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RAN-2508000605020015
T.Y.B.Com. (NEP) (Sem.-V) Examination October - 2025

Major-Marketing-VI

k|Q“p : / Instructions

(1) D‘fp¡¼s v$ip®h¡g rhNsp¡ DÑfhlu ‘f Ahíe gMhu.

 Fill up strictly the above details on your answer book

Seat No.:

Student’s Signature

â.1.  k„rnàsdp„ S>hpb Ap‘p¡ (L$p¡B‘Z 5)     10
 a. h¥qv$L$ dpL£$qV„$N“u L$p¡B‘Z b¡ rhi¡jspAp¡ S>Zphp¡.
 b. dpL£$V$ V$pN£qV„$N ìep¿epres L$fp¡.
 c. ìe[¼sNs dpL£$qV„$N iy„ R>¡? 
 d. b°pÞX$ ‘p¡rTiq“„N ìep¿epres L$fp¡.
 e. ""b°pÞX$ ÅN©rs'' “p¡ A’® iy„ R>¡?
 f. h¡b ‘p¡V®$g“p¡ A’® iy„ R>¡?
 g. A¡qaguA¡V$ dpL£$qV„$N ìep¿epres L$fp¡.

â.2. a. B-dpL£$qV„$Nd$p„ L$ÞV¡$ÞV$ dpL¡$®qV$$N“u c|rdL$p kdÅhp¡.  07

â.2. b. rhrh^ dpL£$V$ k¡Nd¡ÞV¡$i“ ìeylfQ“pAp¡ kdÅhp¡   07
A’hp

â.2.  k„L$rgs dpL£$qV„$N“p¡ ¿epg kdÅhp¡. ‘f„‘fpNs A“¡ Ap^yr“L$ ‘Ý^rsep¡“y„ k„L$g“ ìehkpep¡“¡ L¡$hu
  fus¡ apev$p¡ L$f¡ R>¡? Dv$plfZp¡ kp’¡ kd’®“ Ap‘p¡?   14

â.3.  B-dpL£$qV„$N“p¡ A’® iy„ R>¡? B-dpL£$qV„$Ndp„ BÞV$f“¡V$“u c|rdL$p iy„ R>¡?
A’hp

â.3. a. Ap^yr“L$ ìehkpedp„ b°p[ÞX„$N“p¡ AhL$pi A“¡ c|rdL$p kdÅhp¡.  07
â.3. b. L$p¡B‘Z ‘ AkfL$pfL$ rhcpS>“ dp‘v$„X$p¡“y„ hZ®“ L$fp¡. s¡ ìehkpep¡ dpV¡$ ip dpV¡$ dlÐh‘yZ® R>¡? 07

