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if.Mr lqUnjyky 'kekZ ¼eqDr½ fo'ofo|ky; NÙkhlx<+] 
fcykliqj 

l=h; dk;Z(Assignment Work)l= &twu&tqykbZ 2021&22 

P. G. Diploma in Marketing Management  

SERVICE MARKETING                    Paper: First 

Maxi. Marks : 30      Mini. Marks : 12 

ijh{kkFkhZ gsrq funsZ’k % 

[k.M v&vfr y?kqmRRkjh; iz'u ¼1 ls 8½ dqy 08 iz'u gS] lHkh iz'u vfuok;ZA izfr iz'u 0-5 vad mŸkj'kCn 
lhek 1&2 'kCn ;k ,d okD;A 

[k.M c & vfr y?kqmRRkjh; iz'u ¼9 ls 14½ dqy 06 iz'u gS ftlesa ls dksbZ 04 iz'u gy djsaA izfr iz'u 
01 vad dk  gksxkA mŸkj 'kCn lhek 75 ;k vk/kk istA 

[k.M l & y?kqmÙkjh; iz'u ¼15 ls 18½ dqy 04 iz'u gS ftlesa ls dksbZ 03 iz'u gy djsaA izfr iz'u 02 
vad dk gksxkA mŸkj 'kCn lhek 150 ;k ,d istA 

[k.M n & v)Z nh?kZ mRrjh; iz'u ¼dqy 19 ls 22½ dqy 04 iz'u gS ftlesa ls dksbZ 02 iz'u gy djsaA 
izfr iz'u 04 vad dk gksxkA 'kCn lhek 300 ;k nks istA 

[k.M bZ & nh?kZ mRrjh; iz’u ¼dqy 23 ls 24½ dqy 02 iz'u gS ftlesa ls dksbZ 01 iz'u gy djsaA izfr iz'u  
08 vad dk gksxkA mŸkj dh 'kCn lhek 600&750 ;k 4&5 istA 

 

[k.M&v 

(Section—A) 

1- ^foi.ku ,d vk/kkjHkwr O;kolkf;d n’kZu gSA* ;g dFku fdlus fn;k gS \ 

‘Marketing is a fundamental business philosophy.’ Who has given this statement ? 

2- foi.ku }kjk lekt esa jgu&lgu ds Lrj dks c<+kok feyrk gSA    

 ¼lgh@xyr½  

Marketing promotes standard of living in society.       

  (True/False) 

3- O;fDrxr lqj{kk lsok dk ,d mnkgj.k fyf[k,A 

Write an example of personal protection service. 

4- lapkj lsok dk ,d mnkgj.k fyf[k,A 

Write an example of communication service. 

5- -------------------- vuqla/kku esa miHkksDrk laca/kh ckrksa dk vuqla/kku fd;k tkrk gSA 

In ............. research, consumer related research is done. 

6- foi.ku ds pkj izeq[k rRo ¼4P’s½ D;k gS \ 

What are the four key elements (4P’s ) of marketing ? 



7- foi.ku vuqla/kku dh jhfr ds izFke pj.k esa D;k fd;k tkrk gS \ 

What is done in the first phase of marketing research ? 

8- ljdkj dh c<+rh gqbZ lgHkkfxrk lsokvksa ds fodkl dk izeq[k dkj.k gSA   

 ¼lR;@vlR;½ 

Increasing participation of government is the main reason for the development of services.

 (True/False) 

[k.M&c 

(Section—B) 

9- foi.ku ds D;k mís’; gSa \ 

What are the objectives of marketing ? 

10- miHkksDrk larqf”V D;k gS \ 

What is customer satisfaction ?  

11- lsokvksa dk forj.k D;k gS \ 

What is delivery of services ? 

12- lsokvksa gsrq foKkiu ls D;k vfHkizk; gS \ 

What do you mean by Advertising for Services ?  

13- cSad foi.ku D;k gS \ 

What is bank marketing ? 

14- 7&,l lajpuk D;k gS \ 

What is 7-S framework ? 

[k.M&l 

(Section—C) 

15- miHkksDrk vfHkeq[kh n`f”Vdks.k D;k gS \ 

What is consumer oriented approach ? 

16- lsok foi.ku ij laxBukRed laLd̀fr ds izHkko dh O;k[;k dhft,A 

Explain the influence of organizational culture on service marketing. 

17- lsok lao)Zu ij fVIi.kh fyf[k,A 

Write a note on promotion of services. 



  

18- foi.ku vuqla/kku dh jhfr ij ppkZ dhft,A 

Discuss on the process of marketing research. 

[k.M&n 

(Section—D) 

19- mRiknu leiZ.k miHkksx rFkk Ø; ‘kfDr ds vk/kkj ij lsokvksa dk o.kZu dhft,A 
Describe services based on production, dedication, consumption and purchasing power. 

20- foi.ku ds egRo ij foLrr̀ O;k[;k dhft,A 
Discuss in detail the importance of marketing. 

21- foi.ku vuqla/kku ,oa cktkj vuqla/kku esa vUrj Li”V dhft, rFkk foi.ku vuqla/kku ds izdkjksa dks 
fyf[k,A 
Differentiate between marketing research and market research. Also state the types of marketing 

research. 

