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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.
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Explain various concepts of Marketing. Also explain Marketing Mix in

detail with suitable examples.
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Write an explainatory note on market segmentation with suitable
examples.
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What are the various important determinants of Consumer Behaviour?

Explain with suitable examples.
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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.
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Explain Product line decisions with suitable examples.
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Explain marketing strategies for different stages of product life cycle.
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Explain process of personal selling in detail.
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What do you understand by non verbal behaviour in interpersonal
interactions? Explain.
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Joq8T BT TeroT — Salesman's Evaluation.

fama wrigw fare — Sales Programme Planning.
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How will you prepare sales budget?
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