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 H¥$n`m Om±M H$a b| {H$ Bg àíZ-nÌ _o§ _w{ÐV n¥ð> 11 h¢ & 

 àíZ-nÌ _| Xm{hZo hmW H$s Amoa {XE JE H$moS >Zå~a H$mo N>mÌ CÎma-nwpñVH$m Ho$ _wI-n¥>ð> na {bI| & 

 H¥$n`m Om±M H$a b| {H$ Bg àíZ-nÌ _| >31 àíZ h¢ & 

 H¥$n`m àíZ H$m CÎma {bIZm ewê$ H$aZo go nhbo, àíZ H$m H«$_m§H$ Adí` {bI| & 

 Bg  àíZ-nÌ  H$mo n‹T>Zo Ho$ {bE 15 {_ZQ >H$m g_` {X`m J`m h¡ &  àíZ-nÌ H$m {dVaU nydm©• _| 

10.15 ~Oo {H$`m OmEJm &  10.15 ~Oo go 10.30 ~Oo VH$ N>mÌ Ho$db àíZ-nÌ H$mo n‹T>|Jo Am¡a 

Bg Ad{Y Ho$ Xm¡amZ do CÎma-nwpñVH$m na H$moB© CÎma Zht {bI|Jo & 
 Please check that this question paper contains 11 printed pages. 

 Code number given on the right hand side of the question paper should be 
written on the title page of the answer-book by the candidate. 

 Please check that this question paper contains 31 questions. 

 Please write down the Serial Number of the question before 
attempting it. 

 15 minute time has been allotted to read this question paper. The question 
paper will be distributed at 10.15 a.m. From 10.15 a.m. to 10.30 a.m., the 
students will read the question paper only and will not write any answer on 

the answer-book during this period. 
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gm_mÝ` {ZX}e : 

(i) àíZ g§»`m 1 go 14 VH$ EH$-EH$ A§H$ dmbo ~hþ{dH$ënr àíZ h¢ & AmnH$mo AnZr CÎma nwpñVH$m 
_| ghr {dH$ën H$mo {bIZm h¡ & 

(ii) àíZ g§»`m 15 go 23 VH$ Xmo-Xmo A§H$m| dmbo àíZ h¢ & BZ_| go àË`oH$ àíZ H$m CÎma gm_mÝ`V: 
70 eãXm| go A{YH$ H$m Zht hmoZm Mm{hE & 

(iii) àíZ g§»`m 24 go 29 VH$ VrZ-VrZ A§H$m| dmbo àíZ h¢ & BZ_| go àË`oH$ àíZ H$m CÎma 
gm_mÝ`V: 100 eãXm| go A{YH$ H$m Zht hmoZm Mm{hE & 

(iv) àíZ g§»`m 30 d 31 Ho$ àíZ nm±M-nm±M A§H$m| dmbo h¢ & BZ_| go àË`oH$ àíZ H$m CÎma gm_mÝ`V: 
150 eãXm| go A{YH$ H$m Zht hmoZm Mm{hE & 

General Instructions : 

(i) Questions from serial no. 1 to 14 are Multiple Choice Questions carrying one 

mark each. You have to write the correct option in your answer book. 

(ii) Questions from serial no. 15 to 23 carry two marks each. Answers to such 

questions should normally not exceed 70 words each. 

(iii) Questions from serial no. 24 to 29 carry three marks each. Answers to such 

questions should normally not exceed 100 words each. 

(iv) Questions at serial no. 30 and 31 carry five marks each. Answers to these 

questions should normally not exceed 150 words each. 

1. {ZåZ{b{IV _| go H$m¡Z-gm EH$ em°qnJ CËnmX h¡ ? 1 

(H$) Q>obr{dµOZ goQ> 

(I) H$ƒm _mb 

(J) MrZr 

(K) XÿY 
Which of the following is a Shopping Product ? 

(a) T.V. Set 

(b) Raw Material 

(c) Sugar 

(d) Milk 
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2. {H$gr CËnmX Ho$ OrdZ MH«$ Ho$ {d{^Þ MaUm| H$mo {ZåZ{b{IV H«$_ go gyMr _| aIm OmVm h¡ : 1 

(H$) àñVw{V, d¥{Õ, n[anŠdVm, àm¡‹T>Vm, nVZ 

(I) àñVw{V, d¥{Õ, àm¡‹T>Vm, n[anŠdVm, nVZ 

(J) d¥{Õ, àñVw{V, àm¡‹T>Vm, n[anŠdVm, nVZ 

(K) àñVw{V, n[anŠdVm, àm¡‹T>Vm, d¥{Õ, nVZ 

The various stages in the life cycle of a product are listed in the following 

order : 

