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Please check whether you have got the right question paper.
N.B. 1. All questions are compulsory.

2. Figures to the right indicate full marks.

Q.1. (A) Select the most appropriate answer from the options given below: (Any ten) (20)

1. is link between producer and retailer.
a. Wholesaler b. Retailer c. Exporter d. Importer

2. of customer is primary motive of every company or manufacture.
a. Satisfaction b. Likes b. Dissatisfaction d. Changing preferences

3. includes various activities such as receiving orders, recording of orders, keeping track of orders,
handling etc.
a. Network Design b. Order Processing c. Procurement d. Material Handling

4. includes all the activities the company undertakes to communicate and promote its products to the

target market.
a. Publicity b. Sales Promotion c. Promotion d. Advertising

5. is any paid form of non-personal presentation and promotion of goods and services.
a. Advertising b. Personal Selling c. Publicity d. Direct Marketing
6. The Company prefers to curb the expenses in stage of the product life cycle.
a. Introduction b. Growth c. Maturity d. Decline
7. activity would vary across high involvement consumers viz low involvement customers.
a. Information Processing b. Information Transmission c. Purchase Decision d. Post Purchase Behavior
8. Characterized by high consumer involvement and significant differences between brands.

a. Complex buying behavior b. Dissonance-reducing buying behavior c. Habitual buying behavior d. Variety-
seeking buying behavior
9. Groceries fall into category of buying behavior.
a. Habitual buying behavior b. Dissonance-reducing buying behavior c. Complex buying behavior d. Variety-
seeking buying behavior
10. Services are perishable because they cannot be
a. Sold b. Provided c. Stored d. Seen
11. _  arereferred as an actual procedure, mechanism and flow of activities by which, the service is delivered the
service delivery and operating systems.
a. Physical Evidence b. People c. Promotion d. Price
12. Gap analysis model of service quality was developed by Parasuraman, A. et al. inthe year .
a. 2002 b. 1958 c. 1985 d. 1991
(B) State whether the following statements are True or False: (Any ten) (10)
1. E marketing totally depends upon the internet access.
2. Transportation not important components of logistic management.
3. Inbound activities of logistic management deals with effectively procurement of materials and other
input from its suppliers to the location where manufacturing activities take place.
4. The marketers try to build a favorable image in the market by creating relations with the general public
A key communication objective is to motivate customers to buy.
6. Product is only consumable and necessity product, or may be luxurious product that affects selection
of promotion tools and media.
7. Consumer involvement affects the ways in which consumers seek, process, and transmit information,
make purchase decisions and make post purchase evaluation.
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8. The time between buying decision of a product or service and the actual purchase may not vary based
on the operational requirement.
9. Most regularly demonstrated kind of buying behavior is Variety-seeking buying behavior.
10. The term heterogeneity describes the similar service offerings.
11. Demand of services is difficult to predict.
12. Service is an act or performance offered by one party to another.
Q.2 Answer the following questions (Any two) (15)
1. How do global logistics and distribution challenges influence the decision-making process for
companies expanding internationally?
2. How does e-commerce and the rise of online shopping impact traditional distribution models?
3. In what ways can a well-designed distribution strategy contribute to building brand loyalty and
customer retention?

Q.3 Answer the following questions (Any two) (15)
1. How does consumer behavior influence the design and implementation of an integrated marketing
communication strategy?
2. In what ways can promotions contribute to building and enhancing brand awareness?
3. Can you elaborate on the role of advertising in promotion and its impact on consumer behavior?

Q.4 Answer the following questions (Any two) (15)
1. How do personal factors such as lifestyle and personality traits contribute to variations in buyer
behavior?

2. What are the diverse elements that influence the buying behavior of organizations?
3. What characterizes high involvement products, and how do they differ from low involvement products
in terms of consumer decision-making?

Q.5 Answer the following questions (Any two) (15)
1. How do businesses balance the various dimensions of service quality to create a comprehensive and
positive customer experience?
2. What are the measured to increase the productivity of the employees?
3. What challenges do companies face in distributing products in rural areas?

Q.6 Write Short Notes (Any Four) (20)
Social and Culture Factors

Service Quality

Advertising and Trade Fairs

Digital Marketing

Any 2 Channels of Distribution

Company relater factors channel of distribution

ook wdE
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