22- fuEufyf[kr ij laf{kIr fVIif.k;k¡ fyf[k, % 

¼v½ iêk foi.ku 

¼c½ cSad foi.ku 
Write short notes on the following : 

(a) Lease marketing 

(b) Bank marketing 

[k.M&b 
(Section—E) 

23- lsokvksa dh fo’ks”krkvksa dh foLrr̀ O;k[;k dhft,A lsok foi.ku esa òf) dk dkj.k Li”V dhft,A 
Explain in detail the characteristics of services. State the reasons for growth of service 

marketing. 

24- foi.ku ds LoHkko ij izdk’k Mkfy,A foi.ku fopkj/kkjk lEcU/kh fofHkUu n`f”Vdks.k dks vius ‘kCnksa esa 
le>kb,A 
Explain the nature of working. Explain in your own words various approaches of marketing 

thoughts. 

 

 

 

 

 

 

 

 

 

 

vko';d funsZ'k %& 

1- l=h; ys[ku dk;Z dks ?kj ls fy[kdj mRrjiqfLrdk fnukad 28 Qjojh 2022 rd lacaf/kr v/;;u dsUnz esa 
tek djsaA l=h; dk;Z Lo&gLrfyf[kr gksuk pkfg,A nwljs ds }kjk fy[kk x;k] QksVksdkih ;k iqLrd dk 
fgLlk fpidkuk vuqfpr lk/ku dk iz;ksx ekuk tk;sxkA  

2- Nk= l=h; dk;Z ys[ku gsrq vU; lanfHkZr iqLrdksa dk Hkh mi;ksx dj ldrs gSA  
3- l=kar ijh{kk l= twu&tqykbZ 2021&22 dk lS)kafrd iz'u i= dk Lo:i l=h; dk;Z twu&tqykbZ 2021&22 

tSlk gh jgsxkA  
4- l=h; dk;Z ds ewY;kadu esa Nk= }kjk fd, x, v/;;u ,oa ys[ku] fo"k; dh O;k[;k rFkk ys[ku esa ekSfydrk 

dks vk/kkj cuk;k tk;sxkA blesa v/;;u ys[ku ij vf/kdre 60 izfr'kr ¼18 vad ½ fn;k tkosxk] 
fo"k;&oLrq dh O;k[;k ds fy,  vf/kdre 20 izfr'ke ¼6 vad½ rFkk l`tukRed] ekSfyd&lksp iznf'kZr gksus 
ij vf/kdre 20 izfr'kr ¼6 vad½ izkIr gks ldrs gSA bl izdkj ewy 100 izfr'kr ¼30 vad½ dk foHkktu 
jgsxkA   
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if.Mr lqUnjyky 'kekZ ¼eqDr½ fo'ofo|ky; NÙkhlx<+] 
fcykliqj 

l=h; dk;Z(Assignment Work)l= &twu&tqykbZ 2021&22 

P. G. Diploma in Marketing Management 
PRODUCTION AND MATERIAL MANAGEMENT                             Paper - Second 

[ Maxi. Marks : 30     [ Mini. Marks : 12 

ijh{kkFkhZ gsrq funsZ’k % 

[k.M v& vfr y?kqmRRkjh; iz'u ¼1 ls 8½ dqy 08 iz'u gS] lHkh iz'u vfuok;ZA izfr iz'u 0-5 vad 
mŸkj'kCn lhek 1&2 'kCn ;k ,d okD;A 

[k.M c & vfr y?kqmRRkjh; iz'u ¼9 ls 14½ dqy 06 iz'u gS ftlesa ls dksbZ 04 iz'u gy djsaA izfr 
iz'u 01 vad dk  gksxkA mŸkj 'kCn lhek 75 ;k vk/kk istA 

[k.M l & y?kqmÙkjh; iz'u ¼15 ls 18½ dqy 04 iz'u gS ftlesa ls dksbZ 03 iz'u gy djsaA izfr iz'u 02 
vad dk gksxkA mŸkj 'kCn lhek 150 ;k ,d istA 

[k.M n & v)Z nh?kZ mRrjh; iz'u ¼dqy 19 ls 22½ dqy 04 iz'u gS ftlesa ls dksbZ 02 iz'u gy djsaA 
izfr iz'u 04 vad dk gksxkA 'kCn lhek 300 ;k nks istA 

[k.M bZ &nh?kZ mRrjh; iz’u ¼dqy 23 ls 24½ dqy 02 iz'u gS ftlesa ls dksbZ 01 iz'u gy djsaA izfr iz'u  
08 vad dk gksxkA mŸkj dh 'kCn lhek 600&750 ;k 4&5 istA 

[k.M&v 

(Section—A) 

1- mRiknu iz.kkyh ------------------- izdkj dh gksrh gSaA 

The production systems are of the ................ types. 

2- loZizFke LFkkuh;dj.k ds fl)kUr dk izfriknu fdlus fd;k Fkk \ 

Who first proposed the principle of localization ? 

