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	CO
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SECTION – A (10 X 2 = 20 Marks) ANSWER ANY TEN QUESTIONS
	1
	Define Mass Marketing. 
	2
	
	

	2
	State the functions of Marketing.
	2
	
	

	3
	What is targeting in marketing? 
	2
	
	

	4
	Discuss the key types of market segmentation 
	2
	
	

	5
	What are the stages of the Product Life Cycle? 
	2
	
	

	6
	Describe the growth stage of the Product Life Cycle. 
	2
	
	

	7
	What is the objective of sales promotion? 
	2
	
	

	8
	List two examples of traditional media. 
	2
	
	

	9
	What is M-marketing? 
	2
	
	

	10
	Explain the role of market research in marketing. 
	2
	
	

	11
	How does advertising influence consumer buying behavior? 
	2
	
	

	12
	What is personalized marketing? 
	2
	
	



SECTION – B (5 X 5 = 25 Marks)
ANSWER ANY FIVE QUESTIONS
	13
	Discuss the role of customer satisfaction in modern marketing. 
	5
	
	

	14
	Explain the concept of market segmentation and its benefits. 
	5
	
	

	15
	Discuss the impact of price elasticity of demand on pricing strategies. 
	5
	
	

	16
	Analyze the role of sales promotion in creating customer awareness and loyalty 
	5
	
	

	17
	Evaluate the integration of CRM, MIS, and digital marketing in enhancing organizational performance 
	5
	
	

	18
	Discuss how companies use targeting and positioning to gain a competitive edge. 
	5
	
	

	19
	Discuss the role of innovations in modern marketing strategies. 
	5
	
	



SECTION – C (3 X 10 = 30 Marks) ANSWER ANY THREE QUESTIONS
	20
	Discuss in detail the role of innovations in shaping modern marketing strategies.
	10
	
	

	21
	Critically examine the relationship between market segmentation and product differentiation 
	10
	
	

	22
	Discuss how changes in consumer demand influence the pricing decisions for a product. 
	10
	
	

	23
	Discuss how personal selling and sales promotion can complement each other in achieving marketing goals. 
	10
	
	

	24
	Assess the importance of social responsibility and ethical marketing in building brand reputation.
	10
	
	