(a) Introduction, Growth, Maturity, Saturation, Decline 

(b) Introduction, Growth, Saturation, Maturity, Decline 

(c) Growth, Introduction, Saturation, Maturity, Decline 

(d) Introduction, Maturity, Saturation, Growth, Decline 

 

3. Johÿ± H$s n¡Ho$qOJ Ho$ {bE {ZåZ{b{IV H$m à`moJ {H$`m OmVm h¡ : 1 

(H$) bH$‹S>r H$s no{Q>`m± 

(I) JÎmo Ho$ {S>ã~o 

(J) OyQ> H$s ~mo[a`m± 

(K) ßbmpñQ>H$ H$s ~mpëQ>`m± 

The following of these are used for packaging of wheat : 

(a) Wooden Boxes 

(b) Cardboard Boxes 

(c) Jute Sacks 

(d) Plastic Buckets 
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4. Bg _yë`-{ZYm©aU Zr{V Ho$ AÝVJ©V AbJ-AbJ J«mhH$m| go AbJ-AbJ _yë` dgybo  
OmVo h¢ : 1 

(H$) _ŠIZ ~Q>moaZo dmbr 

(I) ~mµOma ^oXZ dmbr 

(J) ZoVm AZwgaU 

(K) {d^oXmË_H$ 

Under this pricing policy, different customers are charged different  

prices : 

(a) Skimming-the-cream 

(b) Penetrating 

(c) Follow-the-leader 

(d) Discriminating 

 

5. _ŠIZ ~Q>moaZo dmbr _yë`-{ZYm©aU Zr{V H$m à`moJ V~ Zht H$aZm Mm{hE O~ 1 

(H$) CËnmX Z`m hmo Am¡a EH$ {d{eîQ> CËnmX hmo & 

(I) CËnmX H$mo {dH${gV H$aZo VWm CgH$s àñVw{V na ~hþV ^mar ì`` {H$`m J`m hmo & 

(J) AmgmZr go {OVZr Amny{V© H$s Om gHo$ CVZo hr ñVa VH$ _m±J H$mo {Z §̀{ÌV aIZm  
hmo & 

(K) CËnmX H$s _m±J ~hþV bmoMXma hmo & 

Skimming-the-cream pricing policy should not be adopted when 

(a) the product is new and is a speciality product. 

(b) heavy expenses have been incurred on the development and 

introduction of the product. 

(c) demand is to be restricted to the level which can be easily met. 

(d) the demand for the product is highly elastic. 
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6. `{X {H$gr CÚmoJ _| CËnmX H$m _yë` H$moB© EH$ \$_© {ZYm©[aV H$a XoVr h¡ VWm AÝ` g^r \$_ªo 
Cgr _yë` na {dH«$` H$aVr h¢, Vmo BgH$mo H$hm OmEJm  1 

(H$) µJ¡a-à{VñnYm©Ë_H$ _yë` 

(I) {dH$ën a{hV _yë` 

(J) ZoVm AZwgaU _yë` 

(K) ^oX^md a{hV _yë` 

If one of the firms in an industry sets the price of the product and all 

other firms sell at the same price, it will be called 

(a) Non-competitive price 

(b) Option less price 

(c) Follow-the-leader price 

(d) Non-discriminatory price 

 

7. `o H«o$VmAm| Am¡a {dH«o$VmAm| H$mo EH$-Xÿgao go {_bmVo h¢ VWm Xÿgam| H$s Amoa go H«$` AWdm 
{dH«$` H$m gm¡Xm H$aVo h¢ : 1 

(H$) Xbmb 

(I) WmoH$ ì`mnmar 

(J) \w$Q>H$a ì`mnmar 

(K) ghH$mar §̂S>ma 

They bring buyers and sellers together and negotiate purchase or sale on 

behalf of others : 

(a) Brokers 

(b) Wholesalers 

(c) Retailers 

(d) Cooperative stores 
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8. AmnHo$ {Zdmg joÌ _| h[aha OZab ñQ>moa h¡ Omo ñWmZr` {Zdm{g`m| H$s {ZË` Cn`moJ _| 
µOê$aV H$s g^r àH$ma H$s dñVwE± aIVm h¡ & `h CXmhaU h¡  1 

(H$) EH$ \w$Q>H$a ì`mnma dmbr XþH$mZ H$m 

(I) EH$ {d^mJr` ^§S>ma H$m 

(J) EH$ ~hþg§»`H$ XþH$mZ H$m 

(K) Cn`w©º$ _| go H$moB© Zht 

Harihar General Store in your locality keeps all kinds of goods required 

by local residents for their daily use. This is an example of  

(a) A retail shop 

(b) A departmental store 

(c) A multiple shop 

(d) None of the above 

 

