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TILAK MAHARASHTRA VIDYAPEETH, PUNE 

BACHELOR OF COMMERCE (B.COM.)  

EXAMINATION:- JUNE 2022 

FIRST SEMESTER 

Subject: Marketing (BCOM19-103) 

Date: 08/06/2022 Total marks:  60      Time: 2.00 pm to 4.30 pm 

 Instructions:  1) Attempt all Questions  

  2) Figures to the right indicate full marks  

  

Q. 1) Answer the multiple Choice questions. (Any 10) (10) 

      1. -------------------- is the process of marketing communication involving information.   

 a) surplus  b) promotion   

 c) profit  d) price   

      2. AMA means --------------------------.  

 a) American marketing association  b) All Money accepted   

 c) American Management Association  d) All marketing association   

      3. ---------------------------- is a part of social research.   

 a) product  b) advertising   

 c) price  d) marketing research   

      4. Soap is a ------------------good.  

 a) Perishable  b) Intangible  

 c) Tangible d) None of these   

      5. ----------------is particularly required in agriculture sector.  

 a) Assembling b) Grading   

 c) Packaging  d) None of these  

      6. Itinerant means moving or--------------.  

 a) Shifting  b) Changing  

 c) Constant  d) None of these  

      7. ––––––––– is a non personal form of communication conducted through paid media  

 a) Advertising b) Selling  

 c) Marketing d) Distribution  

      8. A _______________ is a market where agricultural products are sold  

 a) Secondary Market b) None of these  

 c) Market d) Primary Market  

      9. The term Market is originated from a ------------------word.   

 a) Indian  b) American  

 c) Latin  d)  None of them   
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    10. The term ------------------- means sale in large qualities.   

 a) Retailer b) Mall  

 c) Multiple shop  d) Wholesale  

    11. A ------------- -is a norm or criteria to measure quality of a product.   

 a)  Standard  b) Cost   

 c) Price  d) None of them  

    12. -------------- risks are those risks that leads to a physical deterioration of the 

product.  

 

 a) Physical  b) Human   

 c) Natural  d) None of These  

    13. ---------------------------- method is considered the best approach to pricing.   

 a) Target Pricing  b) Demand pricing   

 c) cost + pricing  d) None of These  

   

Q. 2) Write Short Note (Any 3)  (15) 

 1. Advantages of advertising  

 2. Capital Market  

 3. Importance of Pricing  

 4. Determinants of Promotion Mix  

 5. Features Departmental stores    

   

Q. 3) Answer the following question in 150 words. (any 2) (20) 

 1. State and explain forms of direct marketing.  

 2. Factors influencing selection of channel of distribution.  

 3. State and explain the elements of price mix.  

 4. Define Super Bazaar? Explain advantages and limitations of super bazaar.  

   

Q. 4) Answer the following question in 300 words. (any one) (15) 

 1. Define ‘Marketing’. Explain in detail functions of marketing.  

 2. Explain in detail difficulties in Rural Market.  

 3. Explain the sales promotion techniques.  

 

  

‘amR>r  ê$nm§Va 

 gyMZm :  1) gd© àý A{Zdm¶©  2) COdrH$S>rb A§H$ nyU© JwUXe©{dVmV.     

à. 1 Imbrb àíZm§Mo ¶mo½¶ n¶m©¶ {ZdS>m. (H$moUVohr 10) (10) 
1.  {dnUZ g§dmXmVrb ‘m{hVr A§V^y©V Agbobr à{H«$¶m ______ hmo¶.  

 A) dmT>dm ~) ~T>Vr  
 H$) Z’$m S>) qH$‘V  

2.  AMA åhUOo______ .   

 A) A‘o[aH$Z ‘mH}$qQ>J Agmo{eEeZ ~) Am°b ‘Zr A°³gonQ>oS>  
 H$) A‘o[aH$Z ‘°ZoJ‘|Q> Agmo{eEeZ S>) Am°b ‘mH}$qQ>J Agmo{eEeZ  
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3.  ______ ho gm‘m{OH$ g§emoYZmMm ^mJ Amho.  

