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Instructions: Seat No:
1. Fill up strictly the following details on your answer book
a. Name of the Examination: BACHELOR OF COMMERCE
(EXTERNAL) (SECOND YEAR)
b. Name of the Subject: MARKETING - Il - LEVEL 5
c. Subject Code No: 2108002202050042
2. Sketch neat and labelled diagram wherever necessary.
3. Figures to the right indicate full marks of the question.
4. All questions are compulsory.

Student’s Signature

English Version [Max. Marks 100]
Q.1 Answer inshort: 20

Give the meaning of pricing.

What is dynamic pricing?

Give the meaning of Brand.

Giwve the meaning of internet advertising.

What is event marketing?

Give the meaning of sales promotion.

What do you mean by non-commercial advertising?
Give the meaning of B2B marketing.

Give the meaning of customer retention.

10 State the prowvisions of punishment for not observing the packed
commodities rules, 1977.
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Q.2 A. Explain the objectives of pricing. 8
B. Explain various costoriented pricing methods. 8
OR
A. Explain value-based pricing. 8
B. Explain sales promotion at consumer level. 8
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Explain the various reasons for branding.
Explain brand equity.

OR
Explain the various types of online adwvertising.
Discuss various factors causing growth of direct marketing.

Explain the types of non-profit marketing.
Discuss the various tactics used in non-profit marketing.

OR
Discuss the importance of advertising.
Explain objectives of advertising.

Explain advantages of B2C marketing.
Describe B2B marketing with its characteristics.

OR

A. Describe various factors affecting improvement of customer retention rate.
B. Explain the various provisions of Consumer Protection Act, 2019.

(A)Write short notes: [Any one]

1.
2.

Competitive pricing
Life cycle of customers.

(B)Case study:

1.

2.

Aakash Itd. is manufacturing and selling washing soap, powder and bathing
soap. The company is also manufacturing 'Pari' Glycerin soap for upper and
middle class customers. The demand of 'Pari’ soap is increasing during winter.
Vikas Itd has launched the same kind of Glycerin soap with less price and good
quality and started selling it in the market. This soap creates direct competition
with 'Pari' soap, due to which the sale of 'Pari’' soap has decreased.

Questions:

Which components of promotion mix the Aakash Ltd. should adopt in
order to increase the sale? Why?
Should Aakash Ltd. decrease the price of the soap? Why?
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Gujarati Version [Max. Marks 100]
Q1 gsui wdiol wIUl: 20
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