3- ß;a=ksa ,oa lqfo/kkvksa dh gj O;oLFkk la;a= vfHkU;kl gSAÞ fdlus dgk \ 

“Every arrangement of equipment and facilities is plant layout.” Who said ? 

4- fdlh oSdfYid dk;Z dks djus ds dkj.k izkIr gksus okyh ykxr dks ---------------------- dgk tkrk gS \ 

The cost incurred due to performing an alternative work is called ................ ? 

5- ---------------------- fof/k ds vuqlkj tks lkexzh igys izkIr gksrh gS mls igys fuxZfer fd;k tkrk gSA 

According to ............. method the material, that is received first is first issued. 

6- cph gqbZ lkexzh iqu% Hk.Mkj esa Hksth tkrh gS rks bldk ys[kk ----------------- cgh esa fd;k tkrk gSA 

When the balance material is returned to the store it is recorded in the ............... book.  

7- tgk¡ Ø; izcU/kd fujk’kkoknh vkSj vlkglh gks ogha vfuf’prrk dh n’kk esa ----------------------- fl)kUr dk iz;ksx 

fd;k tkuk pkfg,A  



  

Where purchase manager is pessimistic and desperate and in case of uncertainty, the ............. 

principle should be used. 

8- lkexzh dh ,slh ek=k tks ,d ckj esa ferO;;rkiwoZd [kjhnh tk lds dgykrh gSA 

The quantity of material that can be bought cheaply at one time is called ............. . 

[k.M&c 

(Section—B) 

9- mRiknu izcU/k dk vFkZ crkb,A 

Explain the meaning of production management. 

10- la;U= vfHkU;kl ds mís’;ksa dks vafdr dhft,A 

Indicate the objectives of plant layout. 

11- lkexzh izcU/k dh ifjHkk”kk nhft,A 

Define material management. 

12- Hk.Mkj [kkrkcgh D;k gS \ 

What is Store Book ? 

13- lkexzh gLru ls vkidk D;k vk’k; gS \ 

What do you mean by material handling ? 

14- Ø;&foØ; ds rRo fyf[k,A 

Write the elements of purchase and sale. 

[k.M&l 

(Section—C) 

15- mRiknu iz.kkyh ds fofHkUu izdkjksa dk o.kZu dhft,A 

Describe the different types of production systems. 

16- lkexzh ds oxhZdj.k ls vki D;k le>rs gSa \ Li”V dhft,A 

What do you understand by Classification of Material ? Explain. 

17- ,d mŸke iSdsÇtx dh fo’ks”krk,¡ crkb,A 

Explain the characteristics of a good packaging. 

18- Ø; izfØ;k dk egRo crkb;sA Øsrk&foØsrk laca/kksa dks Li”V dhft,A 

Explain the importance of the purchase process. Explain buyer-seller relationship. 



[k.M&n 

(Section—D) 

19- la;a= vfHkU;kl ds fl)kUrksa dk o.kZu dhft,A 

Describe the principles of plant layout. 

20- lkexzh rkfydk fu;a=.k dk egRo ,oa izeq[k rduhdksa dk o.kZu dhft,A 

Describe the important and main techniques of material table control. 

21- vif’k”V izcU/k ij ,d fucU/k fyf[k,A 

Write an essay on waste management. 

22- Ø; izfØ;k ls vki D;k le>rs gSa \ ewY; fo’ys”k.k izfØ;k dk egRo izfrikfnr dhft,A 

What do you mean by purchase process ? Render the importance of value analysis process. 

[k.M&b 

(Section—E) 

23- mRiknu izcU/k esa gksus okyh leL;kvksa dk foLr̀r o.kZu dhft,A 

Describe in detail the problems in production management. 

24- lkexzh fu;kstu dks izHkkfor djus okys ?kVdksa dk foLr̀r o.kZu dhft,A 

Describe in detail the factors that affect material management. 

 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

vko';d funsZ'k %& 

1- l=h; ys[ku dk;Z dks ?kj ls fy[kdj mRrjiqfLrdk fnukad 28 Qjojh 2022 rd lacaf/kr v/;;u dsUnz esa 
tek djsaA l=h; dk;Z Lo&gLrfyf[kr gksuk pkfg,A nwljs ds }kjk fy[kk x;k] QksVksdkih ;k iqLrd dk 
fgLlk fpidkuk vuqfpr lk/ku dk iz;ksx ekuk tk;sxkA  

2- Nk= l=h; dk;Z ys[ku gsrq vU; lanfHkZr iqLrdksa dk Hkh mi;ksx dj ldrs gSA  
3- l=kar ijh{kk l= twu&tqykbZ 2021&22 dk lS)kafrd iz'u i= dk Lo:i l=h; dk;Z twu&tqykbZ 2021&22 

tSlk gh jgsxkA  
4- l=h; dk;Z ds ewY;kadu esa Nk= }kjk fd, x, v/;;u ,oa ys[ku] fo"k; dh O;k[;k rFkk ys[ku esa ekSfydrk 

dks vk/kkj cuk;k tk;sxkA blesa v/;;u ys[ku ij vf/kdre 60 izfr'kr ¼18 vad ½ fn;k tkosxk] fo"k;&oLrq 
dh O;k[;k ds fy,  vf/kdre 20 izfr'ke ¼6 vad½ rFkk l`tukRed] ekSfyd&lksp iznf'kZr gksus ij vf/kdre 
20 izfr'kr ¼6 vad½ izkIr gks ldrs gSA bl izdkj ewy 100 izfr'kr ¼30 vad½ dk foHkktu jgsxkA   
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P. G. Diploma in Marketing Management 
CONSUMER BEHAVIOUR AND ADVERTISEMENT MANAGEMENT            Paper – Third  

