Marketing
NEW SYLLABUS |

Full Marks: 100 (80T + 20P) Teaching Hours: 150 (120T + 30P)
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Introduction

In recent years, marketing has become essence in all the sectors of business like
agriculture, industry, banking, insurance, hospitals, and other social organizations as
well. Marketing has become the subject of serious concern and discussicn these days.
Not only within the national boundary, the scope of marketing has been spreading
outside the national boundary. These days, marketing has been used not only as a
business strategy but also as a business tactics to win the confidence of the customers
in @ more competitive arena. Therefore, these days, without marketing, it has become
virtually not possible for business people to succeed.

After the restoration of democracy in Nepal during 1990s, the government adopted the
economic liberalization policy. A large number of industrial and commercial ‘
undertakings have come into existence in the country. As a result, Nepalese business
sector has become more complex. This situation has created a greater demand for the
implementation of marketing philosophy in the country not only in the business and

* education sectors of Nepal, but also in daily life of consumers.

This course on marketing has been designed for the higher secondary level education.
The course will foliow a conceptual and functional approach to teaching and learning
the elementary marketing principles and practices. It shall introduce the studies to the
major functions invoived in the marketing process of a business organization. This is a
theery-cum- practical course which consists of nine units

General Objectives :

This course on marketing aims at imparting foundation knowledge of marketing among
students in order to prepare them for University level education. The course shall al so
be useful for students pursuing a career at the front line marketing jobs such as sales-
persons, sales representatives and supérvisors. !
Specific Objectives i

The specific objectives of this course are to:

i. introduce the students to the modern markefing concept;

ii. impart knowledge on the key elements of marketing:

iii. impart foundation knowledge in relation to marketing functions performed business
- .organizations; and 3

iv. make the students familiar with some of the emerging issues and tools of

marketing.
. Course Content
INTRODUCTION : 15HRS
1. Meaning, Evolution and Importance of Marketing. 4

2. Various Concepts of Marketing: (2) Production Concept (b) Product Concept (c)
Selling Concept (d) Modern Marketing Concept (e) Societal Marketing Concept 5

3. Marketing Mix: Concept. Major & Supportive Components and importance 4
4. A Case Study on Marketing Concept. 2
COMPONENTS OF MARKETING 14 HRS
1. Markets: (g) Concepts and Types (b) Features of Nepalese market. - 3

2. Customers: (a) Concept and Classifications - Individual (nen-institutional) and
Institutional (Organizational) -Buyers (b) Buying Motives (c) Buying Process of
Individual Consumers and Institutional Buyers (d) Factors affecting Individual and

Institutional Buying Decisions 7
3. Demand: Concept of Needs, Wants, and Demand- Creation of Demand 2
4. Marketing Process: Concept and Structure 2
MARKETING FUNCTIONS - 10
1. Merchandizing Function: (a) Buying: Nature and Elements; Methods of Buying
(b) Selling: nature and Elements of Selling : 2

2. Physical Distribution Function: (a) Transportation: Feature and Functions of
Transport; Strengths and Weaknesses of Land, Water and "Air Transport; Factors
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affecting in Selecting Mode of Transport. (b} Warehousing: Concept, Functions,
'Importance and Types of Warehousing. 4

NN W= NS00 DG

Facilitating Functions: Grading & Standardization, Financing, Risk bearing, and
Market Information. Vg

4. Field Visit and Class Presentation. 2

MARKETING ENVIRONMENT 8

1. Meaning and Features of Marketing Environment; 2

2. Components of Marketing Environment: Internal and External); <

3. Impacts of Marketing Env:ronment on a Firm's Marketmg Activities. 2

PRODUCT : 20
Meaning of Products; ? 2

2. Types of consumer and Industrial Products; 4

3. Branding: Meaning of Brands and Trade Mark; Importance of Branding; Types of
Brands; Reasons for not Branding Products; and Qualities of good Branding. 5

4. Packaging: Meaning, Functions and Importance of Packag:ng Types of

- Packaging; Features of Good Packaging.

