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RAN-2308000106051007
T. Y. B. Com. (Sem. - VI) Examination October - 2025

Marketing (Paper - VII)

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.  blºrh^ ‘k„v$Nu“p âñp¡: (15)
 1. qarg‘ L$p¡V$gf¡ k|Qìep dyS>b r“L$pk L$fhp“p L¡$V$gpL$ A¡ÞV²$u rhL$ë‘p¡dp„ .......... “p¡ kdph¡i  

’pe R>¡.
  A. r“L$pk rhcpN 

  B.  rhv$¡iu bÅfdp„ ipMp Mp¡ghu
  C. V²$ph¡tgN k¡ëkd¡““u r“dZ|„L$ 
  D. D‘fp¡¼s sdpd 

 2. fp¡L$pZ ‘f hmsf“p¡ k„crhs v$f .......... ‘f Ap^pf fpM¡ R>¡.
  A. bÅf ApL$j®Z B.  õ‘^p®ÐdL$ gpcp¡
  C. Å¡Mdp¡  D. D‘fp¡¼sdp„’u L$p¡C “l] 
 3. Äepf¡ ........... Ðepf¡ Ap¡R>p v$¡ip¡dp„ âh¡i L$fhp¡ Å¡CA¡.
  A. bÅf“y„ ApL$j®Z h^y R>¡ 
  B.  õ‘^p®ÐdL$ gpcp¡ h^y R>¡
  C. Å¡Mdp¡ h^y R>¡ 
  D. bÅf âh¡i A“¡ bÅf r“e„ÓZ MQ® h^pf¡ R>¡ 
 4. Äepf¡ Ap„sffpóV²$ue bÅfp¡ h^y ApL$j®L$ gpN¡ A“¡ L„$‘“u Ap bÅfp¡“y„ ip¡jZ L$fhp knd lp¡e, 

Ðepf¡ L„$‘“u ............ dp„ âh¡ihp“y„ “½$u L$f¡ R>¡.
  A. õ‘^p®ÐdL$ bÅf B.  õ’pr“L$ bÅf
  C. Ap„sffpóV²$ue bÅfp¡ D. D‘cp¡¼sp dpg“y„ bÅf 

 5. ""kpdprS>L$ dpL£$qV„$N'' ......... dp„ A¡L$ rhje sfuL¡$ Dcfu Apìey„.  
  A. 1970  B.  1960
  C. 1950  D. 1975 

 6. kp¡¡rieg dpL£$qV„$N dpÓ ....... A“¡ s¡“u k„õ’p“p DØ¡íep¡“p k„v$c®dp„ dpL£$qV„$N“p AÞe n¡Óp¡’u  
AgN R>¡.

  A. Mfuv$v$pfp¡  B.  rh¾¡$spAp¡
  C. dpL£$V$k®  D. N°plL$p¡ 
 7. kpdprS>L$ dpL£$qV„$N kpdprS>L$ hs®Z|L$p¡“¡ âcprhs L$fhp“p¡ âepk L$f¡ R>¡ S>¡’u dpL£$V$f“¡ apev$p¡ “ 

’pe, ‘f„sy .......... A“¡ kpdpÞe kdpS>“¡ apev$p¡ ’pe.
  A. N°plL$  B.  gÿe â¡nL$p¡
  C. Mfuv$v$pfp ¡  D. k¡gk® 
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 8. kpdprS>L$ fus¡ S>hpbv$pf dpL£$qV„$N kp’¡ k„L$mpe¡gu k„õ’p A’hp S|>’“p ......... DØ¡íep¡ lp¡e R>¡, 
A“¡ v$f¡L$ DØ¡íe kdp“ dlÐh ^fph¡ R>¡.

  A. A¡L$   B.  b¡$
  C. blºrh^  D. ’p¡X$p
 9. Ýe¡ep¡ A“¡ c|rdL$pAp¡ ‘f dpL£$qV„$N Q¡“g“p kæep¡ hÃQ¡ dsc¡v$-L$p¡Z¡ iy„ L$fhy„ Å¡CA¡ A“¡ L$ep 

‘yfõL$pfp¡ dpV¡$-Q¡“g sfa v$p¡fu Åe R>¡ .........
  A. ‘phf  B.  sL$fpf
  C. L$fpfp¡  D. dsc¡v$ 
 10. ........... Q¡“g“p kdp“ õsf¡ X$ugfp¡ hÃQ¡ k„Oj® ’pe R>¡.
  A. ApXy„$   B.  hqV®$L$g
  C. b„“¡   D. L$p¡C “l] 
 11. ........... k„Oj® A¡ A¡L$ S> Q¡“g“p rhrh^ õsfp¡ hÃQ¡“p¡ k„Oj® R>¡.
  A. ApXy„$   B.  hqV®$L$g
  C. b„“¡   D. L$p¡C “l] 
 12. Ap ........... âL$pf“p k„Ojp£ R>¡.
  A. ApXy„$   B.  hqV®$L$g
  C. b„“¡   D. L$p¡C “l] 
 13. dpV¡$ bÅf dpV¡$ eyÙ Nfd ’C füy„ R>¡.
  A. L$ÞÈeydf X¹$eyf¡bëk B.  apõV$ d|thN L$ÞÈeydf NyX¹$k (FMCGs) 

  C. k¡hp DÛp¡N D. D‘fp¡¼s sdpd 

 14. suh° õ‘^p®ÐdL$ bÅfdp„ kam fl¡hp dpV¡$ ........ A¡ kss s¡d“u õ‘^p®“¡ Ap¡mMhu,  
rhïg¡jZ L$fhy„ A“¡ kdS>hy„ ‘X$i¡.