 

9. {ZåZ{b{IV _| go `h EH$ àdV©Z {_lU H$m VÎd h¡ : 1 

(H$) CËnmX 

(I) _yë` 

(J) ì`{º$JV {dH«$` 

(K) g§ §̀Ì ñWmnZ pñW{V 

One of the following is an element of Promotion Mix : 

(a) Product 

(b) Price 

(c) Personal selling 

(d) Plant location 
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10. g_mMma-nÌm| Ûmam {dkmnZ Ho$ g§X^© _| {ZåZ{b{IV _| go `h H$WZ gË` Zht  h¡ : 1 

(H$) `h gd©gmYmaU H$s MmhV Ho$ Cn^moº$m CËnmXm| Ho$ {bE Cn ẁº$ h¡ & 

(I) `h CZ bmoJm| H$mo g§gy{MV H$aZo Ho$ {bE ^r Cn`moJ _| bm`m Om gH$Vm h¡ Omo 
AZn‹T> h¢ & 

(J) `h g_mMma-nÌm| Ho$ {bE Am` H$m EH$ AÀN>m òmoV h¡ & 

(K) {dkmnZ H$s à{V nmR>H$ bmJV AnojmH¥$V H$_ h¡ & 

With reference to Newspaper Advertising, one of the following 

statements is not correct : 

(a) It is suitable for consumer products of mass appeal. 

(b) It can be used to communicate even with those people who are 

illiterate. 

(c) It is a good source of income to newspapers. 

(d) Cost of advertisement per reader is relatively low. 

 

 

11. {ZåZ{b{IV _| go H$m¡Z-gm H$WZ ghr h¡ ? 1 

(H$) ì`{º$JV {dH«$` H$mo {dH«$`H$bm (goëg_¡Z{en) ^r H$hm OmVm h¡ & 

(I) {dkmnZ Ed§ àMma (npãb{gQ>r) H$m EH$ hr AW© h¡ & 

(J) {dnUZ àdV©Z H$mo {dH«$` àdV©Z ^r H$hm Om gH$Vm h¡ & 

(K) ì`{º$JV {dH«$` àdV©Z {_lU H$m EH$ KQ>H$ Zht h¡ & 

Which of the following statements is correct ? 

(a) Personal selling is also known as Salesmanship. 

(b) Advertisement and Publicity have the same meaning. 

(c) Marketing promotion may also be called Sales promotion. 

(d) Personal selling is not a component of Promotion mix. 
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12. gmoímb _r{S>`m {dnUZ _| gpå_{bV h¡   1 

(H$) g_mMma-nÌm| _| {dkmnZ H$aZm  

(I) Q>obr{dµOZ na {dkmnZ H$aZm  

(J) do~gmBQ> H$m à`moJ H$aZm  

(K) nmoñQ>a, {dkmnZ nÅ>, BboŠQ´>m°{ZH$ àXe©Z, Am{X H$m à`moJ H$aZm  

Social Media Marketing involves  

(a) Advertising in newspapers 

(b) Advertising on T.V. 

(c) Using website 

(d) Using posters, hoardings, electronic displays, etc. 

 

 

 

13. {ZåZ{b{IV _| go `h godm H$s EH$ {deofVm h¡ : 1 

(H$) BgH$mo Nw>Am `m XoIm Om gH$Vm h¡  

(I) BgH$mo ñQ>moa {H$`m Om gH$Vm h¡  

(J) BgH$mo godm àXmZ H$aZo dmbo go AbJ Zht {H$`m Om gH$Vm h¡  

(K) _m±J H$s g§^mdZm _| BgH$m CËnmXZ {H$`m Om gH$Vm h¡  

One of the following is a characteristic of service : 

(a) It can be touched or viewed 

(b) It can be stored 

(c) It cannot be separated from the service provider 

(d) It can be produced in anticipation of demand 
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14. {ZåZ{b{IV _| go `h EH$ gmoeb ZoQ>d{Hª$J gmBQ> h¡ : 1 

(H$) _mBH«$mogm°âQ> 

(I) EŠgob 

(J) {Q²>dQ>a 

(K) Omdm 

One of the following is the name of a Social Networking site : 

(a) Microsoft 

(b) Excel 

(c) Twitter 

(d) Java 

15. Cn^moº$m CËnmXm| d Am¡Úmo{JH$ CËnmXm| Ho$ ~rM A§Va ñnîQ> H$s{OE & 2 

Distinguish between Consumer products and Industrial products.  

