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1. Discuss the nahue and Scope ofMarketing. 16
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2. What is Market Segmentation ? Explain the basis ofMarket
Segmentatio[ 16
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3. Whar is buyer behaviour ? Explain the factors affecting buyer

behaviour. 16
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4. Define Product. Discuss the importance ofproduct 16
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5. lvhat is Product Planning ? Discuss the importatce of
ProductPlanhg. 16
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6. What is bmnd. Explain in briefthe variqus brand policies

and strategies, 16
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Define physical distribution. Discuss its scope and

objectives. 16
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Defi ne Advertisement- Explain its various fu nctions.
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Wdte the meaning and impofiance ofsales Fomotion. 16
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10. What is Personal Selling ? Write a detail [otc on p€Nonal

selling process. 16
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