5. Labeling: Meaning, Types and Functions of Labeling.

6. Field/findustrial Visit and Class Presentation.

PRICING

1. Meaning of Pricing and Forms of Price

2. Objective and Importance of Pricing

3. Pricing Allowances and Discounts

4. Types of Cost: Fixed Costs and Variable Costs

5. Factors affecting Pricing: Internal and External Factors

DISTRIBUTION 1

1. Meaning and Elements of distribution;

2. Channels of Distribution for Consumers and Industrial Products;

3. Channel Members: A brief introduction of agents,
wholesalers and retailers;

4. Wholesaling: Meaning of wholesaier and Wholesaling, Role and Functions of

- Wholesaler. 3

5. Retailing: Meaning of Retailer and Retailing, Roles and Functions of Retailers;

Types of Retailers — Departmental Stores, Super Market, Muiltiple Shops/Chain
Stores, Consumers’ Cooperatives and Mail Order Business. 5

PROMOTION 15

1. Meaning, Impertance and Components of Promotion; 2

2. Advertising: Meaning, Features 1ind Importance of Advertising; Types of
Advertising :

3. Personal Selling: Meaning and Importance; Types of Sales Persons; Qualities of a
Good Sa!esperson Sales Process: Meaning and Process of Indoor and Outdoor
Sales; 3

4. Sales Promotion: Meaning and, Importance of Sales Promotion; Methods of
Consumer Promotion and Trade Promotnon 3

5. Publicity and Public Relations: Meaning, Features and lmportance of Publicity
and Public Relations; ‘ 2

6. Home Assignments and Class Presentation. 1

EMERGING ISSUES IN MODERN MARKETING 15
Agriculture Marketing: Meaning and Features; Problems and Prospects -of
Agrncul:urai Marketing in Nepal; 3

2. Industrial Marketing: Meaning and Features; Problems and Prospects of Industrial
Marketing in Nepal; 2

3. E-commerce: Concept and Method of E-Commerce; Meaning and Features of
Internet Marketing; Use of Internet; 3

4. Telemarketing and Televised Marketing: meaning and Features of Telephone
and Televised Marketing; Problems and Prospects of Televised and Telemarketing
in Nepal: 3

5. Network Marketmg Concept and Importance 2

6. Field Visits and Class Presentation. 2
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Course Component: Theory 120 Lecture Hours and 30 Practical Classes (Project Work)
Total Lecture Hours: 120;

Full Marks: Theory Classes-80% and Practical Classes (Project Work) 20%;

Teaching strategies:

i. Classroom lectures; "ii. Group discussion;
iii. Paper presentation; iv. Case study;
v. Home assignment & Field visits; vi. Project Work;

Reference books:

1. Sherlekar, S. A., Modern Marketing, Mumibai, India: Himalaya Publishing House.
Armstrong and Kotler, Principles of marketing, Prentice Hall of India.

Shrestha, Shyam K., Fundamentals of Marketing .(5th Edition), Kathmandu: Asmita
Publication.

Thapa, Surendra, tntroductron to Marketing, Kathmandu: Ratna Pustak Bhandar.

K.C., Fatta Bahadur, Introduction to Marketing, Kathmandu: Sukunda Pustak Bhandar.
Koirala, K.D., Elements of Marketing, Kathmandu: Buddha Academic Enterprise.
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QUESTION PATTERN ;

e ——
Question pattern has been designed with a view to test various capabilities of the students.
Questions have been designed-to make wide coverage of the curriculum. Therefore, three
types of question pattern have been managed in the question paper as follow:

1. Brief Answer Questions- These questions requires no description, which can be answered in
not maore than two minutes; the students will give direct answer to the question: This type of
question is asked to evaluate the conceptual or fundamental knowledge of the students about
the subject matter.

. 2. Short Answer Questions- These questions require brief description which can be answered in
maximum of 15 minutes. This type of question is asked to evaluate the descriptive capacity of
the students. i
-3. Comprehensive Answer Questions- These questions require a Iong “description to each
question. This type of question is asked to evaluate the comprehensive or analytical knowledge
of.the students about the subject matter. The students may require about 30 minutes per
question fo answer.
After the evaluation of the answer sheets of the studen’(s containing the above- mentioned
questions, the teacher will undersiand level of knowledge of the students about the subject
_ matter and his writing skill
In addition, the students will be able to manage time in the examination room to complete the
entire questions within the given time period i.e. three hours. This will also help the concemed
teachers in giving necessary instructions to the students. J

MODEL QUESTIONS 2068

Full Mark: 80 : : ' Pass Mark: 32
GROUP-A: Brief Answer Questions [10=1=10]
Attempt ALL the questions: :

1. Identify any twe important contributions of marketing to the marketer.

2. Point out the major compenents of marketing mix.

3. Identify any three characteristics of Nepalese market.

4, Point out any two strengths and two weaknesses of air transporl

5.- What is marketing environment? .

