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Assignment Question Paper - |

Q1  What is the role of advertisement in the marketing process?
faues=1 ufpar # fasimos &1 @ Y 57

Q2 How can you determine target audience?
fasm= siarsii &1 e oMy f59 gaR &t ?

Q3  What is advertising budgeting? Describe various factors to affect an advertising

budget.
g goifeT 2?2 Us fasua duie @Y U¥Ifdd N dTel dodl T qoi BITY |

Q4  What is advertising campaign? What are its advantages?
fagmo gfew @1 87 g9 a1 I 57,
Q5 What do you understand by international advertising? State its salient features.

JRIRTSERT A= - 2?2 g9a #gcaqul dcdi i aesy |

Assignment Question Paper - 1l

Q1  Describe social responsibilities of advertising.
IS e & AMIfoId IRl &7 aui BT |
Q2 What do you mean by target audience? What is the procedure to select target
audience?
e SIARTOT BT T AL & |? T ST & =R B R Uipdr © 2
Q3  Describe various aspects of advertisement programme.
s SRigH & fafi=1 ggqgell &1 avia Sy |
Q4  What 1s advertising agency? Explain procedure of appraisal of an advertising
agency.
ﬁ%ﬁymwg?wﬁwmzﬁﬁmﬁmaﬁmaﬁmﬁ
Q5  Discuss the relations between advertising and consumer behaviors.
Ao ®ell Ud SUHIaal FaeR & a =T dl faaadr sifo |
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Assignment Question Paper - |

Q1  What is consumer behavior? Explain the marketing strategy with respect to
consumer behavior
SUHIGIT FIER FIT 87 TR BT YUY BT SUHIGIT IIgR & e § AHsgd |

Q2 How is the consumer motivated for purchasing a product? What is the
evaluation criteria and decisions rule?
R ff =g @ T¥eER § IuHiar @ IuRT dA frar Siar 87 fotg @
Tt aRfT w2 |

Q3  Explain the attitude of an individual buyer, while purchasing a product.
el 1 avg @1 TSR & Iad D G DI AR |

Q4 What is the importance of psychographics and lifestyle in consumer behavior
studies? Also explain the reference group influence
QIR FqeR eI H ASH! TThdh 3R ASh gl $HI Jecd 1 & | Rbd gu &
U4Td P AHSIST |

Q5  Explain the concept an process industrial baying behaviour
SEUNT TNIGER] dER B JTURVM AR UHAT BT FHSTE |

Assignment Question Paper - 1l

Q1  What is consumer involvement in the decision making process?
ot fomfor gfgan & Swiraar 9rfier @ 22
Q2  What is information processing and consumer perception?
IOHIEAT IR AR AT Ufhar & &?
Q3  Explain the influence of personality on the consumer baying behavior.
SUHIFT TRIGER] FIER H Afdd & AT DI AHSTSY |
Q4  What is diffusion of innovation and opinion leadership? How does it affect the
family decision making?
gAY & fdEed 3R g I a1 7 IR $9 A gRaR g fHior &1 gaifaa sear 2
Q5  Explain the models of consumer behaviour and its use in the study of consumer

behavior.
ST FIgR & Hled AR STD STINT Bl IUHITdT FdeR & Jegdd § IJasmsy |
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Assignment Question Paper - |
Ql R fAuoE & arareaReT R U oG foIRay |

Write an essay on international marketing environment.

Q2 fguely =muiRes FHSIT &7 31f IeT 9 HE@ &1 AAWIR quiF B |
Explain fully the meaning, objects and significance of bilateral trade
agreements.

Q3 Y9Rd & FMIfd AUR | S FEar g4 Uicared QU 9§ S9a] aRm iy |
Discuss the assistance and incentives provided in the export trade of India.

Q4 T fharfafey o wgcaqel orawemsll &1 Wt fdaror €| g9 ufshar d & gz
Toldl &1 YANT fhar S & |
Briefly explain the important stages in procedure of export trade. What main
documents are used in this process?

