



B.B.A. DEGREE EXAMINATION – 
JANUARY, 2009

Second Year

MARKETING MANAGEMENT 

Time : 3 hours
Maximum  marks : 75

Answer for 5 marks questions should not exceed 
2 pages.

Answer for 15 marks questions should not exceed 
5 pages.

PART A — (3 ( 5 = 15 marks)

Answer any THREE questions.

All questions carry equal marks.

1. Explain the modern concept of marketing.

uØPõ» \¢øu°¯¼ß ÷Põm£õmøh ÂÁ›.

2. Define standardisation and explain its advantages.

uµ¨£kzxuÀ Gß£uß C»UPn® ÁøµP ©ØÖ® Auß £¯ßPøÍ ÂÍUSP.

3. What are the objectives of pricing decisions?

Âø» {ºn¯z wº©õÚ[PÎß ÷|õUP[PÒ ¯õøÁ?

4. What is an advertisement copy? Describe its aims.

ÂÍ®£µ|PÀ GßÓõÀ GßÚ? Auß ÷|õUP[PøÍ ÂÁ›.

5. Explain the middlemen’s strategy for new products.

¦v¯ ö£õ¸mPÐUS Cøhz uµPºPÎß EUvø¯ ÂÁ›.

PART B — (4 ( 15 = 60 marks)

Answer any FOUR questions.

All questions carry equal marks.

6. Explain the functions of marketing.

\¢øu°køP°ß £À÷ÁÖ £oPøÍ ÂÍUSP.

7. Define selling. Explain the methods of selling.

ÂØ£øÚ°ß C»UPn® GÊxP. ÂØ£øÚ  •øÓPÒ £ØÔ ÂÁ›.

8. What is the meaning of buying motives? Explain the important buying motives.

Áõ[SuÀ ÷|õUP® GßÓõÀ GßÚ? •UQ¯©õÚ Áõ[SuÀ ÷|õUP[PøÍ ÂÁ›.

9. Explain the bases of market segmentation.

\¢øu¨ £S¨¤ØPõÚ Ai¨£øhPøÍ ÂÁ›.

10. What is channels of distribution? Explain the factors to be considered in the selection of a channel.

ÁÇ[PÀ ÁÈPÒ GßÓõÀ GßÚ? ÁÇ[PÀ ÁÈø¯z ÷uº¢öukUS® ÷£õx Bµõ¯ ÷Ási¯ PõµoPøÍ ÂÁ›.

11. What is personal selling? Explain its characteristics and objectives.

÷|º•P ÂØ£øÚ GßÓõÀ GßÚ? Auß ußø©PÒ ©ØÖ® ÷|õUP[PøÍ ÂÁ›.

12. Explain the various kinds of pricing.

Âø» {ºn¯zvß £À÷ÁÖ ÁøPPøÍ ÂÍUSP.
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