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CO-PO MAPPING:
Course | PO1 | PO2 | PO3 | PO4 | PO5 | PO6 | PO7 PO8
Col1 2 1 1 3
co2 3 3 2 3 2
COo3 1 2 2 1
CO4 3 2 1
r Co5 3 2 3
r CcO6 1 2 2 1 3
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r Dr. Mohnish Kumar Att. Level j
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co3 3.00
Co4 2.56
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Even Semester Examination 2022-23
B.COM(H) J Semester
Course/Code: Principles of Marketing / BCM-301
Maximum Marks :70; Duration: 3 Hours

Marks .
X L
Q.No Questions (70) ( ({ - B
Explain the following:
1< [Scope of Marketing 01 cor | 1.2
1-Il  [Societal marketing 01 Ccoz (LI
1-1ll  {Marketing Myopia 0l Cco2 |12
1-1V  |Core benefit 0l co2 | LI
I-V |B2C 01 co2 | LI
1-V1  |Product form 01 Ccol | LI
1-VIL |Positioning 01 Ccol | LI
Explain the following:
2-1 Channel conflicts 01 col | L1
2-11 Specialty goods 01 col | L1
2-111 Reliability 01 COol L1
2-1vV Packaging 01 COl L2
2-V Product Line 01 COol LI
2-VI Durability 01 COl Ll
2-VII |Non - paid advertisement 01 COl L
a) Discuss the various marketing philosophies. Give suitable example 4:
to support your answer. 1
31 |oR 7 | cor |2}
b)Explain the controllable factors of the marketing environment. Discuss these factors with help
of suitable examples.
a) What do you understand by consumer behavior? Discuss the
Various steps involved in buying decision process.
3-11 |OR 7 CO3 L3
b)Discuss the importance of market segmentation and also discuss the major segmentation
variables for business markets.
a) What is product mix? Discuss the different elements of product mix
with help of suitable examples.
4-1 |OR 7 CO3 | LS
b)Discuss the factors contributing to new product development and discuss the new product
development process.
a) Price is the marketing-mix element that produces revenue; the others produce costs. Explain with
the help of suitable examples,
4-1 |OR 7 CO4 | L3
b) Discuss the different levels of channel of distributions.  Discuss the Function of Channels of
Distribution with the help of suitable examples.
a) Discuss the concept of PLC and explain strategies for each stage of PLC with the help of
suitable examples.
5 OR 14 COs | L4
b)Explain Rural marketing, How rural market is different from the urban market. Give suitable
examples to support your answer.
‘What is promotion mix? Discuss the five ‘M’s of advertisement
with the help of suitable examples.
6 |OR 14 CO6 | Lo
b)What do you understand by Channels of distribution? Discuss the Function of Channels of
Distribution with the help of suitable examples,
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BL - Bloom’s Taxonomy Levels
(1- Remembering, 2- Understanding, 3 - Applying, 4 - Analysing, § - Evaluating, 6 - Creating)
€O ~ Course Outcomes PO - Program Outeomes; PI Code — Performance Indicator Code

Level [Marks Co Marks
Levell {11 Co1 10
Level2 |10 co2 11
Level3 |14 CO3 14
Leveld |14 CO4 74
Levels |7 COs 14
Levelo |14 COo6 14
Total 170 Total |70
Bloom's Level wise Marks Distribution Course Outcome wise
Marks Distribution
[ 16
| 14 14 14
Io1a
12 1
10
10
s , , ’ ,
| '
) (€} o2 o3 [Wer] €05 [€e]3)
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First Unit Test 2022-23

o~y
INVERTT B.COM(H) 3 Semester
UNIVERSITY BAREILLY :':~ P surse/Code: Principles of Marketing / BCM-301

Maximum Marks :30; Duration: 90 Minutes

. Marks
Q.No Questions (30) CO BL
Explain the following in very short - ]

1-I__ |Define Core marketing concepts. 01 COl L1

1-I1 | What is marketed? 01 COl L1

Il _|Define Goods and Services. 01 CO2 L2
1-IV_ |Marketing Mix 01 COl L2
I-V__|Elements of Product Mix , 01 COl L1

Explain the following term -

2-1  |What is holistic marketing concept? 01 CO2 L2
2-11 _|Marketing Mix 01 CO2 Ll
2-11I  |Stated Need 01 CO2 L2
2-IV_|Service Marketing Mix. 01 co2 | L2
2-V_ |Positioning 01 Cco2 | LI

Answer any one question :
a)  What is marketing environment? Discuss the various factors of marketing
3 environment with help of suitable examples. 08 CO2 L3
b)What are the qualities of a successful marketing managers? Discuss with the
help of suitable examples,
Tl What is market segmentation? Discuss the bases of segmenting the consu e o3 L4
4-B _|What is STP? Discuss with help of suitable examples 06 COo3 Iﬂ
BL - Bloom’s Taxonomy Levels
(1- Remembering, 2- Understanding, 3 — Applying, 4 — Analysing, 5 — Evaluating, 6 - Creating)

