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ENGLISH VERSION
Q.1. Answer in Short: 10
1. Enlist any three factors that affect organizational behavior.
2. List the stages of the decision-making process in buying.
3. What are the different levels of relationship marketing?
4. List down the different classes of buyers.
5. Define segmentation.
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Q2. A Process of decision making process in buying.
B. Difference between B2B and B2C marketing.
OR
Q.2. Write in detail: Process of relationship Marketing.
Q3. A Write a note on tele marketing.
B. Write a note on buyer motives.
OR
Q.3. Write note on targeting along with types of targeting.
Q4. Answer the following short note (Any Three)
1. Green Marketing.
2. Relationship Marketing.
3. Custodial model.
4. Classes of buyers.
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