  A. dpL£$V$k®  B.  Mfuv$v$pfp¡
  C. rh¾¡$spAp¡  D. D‘cp¡¼sp 
 15. ......... A¡ bÅfdp„ õ‘^p®“p A“¡L$ ‘pep R>¡.
  A. N°plL$ ArcNd B.  dpL£$qV„$N Ap¡qfA¡ÞV¡$i“
  C. s¡ b„“¡  D. s¡dp„’u L$p¡C “l] 
 

â. 2.  V|„$L$dp„ S>hpb Ap‘p¡ :  (10)
 1. õ‘^p®ÐdL$ gpc“p¡ sdpfp¡ A’® iy„ R>¡?
 2. rhsfZ Q¡“gp¡ Üpfp sdpfp¡ A’® i„y R>¡?
 3. duqX$ep rldpes’u sdpfp¡ dsgb iy„ R>¡?
 4. Ap„sffpóV²$ue bÅf Üpfp sdpfp¡ A’® iy„ R>¡?
 5. õ’pr“L$ bÅf’u sdpfp¡ A’® iy„ R>¡? 
 

â. 3.  kpdprS>L$ dpL£$qV„$N ìep¿epres L$fp¡? kp¡rieg dpL£$qV„$N dpV¡$ dpL£$qV„$N rd¼k sÐhp¡ kdÅhp¡? (13)
A’hp

â. 3.  Ap„sffpóV²$ue dpL£$qV„$N r“Z®ep¡“¡ Akf ‘fsp ‘qfbmp¡ kdÅhp¡? (13)
 

â. 4.  V|„$L$u “p¢^p¡ gMp¡. (L$p¡C‘Z b¡) (12)
 1. õ‘^p®ÐdL$ gpc A“¡ dy¿e ep¡Áesp hÃQ¡ saphs L$fp¡.
 2. rhrh^ âL$pf“p Q¡“g L$pep£
 3. õ’pr“L$ A“¡ Ap„sffpóV²$ue bÅf hÃQ¡ saphs L$fp¡?
 4. kpdprS>L dpL£$qV„$Ndp„ Dcfsu rhcph“pAp¡?$
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ENGLISH VERSION

Q. 1.  Multiple choice questions:  (15)
 1. Some entry options in exporting, as suggested by Philip Kotler include _________ .
  A. Export Department
  B. Opening Branch in Foreign Market
  C. Appointing Travelling Salesmen
  D. All of the above
 2. The probable rate of return on investment depends upon __________ .
  A. Market Attractiveness. B. Competitive Advantages.
  C. Risks.  D. None of the above
 3. It should enter fewer countries when __________ .
  A. Market Attractiveness is more.
  B. Competitive Advantages are more
  C. Risks are more.
  D. Market entry and market control costs are high.
 4. When international markets seem to more attractive and the company is capable to 

exploit these markets, the company decides to enter the __________ .
  A. Competitive market. B. Domestic market.
  C. International markets D. Consumer goods market.
 5. “Social marketing” emerged as a subject in the __________ .
  A. 1970  B. 1960
  C. 1950  D. 1975
 6. Social Marketing differs from other areas of marketing only with respect to the 

objectives of the __________ and his or her organisation.
  A. Buyers  B. Sellers.
  C. Marketers. D. Customers.
	 7.	 Social	Marketing	seeks	to	influence	social	behaviours	not	to	benefit	the	marketer,	

but	to	benefit	the	__________	and	the	general	society.
  A. Customer. B. Target audience
  C. Buyers  D. Sellers.
 8. An organisation or group involved in socially responsible marketing has 

__________ objectives and each of the objectives is of equal importance.
  A. One   B. Two
  C. Multiple  D. Few
 9. Disagreements among marketing channel members on goals and roles -who should 

do what and for what rewards-leads to channel __________ .
	 	 A.	 Power	 	 B.	 Conflicts
  C. Agreements D. Disagreements.
	 10.	 __________	conflict	happen	among	dealers	at	the	same	level	of	the	channel.
  A. Horizontal B. Vertical.
  C. Both  D. None
	 11.	 __________	confIict	is	conflict	between	various	different	levels	of	the	same	channel
  A. Horizontal B. Vertical.
  C. Both  D. None
	 12.	 These	are	__________	types	of	Conflicts
  A. Horizontal B. Vertical
  C. Both  D. None
 13. The battle for the market is heating up for
  A. Consumer durables
  B. Fast moving consumer goods (FMCGs)
  C. Service industry
  D. All of the above
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	 14.	 In	order	to	remain	successful	in	fiercely	competitive	market,	__________	have	to	
constantly identify, analyse and understand their competition.

  A. Marketers B. Buyers
  C. Sellers  D. Consumers
 15. __________ are several bases of competition in the market.
  A. Customer orientation B. Marketing orientation
  C. Both of them. D. None of them.

Q. 2.  Answer in brief:  (10)
 1. What do you mean by competitive advantage?
 2. What do you mean by Distribution channels?
 3. What do you mean by Media advocacy?
 4. What do you mean by international market?
 5. What do you mean by domestic market?

Q. 3.	 	 Define	social	marketing?	Explain	the	Marketing	Mix	elements	for	social	marketing?	(13)
OR

Q. 3.  Explain the factors affecting international marketing decisions ?  (13)

Q. 4.  Write short Notes: (Any two)  (12)
 1. Distinguish between Competitive advantage and core competence
 2. Various types of channel functions
 3. Differentiate between domestic and international market?
 4. Emerging concepts in Social Marketing?