6. . Point out any four reasons for branding a product by the market.

7. What is the difference between quantity discount and trade discount?

8. Point out any two functions of a refziler and any two functions of a wholesaler.

9. What is sales promotion? Point out any three types of consumer promotion technique.
10. Identify any two, advantages of televised marketing and twe demerits of telemarketing.
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GROUP-B: Short Answer Questions . (5% 8=40)
Attempt any FIVE questions:
11. Explain briefly the evolution of marketing. > (8)
12, What is buying motive? Explain on any two types of buying mofive. (345)
13. What is water transport? Why is it important to a landlocked country like Nepal? Explain briefly.(3+5)
14. Differentiate consumer products from industrial products. (4+4)
15. Explain the channels of distribution for consumer goods. (4+4)
16. What is display advertising? What are its benefits to the marketers? Explain briefly. (3+5)
GROUP-C: Comprehensive Answer Questions: © (2%15=30)
Attempt any TWO questions
17. Identify the various concepts of marketing with short introduction and diiferentiate the modem
. marketing concept from societal marketing concept. : (6+9)
18. What is labeliing? Explain its types and funcuons Also justify its importance to the cansumers.
. (3+6+6)
19. What is personal selling? Identify the various types of salesperson Also explain any four
essential qualities of a good salesperson. - : ) (3+6+5)
['UNIT 1: INTRODUCTION ! |

VERY SHORT ANSWER QUESTIONS [1 MARKS]

What are the elements of marketing mix? ; 1
TS WM GRS F F A7
[2. 2072 Supp. Q.No. 1| ; ,
Write down any two importance of mametmg : : 1]
at—rmnrﬁﬁ A TE FT " el 6 | s
Write the meaning of marketing. ]
FARITEH 44 HEeerd. |
4. 2072 SetE Q.No. 1| ‘
What are the components of marketlng mux" [1]
FATTITE WIEPIE Fedes & & &4, 7
l5. 2071 Supp Q.No. 1| ;
What is marketing mix? - - v 1
6. 2071 Supp Q.No. 2|
What is marketing concept’? ]

:
Point out the stages of the evolution of marketing. [
.
What is product? : |
_ TE HE B BT
Menﬁan 1he components of marketmg mix. !
TSR ;rfhmwr AHEEE Feod@ TR |
. ,
Mentncn the components of marketlng mix. ' ]
AR SHEVE TR geoi@ A |
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| \
What is marketing? Explain the evolution of marketing. 8}
ST GAE] 81 ¢ FAONEAET AFEHT G0 T A

{12. 2072 Supp. Q.No. 11] :
What is marketing? Explain its components. : : [2+6]

3. 2072 Q.No. 11 '

What is new marketing concept? How it differ from societal marketing concept? (8]
A FALINEA ATIROT A0 F A 7 AT WANAF T FTARTAE FAT FF
B . :

(t4. 2072 Set EQ.No. 11]
Explain the social marketing concept. . : - [8]

What are the four components (4ps) of marketing mix? Explain. i8]
FSITEF FAAVE =T T2 (4ps) & F 74 ¢ T TR |
:
What is new marketing concept? How it differ from societal marketing concept? Describe. [2+6]
AT AL FFERNT WAFT T A1 7 A1 GHITE SO SAUTOTETE. N8 BE
g7 TG T |
:
What is marketing mix? Explain its components. [2+6]
| W SREHT WHE %8 ¢ A9E AEEed ave AR |
JLONG ANSWER QUESTIONS [15MARKS] - |
{18. 2071 Supp Q.No. 17]
Discuss the importance of marketing to the firm, society and customer. [15]
mmvwmmsmwmm:
3
What is marketing? Discuss the importances of marketing in modem world. [15]
Define marketing. Discuss the various concepts of marketing. X [3+12]
What is marketing? Discuss the importance of markefing to the consumer, firms and society. [15]
WA WAF F A P IUNRH, WH T GRS A GETeE §Ee g
| UNIT 2: COMPONENTS OF MARKETING : ST 2

