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Fourth Semester
Tex. Tech./ Chemical Engg. /Civil/ CTM/ Mechanical/
Electrical/ Ref. & Petro Chemical/ Plastic/ Printing./

E.T.E./ Opto Electronics/ Auto / RAC/ Cement/M. & M.S/
Elect.& Elex./Com. Hardware Maint./ Com. Sc. /

Production. /I.T./MOM/Elex.Instru./Elect.Mech.Engg.
Third Semester PTDC CME

MARKETING  MANAGEMENT

Time : Three Hours Maximum Marks : 100

Note : i) Attempt all questions.

Ãßy ü≈åÁı Nz̨  G�∫ tyu\L @

ii) All questions carry equal marks.

Ãßy ü≈åÁı Nz̨  EÊN˛ Ã™Áå “{ @

iii) In case of any doubt or dispute, the English version question
should be treated as final.

uN˛Ãy ßy üN˛Á∫ Nz̨  ÃÊtz“ EsƒÁ uƒƒÁt N˛y uÀsuo ™ı EÊT¿z\y ßÁ Á Nz̨  ü≈å
N˛Áz EÊuo™ ™ÁåÁ \ÁÆzTÁ @

Unit - I / FN˛ÁF| - I
1. What do you understand by Marketing concept? Explain the scope

and nature of Marketing. 20
uƒúmå N˛y EƒáÁ∫mÁ Ãz EÁú MÆÁ Ã™^oz “{ ? uƒúmå Nz̨  qzfi LƒÊ ÀƒßÁƒ N˛Áz
Ã™^ÁFÆz @

OR / EsƒÁ
What is the meaning of Marketing planning? Explain the steps in
marketing planning process.
uƒúmå uåÆÁz\å Ãz MÆÁ EÁ∆Æ “{ ? uƒúmå uåÆÁz\å üuN¿̨ ÆÁ Nz̨  Y∫m N˛Áz Ã™^ÁFÆz @

Unit - II / FN˛ÁF| - II
2. What is the meaning of Market Segmentation? Explain the method of

Market Segmentation. 20
§Á\Á∫ uƒßMoyN˛∫m Ãz MÆÁ EÁ∆Æ “{ ? §Á\Á∫ uƒßMoyN˛∫m Nz˛ o∫yN˛Áı N˛Áz
Ã™^ÁFÆz @
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OR / EsƒÁ
Discuss the factors affecting Price determination.
™Ó¡Æ uåáÁ|∫m N˛Áz üßÁuƒo N˛∫åz ƒÁ¬z VbN˛Áı N˛y uƒƒzYåÁ N˛yu\L @

Unit - III / FN˛ÁF| - III
3. What do you meant by Product life cycle? Explain the importance of

product life cycle in marketing management. 20
GnúÁt \yƒå YN¿̨  Ãz EÁú MÆÁ Ã™^oz “{ ? GnúÁt \yƒå YN¿̨  N˛Á uƒúmå ü§ãá
™ı ™“nƒ Ã™^ÁFÆz @

OR / EsƒÁ
What is the meaning of Product Development? Explain the importance
of new product development.
GnúÁt uƒN˛ÁÃ N˛Á MÆÁ Es| “{ ? åƒyå GnúÁt uƒN˛ÁÃ Nz̨  ™“nƒ N˛Áz Ã™^ÁFÆz @

Unit - IV / FN˛ÁF| - IV
4. What is Marketing Research? Explain the objective and advantages

of Marketing Research. 20
uƒúmå EåÏÃÊáÁå uN˛Ãz N˛“oz “{ ? uƒúmå EåÏÃÊáÁå Nz̨  GÒz≈Æ LƒÊ ¬Áß N˛Áz
Ã™^ÁFÆz @

OR / EsƒÁ
Describe the main models of Consumer buying behaviour.
GúßÁzMoÁ N¿̨ Æ √Æƒ“Á∫ Nz̨  ü™ÏQ ™Á}g¬Áı N˛Á ƒm|å N˛yu\L @

Unit - V / FN˛ÁF| - V
5. What do you understand by Sales Management? Explain the methods

of motivating to salesmen. 20
uƒN¿̨ Æ ü§ãá Ãz EÁú MÆÁ Ã™^oz “{ ? uƒN¿̨ Æ N˛oÁ|EÁzÊ N˛Áz Eußüzu∫o N˛∫åz N˛y
uƒuáÆÁı N˛Áz Ã™^ÁFÆz @

OR / EsƒÁ
How should you train salesmen and evaluate the performance?
EÁú Eúåz uƒN¿̨ Æ N˛oÁ|EÁzÊ N˛Áz N{̨ Ãz üu∆uqo N˛∫ıTz EÁ{∫ uN˛Ã-uN˛Ã üN˛Á∫ GåNz̨  N˛ÁÆÁż
N˛Á ™Ó¡ÆÁÊN˛å N˛∫ıTz ?
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