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fcor—

01.
02.
03.

04.

I U W@ BT FIfI # g HRAT IR 2

faeafaene™ gRT USRI 990 ScRyRA®RI # € ¥ UeUd g &l e B |

AT BRI ICRYRCDT & Yo U8 Bl AEFIGED R N AR IqH S 497 BT 93797 &1 PN Sl STRYRKIDI B
wIH U TR Sifhd fhar ¥

AT BRI ICRYRCDT AT AT B8 IR ST PR SHD! UTadil 3faey YTl N |

Q.1

Q.2

Q3

Q.4

Q.5

e U FHIP 01 05 TP & T TSI T ¥ | TAP UL 02 37 BT ¥ |

Explain the Meaning of Advertisement.
farstroe @1 sref HHEIRY ?

What is market positioning in marketing.
oo & Adbe ST @I 8?
“Advertising can sell anything “Explain.
fasmos @ Wt 99 Fadr 2° AR |
What Do You Understand By Word Of Mouth.
2 & 999 | AT R FESI & ?

What is consumer behavior?

QU FTER FT 27?

AIe: 93 SHID 06 F 10 b & U9 SIS U3 2| YD UIT 04 3ih BT 2 |

Q.6

Q.7

Q.8

Q.9

Q.1

Explain the Communication Process. Why Does It Play Such a Crucial Hole in Business?
AR UlhaT B ARAT HN, Ig IIAR H ga+11 Agcdqul b1 i F¥mr © 2

Discuss the difference between primary demand stimulation and selective demand

stimulation.
AT AT IO 3R TIATHS AT IS & 41 IR TR =T D |
Identify your own product and built its advertising programme.
AT WA & IATE DI Yga™ B R (YAT IS HRIhA 977 |
Discuss the Different Types of Electronic Advertising (With Example)
IR b AT A TR & goldei~e AT IR aaf &Y |
0 Explain the strategic use of sales promotion in terms of brand building, new product launch
and effectiveness.

gie AU, T S o IR y9TaRiielar @ Ged § 9 HauH & JUMIfe SR &l
YRAT BN |
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SUBJECT: ADVERTISING AND SALES PROMOTION MANAGEMENT

IGNMENT QUESTION PAPER- SECOND MAXIMUM MARKS: 30

fcor—

01.
02.
03.

04.

I U W@ BT FIfI # g HRAT IR 2

faeafaene™ gRT USRI 990 ScRyRA®RI # € ¥ UeUd g &l e B |

AT BRI ICRYRCDT & Yo U8 Bl AEFIGED R N AR IqH S 497 BT 93797 &1 PN Sl STRYRKIDI B
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AIe: U BHIG 01 W 05 IF & U TS U & | TUd U 02 3id &7 7 |

Q.1

Q.2

Q.3

Q.4

Q.5

What is Communication process in marketing?
DT H TR UlhaT FT 57

What does the theory of cognitive dissonance mean?
HAAIHD I & gl o1 ar 312l 87

What do you mean by Media Planning?

AT T (@) @ 82

Explain the Advertising role in the marketing process.
fquor ufafer 3 fagmos @1 e &1 9uiE &Y |
What is Advertising VS Consumer Behavior?

ﬁ?qu:[ ITH SUHTEIT Gdaiy AT % ?

Alc: U3 BHID 06 W 10 db & U SHScRd U & | U U 04 3ih Bl 2 |

Q.6

Q.7

Q.8

Q.9

Q.1

What are the ethical aspects and social aspects of advertising?
= & Afde uge] 3R AMINIe Uge] T &7

Explain about Retail and cooperative Advertising.

GeRT UG WD A0 BT o B |

What are the steps involved in building and Advertising Programme.
T fIsiu= Hrishd & frHor # enfAe ded a1 © ?

Explain the Rationale of testing opinion & Aptitude tests.

RIS I 3R AFIAT IS & AT B ARAT By ?

