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RAN-1908060402050011
M.Com. (Sem. - II) Examination November - 2025

Marketing - V$

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.  “uQ¡“p“¡ k„rnàsdp„ kdÅhp¡ (L$p¡C‘Z ‘p„Q) (10)
  Explain Following in Brief (Any Five)

 a)  DÐ‘pv$“ A“¡ k¡hp hÃQ¡“p L$p¡C‘Z Qpf saphsp¡“u epv$u b“php¡.

  List down any four differences between Product and Service.

 b)  r“i dpL£$qV„$N C“ krh®k“p L$p¡C‘Z b¡ Dv$plfZp¡ Ap‘p¡.

  Give any two examples of Niche marketing in Service.

 c)  k¡hp“p rhõs©s ‘u “u epv$u b“php¡.

  List down extended P's of Service.

 d)  d¡qX$L$g hudp¡ iy„ R>¡?

  What is Medical Insurance?

 e)  k¡hpdp„ âq¾$ep ìep¿epres L$fp¡.

	 	 Define	Process	in	Service.

 f)  cpfsdp„ âhpk“ k¡hpAp¡ ‘|fu ‘pX$su Qpf L„$‘“uAp¡“p “pd gMp¡.

  List down names of four companies that provide tourism services in India.

â. 2.  sd¡ k¡hp gÿe bÅf rhcpNp¡“¡ L¡$hu fus¡ Ap¡mMip¡ A“¡ ‘k„v$ L$fip¡? k¡hp dpV¡$ rhrh^ ‘p¡rTit“N 
‘Z kdÅhp¡. (14)

  How you will identify and Select Service Target Market Segments? Also explain 

various Positioning for Service.

OR

â. 2. A. k¡hp dÝeõ’uAp¡dp„ k„L$mpe¡gp rhrh^ kpdpÞe dyØpAp¡ kdÅhp¡. (07)

  Explain various common issues involving in Service Intermediaries.

 b. C-L$p¡dk® A¡T krh®k CÞV$fduqX$efu rhNshpf kdÅhp¡. (07)
  Explain E-Commerce as Service Intermediary in detail
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â. 3.  k¡hp “hu âp¡X$¼V$ X¡$hg‘d¡ÞV$“¡ rhNshpf kdÅhp¡. (14)
  Explain Service New Product Development in detail

OR

â. 3.  k¡hp ìehõ’p‘““p k„v$c®dp„ cpfsue b¢qL„$N DÛp¡N“¡ rhNshpf kdÅhp¡.
  Explain Indian Banking Industry in detail with respect to Service Management. (14)

â. 4.  L$p¡C‘Z b¡ “¡ rhNshpf kdÅhp¡. (12)

  Explain Following in Brief. (Any Two)

 a)  cpfsue âhpk“ n¡Ó kpd¡“p ‘X$L$pfp¡
  Challenges faced by Indian Tourism Sector

 b)  dpL£$V$ àg¡kdp„ “hu k¡hp DÐ‘pv$“ fS|>Aps kpd¡ ‘X$L$pfp¡
  Challenges to New Service product introduction in Market Place

 c)  k¡hp dÝeõ’u sfuL¡$ C-L$p¡dk®“p apev$p A“¡ N¡fapev$p
  Advantages and Disadvantages ofE-Commerce as Service Intermediary,

 d)  k¡hpdp„ bÅf “¡s©Ðh ìe|lfQ“pAp¡
  Market Leadership Strategies in Service.


