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Note:-All questions are compulsory.
Draw neat labeilecl d,iagram wherever nec€ssary

Present the answers with relcvant exaniples.
Figures to the right indicale marks.

Ql. Itead the case and ansryer the following questions.

lnltiiltt has revolutionized the way we do our shopping. 'l-he businessman regards

the Intreniet as a modern eflective tool iu'r business transactions. Online shopping is

the aet of purchasing products or servicgs over the Intemet. Due to the nurneious

advantages and benef'its, nrorc and more people these days prefur buying things

online over the conventional nrethod of going into stores.

Online shoppin-q, particu.iarly during a fcstive holiday season, lessens the need to

r,l'ail in long lines search frottl store to store lbr a particr,rlar item. Conventir:nal

shopping in the brick and mortar building involves leaving the home to josfle with

rhc lratfic, crow'<Js ancl iong queues.

Ql) Mention five benefits olinternet shopping. (S)

Q2) Why benefits of intemet shopping has not reacl'red PAN India. (5)

Q3) What ars some of the disadvantages of intemet marketing. (5)

Q2, A) outline the different types of segmentation employed in consumer
ma rkets: Geograph ig dern o g ra,phiq Psycho gra:pl.ric, Be h a vi o ra l, a n d so cieta l { ] 5 )

OR

Q?. B) Define marketing arrd explain its features. (15)
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Q3a. What are the qualities of a good salesman? (8)

Q3b. "Pakaging acts as a silence salesman". - Elucidate (7)

OR

Qic, Discuss the stagss in product life cycle with a suitable example. (8)

Q3d. Distinguish between "fraditional marketing and Modern marketing? (7)

Q4.a. What arc the various buying trtotives explain with relevant examples.(8)

Q4.b. Distilrguish belween Skinrming the cream pricing strategy and Fenetmting

nrarketing strategy {7}

OR

Q4a. Enunrerate the different types of customers one gets to see in a typical Indian

market? tixplain in brief thcir traits. (8)

Q4b. What is marketing mix? Comment in brief upon its ingredients. (7)

Q5.Write Short notes on (anr,_3)

a. AIDA
b. Product line and Product range

c. Typc's of sales promoti'on

d. Niche marketing

e) Umbrella equity

( 15)
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