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RAN-1908060402050011
M.Com. (Semester-II) Examination April - 2026

Service Marketing-V : Marketing Management

 [ 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¡ (L$p¡C ‘Z ‘p„Q)   10

 1) k¡hp“u bpbsdp„ h¥rhÝeL$fZ / saphs kdÅhp¡.

 2) k¡hp dÝeõ’uAp¡ A¡V$g¡ iy„?

 3) k¡hp DÐ‘pv$“ rdîZ A¡V$g¡ iy„?

 4) b¢L$ dpL$£qV$„N “p¡ ¿epg kdÅhp¡.

 5) Michael Porter Üpfp A‘pe¡gu 3 õ‘^p®ÐdL$ ìe|lfQ“p S>Zphp¡.

 6) Price skimming A¡V$g¡ iy„?

â-2.  “hu k¡hp rhL$pk“u S>ê$qfeps kdÅhp¡. Cellular Service Provider dpV$¡ A¡ L$¡hu fus¡ L$fip¡? 14

A’hp

  dÝeõ’uAp¡ Üpfp k¡hp rhsfZ“p apev$p A“¡ N¡fapev$p kdÅhp¡.

â-3.  k¡hp Ap^pqfs qL$„ds r“^p®fZ ìe|lfQ“p A“¡ ‘ÙrsAp¡ kdÅhp¡. 14

A’hp

  Service Marketing dp„ “hu hõsy DÐ‘pv$““p¡ “p¡ r“Z®e kdÅhp¡.

â-4.  gOy“p¢^ gMp¡ (L$p¡C ‘Z b¡)   12

 1) k¡hp cpNp¡ - kdÅhp¡.

 2) dÝeõ’uAp¡“¡ gNsp kpdpÞe âï“p¡.

 3) bÅfdp„ “hu k¡hp DÐ‘pv$““p ‘qfQe hMs“p ‘X$L$pfp¡.

 4) k¡hp dÝeõ’uAp¡ “p âL$pfp¡.
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ENGLISH VERSION

Q-1.  Short answers (Write Any - 5)   10

 1) What do you mean by differentiation in terms of service?

 2) What do you mean by service intermediaries?

 3) What do you mean by service product mix?

 4) Define bank marketing concept

 5) List out the three competitive strategies given by Michael porter?

 6) What do you mean by Price skimming?

Q-2.  Explain the need for new service development? How do you do it for a  14 

cellular service provider?

OR

  Explain the advantages and disadvantages of different service delivery  

through intermediaries?

Q-3.  Explain different service-based pricing strategies and techniques? 14

OR

  Explain the new product decisions in service marketing?

Q-4.  Write Short Notes. (Any Two)   12

 1) Service Segments.

 2) Common issues involving intermediaries.

 3) Challenges to new service product introduction in the market place.

 4) Types of Service intermediaries.