[ Maxi. Marks : 30               [ Mini. Marks : 12 

ijh{kkFkhZ gsrq funsZ’k % 

[k.M v& vfr y?kqmRRkjh; iz'u ¼1 ls 8½ dqy 08 iz'u gS] lHkh iz'u vfuok;ZA izfr iz'u 0-5 vad 
mŸkj'kCn lhek 1&2 'kCn ;k ,d okD;A 

[k.M c & vfr y?kqmRRkjh; iz'u ¼9 ls 14½ dqy 06 iz'u gS ftlesa ls dksbZ 04 iz'u gy djsaA izfr 
iz'u 01 vad dk  gksxkA mŸkj 'kCn lhek 75 ;k vk/kk istA 

[k.M l & y?kqmÙkjh; iz'u ¼15 ls 18½ dqy 04 iz'u gS ftlesa ls dksbZ 03 iz'u gy djsaA izfr iz'u 02 
vad dk gksxkA mŸkj 'kCn lhek 150 ;k ,d istA 

[k.M n & v)Z nh?kZ mRrjh; iz'u ¼dqy 19 ls 22½ dqy 04 iz'u gS ftlesa ls dksbZ 02 iz'u gy djsaA 
izfr iz'u 04 vad dk gksxkA 'kCn lhek 300 ;k nks istA 

[k.M bZ & nh?kZ mRrjh; iz’u ¼dqy 23 ls 24½ dqy 02 iz'u gS ftlesa ls dksbZ 01 iz'u gy djsaA izfr 
iz'u  08 vad dk gksxkA mŸkj dh 'kCn lhek 600&750 ;k 4&5 istA 

[k.M&v 

(Section—A) 

1- dksbZ Hkh O;fDr tks vius vafre&mi;ksx ds fy, cktkj ls lkeku ,oa lsok,¡ [kjhnrk gS mls --------------------- 

dgk tkrk gSA 

Any individual who purchases goods and services from the market for his/her end-use is called a 

........... . 

2- --------------------- vuqHko ls mRiUu ,d O;fDrxr O;ogkj esa ifjorZu dk o.kZu djrk gSA 

........... describes changes in an individual behaviour arising from experience. 

3- --------------------- mRikn ,d miHkksDrk mRikn gS ftls xzkgd vkerkSj ij p;u vkSj [kjhnus dh izfØ;k eas 

xq.koŸkk ewY; vkSj ‘kSyh tSlh fo’ks”krkvksa ij rqyuk djrk gSA 

........... products are a consumer product that the customer usually compares on attributes such as 

quality, price and style in the process of selecting and purchasing. 

4- fcØh mRikn thou pØ dk pj.k ugha gSA ¼lR;@vlR;½ 

Sales in not the stage of product life cycle.       

  (True/False) 

5- foKkiu ij O;; fd;k x;k /ku viO;; gSA  ¼lR;@vlR;½ 



Money spent on advertising is waste. (True/False) 

6- vkmVMksj foKku esa lekpkj&i= foKkiu ‘kkfey gSaA       

 ¼lR;@vlR;½ 

Outdoor advertising includes newspaper advertisements.   (True/False) 

7- foØ; lao)Zu foØsrkvksa dks vf/kd foØ; djus ds fy, izsfjr ugha djrk gSA  ¼lR;@vlR;½ 

Sales promotion does not encourage sellers to sale more.     

 (True/False) 

8- fcØh izpkj xSj&vkorhZ xfrfof/k gSA  ¼lR;@vlR;½ 

Sales promotions in non-recurring activity.       

  (True/False) 

[k.M&c 

(Section—B) 

9- miHkksDrk euksfoKku ls vki D;k le>rs gSa \ 

What do you understand by consumer psychology ? 

10- miHkksDrk O;ogkj D;k gS \ 

What is consumer behaviour ? 

11- mRikn dk vFkZ le>kb,A 

Explain the meaning of product. 

12- fu;ksftr vizpyu ls vki D;k le>rs gSa \ 

What do you understand by planned obsolescence ? 

13- foKkiu D;k gS \ 

What is advertising ? 

14- foØ; lao)Zu dk vFkZ le>kb,A 

Explain the meaning of sales promotion. 

[k.M&l 

(Section—C) 

15- Hkkjrh; miHkksDrkvksa ds Ø;&O;ogkj dh fo’ks”krk,¡ le>kb,A 

Explain the characteristics of Indian consumers buying behaviour. 

16- vki miHkksDrk mRiknksa vkSj vkS|ksfxd mRiknksa ds e/; vUrj dSls djsaxs \ ppkZ dhft,A 



  

How will you distinguish between consumer products and industrial products ? Discuss. 