0 Explain strategic Advertising& Public Service Advertising.
U Ao QIR | Har fasm= & <arer & ?
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SUBJECT: CONSUMER BEHAVIOUR

ASSIGNMENT QUESTION PAPER- FIRST MAXIMUM MARKS: 30

fcor—

01. Ol yvT W B ey ¥ g1 B et 2

02. favafdene™ gRT Uer W SaRyRA@Rl § & WA YIS g AT AfER 2

03. AN P ITRYRKIPI & Yo U8 Pl AGEFIGED GRT WX AR I I A0 BT U9 &1 BN Sl STRYRADT B
wIH U TR Sifhd fhar ¥

04. AR BT ITRYRKIBT M0 AR D75 TR ST B IHD! UTail AT YT B |

i U BHIG 01 W 05 dF & Y TSI U & | TAD U 02 3id &I T |

Q.1

Q.2

Q3

Q.4

Q.5

What are the factors that influence Consumer Behavior?
SUYHIIAT AdeX zﬁ JITITAd BRA Tl BRG FAT %?
What is the role of social influence on consumer behavior?
ST Fa8R W ATHINTS UdTa &I Fa7 fAdT 27
What is Consumer Attitude?

SUHIERIT AAGRT T & 7

Write a short note on diffusion of innovation.

TIMAR & JAR R TS e ool fofay |

What is consumer loyalty and how it is developed.

IureT o /&1 ? SR 59 Y fasfid fear Smar 2

IS U BHID 06 W 10 Tb b YT <Al U 2| AP YT 04 3idb DT 2|

Q.6

Q.7

Q.8

Q.9

Q.10

What is Decision Process? Discuss the influence of individual and internal
Determinants on the decision process.

i ufdear @ g | ot ufdhar R SfeasTd Ud a8y MeiRe! & g9E BT da Sifg |
With an example explain the possible outcome of post purchase Behaviour.

T IATERY & A12J WRIE $ 918 & JdeR & GHITdd aiRoTH T AT Hee

Discuss the influence of personality and self concept on buying Behaviour.

WIS IR WR Gfdcd AR FHIJTYRON & YATd TR Tl DY 2

Elucidate the reference group influence in consumer Behaviour.

QIR FdeR H HaH FHE & UHId Bl T Y ?

Explain the relationship between consumer behavior and marketing strategy?

ST FaeR AR fAgoE Yo=fd & 9 Ia9 B ARAT B ?
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SUBJECT: CONSUMER BEHAVIOUR

ASSIGNMENT QUESTION PAPER- SECOND MAXIMUM MARKS: 30

01. W U w9 @1 sy # g dHRer Aifard 7|

02. favafdene™ gRT Uer W SaRyRA@Rl § & WA YIS g AT AfER 2

03. AN P ITRYRKIPI & Yo U8 Pl AGEFIGED GRT WX AR I I A0 BT U9 &1 BN Sl STRYRADT B
wIH U TR Sifhd fhar ¥

04. A PRI STRYRTBT AU HTTT Bvg U AT PR D! YTl Jaqed Tl X |

i U BHIG 01 W 05 dF & Y TSI U & | TAD U 02 3id &I T |

Q.1  What is consumer Behavior?
QU FTER FT T 2
Q.2 How does personal values impact consumer behavior?
I Jod SUFIERIT FIBR DI DY YHTIAT BRI 87
Q.3 What s role of perception in advertising and marketing?
== iR fauord # gRom @1 a1 e 87
Q.4 What is the role of opinion Leader?
STl & et ®I7 7 2
Q.5  What is industrial buying behavior?
3T ERIg FIeR AT 7 ?

AIe: 93 SHIB 06 § 10 b & Y9 TEScdd U3 2| YD UIT 04 3ih BT 2 |

Q.6 What is consumer learning, how does it affect consumer behavior decision making
consumer?
IUHTaT fR1er0T 9T BIAT | 98 SUHIG] AR UR bW UM STl 27
Q.7  What is the difference between a need and, wants in consumer behavior?
SUHIGIT AR H MaeTdhdl AR 3BT & d1g FT 3R &7
Q.8  What s a self-concept & discuss the join types of self-concept?
3MTH SR T B AR AR THR BT ITH ATIROT R T2 DY ?
Q.9  What are the stages of diffusion?
TR & RO 97 B ?
Q.10 Describe models of consumer behavior.
SUHIGIT AER & AfSd BT quid BT |
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01. W U w9 @1 sy # g He Aifard 7 |

