
  

 

 

B.B.A. DEGREE EXAMINATION – JUNE 2019.     

Second Year 

ELEMENTS OF INSURANCE 

Time : 3 hours Maximum  marks : 75 

SECTION A — (3  5 = 15 marks) 

Answer any THREE questions. 

1. State the meaning of insurance. 

 Põ¨¥k & ö£õ¸Ò u¸P. 

2. Describe the role of life insurance in private 
sector. 

 uÛ¯õº xøÓ°À B²Ò Põ¨¥miß £[øP 

ÂÁ›UPÄ®. 

3. Write the objectives of Motor Insurance. 

 ÁõPÚ Põ¨¥miß ÷|õUP[PøÍ GÊxP. 

4. Explain the elements of Marine Insurance 
contract. 

 PhÀ\õº Põ¨¥k J¨£¢uzvß TÖPøÍ ÂÁ›. 

5. Write a short note on cattle insurance. 

 PõÀ|øhU Põ¨¥k £ØÔ _¸UP©õP GÊuÄ®. 
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SECTION B — (4  15 = 60 marks) 

Answer any FOUR questions 

6. Explain the different types of Insurance. 
 Põ¨¥miß £À÷ÁÖ ÁøPPøÍ ÂÁ›. 

7. Discuss the role and functions of Insurance 
Corporation. 

 Põ¨¥mk {ÖÁÚzvß £[S ©ØÖ® ö\¯À£õkPøÍ 

ÂÁõv. 

8. Explain the various types of fire policies. 
 £À÷ÁÖ ÁøP¯õÚ ö|¸¤hõº Põ¨¥mkU 

öPõÒøPPøÍ ÂÍUSP. 

9. Explain the benefits of General Insurance. 
 ö£õxU Põ¨¥miß |ßø©PøÍ ÂÁ›. 

10. Describe the procedures of adjusting marine 
insurance losses. 

 PhÀ\õº Põ¨¥miß CÇ¨¦PøÍ \›ö\´ÁuØPõÚ 

•øÓPøÍ ÂÍUSP. 

11. “Crop Insurance in India is not very popular”-
Discuss it. 

 C¢v¯õÂÀ £°º Põ¨¥k ¤μ£»©õPÂÀø» & ÂÁõv. 

12. Describe the role pf insurance Regulatory 
Development Authority. 

 Põ¨¥k JÇ[S•øÓ Põ¨¥k Bøn¯zvß £[øP 

ÂÁ›. 

————————— 



 

  

 

 

 

B.B.A. DEGREE EXAMINATION –  
JUNE, 2019. 

Second Year 

MANAGERIAL ECONOMICS 

Time : 3 hours Maximum  marks : 75 

SECTION A — (3  5 = 15 marks) 

Answer any THREE questions. 

1. What are the function areas of managerial 
economics? 

 ÷©»õsø© ö£õ¸Î¼¯¼ß ö\¯À•øÓ £SvPÒ 

¯õøÁ? 

2. What is Cobb-Douglas production function? 

 Põ¨–hUÍ]ß EØ£zv ÷Põm£õk GßÓõÀ GßÚ? 

3. State the practical importance of price elasticity of 
demand. 

 Âø» ÷uøÁ {PÌa]°ß •UQ¯zxÁzvøÚ 

SÔ¨¤kP. 
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4. What are the legal constraints in pricing? 

 Âø» {ºn¯zvß \mh§ºÄ Pmk¨£õkPÒ ¯õøÁ? 

5. Explain the concept of Break-Even analysis. 

 C»õ£ |mh ©ØÓ ¦ÒÎ £S¨£õ´Ä ÷Põm£õk £ØÔ 

ÂÍUSP. 

SECTION B — (4 × 15 = 60 marks) 

Answer any FOUR questions. 

All questions carry equal marks. 

6. Explain the importance of law of equi-marginal 
utility. 

 \© CÖv{ø» £¯ß£õmk Âv°ß •UQ¯zxÁ® 

£ØÔ ÂÍUSP. 

7. Why does the demand curve slope doward? 
Discuss. 

 ÷uøÁ ÷Põk RÌ÷|õUS ö\ÀQÓx Hß? ÂÁ›. 

8. What is Break-even-Analysis? Explain its 
assumptions. 

 C»õ£ |mh ©ØÓ ¦ÒÎ GßÓõÀ GßÚ? Auß 

Gk÷PõÒPøÍ  ÂÍUSP. 
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9. Analyse the difficulties in the computation of 
national income. 

 ÷u]¯ Á¸©õÚ® PnUQkÁvÀ EÒÍ ]UPÀPÒ 

SÔzx Bμõ´P. 

