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BCM / A—17
PRINCIPLES OF MARKETING |
Paper-V

Time allowed : 3 hours] [Maximum marks : 80

Note: Attempt five questions in all, selecting at least one

e :

question but not more than two questions from any unit.
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Discuss the nature and Scope of Marketing. 16
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What is Market Segmentation ? Explain the basis of Market
Segmentation. 16
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What is buyer behaviour ? Explain the factors affecting buyer
behaviour. 16
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Define Product. Discuss the importance of product. 16
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What is Product Planning ? Discuss the importance of
Product Planing. 16
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What is brand. Explain in brief the variqus brand policies

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

objectives. 16
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Define Advertisement. Explain its various functions. 16
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Write the meaning and importance of sales promotion. 16
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What is Personal Selling ? Write a detail note on personal
selling process. 16
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