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Before answering the questions, candidates should ensure that they have
been supplied the correct and complete question paper. No complaint in
this regard, will be enteriained after examination.
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Note : Attempt five questions in all, selecting one question
1 is compulsory. All

from each Unit. Question No.

questions carry equal marks.
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1. Define the following in brief :
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Define buying behaviour .
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‘@/ What is SLR model ?
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9, Psychographic segmentation
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(f) What are channel principles ?
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(g}/ Define sales quotas.
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. _Ul)/ What is an ad copy ?
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2. What is marketing concepts ? Is it evolutionary or

revolutionary in nature ? Refer each concept of
marketing management.
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3. Define consumer behaviour. Explain Howard Sheth
model and its implications.
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- Explain the different bases of segmentation. What
factors make the segmentation a thundering success ?
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- 8. What is product life cycle (PLC ) ? What are its major
implications and merits and limits ?
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6. What is a channel of distribution ? What factors govern
the selection of channel member.?
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7. What are different methods of pricing policy ? Explain
them with suitable examples.
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8.

What _do yYou mean by personal selling ? What are
essentials of successful personal selling 7
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Sig. Outline clearly the
g and sales Promotion.
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