
  

 

 

U.G. DEGREE EXAMINATION –  
DECEMBER 2023. 

Marketing Management 

Third Year 

MANAGERIAL ECONOMICS 

Time : 3 hours Maximum  marks : 70 

PART A — (3 × 3 = 9 marks) 

Answer any THREE questions out of Five questions in 
100 words. 

All questions carry equal marks. 

1.  What is demand? 

 ÷uøÁ GßÓõÀ GßÚ? 

2. Define supply. 

 AÎ¨ø£/Â{÷¯õPzøu Áøμ¯ÖUPÄ®. 

3. What do you mean by elasticity of demand? 

 ÷uøÁ°ß ö|QÌa] GßÓõÀ GßÚ? 
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4. What is Short run cost? 

 SÖQ¯ Põ» ö\»Ä GßÓõÀ GßÚ? 

5. What is dual pricing? 

 Cμmøh Âø» {ºn¯® GßÓõÀ GßÚ? 

PART B — (3 × 7 = 21 marks) 

Answer any THREE questions out of Five questions in 
200 words. 

All questions carry equal marks. 

6. What are the role and responsibility of managerial 
economist? 

 ÷©»õsø© ö£õ¸Íõuõμ {¦n›ß £[S ©ØÖ® 
ö£õÖ¨¦ GßÚ? 

7. Discuss the Factors of production. 

 EØ£zv PõμoPøÍ¨ £ØÔ ÂÁõvUPÄ®. 

8. What are the Supply determinants? 

 AÎ¨¦/Â{÷¯õP {ºn¯® GßÚ? 

9. Explain Oligopoly market. 

 J¼ ÷Põ÷£õ¼ ]À÷»õμ •ØÖ›ø© \¢øuø¯ 
ÂÍUS[PÒ. 

10. Brief out the concept of Break even analysis. 

 \©{ø»¨ £S¨£õ´Ä P¸zøu _¸UP©õP ÂÍUSP. 
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PART C — (4 × 10 = 40 marks) 

Answer any FOUR questions out of Seven questions in 
500 words.  

All questions carry equal marks. 

11. Explain micro, macro environment. 

  ~so¯À, ÷£›¯À `Çø» ÂÍUSP. 

12. Elaborate the economies of scale. 

  AÍÂ»õÚ ö£õ¸Íõuõμ[PøÍ Â›Ä£kzuÄ®. 

13. Explain the law of supply. 

  AÎ¨¦ Âv ÂÍUSP. 

14. Discuss in detail the methods of pricing. 
 Âø» {ºn¯® ö\´²® •øÓPøÍ Â›ÁõP ÂÁõvUP. 

15. What are market structure and its classifications? 

  \¢øu Aø©¨¦ GßÓõÀ GßÚ? ©ØÖ® Auß 
ÁøP¨£õkPÒ ¯õøÁ? 

16. Explain demand forecasting in detail. 

  ÷uøÁ •ßÚÔÂ¨ø£ Â›ÁõP ÂÍUSP. 

17. Explain the functions of economics in today’s 
business. 

 CßøÓ¯ ÁoPzvÀ ö£õ¸Íõuõμzvß 
ö\¯À£õkPøÍ ÂÍUSP. 

––––––––––––––– 



  

 

 

U.G. DEGREE EXAMINATION –  
DECEMBER 2023. 

Marketing Management 

Third Year 

SALES AND DISTRIBUTION MANAGEMENT 

Time : Three hours Maximum  marks : 70 

SECTION A — (3 × 3 = 9 marks) 

Answer any THREE questions out of five questions in 
100 words. 

All questions carry equal marks. 

1.  What are the responsibilities of a sales manager in 
a company?  

 J¸ {ÖÁÚzvÀ ÂØ£øÚ ÷©»õÍ›ß ö£õÖ¨¦PÒ 
¯õøÁ? 

2. State the significance of training for salespersons. 
 ÂØ£øÚ¯õÍºPÐUPõÚ £°Ø]°ß •UQ¯zxÁzøu 

TÖP. 