02. favafdene™ gRT YRR W3 STRYRAGS § 8 FA UeIUS 8 HRAT AFER 2 |

03. AN HTd ITRYRADT & Yo U8 Bl AGUIGED GRT R AR ITH I A9 &7 U0 &1 N Sl ScRyRAdT &
UIH U= TR Sifhd fhar ¥

04. A PRI STRYRTBT AU JFTT Bvg U AT PR D! Il Jaqed YT X |

AIe: U BHIG 01 W 05 P & Y TSI U & | TAD U 02 3id &I T |

Q.1  What is the concept of International Marketing?
ORI fAYv &1 STaeIROT @RIT § ?

Q.2 What is pricing and distribution strategy?
o feiRor &R faawor orfa @@ 87

Q.3 What is the policy of India Regarding Import and Export?
T SR FAfd & ddg # 9RA @1 A R 7 7

Q.4  What are the document needed to comply with Export procedures.
fatd ufesareit &1 IguTe & @ for sTTawad xSt FT 7 ?

Q.5  What are the issues involved in international product policy decisions.

IR Icure Aifcr o/l § o9 4 qe enfdat g 2
Alc: U3 BHID 06 W 10 dP & U SHScRd U 8 | Udd U 04 3ih BT 2|

Q.6 What is the deference between UNCTAD and WTO?
RIS 3R fawd MR |6 § &7 3R 7 ?
Q.7  What are the five major trade agreements?
Ure yqgE @TUR |HSI B © 2
Q.8  Explain the distinction between International Marketing and International trades?
IR fAUoH U4 FIARTET AR & AR B ARDT HY?
Q.9  What Documents of required when using letter of credit as payment method.
I A & ®U § 9Rg UF BT SN HRd GAI fb SRS Bl MIeIHhdl il o7

Q.10 How can international marketing extend the life cycle of a product.

IR fauoE fHA SdUe & Sd Ih BT B 9T ThdT & 2
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01. W U Wd DI eI H B PR A 7 |

02. favafdene™ gRT UeR W3 STRYRAGE § 8 WA UeIUS 8 HRAT AR 2 |

03. AN P STRYRKIPBI & YoH U8 Pl AGEFIGED GRT WX AR I I A0 BT U9 &1 PN Sl STRYRIDT B
UH U TR Sifhd fhar ¥

04, A PRI STRYRTBT AU HFTT Bvg U SHT PR IqD| Il Jaqed T X |

HIe: U9 SHI® 01 | 05 IF & U TgSwiild U & | YD U 02 3id BT 2|

Q.1  What is the concept of International Marketing?
ORI fAYve &1 STaeIRoT @RIT § ?

Q.2 What are types of bilateral Agreements?
fguefa Fsial &1 9aR F1 8 ?

Q.3 What is a public sector trading agency?
AEAME &5 B ARS Toifiar a1 § ?

Q.4 Describe export quotations.
T wced &1 9uie & ?

Q.5  Explain the export registration procedure.

frata gSiiae ufshar &1 9ol & |
Alc: U3 BHID 06 W 10 db & U SaScRid U 8 | Ui U 04 3ih BT 2 |

Q.6 What is the IMF & World Bank’s relationship to world trade organization WTO.
fIeg IR HTeA SR & AT JMSTHUW AR fawg & &7 Hee o7 8 ?

Q.7  What are the fiscal & non fiscal barriers in International business? Explain.
R AR A AT 3R IR TR 9=mg =1 & 2 AHssy |

Q.8  What is Import & Export policy Explain its features in India.
AT IR T Ffa =1 8 ? 9Rd § 390! ARl & aar & |

Q.9  What is the difference between shipping & transportation and its importance?
RIfthr iR gidice™ # 7 3R © 3R HET 9T A8 o |