Q5 simce & ATed UG wrat &1 fadad difg | fAeraeia gl & oy gad &1 78w 27
Describe the organization and functions of UNCTAD. What is its importance
for developing countries?

Assignment Question Paper - 1l

Ql R fUuE & W a Td &5 & R B |
Discuss the nature and scope of international marketing.
Q2 fI%q ATUR WIS &I ATATAATHD FRAT DI |
Explain critically the world trade organization.
Q3  JiPCE Bl G Th DI AhdRI Ud JAHATRI TR YD STfery |
Discuss the achievements and failures of UNCTAD.
Q4 fguely MR wosiia ¥ MY 1 q9ed &7 feuelld Ud aguelia «raiRe |Hsiid ol
oI DI |
What do you understand by bilateral trade agreement? Give a comparison of
bilateral and multilateral trade agreements.
Q5 ¥RA & WIS & YA DI MIT—ATd T TR Uhrer STfery |
Throw light on import export policy after independence of India
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Assignment Question Paper - |
Q1  What is service marketing? What is the nature of services?
AfdE AT a1 2° JdlAT & UPpfa 31 27
Q2  What is the framework and challenges of marketing in service business?

HAT AR H ISR & Uy AR AT Jargd |

Q3  What is service consumer behaviour? Explain its process elements.
T SYATHIT FIER T 27 9P Ufhar acdl Bl Aoy |

Q4  Discuss the quality models and its related issues in service marketing.
HIT INIBRYT 7 F@Tfere] Afed IR ST FHeid gaal oI qAsisy |

Q5  Explain the classification of services.

AT & o B AR |
Assignment Question Paper - |

Q1  What is the role of services in the growth of economy? What factors contribute
to the growth of services?
JfaeRl & H H |a1 B YfAHT T 22 DI W UH SRS © ol 39D [dbr 4
IRTEH < B |

Q2  Write notes on
1) Service product development
i1)  Service encounter

g forfed
i) A1 g fdera
i) Afd gABSUeR
Q3  What is service trinity? How does the formulation of service strategy useful in
marketing of services?
afda oS T 87 IoTRIeRer § WaRvHIfa @ ufshar @i 87
Q4  Explain the advertising, branding and packaging of services.
SIS, T UBISIHT &1 Harel bl FHSY |
Q5  What is marketing of financial services? Explain the Indian market scenario and
its strategies.

facia Qg BT ITRIBR T 27?7 RO II9R Adiel Ud SFPT XoHIfadl o Fasgy |
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Assignment Question Paper - |
Q1  Describe the nature and scope of sales management.
I gdy &1 Ui vd &3 @t fade S |
Q2 How can you develop an effectlve sales training programme?
MY T g sk ulRierT srisA fod daR fAaRd o |
Q3 What do you understand by sales evaluation programme? State important
features of an effective sales evaluation programme.
e TP BRIA W 3T T FAS &7 b Y9Tdl [Ashd i BRISH & Hecayol
dodl I AHSISY
Q4  What do you understand by marketing channel? What is its importance?
fauore arfedmell & g FT A 87 fauvH § g9 e R "Ed 87
Q5  Describe various techniques to assess performances of marketing channels.

fauore arfeeretl & fAwres @ faf=1 de-ial &1 goie HIfY |

Assignment Question Paper - 1l

Q1  Describe the procedure of selecting sales personnel.
fash HHARA & I o ufhar o1 qHemSY |

Q2 Discuss various motivations may be given to sales personnel's.

faspa HHaIRAT Bl & T drell fAfa=T fAUROT BT 9ol BT

Q3  State various techniques of sales cost analysis.
e omTd faeetyor @ A=t daiie U @iy |

Q4  Describe organizational pattern of marketing channels.
fquure aIfedel & e Wwy B goiF BT |

Q5  Describe the importance of International marketing channels in marketing.

faqure & ST fquure arfedial @ A8 &1 auie BN |