16. {d{eîQ> CËnmX Š`m hmoVo h¢ ? Xmo CXmhaU Xr{OE & 2 
What are speciality products ? Give two examples. 

17. ^oXZ _yë`-{ZYm©aU Zr{V Š`m h¡ ? EH$ CXmhaU Xr{OE & 2 

What is Penetrating Price policy ? Give one example. 

18. ‘bmJV’ Ed§ ‘_yë`’ _| AÝVa ñnîQ>> H$s{OE & 2 

Differentiate between ‘Cost’ and ‘Price’. 

19. H$maU ~VmVo hþE ao{\«$OaoQ>a Ho$ {bE {dkmnZ H$m EH$ Cn`wº$ _mÜ`_ gwPmBE & 2 

Giving reasons, suggest a suitable media of advertising for a 

Refrigerator. 

20. {dH«$` àdV©Z Ho$ {bE _wâV Z_yZo ~m±Q>Zo H$m EH$ bm^ VWm EH$ hm{Z Xr{OE & 2 

Give one advantage and one disadvantage of distributing free samples for 

sales promotion. 
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21. godmAm| Ho$ {dnUZ _| AmZo dmbr {H$Ýht Xmo g_ñ`mAm| H$mo g_PmBE & 2 

Explain any two problems faced in Service Marketing. 

22. Am°ZbmBZ {dnUZ H$m EH$ bm^ VWm EH$ gr_m Xr{OE & 2 

Give one advantage and one limitation of online marketing. 

23. gmoeb _r{S>`m Š`m h¡ ? Xmo gmoeb _r{S>`m gmBQ>m| Ho$ Zm_ {b{IE & 2 

What is Social Media ? Write the names of two Social Media sites. 

24. ‘‘EH$ ì`{º$ Ho$ {bE Omo gw{dYmOZH$ CËnmX h¡ dh Xÿgao Ho$ {bE em°qnJ CËnmX hmo gH$Vm  

h¡ &’’ CXmhaUm| H$s ghm`Vm go g_PmBE & 3 

‘‘What is convenience product for one person may be a shopping product 

for another.’’ Explain with the help of examples. 

25. _yë` {ZYm©aU H$mo à^m{dV H$aZo dmbo {H$Ýht VrZ H$maH$m| H$mo g_PmBE & 3 

Explain any three factors affecting Price Determination. 

26. \w$Q>H$a ì`mnm[a`m| Ûmam Cn^moº$mAm| H$mo àXmZ H$s OmZo dmbr godmAm| H$m CëboI H$s{OE & 3 

Mention the services provided by the retailers to the consumers. 

27. WmoH$ ì`mnm[a`m| VWm ~‹S>o n¡_mZo Ho$ IwXam ì`mnm[a`m| Ho$ ~rM Š`m A§Va d g_mZVmE± h¢ ? 

g§jon _| g_PmBE & 3 

What are the differences and similarities between wholesalers and large 

scale retailers ? Explain briefly. 

28. S>mH$ ì`mnma Š`m hmoVm h¡ ? {H$g àH$ma H$s dñVwAm| Ho$ {bE BgH$mo Cn ẁº$ Zht _mZm OmVm 
h¡ ? 3 

What is Mail Order Business ? For what type of goods is it not considered 

suitable ? 
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29. AmnH$m EH$ {_Ì EH$ Omo‹S>r OyVo Am°ZbmBZ IarXZm MmhVm h¡ & CgH$mo Eogm H$aZo H$s {d{Y 
g_PmBE & 3 

One of your friends wants to buy a pair of shoes online. Explain to him 

the procedure of doing so. 

30. {d^mJr` ^§S>ma Š`m hmoVo h¢ ? {d^mJr` ^§S>mam| Ho$ {H$Ýht Mma bm^m| VWm Mma AdJwUm§o H$m 
CëboI H$s{OE & 5 

What are Departmental Stores ? State any four advantages and four 

demerits of departmental stores.  

31. ‘‘`{X {dnUZ Ho$ gmYZ Ho$ ê$n _| {dkmnZ H$mo AnZm ghr H$m`© nyam H$aZm h¡, Vmo {dkmnZ 
Ho$ g^r àH$mam| _| Z¡{VH$Vm Ho$ _mnXS>m| H$mo ~ZmE aIZm A{Zdm`© h¡ &’’ {dkmnZ Ho$ H$m`m] H$mo 
g_PmVo hþE Bg H$WZ H$m g_W©Z H$s{OE & 5 

‘‘The maintenance of ethical standards in all forms of advertising is 

essential if advertising is to fulfil its proper function as a marketing tool.’’ 

Support this statement explaining the functions of advertising. 

3,500 