Q.10 Explain the pricing strategy & distribution strategy.
Ao HeiRoer oI 3R faaRer Iuifa @) e ) ?
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ASSIGNMENT QUESTION PAPER- FIRST MAXIMUM MARKS: 30

fcer—

01. AW U W B gy | gof AT A 2 |

02. favafdene™ gRT YRR W3 STRYRAGE § 8 FAR UeIUS 8 HRAT AR 2 |

03. A P STRYRKIPBI & YoH U8 Pl AGEFIGED GRT WX AR IWH I A0 BT U9 &1 BN Sl STRYRADT B
UIH U TR $ifhd fhar ¥

04. T BT STRYRTBT U JFeTTT Bvst U SHT PR IAD] YTl e YTl o |

Aie: U A 01 W 05 IF & U TS U & | TUd U 02 3id &I 3 |

Q.1

Q.2

Q3

Q.4

Q.5

What are the unique characteristics of service?

Jarett &) IS faRya w7 ?

How you classify service on the basis of tangible action.

Hqd PRIATE] & JATER IR T HARI DI HY aiipd PR & 7

What is meant by service strategy?

{7 RO A FIT A © 7

What is role of customer in service marketing?

HaT fquore § UTed A1 B T HADT 57

How does service marketing mix differ from the traditional marketing mix?

s ¥ o yeR fae 87

AIC: U BHID 06 U 10 Tb b YT SraScaeld U 2| AP YT 04 b DT 2|

Q.6

Q.7

Q.8

Q.9

Q.10

Differentiate between goods marketing and service marketing.

A1 faqoE iR Far fauoE & i SfaR Y ?

Explain the stages of service product Development.

AT SR BT & =R & ARAT B ?

Explain the factors influencing consumer behavior in service marketing.

AT YU H IYHIFAT FI8R DI YHIAT B dlel BRDI DI AT BN 2

What are some emerging trends in service marketing and how are they likely to impact the
service industry in the coming year?

Har fAuoE H g SURAl Ugiodl 1 €, IR A drel aui 3§ a1 I R ST R®I7
YHId Ys- Pl FHIA] §|

Explain Indian scenario of service marketing.

Ja1 fauoE &1 IR gRaer # acHe aRged @ aram o |
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fcor—

01. Ol yvT wWd B gy ¥ g1 B At 2

02. favafdene™ gRT YRR W3 STRYRAGE § 8 FA UeIUS g AT AFER 2 |

03. AN P ITRYRKPBT & Yo U8 Pl AGEFIGED GRT WX AR I I A0 BT U9 &1 BN Sl STRYRIDT B
U U TR Sifdhd fhar ¥

04. AR BT ITRYRKIBT M0 AT 75 TR ST B IHD! UTall AL YT B |

HIe: Ue BHIG 01 ¥ 05 Tb B U TGS U 2 | UAD U 02 3P & 7 |

Q.1

Q.2

Q.3

Q.4

Q.5

What is the importance of service quality in service marketing?

Ja1 fIuor # JaT YT BT 9T HEd B2

Discuss the service product development and service encounter.

AT IATE fIBrT 3R HaT GoHs W =l B ?

What is Service Management Trinity?

Jar yeeE fefad /i g ?

Explain Advertising and Principles Branding.

g iR 1T & Rygidl @ aarer & ?

How can service providers use customer feedback to improve their marketing efforts?
AT YIAT U fquor yamel &l 98aR 99 & fog arEel @l ufifhar w1 SuART o¥
IR FHd o7

AIe: 93 SBHID 06 § 10 b & U9 TS U 2| YD UIT 04 3ih BT 2 |

Q.6

Q.7
Q.8

Q.9

Q.10

What are the key challenges that marketers faces in marketing services? How can they
overcome these challenges?

oo Sarsti # fauoe &9 yHgE AT &1 A &Rd 87 9 39 gAIfadl 9 9 0 T
Ahd B°
What are the key elements of a successful service marketing campaign?
g A%l Hal Ao I & W a« @ 2?
Explain the Feature of Service Consumer Behavior.
AT SYHIFT FIeR B fIRIvarsll &1 arer o |
What is Management? Explain Its
a) Recovery Management
b) Relationship Management
TdeE T §
a) el HaE
b) e UdEH BT AR BIVY |
What is Marketing of Financial Services & discuss it Characteristics.

