WOD QUI[UOAAGE MMM //:d1Y

AH 1260 CV-19
B.Com. (Part-III)
Term End Examination, 2019-20
Group - B
Paper- II
Principles of Marketing

Time:- Three Hours | [Maximum Marks:75
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Note: Answer all questions. All Question carry equal marks.
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What do you understand by marketing concept? Explain the difference between productions

oriented concept & customers oriented concept.
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What is marketing and marketing mix? Distinguish between marketing and selling.

1% / Unit - 11
IR faufdmaxer & wea 7 S99 RS SRl &1 9o #ifdi

Explain the importance and various bases of market segmentation.
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Explain the meaning of consumer behaviour. Describe its stages of study in the marketing.
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Discuss:-
(i) Marketing mix
(ii) Product Classification.
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What is Brand? How does it differ from trade mark? State the characteristics of a good Brand,
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Give the different types of Channels of Distribution and describe their functions.
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Is wholesaler, an essential chain between manufacturer and retailer™? Discuss.
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“Sales promotion does not replace advertising but supplements it". Elucidate.
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Describe the importance and limitations of personal selling.
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