Give the meaning of buying motives. o
G IgvaF 99 Hel A9

2. 2072 Supp. Q.No. 2| ;
Give the meaning of buying motive. 1
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Mention the various concepts of market.
FHAE FFT FFaTEE e |
4. 2072 Set E Q.No. 2
What are the types of market on the basis of geographical areas?
5. 2071 Supp Q.No. 3]
What do you understand by institutional buyers? .
FEIA Fa T a9 F RS '
\
What is demand?
Give the meaning of buying motives.
aie J7e9a #F oo |
,
What is wholesale market?
9F FAR GAE F A
:
Explain emotional buying motives.
[10. 2072 Supp. Q.No. 12} .
What is buying motives? Explain rational buying motives with suitable examples.
R Ievd A # @ ¢ et afw grvaer Saw At avie g A
[11. 2072 Set E Q.No. 12
What are the features of Nepalese market? Explain.
2 2oriaNe 13
What is market? Explain its features.
-
What is market? Explain the various concepts of market;
AR WAH F A} FWE A ATOTET a9 e |
14. 2069 Q.No. 13 ;
What is buying? Explain the elements of buying.
gfe F7@ F &7 @hEw TEE aum A |
[15. 2072 Set E Q.No. 17]
What do you mean by buying motive? Discuss its classifications.
Q% TEVT WA A 0 ¢ A FNHIIEER AT BEEE T 81 |
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[3+4]

8]

(3+9]

[3+5]

[15]

| UNIT 3: MARKETING FUNCTIONS -

VERY SHORT ANSWER QUESTIONS [1 MARKS] =

Write any two diffreence between concenirated buying and diversified buying.

(1
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[2 2072 Supp. Q.No. 3| ;
- Point out any two functions of warehouse. ; 1]
TRTHE F9 T2 #1986 Ioo@ T 814, |

|
What do you know about reciprocal buymg? ; Ve i}
TEEE GE A F SRS i

k4. 2072 SetE Q.No. 3
Paint out the modes of transportation 1]
AATTTF FERFE So@. T B |

5. 2071 Supp Q.No. 4
What do you know about market information? 1

. AR zﬁm q T a9E # AR
, Whatis gradtng'? : ; [1]
. AE GHE F A
Give lhe meaning of standardization? ]
0] ﬂ'@?ﬁﬁ{l

:
Explain the meaning and types of warehouse. ' [8]
TETHET #Y T AWHE THREE AU A A0 |

|8. 2072 Supp. Q.No. 13| :
Explain the meaning and types of warehouse. _[3+5]
TETHET 49 T THFE JHEE T T+ 09| ; Efe
What is buying? Explain the elements of buying. . [8]

:
What is transportation? What are its features? Explain the'factors affecting the selection of
mode of transport. [15]
AEATETE WAE F AN ¢ AEF (A9NAEE ¥ % g ¢ AaEme! WeEE gHeH §4E
T aa'a?i‘eﬂ =TET THATE |

-
Whal 5 warehousmg’i‘ Discuss the functions of warehousmg and transportat:on in marketing. [15]
TE e # A ¢ ISl MEH T AT FHCEAN BADA
TR |

[ UNIT 4: MARKETING ENVIRONMENT o

, A
Paint out the features of marketing environment. |
. 2072 Supp. Q.No. 4]
" Mention any two features of marketing environment. [1
FEWYIET FTATA0ET B 45 HOuaes ged T 8 |
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_
Point-out the features of marketing environment, i [1]
ARIE ATAEH fadTTames Feerd - TR |

. 2071 Supp Q.No. §

Point out the features of marketing environment. 2 i3 [1
FAITEA AT [9aaEE Jwg T!Tm 1
List out the features of marketing environment. 4 1]

WWMW—WWI

" Give the meamng of marketing environment. 9 [ -
FALEINES AAETER 7 AETerd |
,
Mention the compon‘ents of macro environment. - FAf1

W ATAFLNE . AHEE Foord AT |

SHORT ANSWER QUEST[ONS 8 MARKS]

