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RAN-2408000604030007
S.Y.B.Com. (Sem. IV) Examination April - 2026

Marketing - 3 (Minor)

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.  V|„$L$dp„ S>hpb Ap‘p¡ (Nd¡ s¡ ‘p„Q) (10)
 1. N°u“ dpL£$qV„$N A¡V$g¡ iy„?
 2. B2C dpL£$qV„$N“p¡ ¿epg kdÅhp¡.
 3. bÅf rhcpNuL$fZ“u S>ê$qfepsp¡ kdÅhp¡.
 4. Mfuv$l¡sy“u kdS> Ap‘p¡.
 5. N°plL$“p¡ ¿epg Ap‘p¡.
 6. rhcpS>“ ìep¿epres L$fp¡.
 7. k„õ’pL$ue Mfuv$u hs®“ ìep¿epres$ L$fp¡.

â. 2.  Mfuv$u“p rhrh^ l¡syAp¡ Dv$plfZ kp’¡ kdÅhp¡. (14)
 A’hp
 A. k„NW$“pÐdL$ hs®Z|„L$“p L$p¡C‘Z b¡ dp¡X¡$g kdÅhp¡. (07)
 b. Mfuv$u r“Z®e âq¾$ep rhNshpf kdÅhp¡. (07)

â. 3.  bÅf rhcpNuL$fZ“p Ap^pfp¡ S>Zphu Nd¡ s¡ ÓZ Ap^pfp¡ kdÅhp¡. (14)
 A’hp
 A. gÿeuL$fZ ìep¿epres L$fp¡ A“¡ rhrh^ âL$pf“p gÿeuL$fZ kdÅhp¡. (07)
 b. rhcpS>““p apev$p kdÅhp¡. (07)

â. 4.  V|„$L$ “p¢^ gMp¡ (Nd¡ s¡ ÓZ) (12)
 1. X$uÆV$g dpL£$qV„$N
 2. Mfuv“pf hs®“ A“¡ N°plL$ hs®“ hÃQ¡“p¡ saphs
 3. Mfuv$ l¡syAp¡
 4. bÅf rhcpS>““p D‘ep¡Np¡
 5. V¡$gu dpL£$qV„$N
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ENGLISH VERSION

Q. 1.  Answer in Brief (Any Five):  (10)
 1. What is meant by Green Marketing?
	 2.		 Define	concept	of	B2C	Marketing.
	 3.		 State	the	requirements	of	Market	Segmentation.
	 4.		 Explain	the	concept	of	Buying	motive.
	 5.			Explain	the	concept	of	consumer.
	 6.		 Define	Segmentation.
	 7.		 Define	Organisational	Buying	Behaviour.

Q. 2.  Explain with illustration various buying motives.  (14)
OR

	 a.		 Explain	any	Two	models	of	organizational	behavior.		 (07)
 b.  Explain Buying decision process in detail.  (07)

Q. 3.  State	the	bases	of	market	segmentation.	Explain	any	Three	of	them.		 (14)
OR

	 a.		 Define	targeting	and	explain	various	types	of	targeting.		 (07)
	 b.		 Explain	benefits	of	segmentation.		 (07)

Q. 4.  Write Short Notes (Any Three):  (12)
 1.  Digital Marketing
	 2.		 Difference	between	buyer	behavioui	-	and	consumer	behaviour
 3.  Buying Motives
	 4.		 Uses	of	market	segmentation
 5.  Tele Marketing