fo<ira Qareil &1 fauv w7 8 3R s9d! favvdmsl &R ==l a7
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01. W U w9 @ sy # g He Aifard 7|

02. favafdene™d gRT YRR W3 STRYRAGE § 8 FAR UeIUS 8 HRAT AER 2 |

03. A P ITRYRKIPBI & YoH U8 Pl AEFIGED GRT WX AR IWH I A0 BT U9 &1 BN Sl STRYRADT B
UIH g TR $ifhd fhar ¥

04, A PRI STRYRTBT AU HTTT Dog U SHT PR D] Il Jaed T B |

AIe: U BHIG 01 W 05 dF & U TSI U9 & | YD U 02 3id $T T |

Q.1  What are the three Major Objectives of Sales Managements?
fepT UeeT & 03 UHRT SeRI T © 7
Q.2 What are the Various Steps Involved in Sales Training.
a1 ufdteror & wnfAer Al ==or @ € °?
Q.3  How do you evaluate a Sales Training Programme?
3y faent gfReTor HRIGHA BT Jedidh dA HId 8 ?
Q.4  What are the Major Function of Marketing Channels.
fUue A9el & W9 dRf 91 § P
Q.5 How do you assess the Preferences of Marketing Channels?

I ATHISTT il Bl TIAT BT bl HY BT & 2
AIc: U3 BHiD 06 W 10 db b Y STHSaed U 8| IADh U 04 3ih Dl 2 |

Q.6 What is the process of Recruiting and Selecting Sales personnel?
o STl @ Wt 3R =T9= & ufse |7 7§ ?
Q.7  What Points should be kept in mind white designing a Compensation system in the
Organization.
Hre H Afaygfd gomell o7 SR wxd FHa o 9l & e | @ S anfeg?
Q.8 What Criteria Should a Sales Manager Use While Designing the Sales territories?
fasp! &3l @1 fSSTgT BRAd A9 U 4! yaersp Bl bl AMIQUS] BT SUANT BT a1 |
Q.9  What are the Three Distribution Channel Attributes Used in Channel Planning.
Il IS H SUART & S dTell dF fIdRor oFe faRwarg @& g ?

Q.10 What are the Essential Elements of an International Marketing Channel?

JFRTET Ao I & 3MaeTh ded T & 2
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ASSIGNMENT QUESTION PAPER- SECOND MAXIMUM MARKS: 30

fcer—

01. il yvd W B ey ¥ g1 B At 2

02. favafdene™ gRT UeT WA SaRyRA@Rt § & WHA YIS g HRAT AfER 2

03. AN HTd ITRYRADT & YoH U8 Bl AT GRT R AR ITH I A9 &7 U0 &1 N Sl ScRyRAdT &
U T W 3Afhd fhar & |

04. T BT STRYRIBT U JFeTTT Bvxt U SHT PR IAD| YTl e YT I |

AIc: UeT BHIG 01 W 05 TP D YT TSR U 2 | UAF YT 02 3id HT 2 |

Q.1

Q.2

Q3

Q.4

Q.5

Explain the nature of Sales Managements?

s vag @& U@l &1 9o+ W |

What is Sales Training Programme.

fazer ufteror HRIHA FT T ?

Difference between sales cost and cost analysis.
O omTa QiR orTd favervor & g 3R Iargy?
What is logistic of Distribution in a Business?

U FqEr W IR $T 9 a7 B ?

What is International Marketing Channel?

R fauoe a9 war § ?

AIc: U BHID 06 U 10 Tb b YT SrdScaeld U3 2| YAD YT 04 b DT 2 |

Q.6

Q.7

Q.8

Q.9

Q.10

Explain Recruitment process of sales personal.

o STl @ wodt ufsar o) e o |

Explain Compensation Plans.

HRATIST AISTATSAT BT AT 7

Explain Managing & Developing sales Evaluation Programme.

TeeT ) AR R 7 B i BrRieH fAwmRid BT aHssy |
Explain about assessing performance of marketing channels.

faUoE oFeT & UG BT b b IR FH qUIF BN |

Explain Process & Importance of International Marketing Channel.

MYfiiaarell @ RIS fauvE a9t @) Ufohar iR #ee &1 T |
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