] What is socio cultural environment of marketing? Explain tts impact- on firm's markeimg
acfivities. [8]

wmﬁmmmﬁ?ﬁmmm?ﬂ  GHS AR PR
TEE YAEIN IeE@ T a’hr I
B. 2072 Supp. Q.No. 14|
What is socio-cultural enwronment of market:ng? Explain its impact on ﬁrms marketing
activities. [3+5] .
Wmﬁaﬁmﬁmaﬂwﬁwmﬂ HE AR FHaTFerTT
THFE! FAAAR Foor@ T A1 | y
{10. 2072 Set E Q.No. 13] :
Explain the external components of marketing environment. 18]
:
What is internal environment of marketmg? What are its components? Describe. [2+6]
FACSTEAA] ATARE AAET |98 & &7 I941 a@eT 3 & g1 599 THEE |

Defne marketang environment. Descnbe the impact marketmg environment on a firm's
marketing activities. [18]

_mmmgmmlwwmmw
Wﬂi‘rﬁ TATFEIE A0 Tr?ra'm I

| UNIT 5: PRODUCT

I VERY SHORT ANSWER QUESTIONS [1 MARKS :
-

Why products are labeled? ; : i
[2. 2072 Supp. Q.No. § .
What is branding? ' { : 1
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;
Mention any three features of shapping product
fepwaer aw 7 o PrTaEe g TR |
.
What is branding?
| AT ATH F A7
5. 2072 SetE Q.No. 4] s
List out the types of consumer's product
TYARRT TEEES YFEE @ ﬂ'r'g Gl
B. 2072 SetE Q.No. 5]
List out the qualities of good brand name.
T FIUE AHF TUEE TeA@ T 2 |
[7. 2071 Supp Q.No. §]
Paint out the types of consumer product
‘ I AqE JEEE g nm I
Define Iabeﬁmg in short.
aafa:ﬁm BICHHT T na'm{ |
What is proauct?
& TTE F AT?
o 270aneg
What is branding?
FTST W F OB
Point out the types of brand.
FreEl TFHEE Weiard |

SHORT ANSWER QUESTIONS [8 MARKS |

All trademarks are brands but all brands but all brands are not frademark.' Comment.

ﬁwmmmmﬁmﬁwﬁaﬁrﬁ faoqeft T &1
[13. 2072 Supp. Q.No. 15|
What is packagsng'? Expiam |t54mportance
iETy TAF F 8 ¢ TEH REAd EI’“FT T B
Explam the meamng and features of oonvemence product
raaTH T=F ¥4 7 AieaeE T TE |
[15. 2071 Supp Q.No. 11] !
*All frade marks are brands but all brands are not trade mark". Comment.
Explam the major functlons of packaging.
FASAF A FHEE qui ‘Fféﬁ?f I
Descnbe the meaning and features of Shoppmg product.
ferieran a—a{m ER i"ﬂm U e |
|
Whal is brandmg? Explam the reasons for not brandmg
AR A WAE F A7 gE TETEC TS FOEE a9T TR |

1l

(1
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[
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- [2+9]

(6]

(8]

8]

[2+8]

(2+5]



LONG ANSWER QUESTIONS {15 MARKS

{19. 2072 Set E Q.No. 18]

What is industrial product? Discuss the various types of industrial products. ;
TR AR & A7 Sﬁwﬁmmﬁmmﬁwwvﬁmz

[20. 2069 Q.No. 17‘

What is consumer praducts‘? Discuss the various types of consumer products.
Wﬁm?ﬁ?mwfaﬁ?mmwm1

163
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| UNIT 6: PRICING

3

- Mention any three of pricing objective.
. 2072 Supp. Q.No. 6 ‘
What do you mean by trade discount?
AN G q=1a & apﬁ el
Meninon anyfour types of discount.
GEF T AN YFEE Goord uvgg“m |
4. 2072 SetE Q.No.6] -
What is cash discount?
5. 2071 Supp Q.No. 7] :
Give the meaning of trade in allowance.
SATHTAT HEaa wﬁs‘r & Bl
E ZoriaNe g -
Mennon any two profit-oriented objectives of pricing.
What is trade discounﬁ
WM ge Wid & @7 ,
[8. 2072 Supp. Q.No. 18
Describe the factors affecting price determination.
o fwimm YA 9T AeARE TEdT T A7 |
Give the meaning of pricing. Explam its various objectives.
g fgremE @4 g | agw e Sevase Fue e
{10. 2072 Set E Q.No. 14]
Describe the uncontrollable factors to determine the price.

mmmmmmmwnﬁmu :
[11. 2071 Supp Q.No. 12

Describe the factors affecting price determination.
Hed U 9919 919 Soaee AT e |

1]