3. What is sales budget? 
 ÂØ£øÚ ÁμÄ ö\»Äz vmh® GßÓõÀ GßÚ? 
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4. What are the key elements of distribution 
management? 

 Â{÷¯õP ÁÇ[PÀ ÷©»õsø©°ß •UQ¯ TÖPÒ 
¯õøÁ? 

5. List out the functions of middlemen. 
 CøhzuμP›ß ö\¯À£õkPøÍ £mi¯¼kP. 

SECTION B — (3 × 7 = 21 marks) 

Answer any THREE questions out of five questions in 
200 words. 

All questions carry equal marks. 

6. Trace out the evolution of sales management. 
 ÂØ£øÚ ÷©»õsø°ß £›nõ© ÁÍºa]ø¯U 

PshÔP. 

7. Explain the process of recruitment and selection of 
a sales force. 

 ÂØ£øÚ¨ £o¯õÍºPøÍ {¯ªzuÀ ©ØÖ® 
÷uº¢öukUS® ö\¯À•øÓø¯ ÂÍUSP. 

8. What are the strategies to motivate the sales 
force? 

 ÂØ£øÚ¨ £øh°Úøμz yskÁuØPõÚ EzvPÒ 
¯õøÁ? 

9. Analyze the significance of selecting appropriate 
channel members in a distribution network. 

 J¸ Â{÷¯õP Áø»¯ø©¨¤À ö£õ¸zu©õÚ ÷\ÚÀ 
EÖ¨¤ÚºPøÍz ÷uº¢öuk¨£uß •UQ¯zxÁzøu 
£S¨£õ´Ä ö\´P. 
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10. Explain the role and importance of marketing 
intermediaries. 

 \¢øu¨£kzu¼À CøhzuμPºPÎß £[S ©ØÖ® 
•UQ¯zxÁzøu ÂÍUSP. 

SECTION C — (4 × 10 = 40 marks) 

Answer any FOUR questions out of Seven questions in 
500 words.  

All questions carry equal marks. 

11. What are the key functions of a sales manager, 
and how do these functions contribute to the 
success of a sales team and the organization as a 
whole? 

  J¸ ÂØ£øÚ ÷©»õÍ›ß •UQ¯ ö\¯À£õkPÒ 
¯õøÁ? ÷©¾®, A¢u ö\¯À£õkPÒ J¸ ÂØ£øÚ 
SÊ ©ØÖ® Jmkö©õzu©õP {ÖÁÚzvß öÁØÔUS 
GÆÁõÖ £[PÎUQßÓÚ? 

12. Discuss the functions and design of sales force 
management. 

  ÂØ£øÚ¨ £øh ÷©»õsø©°ß ö\¯À£õkPÒ 
©ØÖ® ÁiÁø©¨¦ £ØÔ ÂÁõvUP. 

13. Explain the concept of sales budget and sales 
quota. How can a well-structured sales budget and 
quota system contribute to the performance of the 
sales force? 

  ÂØ£øÚ ÁμÄ ö\»Äz vmh® ©ØÖ® ÂØ£øÚ 
JxURk GßÓ P¸zøu ÂÍUSP. |ßS 
Pmhø©UP¨£mh ÂØ£øÚ ÁμÄ öP»Äz vmh•®, 
JxURmk •øÓ²® ÂØ£øÚ¨ £o¯õÍºPÎß 
ö\¯ÀvÓÝUS GÆÁõÖ £[PÎUP •i²®? 
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14. Define the concept of a distribution channel and 
its importance in the marketing process. 

Â{÷¯õP ÷\ÚÀ GßÓ P¸zøu Áøμ¯Özx, 
\¢øu¨£kzu¼À ö\¯À£õmiÀ Auß •UQ¯zxÁzøu 
ÂÍUSP. 

15. Describe the different types of wholesalers and 
retailers in the distribution channel. 

  Â{÷¯õP ÷\Ú¼À ö©õzu ÂØ£øÚ¯õÍºPÒ 
©ØÖ® ]À»øÓ ÂØ£øÚ¯õÍºPÎß £À÷ÁÖ 
ÁøPPøÍ ÂÁ›UP. 