17- foKkiu dh lhekvksa dk o.kZu dhft,A 

Describe limitations of advertising. 

18- foØ; lao)Zu ds mn~ns’;ksa ,oa egRo dks Li”V dhft,A 

Clarify the objectives and importance of sales promotion. 

[k.M&n 
(Section—D) 

19- miHkksDrk [kjhn O;ogkj ij izHkko Mkyus okys fofHkUu dkjdksa dks le>kb,A 
Explain the various factors which affect consumer buying behaviour. 

20- oLrq&iafDr uhfr;ksa rFkk j.kuhfr;ksa ds ckjs esa foLrkjiwoZd le>kb,A 

Explain in detail the product-line policies and strategies. 

21- foKkiu ds fofHkUu izdkjksa dks le>kb,A fdlh ,d yksdfiz; foKkiu dks m)fjr dhft,A 
Explain the various types of advertisement. Quote any one of the popular advertisement. 

22- foØ; lao)Zu ds fofHkUu rjhdksa dh O;k[;k dhft,A 
Explain the different methods of sales promotion. 

[k.M&b 
(Section—E) 

23- ,d uohu mRiknu ds fodkl dh izfØ;k dks le>kb,A os D;k dkj.k gSa tks uohu mRikn dks foQy 
cukus esa ;ksxnku nsrs gSa \ 
Explain the process of developing a new product. What are the reasons that contribute the failure 

of a new product ? 

24- ;g dgk tkrk gS fd ßfoØ; lao)Zu foKku dks izfrLFkkfir ugha djrk gS cfYd bldk iwjd gSAÞ 
le>kb,A 
It is said that “sales promotion does not replace advertising but supplements it.” Elucidate. 

 

 

 

 

 

 

 

 

 

 

vko';d funsZ'k %& 

1- l=h; ys[ku dk;Z dks ?kj ls fy[kdj mRrjiqfLrdk fnukad 28 Qjojh 2022 rd lacaf/kr v/;;u 
dsUnz esa tek djsaA l=h; dk;Z Lo&gLrfyf[kr gksuk pkfg,A nwljs ds }kjk fy[kk x;k] QksVksdkih ;k 
iqLrd dk fgLlk fpidkuk vuqfpr lk/ku dk iz;ksx ekuk tk;sxkA  

2- Nk= l=h; dk;Z ys[ku gsrq vU; lanfHkZr iqLrdksa dk Hkh mi;ksx dj ldrs gSA  
3- l=kar ijh{kk l= twu&tqykbZ 2021&22 dk lS)kafrd iz'u i= dk Lo:i l=h; dk;Z twu&tqykbZ 2021&22 

tSlk gh jgsxkA  
4- l=h; dk;Z ds ewY;kadu esa Nk= }kjk fd, x, v/;;u ,oa ys[ku] fo"k; dh O;k[;k rFkk ys[ku esa ekSfydrk 

dks vk/kkj cuk;k tk;sxkA blesa v/;;u ys[ku ij vf/kdre 60 izfr'kr ¼18 vad ½ fn;k tkosxk] fo"k;&oLrq 
dh O;k[;k ds fy,  vf/kdre 20 izfr'ke ¼6 vad½ rFkk l`tukRed] ekSfyd&lksp iznf'kZr gksus ij vf/kdre 
20 izfr'kr ¼6 vad½ izkIr gks ldrs gSA bl izdkj ewy 100 izfr'kr ¼30 vad½ dk foHkktu jgsxkA   
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l=h; dk;Z(Assignment Work)l= &twu&tqykbZ 2021&22 
P. G. Diploma in Marketing Management   

MARKETING RESEARCH AND SALES MANAGEMENT  Paper: Fourth                    

[ Maxi. Marks : 30     [ Mini. Marks : 12 

ijh{kkFkhZ gsrq funsZ’k % 

[k.M v& vfr y?kqmRRkjh; iz'u ¼1 ls 8½ dqy 08 iz'u gS] lHkh iz'u vfuok;ZA izfr iz'u 0-5 vad 
mŸkj'kCn lhek 1&2 'kCn ;k ,d okD;A 

[k.M c & vfr y?kqmRRkjh; iz'u ¼9 ls 14½ dqy 06 iz'u gS ftlesa ls dksbZ 04 iz'u gy djsaA izfr 
iz'u 01 vad dk  gksxkA mŸkj 'kCn lhek 75 ;k vk/kk istA 

[k.M l & y?kqmÙkjh; iz'u ¼15 ls 18½ dqy 04 iz'u gS ftlesa ls dksbZ 03 iz'u gy djsaA izfr iz'u 02 
vad dk gksxkA mŸkj 'kCn lhek 150 ;k ,d istA 

[k.M n & v)Z nh?kZ mRrjh; iz'u ¼dqy 19 ls 22½ dqy 04 iz'u gS ftlesa ls dksbZ 02 iz'u gy djsaA 
izfr iz'u 04 vad dk gksxkA 'kCn lhek 300 ;k nks istA 

[k.M bZ & nh?kZ mRrjh; iz’u ¼dqy 23 ls 24½ dqy 02 iz'u gS ftlesa ls dksbZ 01 iz'u gy djsaA izfr 
iz'u  08 vad dk gksxkA mŸkj dh 'kCn lhek 600&750 ;k 4&5 istA 

[k.M&v 

(Section—A) 

1- ------------------------ O;ofLFkr mís’;iw.kZ ,oa foLrr̀ [kkst gS tks foi.ku ds {ks= dh fdlh leL;k ls lEcfU/kr 

rF;ksa dk v/;;u djrh gSA 

............. is systematic, purposeful and detailed research that studies the facts related to a problem 

in the field of marketing. 

