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RAN-2608000606020013
T.Y. B.Com. (NCF-NEP) (Sem. VI ) Examination March - 2026

Major - Marketing (Paper - VIII)

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>hpb (L$p¡C‘Z ‘p„Q) (10)
 1. N°plL$ cph dpL£$qV„$N ìep¿epres L$fp¡.
 2. “hp bÅf Ap¡aqf„N“p¡ A’® iy„ R>¡?
 3. Ap¥Ûp¡rNL$ dpg dpL£$qV„$N ìep¿epres L$fp¡.
 4. k¡hp dpL£$qV„$N ìep¿epres L$fp¡.
 5. DÐ‘pv$“ rcÞ“sp iy„ R>¡?
 6. N°plL$ dpg ìep¿epres L$fp¡.
 7. Ap¥Ûp¡rNL$ dpg iy„ R>¡?

â. 2.  N°plL$ dpg dpL£$qV„$Ndp„ h¥qv$L$ dpL£$qV„$N rkÝ^p„sp¡ L¡$hu fus¡ gpNy L$fhp? kdÅhp¡. (14)
A’hp

â. 2. (A) N°plL$ dpg“p dpL£$qV„$N rdîZdp„ L$ep sÐhp¡ ipd¡g R>¡? rhNshpf kdÅhp¡. (07)
          (b) v$ÑL$ g¡hp“u âq¾$ep“¡ âcprhs L$fsp„ ‘qfbmp¡ iy„ R>¡? kdÅhp¡. (07)

â. 3. (A) k¡hp dpL£$qV„$N rdîZ“p OV$L$p¡ kdÅhp¡. (07)
          (b) Ap¥Ûp¡rNL$ dpg“p gnZp¡ kdÅhp¡. (07)

A’hp 
â. 3.  k¡hp n¡Ó“p rhL$pk“p L$pfZp¡ iy„ R>¡? kdÅhp¡. (14)

â. 4. (A) V|„$L$u “p¢^ (L$p¡C‘Z A¡L$) (06)
 1. N°plL$ dpg A“¡ Ap¥Ûp¡rNL$ dpg hÃQ¡ saphs
 2. k¡hpAp¡“p âL$pf
 3. dpg A“¡ k¡hpAp¡ hÃQ¡ saphs
 4. Ap¥Ûp¡rNL$ dpg“y„ hN}L$fZ
  
 (b)  L¡$k õV$X$u : (06)

  k“ L„$‘“u rgrdV¡$X$ spS>¡sfdp„ v$¡idp„ Mp“Nu DÐ‘pv$“ iê$ L$fu flu R>¡ A“¡ cpfs“p il¡fu A“¡ A^®® 
il¡fu rhõspfp¡dp„ s¡“u ipMpAp¡ h^pfu flu R>¡. L„$‘“u“p CEO îu kduf L„$‘“u“¡ v$¡idp„ “apL$pfL$ A“¡ AN°Zu 
b“phhp dp„N¡ R>¡. L„$‘“u kpby, i¡ç‘|, qX$V$S>®ÞV$ ‘phX$f hN¡f¡ S>¡hp rhrh^ âL$pf“p DÐ‘pv$“p¡ âv$p“ L$f¡ R>¡. ‘f„sy 
R>¡ëgp R> drl“pdp„, L„$‘“u AÞe DÐ‘pv$L$p¡“u syg“pdp„ kpfu L$pdNufu L$fu flu “’u. L„$‘“u“p CEO qX$V$S>®ÞV$ 
kpby A“¡ hp¡tiN diu“ qg[¼hX$ S>¡hp L¡$V$gpL$ “hp DÐ‘pv$“p¡ ‘Z gp¡ÞQ L$fhp dp„N¡ R>¡.

 1. iy„ sd“¡ gpN¡ R>¡ L¡$ L„$‘“uA¡ Ap bÅfdp„ âh¡i L$fhp¡ Å¡CA¡?
 2. L„$‘“u“u [õ’rs ky^pfhp dpV¡$ kpfu ìe|lfQ“pAp¡ k|Qhp¡. 
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ENGLISH VERSION

Q. 1.  Answer in Brief (Any Five) (10)
	 (a)		 Define	Consumer	Goods	Marketing.
	 (b)		 What	do	you	mean	by	New	Market	Offerings?
	 (c)		 Define	Industrial	Goods	Marketing.
	 (d)		 Define	Service	Marketing.
	 (e)		 What	is	Product	Differentiation?
	 (f)		 Define	Consumer	Goods.
	 (g)		 What	are	Industrial	Goods?

Q. 2.  How	to	apply	Vedic	Marketing	principles	in	Consumer	Goods	Marketing?	Explain.		 (14)
OR

Q. 2.  (a)		 What	are	the	Elements	in	Marketing	Mix	of	Consumer	Goods?	Explain	in	detail.		 (07)
Q. 2. (b)		What	are	the	Factors	Influencing	Adoption	Process?	Explain.		 (07)

Q. 3.  (a)		 Explain	the	Components	of	Service	Marketing	Mix.		 (07)
Q. 3. (b)		 Explain	the	Characteristics	of	Industrial	Goods.		 (07)

OR
Q. 3.  What	are	the	Reasons	for	Growth	of	Service	Sector?	Explain.		 (14)

Q. 4.  (a)  Short Notes (Any one)  (06)
	 (a)		 Distinguish	between	Consumer	Goods	and	Industrial	Goods
	 (b)		 Kinds	of	Services
	 (c)		 Distinguish	between	Goods	and	Services
	 (d)		 Classification	of	Industrial	Goods

Q. 4. (b)  Case Study:-  (06)
	 	 Sun	Co.	Ltd.	 is	recently	started	private	manufacturing	in	the	country	and	increasing	
its	branches	in	urban	and	semi	urban	areas	of	India.	The	CEO	of	the	company	Mr.	Sameer	
want	to	make	the	company	more	profitable	and	leading	in	the	country.	The	company	provides	
different	 types	of	products	 like	Soap,	Shampoo,	Detergent	Powder	etc.,	but	 in	 the	last	six	
months,	 the	company	 is	not	doing	 its	well	compared	 to	other	producers.	The	CEO	of	 the	
company	also	wants	to	launch	some	new	products	like	detergent	soap	and	washing	machine	
liquid,
(i)		 Do	you	think	the	company	should	enter	in	this	market?
(ii)		Suggest	a	good	strategy	to	improve	the	condition	of	the	Company.