16. Discuss the methods of training that can be 
effectively used to improve the skills of 
salespersons. 

  ÂØ£øÚ¯õÍºPÎß vÓßPøÍ ÷©®£kzu 
£¯ÝÒÍ £°Ø] •øÓPÒ £ØÔ ÂÁõvUP. 

17. Explain the different types of intermediaries, 
including brokers, commission agents, and sole 
selling agents. 

uμPºPÒ, Pªåß •PÁºPÒ ©ØÖ® uÛ¨£mh 
ÂØ£øÚ •PÁºPÒ EÒÎmh £À÷ÁÖ ÁøPP¯õÚ 
CøhzuμPºPøÍ ÂÍUSP. 

  

––––––––––––––– 



  

 

 

U.G. DEGREE EXAMINATION —  
DECEMBER 2023 

Third Year 

INTEGRATED MARKETING COMMUNICATIONS 

Time : 3 hours Maximum marks : 70 

PART A — (3 × 3 = 9 marks) 

Answer any THREE questions. 

1. What is Integrated Marketing Communication? 

 J¸[Qøn¢u \¢øu¨£kzuÀ öuõhº¦ GßÓõÀ 
GßÚ? 

2. Write short note on web advertising. 

 Cøn¯ ÂÍ®£μ® £ØÔ¯ ]Ö SÔ¨¦ GÊxP. 

3. Define advertisement copy. 

 ÂÍ®£μ |Pø» Áøμ¯ÖUP. 

4. What is media scheduling? 

 FhP vmhªhÀ GßÓõÀ GßÚ? 

5. What are the objectives of sales promotion? 

 ÂØ£øÚ FUSÂ¨¦ ÷|õUP[PÒ GßÚ? 
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PART B —  (3 × 7 = 21 marks) 

Answer any THREE questions. 

6. List out the role of IMC. 

 IMC Cß £[øP £mi¯¼kP. 

7. What are the role of an advertising agency? 

 J¸ ÂÍ®£μ •Pø©°ß £[SPÒ ¯õøÁ? 

8. Write the different types of advertisement copy. 

 £À÷ÁÖ ÁøP¯õÚ ÂÍ®£μ |PÀPøÍ GÊxP. 

9. Narrate the importance of headlines in 
advertisement. 

 ÂÍ®£μzvÀ uø»¨¦a ö\´vPÎß 
•UQ¯zxÁzøu GkzxøμUP. 

10. Explain the merits and demerits of 
advertisements. 

 ÂÍ®£μ[PÎß |ßø© wø©PøÍ¨ £ØÔ ÂÍUSP. 

PART C — (4 × 10 = 40 marks) 
Answer any FOUR questions. 

11. What are the IMC tools? Explain them. 

 J¸[Qøn¢u \¢øu¨£kzxuÀ (IMC) P¸ÂPÒ 
¯õøÁ? AÁØøÓ ÂÁ›UP. 

12. Explain the classification of ‘Advertising’ with 
supporting examples. 

 ‘ÂÍ®£μzvß’ ÁøP¨£õmøh²® Auß \õº¢u 
Euõμnzøu²® ÂÍUSP. 
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13. What are the factors to be taken care of while 
designing an Advertisement Copy? 

 ÂÍ®£μ |Pø» ÁiÁø©US® ÷£õx PÁÛUP 
÷Ási¯ PõμoPÒ ¯õøÁ? 

14. What are the different types of media? List out the 
merits and demerits. 

 £À÷ÁÖ ÁøP¯õÚ FhP[PÒ ¯õøÁ? AÁØÔß 
|ßø© wø©PøÍ £mi¯¼kP. 

15. Explain the various methods of sales promotion of 
FMCG products with suitable examples. 

 FMCG ö£õ¸ÒPÎß ÂØ£øÚø¯ 
÷©®£kzxÁuØPõÚ £À÷ÁÖ •øÓPøÍ 
ö£õ¸zu©õÚ GkzxUPõmkPÐhß ÂÍUSP. 

16. Explain in detail the social and economic aspects 
of advertising. 

 ÂÍ®£μzvß \‰P ©ØÖ® ö£õ¸Íõuõμ A®\[PøÍ 
Â›ÁõP ÂÍUSP. 

