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B. Com. (Part III) EXAMINATION, 2020 

(Old Course) 

(Optional Group B—Marketing Area) 

Paper First 

PRINCIPLES OF MARKETING 

Time : Three Hours 

Maximum Marks : 75 

uksV %uksV %uksV %uksV %    lHkh ik¡pik¡pik¡pik¡p iz’uksa d¢ mŸkj nhft,A izR;sd bdkbZ ls ,d ,d ,d ,d iz’u    

djuk vfuok;Z gSA lHkh iz’uksa d¢ vad leku gSaA 

 Attempt all the five questions. One question from each 

Unit is compulsory. All questions carry equal marks. 

bdkbZbdkbZbdkbZbdkbZ&&&&1111    

(UNIT—1) 

1- foi.ku feJ.k ds fofHké izdkjksa dk o.kZu dhft,A 

Explain various types of Marketing Mix. 

vFkokvFkokvFkokvFkok    

(Or) 

fuEufyf[kr esa ls fdUgha rhurhurhurhu dks le>kb, % 

(i) foi.ku n’kZu 
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(ii) lqxfBr foi.ku 

(iii) foØ; lao)Zu 

(iv) foi.ku dh cká ‘kfDr;k¡ 

Explain any three of the following : 

(i) Marketing Philosophy 

(ii) Integrated Marketing 

(iii) Sales Promotion 

(iv) External Forces of Marketing 

bdkbZbdkbZbdkbZbdkbZ&&&&2222    

(UNIT—2) 

2- cktkj foHkfDrdj.k dk vFkZ le>kb,A os dkSu&dkSu ls vk/kkj gSa 

ftu ij lEiw.kZ cktkj dks foHkDr fd;k tk ldrk gS \ 

Explain the term of “Market Segmentation”. What are the 

bases on which total markets can be segmented ? 

vFkokvFkokvFkokvFkok    

(Or) 

fuEufyf[kr esa ls fdUgha nksnksnksnks dks le>kb, % 

(i) eSLyks dh vko’;drkvksa dh Øec)rk 

(ii) miHkksDrk O;ogkj 

(iii) euksfo’ys”k.kkRed miHkksDrk O;ogkj izfreku 

Explain any two of the following : 

(i) Maslow’s Hierarchy of Needs 

(ii) Consumer Behaviour 

(iii) Psychoanalytical Model of Consumer Behaviour 
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bdkbZbdkbZbdkbZbdkbZ&&&&3333    
(UNIT—3) 

3- mRikn thou pØ ls vki D;k le>rs gSa \  bldh fofHké 
voLFkkvksa dks le>kb,A 

What do you understand by Product Life Cycles ? Explain 

its various steps. 

vFkokvFkokvFkokvFkok    
(Or) 

fuEufyf[kr esa ls fdUgha nksnksnksnks dks le>kb, % 

(i) czk.M ,oa O;kikjfpà esa vUrj 

(ii) mRikn fu;kstu 

(iii) uohu mRikn j.kuhfr 
Explain any two of the following : 

(i) Difference between Brand and Trademark 

(ii) Product planning 

(iii) New Product Strategy 

bdkbZbdkbZbdkbZbdkbZ&&&&4444    
(UNIT—4) 

4- ßorZeku Hkkjrh; cktkj baVjusV vk/kkfjr forj.k okfgdkvksa ij 
fuHkZj gSÞ tks cktkj esa ijEijkxr O;kolkf;d forj.k okfgdkvksa 
dks fujUrj detksj dj jgk gSA O;k[;k dhft,A 
“Present Indian Market is depends upon online marketing 

distribution channels” which is continuously weaking 

traditional market distribution channels. Explain it. 

vFkokvFkokvFkokvFkok    
(Or) 

fuEufyf[kr esa ls fdUgha nksnksnksnks dks le>kb, % 

(i) Lda/k fu;a=.k dh rduhdsa 
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(ii) HkkSfrd forj.k 

(iii) QqVdj O;kikj esa izR;{k fons’kh fuos’k 
Explain any two of the following : 

(i) Inventory Control Techniques 

(ii) Physical Distribution 

(iii) Foreign Direct Investment in Retail Business 

bdkbZbdkbZbdkbZbdkbZ&&&&5555    
(UNIT—5) 

5- orZeku Hkkjrh; cktkj ds ifjos’k esa baVjusV vk/kkfjr foKkiu 
foØ; lao)Zu dk ,d egRoiw.kZ vax gSA vkykspukRed O;k[;k 
dhft,A 
In current Indian Marketing scenario online based 

advertisement is one of the vital element of sales 

promotion critically. Explain it. 

vFkokvFkokvFkokvFkok    
(Or) 

fuEufyf[kr esa ls fdUgha nksnksnksnks dks le>kb, % 

(i) foØ; izfØ;k 

(ii) ehfM;k dh foØ;k lao)Zu esa Hkwfedk 

(iii) oS;fDrd foØ; 

Explain any two of the following : 

(i) Selling Process 

(ii) Role of Media in sales promotion 

(iii) Personal sellings 
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