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PAFT A
Answer a ll qLeslions Each queslion car es 1 mark :

2 What is price discr rn nalon ?

3 Slale any lwo tools oi sales promorion

4 Whal is skimming price policy ?

5 Deline direcr marketing.

PART B

Answer any 6 qlesliofs Each quesilon carries 2 marks:

7 Discuss lhe sleps in target marketing

I State any iour difference between selling and markering

9 Siate the objecrives orpicinq.

10. Define producl iie cyc e

1 1 Discuss the elements oi marketifg promotion mix

12 Whai are lhe characlerisucs ol a good salesman ?

1 3. Srate any iour benelits ol direcr rnarkeiing

14. Whal are thei.,aalrres ol CFM ?

(6/1=6)

l6x2=12)
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..1- PART 5.Q

A's,er anv 4 ou.sr on\. EaoS ou-srro. ca 
"eq 

3 ira .r
l( Eiola n rnr'o ndrlanrg_s-.vtrornenl

l6 Sule thp l-fr.., an'"cl nd..nirmr behennr r

17. Disclss the objectives oima,r,erins p,o'orion.

14. Disclss the characterislics oi personalselling

'9 Disc-ss rhe lunclons olchannels old,sl|buror

20. Siale lhe signiticance ol CRM (ax3=12)

PART I)

Answerany 2 quesilons. Each queslon ca(les 5 marks

21. Wh"l s m" (pn"q segmpnrdr,o r ^ E.pa n \ba.rr

22. Deiine product mlx. Oiscuss iis slrategies

23. Whal s advertis no media ? Explain ils ivpes

24 Whal ls green marketing ? Explain ils ieed and imporlance (2rs=10)