10. Discuss the impact of new industrial policy 1991. 

 ¦v¯ öuõÈØöPõÒøP 1991 ß uõUP® SÔzx ÂÁ›. 

11. What are the determinants of supply? Explain. 

 AÎ¨ø£ wº©õÛUS® PõμoPÒ ¯õøÁ? ÂÍUSP. 

12. Differentiate between perfect competition and 
imperfect competition. 

 {øÓÄ ÷£õmi ©ØÖ® •ØÖ›ø© ÷£õmi 

÷ÁÖ£kzxP. 

——————––– 



  

 

 

 

B.B.A. DEGREE EXAMINATION –  
JUNE, 2019. 

Second Year 

MARKETING MANAGEMENT 

Time : 3 hours Maximum  marks : 75 

PART A — (3  5 = 15 marks) 

Answer any THREE questions. 

1. Define marketing and explain its nature. 

 \¢øu°¯ø» Áøμ¯øÓ ö\´x Auß C¯Àø£ ÂÁ›. 

2. What are the attributes of good market 
segmentation? 

 J¸ |À» \¢øu £S¨£õ´Âß C¯À¦PÒ ¯õøÁ? 

3. Differentiate between consumer and industrial 
products. 

 öuõÈØxøμ EØ£zv ö£õ¸mPÐUS®, ~Pº÷Áõº 

ö£õ¸mPøÍ²® ÷ÁÖ£kzxP. 
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4. Explain the objectives of pricing in short. 

 Âø» {ºn¯zvß ÷|õUP[PøÍ _¸UP©õP ÂÁ›. 

5. What are the features of advertising? 

 ÂÍ®£μzvß C¯À¦PÒ ¯õøÁ? 

PART B — (4  15 = 60 marks) 

 Answer any FOUR questions. 

6. What are the important functions of marketing 
management? Discuss in detail. 

 \¢øu°¯À  ÷©»õsø©°ß •UQ¯©õÚ £oPøÍ 

P»¢xøμUP. 

7. Classify and discuss different kinds of buying 
motives with suitable example. 

 ~P¸® ÷|õUP[PÎß ÁøPPøÍ uS¢u 

Euõμnzxhß ÂÁ›. 

8. Briefly explain important stages of new product 
development in detail. 

 ¦v¯ ö£õ¸øÍ E¸ÁõUSu¼ß £À÷ÁÖ {ø»PøÍ 

ÂÁ›. 

9. Enumerate the various factors that influence 
pricing decision of an organization. 

 J¸ {ÖÁÚzvÀ Âø» {ºn¯zøu £õvUPU Ti¯ 

PõμoPøÍ PnUQkP. 
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10. What are the different phases of product life cycle? 
Explain with suitable example. 

 ö£õ¸Ò ÁõÌUøP _ÇØ]°ß £À÷ÁÖ Põ» 

AÍÄPøÍ Euõμnzxhß ÂÁ›. 

11. Comment on functions of whole saler and retailer 
in the present era. 

 |ÃÚ ²PzvÀ ö©õzu ÂØ£øÚ¯õÍº ©ØÖ® ]À»øμ 

ÂØ£øÚ¯õÍ›ß £oPøÍ CizxøμUP. 

12. Discuss the need and importance of sales 
promotion in the modern marketing. 

 |ÃÚ \¢øu°¯¼À Â¯õ£õμ ÷©®£õmiß 

÷uøÁø¯²® •UQ¯zxÁzøu²® P»¢xøμUP. 

––––––––––––– 



 

  

 

 

B.B.A. DEGREE EXAMINATION —  
JUNE, 2019. 

Second Year 

Marketing Management 

PERSONAL SELLING AND SALESMANSHIP  

Time : 3 hours Maximum marks : 75 

PART A — (3  5 = 15 marks) 

Answer any THREE questions. 

1. Define personal selling.  Discuss its features and 
importance. 

 BÒ\õº ÂØ£øÚ Áøμ¯Ö. Auß ]Ó¨¤¯À¦PÒ 

©ØÖ® •UQ¯zxÁzøu ÂÍUSP. 

2. What is objection handling? Explain the situation 
in objection handling. 

 uøhPøÍU øP¯õÐuÀ GßÓõÀ GßÚ? Auß 

{ø»ø©PøÍ ÂÍUSP. 

3. Explain the importance of product demonstration 
in personal selling. 

 BÒ\õº ÂØ£øÚ°À ö£õ¸øÍ AÔ•P® ö\´Áuß 

•UQ¯zxÁzøu ÂÍUSP. 
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4. What is periodic report? Explain its importance. 

 Põ»•øÓ AÔUøP GßÓõÀ GßÚ? 