17. Discuss recent trends in online marketing. 
 Cøn¯ÁÈ \¢øu¨£kzxu¼ß \«£zv¯ 

÷£õUSPøÍ¨ £ØÔ ÂÁõvUP. 

  

——––––––––– 



  

 

 

U.G. DEGREE EXAMINATION –  
DECEMBER, 2023. 

Marketing Management 

Third Year 

RETAIL MARKETING 

Time : 3 hours Maximum  marks : 70 

PART A — (3 × 3 = 9 marks)  

Answer any THREE questions. 

1. What are the characteristics of retailers? 
 ]À»øÓ ÂØ£øÚ¯õÍºPÎß £s¦PÒ ¯õøÁ? 

2. What is retail marketing? 
 ]À»øÓ ÂØ£øÚ GßÓõÀ GßÚ? 

3. Define Merchandising. 
 ÁºzuPzøu Áøμ¯Ö. 

4. What is retail pricing? 
 ]À»øÓ Âø» {ºn¯® GßÓõÀ GßÚ? 

5. What is a retail promotion strategy? 
 ]À»øÓ ÂÍ®£μ Ezv GßÓõÀ GßÚ? 
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PART B — (3 × 7 = 21 marks)  

Answer any THREE questions. 

6. Explain the functions performed by retailers. 

 ]À»øÓ ÂØ£øÚ¯õÍºPÒ ö\´²® ö\¯À£õkPøÍ 
ÂÍUS[PÒ. 

7. Write a short note on any two types of retail 
location theories. 

 ]À»øÓ ÂØ£øÚ C¸¨¤hU ÷Põm£õkPÎÀ 
H÷uÝ® Cμsk ÁøP¯õÚ ]Ö SÔ¨ø£ GÊuÄ®. 

8. What are the benefits of merchandising? 

 ÁoP©¯©õUP¼ß |ßø©PÒ GßÚ? 

9. Write down the objectives of retail pricing. 

 ]À»øÓ Âø» {ºn¯zvß ÷|õUP[PøÍ 
GÊx[PÒ. 

10. What are the characteristics of a sales supervisor? 

 ÂØ£øÚ ÷©Ø£õºøÁ¯õÍ›ß £s¦PÒ GßÚ? 

PART C — (4 × 10 = 40 marks) 

Answer any FOUR questions. 

11. Explain the types of retailers. 

 ]À»øÓ ÂØ£øÚ¯õÍºPÎß ÁøPPøÍ ÂÍUSP. 

12. Examine various types of retail locations. 

 £À÷ÁÖ ÁøP¯õÚ ]À»øÓ ÂØ£øÚ Ch[PøÍ 
B´Ä ö\´P. 



 UG-CN-1042 3

13. How does the brand of the product influence the 
retail marketing? Explain. 

 ö£õ¸Îß Aøh¯õÍ SÔ±k ]À»øÓ ÂØ£øÚø¯ 
GÆÁõÖ £õvUQÓx? ÂÍUP. 

14. What are the different types of retail pricing 
models? Explain. 

 £À÷ÁÖ ÁøP¯õÚ ]À»øÓ Âø» ©õv›PÒ 
¯õøÁ? ÂÍUSP. 

15. List out the retail promotion strategies. 

 ]À»øÓ ÂÍ®£μ EzvPøÍ £mi¯¼k[PÒ. 

16. How can retailers influence social media and 
digital marketing for promotion? Explain. 

 ÂÍ®£μzvØPõP ]À»øÓ ÂØ£øÚ¯õÍºPÒ \‰P 
FhP[PÒ ©ØÖ® iâmhÀ ©õºUöPmi[ 
BQ¯ÁØøÓ GÆÁõÖ £õvUP»õ®? ÂÍUSP. 

17. Explain the responsibilities of Store Managers in 
retailing. 

 ]À»øÓ ÂØ£øÚ°À Qh[S ÷©»õÍºPÎß 
ö£õÖ¨¦PøÍ ÂÍUPÄ®. 