 A) CËnmXZ ~) Om{hamV  
 H$) qH$‘V S>) {dnUZ g§emoYZ  

4.  gm~U hr -------- dñVy Amho. 
 A) Zmed§V ~) AÑí¶  
 H$) Ñí¶ S>) ¶mn¡H$s H$moUVohr Zmhr  

5.  H¥$fr joÌmgmR>r ------- ho Amdí¶H$ AgVo.  
 A) EH$ÌrH$aU ~) J«oS>tJ (à‘mUrH$aU)  
 H$) n°Ho$qOJ S>) ¶mn¡H$s H$moUVohr Zmhr  

6.  {’$aVm åhUOo Mb Am{U -------- hmo¶.  
 A) ñWbm§VarV hmoUmao ~) ~XbVo  
 H$) pñWa S>) ¶mn¡H$s H$moUVohr Zmhr  

7.  -------- Xo¶ ‘mÜ¶‘m§Ûmao g§dmXmMm d¡¶{º$H$ àH$ma Amho.  
 A) Om{hamV ~) {dH«$s  
 H$) {dnUZ S>) {dVaU  

8.  -------- EH$ ~mOma Amho OoWo H¥$fr CËnmXZo {dH$br OmVmV.  
 A) Xþæ¶‘ ~mOma ~) ¶mn¡H$s H$moUVohr Zmhr  
 H$) ~mOma S>) àmW{‘H$ ~mOma  

9.  ~mOma hr g§km ‘yi ______ eãXmVyZ Pmbr Amho.  

 A) ^maVr¶ ~) A‘oarH$Z  
 H$) b°Q>rZ S>) ¶mn¡H$s H$moUVohr Zmhr  

10.  ______ g§km åhUOo ‘moR>çm g§»¶oZo {dH«$s hmo¶.  

 A) {H$aH$moi {dH«$s ~) ‘m°ëg  
 H$) {d{dY XþH$mZo S>) KmD$H$ ì¶mnmar   

11.  JwUdÎmmYmaH$ CËnmXZ ‘moOÊ¶mMo ---- ho gmYZ/ ‘mÜ¶‘ Amho.  
 A) XOm© ~)  IM©  
 H$) qH$‘V S>)  ¶mn¡H$s H$moUVohr Zmhr  

12.  ------- CËnmXZmMo ^m¡{VH$ ZwH$gmZ H$aUmam YmoH$m Amho.  
 A) ^m¡VrH$   ~) _mZdr   
 H$) Z¡g{J©H$  S>) `mn¡H$s H$moUVohr Zmhr   

13.  ------- hr nÕVr qH$_V Ñï>rH$moZmgmR>r `mo½` Amho.   
 A) Q>maJoQ> àm`qgJ  ~) _mJUr àm`qgJ (qH$_V)   
 H$) IM© + qH$_V  S>) `mn¡H$s H$moUVohr Zmhr   

   
à. 2 Q>rnm {bhm (H$moUVohr 3)   (15) 

 1. Om{hamVtMo \$m`Xo  
 2. ^m§S>db ~mOma  
 3. qH$_V _yë` _hËd.  
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 4. Om{hamV {_ŠgMo {ZYm©aH$.  
 5.  {d^mJr` em°ßg² (XwH$mZ) d¡{eîQ>ço  
   

à. 3 Imbrb àíZm§Mr 150 eãXm§V CÎmao Úm (H$moUVohr 2)  (20) 
 1. àË¶j {dnUmMo {d{dY àH$ma gm§Jm Am{U ñnï> H$am.  
 2. {dnUZmMo {d^mJmMr {ZdS> à^m{dV H$aUmao KQ>H$ H$moUVo AmhoV?  
 3. qH$_V {_lMo KQ>H$ gm§JyZ Vo ñnï> H$am.  
 4. gwna ~mOma ì¶m»¶m {bhm. gwna ~mOmamMo ’$m¶Xo Am{U ‘¶m©Xm ñnï> H$am.  
   

à. 4  Imbrb àíZm§Mr 300 eãXm§V CÎmao Úm (H$moUVohr 1)  (15)  
 1  {dnUZ åhUOo H$m¶ {dnUZmMo H$m¶© g{dñVa ñnï> H$am.  
 2  J«m‘rU {dnUZmVrb g‘ñ¶m ñnï> H$am.  
 3  {dH«o$`d¥ÕrMr V§Ìo ñnï> H$am  

 

---------------- 