CO ~ Course Outcomes PO — Program Outcomes; PI Code — Performance Indicator Code
Level Marks CO Marks
Levell |5 Col 4
Level2 |5 C0O2 14
Level3 |8 CO3
Leveld |12 cos ] éz
Levels [0 Cos o
Levels [0 CO6 0 |
Total 30 Total 30

oo sttt
H

Bloom's Level wise Marks Distribution Course Outcome Wise

0 . . .
s Marks Distribution
20 14 o
[0
i 5 m I l 0 0 0
| Co1 C0o2 co3 C04 Cos CO6
Hlevell Wlevel2 & Level3 Hleveld @ Levels 8 Levelg W Series1
Al \@ d
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Second Unit Test 2022-23
B.COM(H) 3 Semester

Principles of Marketing / BCM-301
Maximum Marks :30; Duration: 90 Minutes

Course/Code:

Q.No Questions N:;;;(s COo | BL
Explain the following in very short -
1-I Def"me Packa_gmg. ' 01 COo4 | 11
1-1I  [Write the basis product differentiation, 01 COo4 | L1
1-11__|Define barter system of pricing, 01 Co4 | 1.2
1-1v_ [ Types of retailers. 01 CO4 | LI
1-V__ [Write the different types of intermediaries, 01 CO4 | LI
Explain the following function -
2-1 _ [Channels 01 COo4 | L2
2-11 _|Rural Marketing 01 CO5| L2
2-1I1_|Promotion Mix 01 COs| L2
2-1V__ |Publicity 01 COs| L2
2-V_ |Direct Marketing 01 CO5| L2
Answer all questions-
a)How should a company respond to a competitors price change? Give proper
3 justification to support your answer. 08 COs | L3
b)What do you understand by channel levels? Discuss the different channel levels
for consumer market as well as industrial market.
Discuss the process of setting a pricing policy. Give suitable example for
each steps
4-A 12 CO6 | L4
BL - Bloom’s Taxonomy Levels
(1- Remembering, 2- Understanding, 3 — Applying, 4 — Analysing, 5 — Evaluating, 6 - Creating)
CO — Course Qutcomes PO — Program Outcomes: PI Code — Performance Indicator Code
Level Marks CO Marks
Levell |4 col L
Level2 |6 co2 L
Level3 |8 co3 L
Leveld |12 C0o4 5
Levels |0 COs .
CO6 12
Level6 |0 7 3
Total 30 Tota
| Bloom's Level wise Marks Distribution Course Outcome
0 g wise Marks
i T .
| Distribution
\' 6 12 12
; 2g 0 0 0 - = -
s €01 CO2 CO3 COo4 CO5 CO6
: Blevell mlevel2 mlevel3 Wleveld mLevels ®Llevel6 M Seriesl
| —— == S
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First Clase Test 202223
OCOMH) ¥ Somester
L ourse Code: Principles of Marketing / BCM 301
Mavimum Marks 10, Duration: 30 Minutes

Sievell ®levell mieveld Mleveld mievelS ® Levels

N Senesl

T,
Head
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QNe Questions v E co ; BL
I - . S W () S thadt
! ISinte the impontance of marketing 05 I cot T Ll
" s i S— - # S -
2 State the Scope of marketing 03 f ce2 Ll
| S B I
} s et et et R —
*; - a3 it a——— 1. -.d_h},_m_.,,___-;;, —
BL - Bloom's Taxonomy Levels
(1- Remembering, 2- Understanding, 3 - Applying, 4 - Analysing, 5 - Evaluating, 6 - € “reating)
CO - Course Outcomes PO - Program Outcomes; P1 Code - Performance Indicator Code
Level Marks 5('() [\hrlu
Levell s lcot s
Level2 0 |CO2 b)
Level3 5 CO3 0
Leveld 0 (CO4 0
LevelS 0 1COSs 0
Levels 0 CO6 0
Total 10 Total 10
—— =
Bloom's Level wise Marks Distribution . Course Qutcome wise
f Marks Distribution
| 6
[ 5 5
; S
’ 4
o3
I
| 0 0
| 0
0 C01 C02 o3 C04 CO D6
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Second € bwey Teet JO1) 23
BOOMH) ) Semester

CoureeCade: Principles of Marketing / BO M.

_..“ .F ?’I}f}“v Mavimum Marke (10 Dyration: 3 Minuies
' ‘ ' 1 Marks T
QNe Questions o € BL
’ & “ " " cadiann 3 - !-.!ul.‘--..,;. . " L
What £ the Service Marketing Mix 05 cos [ 13
"i‘.:’ ng ihe term v\'*;l-uf \'Mi,‘hnx ) A (15 ) t 0% i i1
# - Se—— ———— i - SN % - — .L L
; — ——— — R TTTRE—— o :’ o ;‘
LI : SR gL A
4 _— — M.._(L_,_‘ - L. -
} S —a—— el ———l i
 — U L S S —— A et Ar " e
BL - Bloom's Taxonomy Levels
(1- Remembering, 2- Understanding. 3 - Applying, 4 - Analysing. 5 - Evaluating, 6 - Creating)
QO - Course Outcomes PO - Program Outcomes, Pl Code - Performance Indicator (ode
Level |Marks ) [Maris
Leveil | s IOl
% ————— Y... S——
Level2 | ) co2
e |
Level3 0 ICO3 )
Leveid 0 CO4 |
Lewvel$ 0 COS 3
Levele 0 COeé
Total 10 Total 10

Bloom's Level wise Marks Distribution
0.0,

0
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