–––––––––––– 



  

 

 

U.G. DEGREE EXAMINATION –  
DECEMBER, 2023. 

Marketing Management 

Third Year 

MARKETING RESEARCH 

Time : 3 hours Maximum  marks : 70 

PART A — (3 × 3 = 9 marks)  

Answer any THREE questions. 

1. List out three important aspects of marketing 
research. 

 \¢øu Bμõ´a]°ß ‰ßÖ •UQ¯ A®\[PøÍ 
£mi¯¼k[PÒ. 

2. Define the research design. 

 Bμõ´a] ÁiÁø©¨ø£ Áøμ¯Ö. 

3. What is report writing? 

 AÔUøP GÊxÁx GßÓõÀ GßÚ? 

 UG-CN-1043 BBAMN–35



 UG-CN-1043 2

4. Write any two reasons for product failure. 

 J¸ ö£õ¸Ò ÷uõÀÂUS (u¯õ›¨¦) H÷uÝ® 
Cμsk Põμn[PøÍ GÊuÄ®. 

5. What is pre-testing? 

 •ß ÷\õuøÚ GßÓõÀ GßÚ? 

PART B — (3 × 7 = 21 marks)  

Answer any THREE questions. 

6. What is a marketing information system (MIS)? 
Discuss its components. 

 \¢øu¨£kzuÀ uPÁÀ Aø©¨¦ (MIS) GßÓõÀ 
GßÚ? Auß TÖPøÍ¨ £ØÔ ÂÁõvUPÄ®. 

7. Discuss the advantages and disadvantages of a 
personal interview. 

 uÛ¨£mh ÷|ºPõn¼ß |ßø©PÒ ©ØÖ® wø©PÒ 
£ØÔ ÂÁõvUPÄ®. 

8. Explain the purpose of coding. 

 SÔ±miß ÷|õUPzøu ÂÍUS[PÒ. 

9. Discuss the scope of product research. 

 ö£õ¸Ò Bμõ´a]°ß ÷|õUPzøu¨ £ØÔ 
ÂÁõvUPÄ®. 

10. Explain the importance of media selection in 
advertising. 

 ÂÍ®£μzvÀ FhPz ÷uºÂß •UQ¯zxÁzøu 
ÂÍUPÄ®. 
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PART C — (4 × 10 = 40 marks) 

Answer any FOUR questions. 

11. Define marketing research and explain its 
objectives. 

 \¢øu¨£kzuÀ Bμõ´a]ø¯ Áøμ¯Özx Auß 
÷|õUP[PøÍ ÂÍUPÄ®. 

12. Explain the differences between qualitative and 
quantitative research. 

 uμ©õÚ ©ØÖ® AÍÄ Bμõ´a]US Cøh÷¯ EÒÍ 
÷ÁÖ£õkPøÍ ÂÍUS[PÒ. 

13. Explain the steps in the interpretation of data. 

 uμÄ ÂÍUPzvß £iPøÍ ÂÍUS[PÒ. 

14. Explain the stages of new product development. 

 ¦v¯ ö£õ¸Ò ÁÍºa]°ß {ø»PøÍ ÂÍUS[PÒ. 

15. Describe the types of copy testing in advertising. 

 ÂÍ®£μzvÀ |PÀ ÷\õuøÚ°ß ÁøPPøÍ 
ÂÁ›UPÄ®. 

16. Write a short note on : 

 (a) product research;  

 (b) advertising research;  

 (c) media selection; and  

 (d) questionnaire. 
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 ]Ö SÔ¨¦ u¸P : 

 (A) ö£õ¸Ò Bμõ´a]; 

 (B) ÂÍ®£μ Bμõ´a]; 

 (C) FhP ÷uºÄ; ©ØÖ® 

 (D) ÷PÒÂzuõÒ  

17. Discuss in detail various methods of probability 
and nonprobability sampling. 

 {PÌuPÄ ©ØÖ® {PÌuPÄ CÀ»õu ©õv›°ß 
£À÷ÁÖ •øÓPÒ £ØÔ Â›ÁõP ÂÁõvUPÄ®. 

 

–––––––––––– 


