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RAN-2308000106051008
T. Y. B. Com. (Sem. - VI) Examination October - 2025

Marketing - VIII

Time: 2 Hours ] [ Total Marks: 50

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.

(2)  Figures to the right indicate marks allotted to that question.

(3)  Write to the point answers.

Seat No.:

Student’s Signature

â. 1.  ep¡Áe rhL$ë‘ ‘k„v$ L$fp¡. (10)
 1. “uQ¡“p dp’u L$ey„ V$L$pD DÐ‘pv$““y„ Dv$plfZ “’u?
  A) Ap¡V$p¡dp¡rbg b) V$p¡eg¡V$fuT
  L$) Vy$ ìlugf  X$) OfNÕ’y„ D‘L$fZp¡
 2. AL$õdps, ApN, c|L„$‘ S>¡hu Apasp¡ kde¡ v$v$}“¡ bQphhp ________ “u S>ê$f ‘X¡$ R>¡.
  A) A¡g¡[¼V$h L¡$f b) d¡qX$L$g L¡$f
  L$) BdS>®Þku L¡$f X$) fyqV$“ L¡$f
 3. L$p¡“y„ dpL£$qV„$N ’B iL¡$?
  A) hõsy   b) ApBqX$ep
  L$) k¡hp   X$) Ap sdpd
 4. dp¡bpBg ap¡“, ar“®Qf, V¡$rgrhT“ S>¡hp DÃQ-d|ëehp“ DÐ‘pv$“p¡ L¡$ S>¡“¡ r“Z®e g¡sp ‘l¡gp h^y 

Bfpv$p‘|h®L$“p âeÐ“p¡“u S>ê$f lp¡e R>¡ s¡“¡ ________ L$l¡hpe R>¡.
  A) rb“-V$L$pD hõsy b) kNhX$sp hõsy
  L$) hZdp„Nu hõsy X$) ip¡t‘N hõsy
 5. k¡hpdp„ ________ rkhpe “uQ¡“p gnZp¡ R>¡.
  A) ‘qfhs®“iugsp b) Aõ‘óV$sp
  L$) “pih„ssp  X$) A¡L$ê$‘sp
 6. b¢L$“u ‘pkbyL$, A¡V$uA¡d L$pX®$, Q¡L$byL$, L$d®Qpfu NZh¡i A¡ “uQ¡“pdp„’u ________ “p Dv$plfZp¡ 

R>¡.
  A) dpZkp¡  b) cp¥rsL$ ‘yfphp
  L$) âq¾$ep  X$) hõsy
 7. bÅfq¾$ep rdîZdp„ ________ A¡ A¡L$ dpÓ AphL$ DÐ‘Þ“ L$f“pfy sÐh R>¡.
  A) hõsy   b) qL„$ds
  L$) rhsfZ  X$) âp¡Ðkpl“
 8. sL$“uL$u S>qV$gsp, DÃQ Mfuv$u d|ëe, V$L$pD‘Ï„ A¡ ________ “u gpnrZL$spAp¡ R>¡.
  A) rb“-V$L$pD hõsy b) Ap¥Ûp¡rNL$ hõsy
  L$) A¡aA¡dkuÆ X$) Apdp„’u L$p¡B “l]
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 9. qX$õL$pDÞV$ L|$‘Þk, gp¡eëV$u âp¡N°pd hN¡f¡ ________ “p Dv$plfZp¡ R>¡.
  A) âQpf  b) V¡$gudpL£$qV„$N
  L$) h¡QpZ âdp¡i“ X$) X$pef¡¼V$ dpL£$qV„$N
 10. k¡hp A¡ ________ R>¡ S>¡“p L$pfZ¡ Ap‘Z¡ s¡“¡ k„N°l L$fu iL$sp “’u A’hp ‘R>u’u D‘ep¡N dpV¡$ 

kpQhu iL$sp “’u.
  A) Aõ‘óV$  b) “pih„s
  L$) ‘qfhs®“iug X$) Apdp„’u L$p¡B “l]

â. 2.  ip¡t‘N hõsy A“¡ Mpk hõsy“u QQp® L$fp¡. (14)
A’hp

â. 2.  h‘fpiu hõsy“p gnZp¡ kdÅhp¡ s’p s¡“p bÅfq¾$ep rdîZ“u QQp® L$fp¡. (14)

â. 3.  i¥nrZL$ k¡hp s’p ìehkpreL$ k¡hp“u bÅfq¾$ep rhj¡ rhõs©sdp„ QQp® L$fp¡. (14)
A’hp

â. 3.  k¡hp“u ìep¿ep Ap‘p¡. k¡hp“y„ dlÐh A“¡ s¡“p âL$pf kdÅhp¡. (14)

â. 4.  V|„$L$“p¢^ gMp¡: (L$p¡B‘Z b¡) (12)
 1. Apfp¡Áe k¡hp“u bÅfq¾$ep
 2. Ap¥Ûp¡rNL$ hõsy“y„ hN}L$fZ
 3. hõsy V/S k¡hp
 4. h‘fpiu hõsy“y„ hN}L$fZ

ENGLISH VERSION

Q. 1.  Answer following questions in brief.  (10)
 1. Which of the following is not an example of a durable product?
  a) Automobiles  b) Toiletries
  c) Two wheelers  d) Household appliances
	 2.	 During	calamities	like	accident,	fire,	earthquake,	________	is	required	to	save	the	

patient?
  a) Elective care  b) Medical care
  c) Emergency care  d) Routine care
 3. What is marketed?
  a) Goods   b) Ideas
  c) Services  d) All of these
 4. Mobile phone, Furniture, Television like highly valued products, in which before 

taking decision needs willful efforts is called ________ .
  a) Perishable Product  b) Facilitating Product
  c) Unwanted Product  d) Shopping Product
 5. Service has following characteristics except ________ .
  a) Variability  b) Intangibility
  c) Perishability  d) Homogeneity
 6. Passbook, ATM card, chequebook, Employee uniform are examples of ________ in 

a bank.
  a) People   b) Physical evidence
  c) Process   d) Product
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 7. The only revenue producing element in the marketing mix is?
  a) Product   b) Price
  c) Place   d) Promotion
 8. Technical complexity, high purchase value, durability are the characteristics  

of ________ .
  a) Non-durable goods  b) Industrial goods
  c) FMCG   d) None from these
 9. Discount coupons, loyalty programs, etc. are the examples of-
  a) Publicity  b) Telemarketing
  c) Sales promotion  d) Direct marketing
 10. Service are ________ so that we cannot store it or save it for later use.
  a) Intangible  b) Perishable
  c) Variable  d) None of this

Q. 2.  Discuss about shopping goods and speciality goods in detail.  (14)
OR

Q. 2.  Explain the characteristics of consumer goods and also discuss marketing mix of it. (14)

Q. 3.  Discuss marketing of Educational service and professional service in detail. (14)
OR

Q. 3.	 	 Define	service.	Discuss	the	importance	of	service	and	types	of	service	in	detail.	 (14)

Q. 4.  Write short notes: (Any Two)  (12)
 1. Marketing of Health services
	 2.	 Classification	of	industrial	goods
 3. Product V/S Service
	 4.	 Classification	of	consumer	goods


