Paper / Subject Code: 23056 / Commerce V

Duration -3 Hrs. Marks: 100

N.B. 1. All questions are compulsory.
2. Figures to the right indicate full marks.

Q.1 A Choose the correct answer from the options given below (Any 10) 10
1. The concept is consumer oriented concept.
a. Exchange c. Selling
b. Production d. Marketing
2. data is the first hand information collected for Research.
a. Primary c. Ordinary
b. Secondary d. Outdated
3. is a process of dividing the total market into small parts in order

to conquer them.
a. Marketing Research c¢. Marketing information system

b. Marketing Mix d. Market Segmentation
4. During stage of the Product Life Cycle, there is an increase in the
sales, profit and market share of a firm.
a. Introductory c. Maturity
b. Growth d. Decline
5. refers to protective covering used for transportation of goods.
a. Branding c. Segmenting
b. Positioning d. Packing
6. In pricing strategy, prices are charged high during initial stages
and gradually reduced over a period of time.
a. Penetration c. Flexible
b. Skimming d. Psychological
7. A marketing system is a distribution channel arrangement
whereby two or more firms at the same level join together for marketing
purpose.
a. Horizontal c. Multi-channel
b. Vertical d. Multi-level
8. Integrated Marketing Communication is a activity.
a. One-time c. Continuous
b. Fixed d. Rigid
9. is not a component of Sales Management.
a. Sales planning . motivating sales staff
b. Training sales staff d. Dividend policy
10. The term ‘Ethics’ is taken from a word ‘Ethos’.
a. Chinese c. Greek
b. Latin d. French
11. is used in rural marketing for promotion.
a. Internet C. Puppet show
b. website d. Artificial Intelligence
12. is not a challenge for marketing manager in 21st Century.
a. Use of social media c¢. Compressed Product life cycle
b. Technology boom d. Local market
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State whether following statements are True or False (Any 10) 10
Traditional Marketing gives more importance to profit maximization.
Marketing Research is a continuous process.

Consumer Behaviour is influenced only by personal factors.

Marketing mix is a dynamic concept.

Product positioning can be done only by emphasizing its benefits.
Bargaining is possible in flexible pricing strategy.

The concept of Supply Chain Management is wider as compared to logistics.
Advertising is unpaid form of communication.

Sales management and Marketing management are synonymous.

Unethical practices should be avoided in marketing.

Marketing strategies can be same in urban and rural markets.

Unique Selling Proposition is one of the reason for success of a brand.
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Answer the following questions (Any 2) 15
What is Marketing? Explain its Features.

What is Marketing Information System (MIS)? Discuss its components.

Explain the bases of Market Segmentation.
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Answer the following questions (Any 2) 15
What is Branding? Discuss its Components.

Explain the importance of Service Positioning.

Discuss the factors influencing Pricing.
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Answer the following questions (Any 2) 15
Explain Traditional Channels of Distribution.

What is Promotion? Discuss its Elements.

Explain the skill sets required for Effective Selling.
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Answer the following questions (Any 2) 15
Explain the General Role of Consumer Organisations.

What is Digital Marketing? Discuss its trends.

Discuss the reasons for failure of Brands in India with suitable examples.

Q.6 Write Short Notes (Any 4) 20
Importance of Marketing

Customer Relationship Management

Essentials of good package

Components of Supply Chain Management

Green Marketing

Career in Marketing
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