[1]

1

(1

(1

1

8

B

(8]

@
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| UNIT 7: DISTRIBUTION.

o

'
What do you understand by mail order business? g 1
© BT ATRY HAE AT & 0 g8 7

. 2072 Supp. Q.No. 7] .
Write down the characteristics of m-operalwe store ' [1]
HEHMET AUSHEH fawram &y el

B 2070Ned -
Give !he meamng of dlstnbutnon. ; ; : [1]
faaeuE! 39 SeEg |

[, 2072 SetE Q.No. 7] ;

i Mention any ny three roles of retailer. : 1]

gar fardarm &4 drEe anm georg T AT |

. 2071 Supp Q.No. 8]

Mention the elements of distribution. : : [1]
Ta—d—{um : m‘ = —- T 1 3

; »
Who is an agent in marketing? ; - ]
What s mail order business? . - (1]
BT 4T3 SATIR FT & A ¢ :

-
Whatis dlslrlbuhon? ; ; (1]

fgaar w=r & &7

-
Descnbe the role of retailer in distribution channei L s .8
fererur wremeaT @A fasharar giwaE 70 A |

[10. 2072 Set E Q.No. 1§] - ;
What s co-operative society? Explain its features. : B
AT THTS TAH F 8 ¢ UHEH fa'ﬁm AUA T ) :

f1. 2071 Supp Q.No. 13| :
Who is wholesaler? Explain the role of wholesaler in distribution channel: [8]
wfaﬁmma ﬁww&wwmufaﬂwml
What is who!esai|ng'7 Explain its feafures = [8]
g1 famr q‘a@r F giwmea ¢ agE mmmmir ELE mgmi [ :

|
Explam the role of retailers in dtstnbutlon channel. v = ; [8]
faeeor wmeassT @3 AR GEEET a9 e |

: :
What is whciesa!mg? Explain its feafures. . [2+6]

Wﬁﬁm?a?wt‘ﬂmmmu
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LONG ANSWER QUESTIONS [15 MARKS ;
.

Whal is channel of distribution? DISCUSS the channe! structure for consumer product and

industrial product, : [15]
ﬁmmwmﬁﬁrﬁﬁrwqﬁmmammmwmww
T B

[16. 2072 Supp. Q.No. 17] A
Who is who{esaler’? What are its features? Dlscuss the role of wholesaler in to d!stnbmmn

“channel.’ [3+4+8]
wfﬁmmm«mmwas?a famnrmmﬁrmmm
W‘E{ml

What is depanmental store? Differentiate between departmental store and super market. [15]
frni- FAETS  fwrar

ww%aﬁm Fawﬁvwzfam
T e 1

18. 2070 Q.No. 1§

What is departmental store? What are its features? Also differentiate it from super market.[3+6+6] -
ﬁmmw%ﬁ?wﬁmﬁwﬁ?fqﬂrﬁwwm

6 E Gearsen | 7
| UNIT 8: PROMOTION of T ; ]

VERY SHORT ANSWER QUESTIONS [1 MARKS

Why adverttsmg is important for consumer’? _ [1]

SYATEFITET @10 fasiaa=r 9203 e @ ¢
2. 2072 Supp. Q:No.g| °

Give the meaning of personal sellzng - : el
g Fa‘ﬂﬁ 79 faq g : :
What are the components of Promotion? : g At

YHITE THEE & & 3
W. 2072 SetE Q.No. § -
What do you mean by pubhc relation? , A f i
FAGEE G & iEg 7
[5_2071 Supp Q.No. § . - .
Why advemsmg is important for consumer? v {1]
FHATHIET arfn fam—wmﬁ o T E : Y
Mention any three types of advertising? : [11
- wa AT g s e TR |
What do you understand by trade discount? F ' 1]
G2IRIES a;e YA F TR ‘
:
Gwe the meamng of promotion. . gt 1]
mi TR | : :
- Give the meanlng of advertisement. ‘ T [1]
s TR | :
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What is public relation? : 1]
AATEIE AE F OBL?

