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RAN-2408000604020010
S. Y. B. Com. (Sem. - IV) Examination October - 2025

Major - Marketing - 3 (New)

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.

Seat No.:

Student’s Signature

â. 1.  k„rnàsdp„ S>hpbp¡ (L$p¡B‘Z ‘p„Q) (10)
 1. Mfuv$v$pf“p hs®“ A“¡ N°plL$“p hs®“ hÃQ¡“p¡ saphs S>Zphp¡.
 2. bpek® rbl¡rhef“u ‘qfcpjp gMp¡.
 3. k„NW$“pÐdL$ L$õV$p¡qX$eg dp¡X¡$g’u sdpfp¡ iy„ A’® R>¡? hs®“?
 4. d¡“u‘yg¡qV$h kfdyMÐepf “p¡ A’® iy„ R>¡?
 5. bÅf rhcpS>““p¡ A’® iy„ R>¡?
 6. gÿe dpL£$qV„$N iy„ R>¡?
 7. B2B A“¡ B2C dpL£$qV„$N hÃQ¡“p¡ saphs S>Zphp¡.

â. 2. A. Mfuv$v$pfp¡“p hs®““¡ Akf L$fsp rhrh^ ‘qfbmp¡ kdÅhp¡. (07)
 B. l¡syAp¡ Mfuv$hp“p¡ sdpfp¡ A’® iy„ R>¡? (07)

A’hp
â. 2.  k„NW$“pÐdL$ L$pe®“¡ Akf L$fsp rhrh^ ‘qfbmp¡“y„ hZ®“ L$fp¡. hs®“. (14)

â. 3.  bÅf rhcpS>““p rhrh^ ‘pepAp¡“y„ rhNshpf hZ®“ L$fp¡. (14)
A’hp

â. 3. A. bÅf rhcpS>““p rhrh^ D‘ep¡Np¡ kdÅhp¡. (07)
 B. qX$rS>V$g dpL£$qV„$N“p¡ A’® iy„ R>¡? (07)

â. 4. A. V|„$L$u “p¢^ gMp¡ (L$p¡B‘Z b¡) (06)
 1. Mfuv$u r“Z®e g¡hp“u âq¾$ep
 2. bÅf rhcpS>““p ¿epg
 3. dp¡bpBg dpL£$qV„$N

â. 4. B. L¡$k-õV$X$u:-
    îudsu kyr“sp ‘V¡$g spS>¡sfdp„ eyL¡$“u A¡L$ rbT“¡k õL|$gdp„’u A¡dbuA¡“u qX$N°u ‘|Z® L$ep® 

‘R>u s¡d“p r‘sp“u L„$‘“u õh[õsL$ âpBh¡V$ rgrdV¡$X$dp„ S>“fg d¡“¡S>f sfuL¡$ Å¡X$pep R>¡. s¡dZ¡ 
Å¡ey„ L¡$ L„$‘“u“y„ L$pe®L$pfu hpsphfZ M|b õ‘^p®ÐdL$ “’u L$pfZ L¡$ L$pdv$pfp¡ A¡L$buÅ kp’¡ hps 
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L$fhpdp„ A“¡ N‘k‘ L$fhpdp„ OZp¡ kde rhsph¡ R>¡. L$pdv$pfp¡ A“¡ L$d®QpfuAp¡ ‘Z OZuhpf rhrh^ 
blp“p b“phu“¡ k„õ’pdp„ dp¡X$p Aph¡ R>¡. Ap“p’u Ap¡X®$f bpL$u fl¡ R>¡ A“¡ L„$‘“u“¡ “pZpL$ue 
“yL$kp“ ’pe R>¡. Ap kv$c® dp„ “uQ¡“p âñp¡“p S>hpb Ap‘p¡.

  i. L$ep âL$pf“y„ k„NW$“pÐdL$ dp¡X¡$g L„$‘“u dpV¡$ ep¡Áe fl¡i¡? (03)
  ii. ‘qf[õ’rs ky^pfhp dpV¡$ îudsu kyr“spA¡ L$ep ‘Ngp„ g¡hp Å¡BA¡? (03)

ENGLISH VERSION

Q. 1.  Answers in Brief (Any Five)  (10)
 i. Give the difference between buyer behaviour and consumer behaviour.
	 ii.	 Give	the	definition	of	buyers'	behaviour.
 iii. What do you mean by the custodial model of organisational behaviour?
 iv. What do you mean by manipulative autocrat?
 v. What do you mean by market segmentation?
 vi. What is target marketing?
 vii. Give the difference between B2B and B2C marketing.

Q. 2. A.	 Explain	various	factors	affecting	buyers'	behaviour.		 (07)
 B. What do you mean by buying motives?  (07)

OR
Q. 2.  Describe various factors affecting organisational behaviour.  (14)

Q. 3.  Describe in detail various bases of market segmentation.  (14)
OR

Q. 3. A. Explain various uses of market segmentation.  (07)
 B. What do you mean by Digital marketing?  (07)

Q. 4. A. Write Short Notes (any Two)  (06)
 i. Buying decision-making process 
 ii. Concept of market segmentation
 iii. Mobile Marketing

Q. 4. B. Case Study:-
	 	 Mrs.	Sunita	Patel	has	Recently	joined	her	father's	company	Swastik	Pvt.	Ltd.	

as a general manager after completing her MBA degree from a business school 
in the UK. She found that the working environment of the company is not very 
competitive as workers spend a lot of time talking and gossiping with each other. 
Even the workers and employees often come late in the organization by making 
various excuses and delaying the work orders. This causes pending orders and 
suffering	a	financial	loss	to	the	company.	Answer	the	following	questions

  i.  What type of Organisational behaviour model would be suitable for the  
company? (03)

  ii. What steps should be taken by Mrs Sunita to improve the situation?  (03)