5. Explain the carrier opportunities in selling. 

 ÂØ£øÚ £o Áõ´¨¦PÒ £ØÔ ÂÁ›.  

PART B — (4  15 = 60 marks) 

Answer any FOUR questions. 

6. Explain AIDAS model of selling. 

 ÂØ£øÚ°À AIDAS ÷Põm£õmiøÚ ÂÁ›.  

7. Describe the role and task of a salesman in closing 
of a sale.  Illustrate with suitable examples. 

 ÂØ£øÚø¯ •izu¼ß ÷£õx ÂØ£øÚ¯õÍ›ß 

£[S ©ØÖ® C»UQøÚ GkzxUPõmkPÐhß ÂÁ›. 

8. What are the difficulties faced by the sales person 
in selling of concepts, ideas and services? 

 P¸zx¸UPÒ ©ØÖ® ÷\øÁPÒ ÂØ£øÚ°À J¸ 

ÂØ£øÚ¯õÍ¸US HØ£k® ChºPÒ ¯õøÁ? 

9. What is sales manual? How it is prepared? 
Explain. 

 ÂØ£øÚ øP÷¯k Áøμ¯Ö? ÂØ£øÚ øP÷¯k 

G¨£i u¯õ›UP¨£kQßÓx? ÂÍUSP.  
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10. Discuss the advantages and limitations in selling 
as a career. 

 ÂØ£øÚ £o°ß |ßø© wø©PøÍ ÂÁõvUP. 

11. Explain the qualities of a good salesman. 

 J¸ ]Ó¢u ÂØ£øÚ¯õÍ›ß Sn[PøÍ ÂÁ›.  

12. What is door to door selling? Is it possible to 
conduct the customer in all situations? Comment. 

 Áõ°À ÂØ£øÚ GßÓõÀ GßÚ? C¢u ÂØ£øÚ°À 

GÀ»õ `Ì{ø»PÎ¾® ÁõiUøP¯õÍøμ \¢vUP 

•i²©õ? P¸zxøμUP.  

  

——––––––––– 



  

 

 

B.B.A. DEGREE EXAMINATION —  
JUNE, 2019. 

Second Year 

PRODUCT MANAGEMENT 

Time : 3 hours Maximum marks : 75 

SECTION A — (3  5 = 15 marks) 

Answer any THREE questions. 

1. What are product related strategies? 

 ö£õ¸Ò \õº¢u ~qUP[PÒ Gß£Ú ¯õøÁ? 

2. What do you mean by product planning? 

 ö£õ¸ÍõUP vmh®  GßÓõÀ GßÚ? 

3. Explain the different stages for the introduction of 
a new product. 

 J¸ ¦v¯ u¯õ›¨¦ AÔ•PzvØPõÚ öÁÆ÷ÁÖ 

Pmh[PøÍU öPõsk ö\À¾[PÒ. 
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4. What is Branding? What are its disadvantages? 

 SÔ±hÀ  GßÓõÀ GßÚ? Auß wø©PÒ ¯õøÁ? 

5. List out in merits and demerits of Labelling. 

 ö£õ¸Ò ÂÁμ ^miß |ßø© wø©PøÍ¨ £mi¯¼kP. 

SECTION B — (4 × 15 = 60 marks) 

Answer any FOUR questions. 

6. What is a product? What do you understand by 
product mix? 

 ö£õ¸Ò  GßÓõÀ GßÚ ©ØÖ® ö£õ¸mP»øÁ £ØÔ 

}Âº AÔÁx ¯õx? 

7. What are the functions involved in product 
planning? 

 ö£õ¸Ò vmhªku¼À öuõhº¦øh¯ £oPÒ 

¯õøÁ? 

8. What is new product? How it is developed? 

 ¦v¯ ö£õ¸Ò  GßÓõÀ GßÚ? Ax GÆÁõÖ 

E¸ÁõUP¨£kQßÓx? 

9. What is “branding”? Describe the various 
branding policies. 

 SÔ±hÀ  GßÓõÀ GßÚ? £À÷ÁÖ SÔ±hÀ 

öPõÒøPPøÍ ÂÁ›UPÄ®. 
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10. Explain in detail the functions of packaging. 

 ö£õ¸Ò PmkPzvß £oPøÍU Â›ÁõP GÊxP. 

11. Explain the different stages of the product life 
cycles. 

 \μUSPÎß ÁõÌUøP `Ç¼À HØ£k® {ø»PøÍ 

ÂÍUSP. 

12. Define ‘Packaging’. What are the requisites of a 
good packaging? 

 "Pmk©®' – Áøμ¯Ö. J¸ |À» Pmk©zvß 

CßÔ¯ø©¯õø© ¯õøÁ? 

  

—————— 




