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MARKETING MANAGEMENT
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Note : Attempf all five questions. One question
from each unit is compulsory. All
questions carry equal marks.
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importance in Indian Economy.
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Define Marketing and describe the modern

concept of marketing. How does it differ from
old concept?
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What 1s the need of studying Consumer
Behaviour? Briefly explain the models of
Consumer Behaviour.
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What do you mean by “Product Mix’? Explain
determinants of ‘Product Mix’.
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Discuss the important pricing objectives of a firm.
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What are the criteria you would keep in mind
while selecting channels of distribution?
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EXpiam & term “Market Ségmentation”. What

criteria are used for segmenting a market?
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Explam the 1mportance and objects of sales
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promotion.
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What is Sales Forecasting? Explain the various

methods of sales forecasting.
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'What do you mean by Advemsmg’? Explam the

purpose and ut::htxes of Advemsmg
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