â.4. A.  V|„$L$u “p¢^p¡ (L$p¡B‘Z 2)    06
 a. b°pÞX$ ‘p¡rTi“ A“¡ b°pÞX$ B[¼hV$u hÃQ¡“p¡ saphs
 b. âL$pfp¡ h¡b ‘p¡V®$g
 c. Ap¡“gpB“ ip¡t‘N dpV¡$ ‘°¡fZp
 d. ‘f„‘fpNs dpL£$qV„$N A“¡ Ap^yr“L$ dpL£$qV$$N hÃQ¡“p¡ saphs
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â.4. B. L¡$k õV$X$u      06
  Å‘p“ V$p¡e L„$‘“u rgrdV¡$X$, rhrh^ âL$pf“p àgp[õV$L$ fdL$X$p“y„ DÐ‘pv$“ L$f¡ R>¡. L„$‘“u MQ®dp„ 30%
  “ap“p dprS>®“ Dd¡fu“¡ h¡QpZ qL„$ds “½$u L$f¡ R>¡. s¡“y„ bÅf a¼s NyS>fps“p dÝed hN® ky^u dep®qv$s
  R>¡. dpL£$qV„$N r“óZp„sp¡A¡ L„$‘“u d¡“¡S>d¡ÞV$“¡ kgpl Ap‘u R>¡ L¡$ ""DÐ‘pv$“p¡“u NyZhÑp A“¡ V$L$pD‘Ï„
  Å¡sp A“¡ bpmL$p¡“p ApL$j®Z“¡ Ýep“dp„ fpMu“¡, L„$‘“uA¡ qL„$dsp¡dp„ ’p¡X$p¡ OV$pX$p¡ L$fhp¡ Å¡BA¡ A“¡
  NyS>fps“u blpf ‘Z DÐ‘pv$“p¡“u Ål¡fps L$fhu Å¡BA¡, S>¡’u h¡QpZdp„ h^pfp¡ ’pe.'' L„$‘“u“p
  d¡“¡S>d¡ÞV$¡ S>hpb Apàep¡ L¡$ ""âhs®dp“ cph¡ ‘Z, lpg“u dp„N“¡ k„sp¡jhu dyí¼¡g  R>¡, sp¡ ‘R>u Ap‘Z¡
  MQ® L¡$d OV$pX$hp¡ Å¡BA¡ A“¡ “L$pdp Ål¡fps MQ® ip dpV¡$ L$fhp Å¡BA¡?''
  âñp¡ :
  L„$‘“uA¡ ¼ep âL$pf“u qL„$ds “usu A‘“phu R>¡? iy„ qL„$ds “urs hpS>bu R>¡? ip dpV¡$ ? dpL£$qV„$N d¡“¡S>f 

lp¡hp’u bÅf“¡ L¡$hu fus¡ gÿe b“phhy„ s¡ k|Qhp¡?

ENGLISH VERSION

Q.l.  Answer in Brief (Any 5):    10
 a. State any two features of Vedic Marketing.
	 b.	 Define	Market	Targeting.
 c. What is Individual Marketing?
	 d.	 Define	Brand	Positioning.
	 e.	 What	is	meant	by	“Brand	Awareness”?
 f. What do you mean by Web Portal?
	 g.	 Define	Affiliate	Marketing.

Q.2. a. Explain Role of Content Marketing in E-marketing.  07
Q.2. b. Explain different Market Segmentation Strategies.  07

OR
Q.2.  Explain the concept of Integrated Marketing. How does integrating traditional and 

modern	methods	benefit	businesses?	Support	with	examples.	 	 14
Q.3.  What do you mean by E-Marketing? What are the Role of internet in E-Marketing? 14

OR
Q.3.	 a.	 Explain	the	Scope	and	Role	of	Branding	in	Modern	Business.	 	 07
Q.3. b. Describe any 5 effective segmentation criteria. Why are they important for
  businesses?     07

Q.4. A. Short Notes (Any 2):    06
	 a.	 Difference	between	Brand	Positioning	and	Brand	Equity
 b. Types Web Portals
 c. Motivations for Online Shopping
 d. Difference between Traditional Marketing and Modern Marketing
Q.4. B. Case Study:     06
  Japan Toy Co. Ltd., produces various types of plastic toys. The company decides the 

selling	price	by	adding	30%	profit	margin	to	costs.	Its	market	is	restricted	to	middle
  class of Gujarat only. The Marketing experts have advised the company management
	 	 that	“looking	the	quality	and	durability	of	the	products	and	considering	the	attraction	of	

the children, the company should lower the prices marginally and advertise the products 
outside	Gujarat	also,	to	increase	the	sales.”The	management	of	the	company	replied	
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that	“even	at	the	prevailing	prices,	it	is	difficult	to	satisfy	the	present	demand,	then,	why	
should	we	reduce	the	cost	and	why	should	we	do	useless	advertising	expenses?”

  Que.
  Which type of Price Policy has company adopted? Whether the Pricing Policy is 

justified?	Why?	Being	Marketing	Manager	suggest	how	to	target	the	market?