2- --------------------------------- foØ; dk;Z esa layXu O;fDr;ksa dk ,d lewg gksrk gSA 

............. is a group of people engaged is sales work. 

3- ------------------ ,d fo’ks”k izdkj ds xzkgdksa ,oa laHkkfor xzkgdkas dk leqnk; gS tks fd ,d foØ;drkZ dks lqiqnZ 

fd;k tkrk gSA 

............. is a community of specialized customers and potential customers that is delivered to a 

salesperson.  

4- --------------------------- fLFkfr Hkh oLrqvksa ds foØ; dks izHkkfor djrh gSA 

.............. condition also affects the sales of goods. 

5- -------------- fdlh fof’k”V dk;Z dks djus ds fy, fdlh deZpkjh ds Kku ,oa dkS’ky esa òf) djus dh fØ;k gSA 

............. is the act of increasing the knowledge and skills of an employee to perform a specific 

task. 

6- ------------------- ;kstuk ds vUrxZr izR;sd foØ;drkZ dh U;wure fcØh fu/kkZfjr dj nh tkrh gSA 

Under the ........... scheme the minimum sales of each seller is determined. 



  

7- --------------------- esa os lc fØ;k,¡ vkrh gSa tks vafre miHkksDrk dks cspus esa ?kfVr gksrh gSaA 

................ involves all the actions that occur in selling to the maximum consumer. 

8- ----------------- pquko izfØ;k dk ,d egRoiw.kZ vax gS vkSj vktdy bl izdkj dh tk¡p djkuk ,d lkekU; ckr 

gks x;h gSA 

............. is an important stage of the election process and nowadays it is a common practice to 

conduct this type of investigation. 

[k.M&c 

(Section—B) 

9- foØ; laxBu D;k gS \ 

What is Sales Organisation ? 

10- foi.ku fu;kstu ls gesa D;k ykHk feyrs gSa \ 

What benefits do we get from marketing planning ? 

11- Fkksd forj.k ls D;k vk’k; gS \ 

What is meant by wholesale distribution ? 

12- foi.ku vuqla/kku dh fofHkUu lhek,¡ fyf[k,A 

Write the various limitations of marketing research. 

13- foØ; laxBu ds egRo dks Li”V dhft,A 

Explain the importance of Sales Organization. 

14- foØ; dksVk D;k gS \ ikfjHkkf”kr dhft,A 

What is the Sales Quota ? Define. 

[k.M&l 

(Section—C) 

15- foØ;drkZ ds fujh{k.k ds <axksa dks fyf[k,A 

Write the methods of supervising sales personnel. 

16- foi.ku vuqlU/kku ds mís’; ,oa ykHk fyf[k,A 

Write the objectives and benefits of marketing research. 

17- forj.k ek/;e dks izHkkfor djus okys ?kVdksa dk laf{kIr esa o.kZu dhft,A 

Briefly describe the factors affecting channel of distribution. 

18- foi.ku dk;ZØe ds fu;kstu dks izHkkfor djus okys izeq[k ?kVdksa dks fyf[k,A 

Write down the major factors affecting the planning of the marketing programme. 

[k.M&n 



(Section—D) 

19- foØ; dksVk ds izdkj ,oa fl)kUrksa dk o.kZu dhft,A 

Describe the types of principles of Sales Quota. 

20- foi.ku vuqla/kku ds izdkjksa dks le>kb,A 

Explain the types of marketing research. 

21- foØ; laxBu dh jpuk dks fu/kkZfjr djus okys ?kVdksa dk o.kZu dhft,A 

Describe the components that determine the creation of Sales Organization. 

22- forj.k iz.kkfy;k¡ D;k gSa \ blds fdrus izdkj gSa \ 

What is distribution system ? How many types are there ? 

[k.M&b 
(Section—E) 

23- QqVdj foi.ku ls vkidk D;k vfHkizk; gS \ QqVdj foi.ku ds egRo vkSj dk;ks± dks fyf[k,A QqVdj 
foi.ku }kjk iznku dh tkus okyh fofHkUu lsokvksa dks Hkh fyf[k,A 

What do you mean by retail marketing ? Write the importance and function of retail marketing 

and also write down various services provided by retailers. 

24- foi.ku vuqlU/kku dks ifjHkkf”kr dhft, rFkk foi.ku vuqlU/kku dh fofHkUu jhfr;ksa dks Hkh fyf[k,A 

Define marketing research. Also write the various steps of marketing research. 