SHORT ANSWER QUESTIONS [8 MARKS]

: :
Describe the qualities of a good salesperson. [8]
Explain the meaning and importance of public relation. [B]

FATEEE] q4 T HEd A0 TR |
[i3. 2072 Set E Q.No. 18]

Define advertising with its objectives. : = 18]
fasroeT Sy Ataq afvarr &g &)
[i4. 2071 Supp QNo. 14 : _
: Explain the sales proeess of indoor salesperson. e )]

AT Tan ATl T IR 39 TR |

Describe the qualities of agood salesperson. : : 8]
_

Explain the qualities of a successful sales person. : ; i8]
.

What is advertising? Explain its objectives. [2+6]

fasmas @ & 21 ¢ FASF GLYUEE AN AR |

What is promotion? Discuss the sales process of indoor selling. iy [15]
fis. 2072 Supp. Q.No. 18] ' :

What is promotion? Discuss the sales process of an indoor sales person? - [3+12]

[20. 2072 Set E Q.No. 19| RS : ; ; :
What is personal selling? Discuss the sales process of outdoor sales person. [15]

P1. 2071 Supp Q.No. 18| ; 3 4
What do you mean by personal selling? What are its features? Show the difference between
advertising and personal selling. : s [246+7]
SETE (R S § DR ¢ R e # % g ¢ g ¢ e
frwadia w3F FEreerd |

|
“What is sales-promotion? Discuss the methods of consumer-sales promotion and trade-sales
promotion. (18]
Pl vade waE & @ ¢ SuNnl ¥ AW YA [aiee gewe TR |
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rUNIT 9: EMERGING ISSUES IN MODERN MARKETING

JR

VERY SHORT ANSWER QUESTIONS 1 MAHKS

Write down any two problems of agnculature marketing in Nepal.
AEHT H AALH T 75 THATEE A 7| .

Give the meaning of televisioned marketing.
e AEizgs 94 oe] 89 |
B. 2072 Supp. Q.No. g
What is e-commerce?
S A @ A
[s._ 2072 Supp. Q.No. 10]
Mention any two uses of intemet.
FELAEH FA 48 TENEE geE T B |
E._2072QNo. 10
Write any two features of e-commerce.
T-FHE TA 3% [9TaaTee WEE
. 2072 SetE Q.No. 9
Trace-out any three problems of industrial marketing in Nepal.”

AYTEHI AT TR 7 A 721 THEEE Joord T 679 |

[7. 2072 Set E Q.No. 10]
What is teiemarketlng'?
efemraies w9 F &
8. 2071 Supp Q.No. 10]
Give the meaning of agricultural markefing.
FT FAET A AR |
What is network marketing?
- -
Define network marketing.
F=A AATCITEE oA ReE
What is lndus{nat marketing?
FAX FHE T A7
Wnte the meamng of mtemei marketing.
FETE ANITEE A SR |
SHORT ANSWER QUESTIONS [ MARKS) |
[12. 2071 Supp Q.No.- 15|
Explain the features of agnculiural marketing.
Y T fTaEEE a0 TR |
[14. 2071 Supp Q.No. 18]
What is internet marketing? Explain its charactensucs

§TEXAE AV AE F B 1 AWH (AGARE A0 THE |

15. 2071 Q.No. 16|

Describe the problems of agricultural marketing in Nepal
TYTEHT %S FTEH FHAEEAN ATeA TR |
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: Whai is mtemet marketing? Explain its characteristics. j [2+8]
mmﬂmmwaﬁﬂmﬁmﬁaﬁml '
What is agnculature marketing? Discuss the features of agriculture marketing. [15]
T ST AH & 8l 7 wwmhﬁmmnﬁmn

[18. 2072 Supp. Q.No. 18]

Introdtice agriculture markehng with features. Discuss its problems in Nepal. [5+10]
mmmﬁﬁsmmwmmimmqu
%'IW I

What is mdustnal marketing? Discuss the problems of industrial marketing in Nepal. [15
SrNfTE aNRTE SR F A ¢ e ks H?{R?W?BT THERE TG
THEE |

[20. 2071 Supp Q.No. 18] =~ - ; : -

What is telemarket:ng'? Explain the problems and prospects of telemarketing in Nepal. © [3+6+7]
faardies wHE & B 7 U eATeeE qHa aa TR =L =70
TEEI

Explam the meamng of agrtcultural marketing. DlSCUSS the problems of agnculture marketmg in
Nepal. [3+12]
# aereereEs @ AT "F-!%'Tﬂ’ | FqEE Ef aweTEE AAAEEH G
THETH |






