'u dk mRrj lHkh iz'uksa ds mRrj nsuk vfuok;Z gSA d̀i;k 800 ls 1000 'kCnksa esa iz'u dk mRrj 

nsaAnsaAnsaAnsaA    
Note:   Answer all questions. Question No. 1 to 3 are long answer 

questions. Answers should be given in 800 to 1000 words. Each 

question carry 6 marks. 

1. foi.ku ds fofHkUu fl)kUrksa dh O;k[;k dhft,A foi.ku feJ.k dh Hkh O;oLFkk mfpr 

mnkgj.kksa lfgr dhft,A  6 

  Explain various concepts of Marketing. Also explain Marketing Mix in 

detail with suitable examples.  

2. cktkj fo[k.Mu ij ,d O;k[;kRed fVIi.kh mnkgj.k lfgr fyf[k,A     6 

 Write an explainatory note on market segmentation with suitable 

examples.  

3. miHkksDrk O;ogkj ds fofHkUu dkjdksa dh O;k[;k mnkgj.k lfgr dhft;sA      6 

 What are the various important determinants of Consumer Behaviour? 

Explain with suitable examples.  

SECTION – B 
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uksV %uksV %uksV %uksV %    lHkh lHkh lHkh lHkh iz'uksaiz'uksaiz'uksaiz'uksa ds mRrj nsuk vfuok;Z gSA d`i;k 200 ls 300 'kCnksa esa mRrj nsaA  ds mRrj nsuk vfuok;Z gSA d`i;k 200 ls 300 'kCnksa esa mRrj nsaA  ds mRrj nsuk vfuok;Z gSA d`i;k 200 ls 300 'kCnksa esa mRrj nsaA  ds mRrj nsuk vfuok;Z gSA d`i;k 200 ls 300 'kCnksa esa mRrj nsaA     

Note:   Answer all questions. Question No. 4 to 9 are short answer 

questions. Answers should be given in 200 to 300 words. Each 

question carry 2 marks. 

 

4-  mRikn js[kk fu.kZ;ksa dh O;k[;k mfpr mnkgj.kksa ds ek/;e ls dhft,aA    2 

  Explain Product line decisions with suitable examples.  

5-  mRikn thou pØ dh fofHkUu voLFkkvksa ds fy, foi.ku j.kuhfr;ksa dk o.kZu dhft,A   2 

  Explain marketing strategies for different stages of product life cycle.  

6-  O;fDrxr foØ; dh izfØ;k dh O;k[;k foLr̀r :i ls dhft,A   2 

  Explain process of personal selling in detail.  

7-  vUrjoS;fDrd okrkZ lEcU/kksa esa xSj ekSf[kd O;ogkj ls vki D;k le>rs gSa\ O;k[;k 

dhft,A    2 

  What do you understand by non verbal behaviour in interpersonal 

interactions? Explain.  

8-  fuEukafdr dh O;k[;k dhft,A Explain followings:       2 

 a) lsYleSu dk ijh{k.k & Salesman's Evaluation. 

 b) foØ; dk;ZØe fu;kstu  & Sales Programme Planning.  

9-  vki foØ; ctV dSls rS;kj djsaxs\ 2 

  How will you prepare sales budget?   
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