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NB:
I. ALL QUESTIONS ARE COMPULSORY
2. FIGURES ON RIGHT SIDE INDICAIE FULL NTIARKS.

Q1. Answer the following questions (any two)
(a) Explain the scope of Product Research?
(b) Briefly describe any four methods of
(c) Explain types of Sales Promotion tools.

, Q2. Answer the following questions (any two)
(a) What are the benefits of
(b) What are the areas of Sales
(c) Explain the factors that affect

Q3. Answer the following questions
(a) What are the issues in
(b) What are the ethical
(c) Evaluate

Q4. Answer the
(a) Explain in
(b) Explain the
(c) Explain
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projects and long term investment.
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are TRUE or FALSE.
when brand loses its image.

Research department helps in maintaining secrecy of future

of tangible and intangible atrributes.
Research is undertaken less frequently as compared to consumer

is a branch of Media Research.
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(a) Financial Market Research

.(b) Online Marketing Research
(c) MARG
(d) Consumer Research
qe) AAvertising Research
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