 

 

 

 

 

 

 

 

        

 

 

 

 

 

 

 

 

 

 

 

 

vko';d funsZ'k %& 

1- l=h; ys[ku dk;Z dks ?kj ls fy[kdj mRrjiqfLrdk fnukad 28 Qjojh 2022 rd lacaf/kr v/;;u dsUnz esa 
tek djsaA l=h; dk;Z Lo&gLrfyf[kr gksuk pkfg,A nwljs ds }kjk fy[kk x;k] QksVksdkih ;k iqLrd dk 
fgLlk fpidkuk vuqfpr lk/ku dk iz;ksx ekuk tk;sxkA  

2- Nk= l=h; dk;Z ys[ku gsrq vU; lanfHkZr iqLrdksa dk Hkh mi;ksx dj ldrs gSA  
3- l=kar ijh{kk l= twu&tqykbZ 2021&22 dk lS)kafrd iz'u i= dk Lo:i l=h; dk;Z twu&tqykbZ 2021&22 

tSlk gh jgsxkA  
4- l=h; dk;Z ds ewY;kadu esa Nk= }kjk fd, x, v/;;u ,oa ys[ku] fo"k; dh O;k[;k rFkk ys[ku esa ekSfydrk 

dks vk/kkj cuk;k tk;sxkA blesa v/;;u ys[ku ij vf/kdre 60 izfr'kr ¼18 vad ½ fn;k tkosxk] 
fo"k;&oLrq dh O;k[;k ds fy,  vf/kdre 20 izfr'ke ¼6 vad½ rFkk l`tukRed] ekSfyd&lksp iznf'kZr gksus 
ij vf/kdre 20 izfr'kr ¼6 vad½ izkIr gks ldrs gSA bl izdkj ewy 100 izfr'kr ¼30 vad½ dk foHkktu 
jgsxkA   
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P. G. Diploma in Marketing Management   

INTERNATIONAL MARKETING    Paper: Fifth 

[ Maxi. Marks : 30     [ Mini. Marks : 12 

ijh{kkFkhZ gsrq funsZ’k % 

[k.M v& vfr y?kqmRRkjh; iz'u ¼1 ls 8½ dqy 08 iz'u gS] lHkh iz'u vfuok;ZA izfr iz'u 0-5 vad 
mŸkj'kCn lhek 1&2 'kCn ;k ,d okD;A 

[k.M c & vfr y?kqmRRkjh; iz'u ¼9 ls 14½ dqy 06 iz'u gS ftlesa ls dksbZ 04 iz'u gy djsaA izfr 
iz'u 01 vad dk  gksxkA mŸkj 'kCn lhek 75 ;k vk/kk istA 

[k.M l & y?kqmÙkjh; iz'u ¼15 ls 18½ dqy 04 iz'u gS ftlesa ls dksbZ 03 iz'u gy djsaA izfr iz'u 02 
vad dk gksxkA mŸkj 'kCn lhek 150 ;k ,d istA 

[k.M n & v)Z nh?kZ mRrjh; iz'u ¼dqy 19 ls 22½ dqy 04 iz'u gS ftlesa ls dksbZ 02 iz'u gy djsaA 
izfr iz'u 04 vad dk gksxkA 'kCn lhek 300 ;k nks istA 

[k.M bZ & nh?kZ mRrjh; iz’u ¼dqy 23 ls 24½ dqy 02 iz'u gS ftlesa ls dksbZ 01 iz'u gy djsaA izfr 
iz'u  08 vad dk gksxkA mŸkj dh 'kCn lhek 600&750 ;k 4&5 istA 

[k.M&v 

(Section—A) 

1- vU; jk”Vªksa ij fuHkZjrk varjkZ”Vªh; O;kikj ds ykHkksa eas ls ,d gSA    

 ¼lR;@vlR;½ 

Dependence on other nations is one of the advantages of international trade.  

 (True/False) 

2- izkd̀frd lalk/kukas dk mi;ksx varjkZ”Vªh; O;kikj ds ykHkksa esa ls ,d gSA   

 ¼lR;@vlR;½ 

The utilization of natural resources is one of the advantages of international trade. 

 (True/False) 

3- fodflr ns’k esa vk;kr izfrca/k Hkqxrku ‘ks”k esa vlarqyu dk ,d dkj.k gSA  ¼lR;@vlR;½ 

Import restrictions in developed country is one of the reasons for imbalance in balance of 

payments.         (True/False) 

4- eky dk vk;kr vkSj fu;kZr Hkqxrku ‘ks”k ds rgr pkyw [kkrs dk fgLlk ugha curk gSA ¼lR;@vlR;½ 

Export and import of goods does not form a part of current account under balance of payments.

         (True/False) 



5- cktkj p;u vkSj mRikn p;u varjkZ”Vªh; foi.ku dk eq[; dk;Z ugha gSA  ¼lR;@vlR;½ 

Market selection and product selection is not main function of international marketing.

 (True/False) 

6- Fkksd foØsrk forj.k okfgdkvksa esa lfEefyr gSaA       

 ¼lR;@vlR;½ 

Wholesalers are included in distribution channels.       

