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RAN-2108002202050041
S.Y.B.Com. (External) Examination April - 2026

Marketing - I

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  V|$„Lp$ S>hpb Ap‘p¡    (20)
 (a) bÅf“u ìep¿ep Ap‘p¡.
 (b) ìehlpf“p¡ A’® Ap‘p¡.
 (c) kpdprS>L$ dpL$£q»V$N ¿epg iy„ R>¡?
 (d) DÐ‘pv$“ rhLp$k“p¡ A’® Ap‘p¡.
 (e) N°¡qX„$N iy„ R>¡?
 (f) Mfuv$vp$fp¡“y„ hs®“ ìep¿epres L$fp¡.
 (g) L$õVp¡$qX$eg dp¡X$g“p¡ A’® Ap‘p¡.
 (h) B“bpDÞX$ dpL$£q»V$N iy„ R>¡?
 (i) B2C dpL$£q»V$N“u ìep¿ep Ap‘p¡.
 (j) dp¡bpBg dpL$£q»V$N iy„ R>¡?

â. 2  dpL$£q»V$N“p dy¿e ¿epgp¡ kdÅhp¡.   (16)
A’hp

  DÐ‘pv$“ rdîZ A“¡ s¡“¡ Akf L$fsp ‘qfbmp¡ kdÅhp¡.

â. 3  g¡btgN“u QQp® L$fp¡: Lp$ep£ A“¡ âLp$fp¡.   (16)
A’hp

  Mfuv$vp$fp¡“p hNp£ A“¡ Mfuvu$“p l¡syAp¡ kdÅhp¡.

â. 4  k„NW$“pÐdL$ hs®Z|L$“¡ Akf L$fsp ‘qfbmp¡ kdÅhp¡.  (16)
A’hp

  k„b„^ dpL$£q»V$N“p kamsp“p ‘qfbmp¡ kdÅhp¡.

â. 5  AkfLp$fL$ bÅf rhcpS>““u âq¾$ep A“¡ AphíeL$spAp¡ kdÅhp¡. (16)
A’hp

  B2B A“¡ B2C dpL$£q»V$N kdÅhp¡.
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â. 6  (Lp¡$C‘Z b¡) ‘f V|$„Lu$ “p¢^ gMp¡:   (16)
 (1) DÐ‘pv$“ v|$fuL$fZ
 (2) k„NW$“pÐdL$ hs®Z|L$
 (3) õ’m dpL$£q»V$N
 (4) A“ychgnu dpL$£q»V$N

ENGLISH VERSION

Q. 1  Answer the following short questions: (Any ten) (20)

 (a) Define market.

 (b) Meaning of transaction.

 (c) What is societal marketing concept?

 (d)  Meaning of product development.

 (e) What is grading?

 (f) Define buyer behaviour.

 (g) Meaning of custodial model.

 (h) What is inbound marketing?

 (i) Define B2C marketing.

 (j) What is mobile marketing?

Q. 2  Explain the core concepts of marketing.   (16)

OR

  Explain the product mix and the factors that affect it.

Q. 3  Discuss labelling: functions and types.   (16)

OR

  Explain classes of buyers and buying motives.

Q. 4  Explain factors affecting organisational behaviour. (16)

OR

  Explain the success factors of relationship marketing.

Q. 5  Explain the process and requirements of effective market segmentation. (16)

OR

  Explain B2B and B2C marketing.

Q. 6  Write short notes on (Any two):   (16)

 (1) Product elimination

 (2) Organisational behaviour

 (3) Place marketing

 (4) Experiential marketing


