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Answer all the Questions:-
PART A (10x 1 =10 Marks)
1. Marketing is the management process, responfble the needs of the

customers profitably.

a) Identifying and anticipating b) Identifying amdtisfying
c) Anticipating and satisfying d) Identifying, &dying and anticipating
2. is the process of gatherirgyaing and interpreting information about a

product or service to be offered for sale.
a) Market research b) Marketing plan
c) Market segmentation d) Market mix

3. The consumer’s five steps of adopting a new prockfer to

a) Awareness, promotion, evaluation, b) Awareness, interest, evaluation, trial,
trial, adoption adoption

c) Adoption, interest, evaluation, trial d) Awareness, interest, cash cows, trial,

. adoption

promotion

4. The psychological factors influencing consumer bajraare

a) motivation, perception, learning, b) culture, subculture and social class
beliefs and attitudes

c) reference groups, family, roles and d) cultural, social and personal

status
5. includes two aspects of a bran@sgsciations and personality.
a) Brand name b) Brandimage
c) Brand positioning d) Brand relationship

Page 1 of 3



10.

11.
12.
13.
14.
15.
16.
17.
18.
19.
20.

21.

pass through four stages: distgrtiss, emulation, mass fashion, and decline.

a) Product testing b) Product evaluation

c) Product life cycle d) Product recycling

According to many retailers, isntlost important factor in retailing success.
a) Good atmosphere b) Service

c) Location d) Fair prices

sells a limited line of fast mowgogds to small retailers for cash.

a) Specialized wholesalers b) Limited-service wbalers
c) Merchant wholesalers d) Full-service wholesaler

advertising aims to create brandeaveas and knowledge of new products or

new features of existing products.
a) Informative b) Persuasive
c) Advocacy d) Reinforcement

is desirable to get additionsiomers and retain existing customers.

a) Sales forecasting b) Discount sales

c) Sales promotion d) Premium sales

PART B (10x 2=20Marks)
Define market research.
Name the elements of marketing mix.
Differentiate marketing and selling.
What do you mean by consumer buying behavior?
Compose short notes on PLC.
Classify the types of branding with suitablaraple.
State the importance of retailing.
Discuss the functions of retailers.
Define skimming pricing.

Write short notes on cyber marketing.

PART C (5x 14 =70 Marks)

a) Discuss in detail about marketing servaresits classification.
(OR)
b) Explain the procedure for conducting marketiggearch for any textile

product with necessary examples
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22.

23.

24.

25.

b)

Describe the various factors which infllesthe consumer buying behaviou
(OR)
Sketch and explain the model of an Indushisjer behaviour.

Explain in detail about the process invdliredevelopment of a new product.
(OR)
Define branding. Clarify the packaging deansiofollowed in textile

marketing.

Distinguish between retailing and wholegpivith necessary examples.
(OR)
Elucidate the recent trends followed in ratgilwith references to textiles in

India.

Explain the pricing policies and practices followiadextile marketing.
(OR)

Discuss in detail about the marketing commatndo process.
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