  (True/False) 

7- jktLo VSfjQ vkSj lqj{kkRed VSfjQ VSfjQ ds izdkj gSaA       

 ¼lR;@vlR;½ 

Revenue tariff and protective tariff are types of tariff.       

  (True/False) 

8- ,d cgqjk”Vªh; fuxe vkerkSj ij ,d ns’k esa ‘kkfey ,d cM+k fuxe gksrk gS tks fofHkUu ns’kksa esa oLrqvksa ;k 

lsokvksa dk mRiknu ;k fcØh djrk gSA ¼lR;@vlR;½ 

A multinational corporation is usually a large corporation incorporated in one country which 

produces or sells goods or services in various countries.    

 (True/False) 

[k.M&c 

(Section—B) 

9- ?kjsyw O;olk; ls vki D;k le>rs gSa \ 

What do you understand by domestic business ? 

10- varjkZ”Vªh; O;olk; D;k gS \ 

What is international business ? 

11- Hkqxrku ‘ks”k D;k gS \ 

What is balance of payments ? 

12- varjkZ”Vªh; foKkiu ls vki D;k le>rs gSa \ 

What do you understand by international  

advertising ? 



  

13- varjkZ”Vªh; O;kikj eas ewY; m)j.k ls vki D;k le>rs  

gSa \ 

What do you understand by price quote in international business ? 

14- cgqjk”Vªh; fuxe ls vki D;k le>rs gSa \ 

What do you understand by multinational corporation ? 

[k.M&l 

(Section—C) 

15- rqyukRed ykxr fl)kUr dh laf{kIr O;k[;k dhft,A 

Briefly explain comparative cost theory. 

16- Hkqxrku ‘ks”k dks lgh djus ds mik;ksa ij ppkZ dhft,A 

Discuss the measures to correct balance of  payments. 

17- varjkZ”Vªh; O;kikj dh rduhdksa ds ckjs eas la{ksi eas crkb,A 

Briefly explain the techniques of international business. 

18- vk;kr vH;a’k ds mn~ns’; D;k gSa \ ppkZ dhft,A 

What are the objectives of import quotas ? Discuss. 

[k.M&n 

(Section—D) 

19- ?kjsyw O;kikj vkSj varjkZ”Vªh; O;kikj ds e/; D;k vUrj gS \ le>kb,A 

What is the difference between domestic business and international business ? Explain. 

20- Hkqxrku ‘ks”k ds egRo dks le>kb,A 

Explain the importance of balance of payments. 

21- fu;kZr forj.k pSuyksa ls vkidk D;k vfHkizk; gS \ fofHkUu izdkj ds fu;kZr forj.k pSuyksa dh O;k[;k 

dhft,A 

What do you mean by export distribution channels ? Explain the various types of export 

distribution channels. 

22- fofHkUu izdkj ds vk;kr vH;a’k ds laca/k eas foLrkjiwoZd le>kb,A 

Explain various types of import quotas in detail. 

[k.M&b 

(Section—E) 



23- Hkkjr dh vk;kr vkSj fu;kZr uhfr ls vkidk D;k vfHkizk; gS \ foLrkj ls le>kb;sA 

What do you mean by India’s export and import policy ? Explain in detail. 

24- varjkZ”Vªh; foi.ku esa iSdsftax dh Hkwfedk vkSj egRo ij ppkZ dhft,A 

Discuss the role and importance of packaging in international marketing. 

 

 

 

 

 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

vko';d funsZ'k %& 

1- l=h; ys[ku dk;Z dks ?kj ls fy[kdj mRrjiqfLrdk fnukad 28 Qjojh 2022 rd lacaf/kr v/;;u dsUnz esa 
tek djsaA l=h; dk;Z Lo&gLrfyf[kr gksuk pkfg,A nwljs ds }kjk fy[kk x;k] QksVksdkih ;k iqLrd dk 
fgLlk fpidkuk vuqfpr lk/ku dk iz;ksx ekuk tk;sxkA  

2- Nk= l=h; dk;Z ys[ku gsrq vU; lanfHkZr iqLrdksa dk Hkh mi;ksx dj ldrs gSA  
3- l=kar ijh{kk l= twu&tqykbZ 2021&22 dk lS)kafrd iz'u i= dk Lo:i l=h; dk;Z twu&tqykbZ 2021&22 

tSlk gh jgsxkA  
4- l=h; dk;Z ds ewY;kadu esa Nk= }kjk fd, x, v/;;u ,oa ys[ku] fo"k; dh O;k[;k rFkk ys[ku esa ekSfydrk 

dks vk/kkj cuk;k tk;sxkA blesa v/;;u ys[ku ij vf/kdre 60 izfr'kr ¼18 vad ½ fn;k tkosxk] 
fo"k;&oLrq dh O;k[;k ds fy,  vf/kdre 20 izfr'ke ¼6 vad½ rFkk l`tukRed] ekSfyd&lksp iznf'kZr gksus 
ij vf/kdre 20 izfr'kr ¼6 vad½ izkIr gks ldrs gSA bl izdkj ewy 100 izfr'kr ¼30 vad½ dk foHkktu 
jgsxkA   


