Paper / Subject Code: UBCOMFSI 1122 / Business M anagement-M ar keting management
Q.P. Code: 00003612

[Time:3 Hrs] [ Marks:100 ]

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.
3. Students answering in the regional language should refer in case of doubt to
the main text of the paper in English.

Q.1. A. Select the most appropriate answer from the option given below (Any Ten out of Twelve) (20)

i.  According to the “Marketing is the activity, set of institutions, and processes
for creating, communicating, delivering, and exchanging offerings that have value for
customers, clients, partners, and society at large”

a. AMA b. Kotler ¢. Mark Burgess d. Armstrong

ii. creates locational convenience.
a.Buying b. Selling c. Selling d. Transportation

iii. In‘a company’s microenvironment all of the following would be considered
except
a. Political forces b. Marketing channel firms c. Public' d. Customers

iv. Marketing is a process whichaims at .

a. Production b.-Profit-making. c. The satisfaction of customer needs d. Selling products

v. According to competitive positions, the main focus of market follower strategy is
to \

a. Multiple niching b. Full frontal‘attack c. Expand market share d. Follow at a distance

vi. The Customer driven marketing strategy is another name of
a. The selling concept b. The-marketing concept c. The product concept
d. The societal marketing concept

vii. Any item or service you sell to satisfy a customer’s need or want is a
a. Product ' b. Pace . Positioning d. Price

viii. The word “product” was derived from the word.
a. Latin'b. Greek ¢. French d..German

ix. There are productlevels proposed by Philip Kotler.
a.Five b.Four c.Three d.Two

X. is'an exchange value of goods and services.

a. Price b. Place c. Product d. Promotion

xi. Under pricing method, lower price is charged by the company at the time of
introduction of product in the market.
a. Skimming b. Penetration c. Uniform d. Going rate policy

Xii. is calculated by charging specific percentage on selling price of the company.
a. Cost -Plus pricing b. Mark- up pricing c. Return on Investment d. Break even pricing.

B. State whether the following statements are True-or False (Any Ten) (10)

i. Knowledge transfers is a part of political environment.
ii. ~The marketing function is part of an-organization’s internal environment.

iii.~ The financial crisis across the globe is an example of macro-environmental force.

iv. Michael Porter proposed the value chain as a tool for identifying ways to create more
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customer value.

v. Competitive advantage ultimately derives from how well the company has fitted its core
competencies and distinctive capabilities into tightly interlocking "activity systems."

vi. The first step in the business unit strategic planning process is program formulation.

vii. Growth stage is first stage in'Product Life Cycle.

viii. A company adopts the same marketing mix for all products.

ix. Decisions on all other elements of marketing mix depend.on product.

X. In case of break-even pricing selling price is greater than the cost of the production.

xi. In order to survive in'the market company generally charge high price for its goods and
services.

xii. To determineprice of the product only external factors need to‘be consider.

Answer Any Two of the following. (15)

a. Explain need and importance of marketing management.
b. Explain functions of Marketing Management.
C. Write a note Micro and Macro environment with specific reference to India.

Answer Any Two of the following. (15)

a. Explain the steps in strategic marketing.
b.  \What is SWOT analysis? Explain with an example.
C.— Elaborate Michael Porters components.

Answer Any Two of the following. (15)
a. Discuss in detail about different Product levels or Customer Value Hierarchy.

b. ‘Explain in brief about Product Life Cycle.

C... Elaborate Importance of Product Positioning.

Answer Any Two of the following. (15)

a. Explain the various factor affecting the pricing.
b. ‘What is the various method of pricing?
C.. _Elaborate different objective of pricing.

Write Short Notes. (Any Four) (20)

S oo 0 o w

International marketing environment

Steps in strategic marketing planning process
Product Life Cycle

Product Classification

Steps in Pricing

Emerging marketing opportunities in India
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[@a: 3 dmE] [ 3oT:¢o0 |
HOIT JFETT A1ag FRAUTIHT TAGISN 3¢ &0 o o,

2. Gd Ul HfAard 31med.
R. 3STdIhSleT 3MTehs qUT 0T Rl
3.97CTRIe TN 3T SUMSAT faeaeaiel Sl 3rHeaTd e UTachedl HE&T Hoteprdl
SISIHALY TeH EI7aT.
TQ A ETATA AT Hald G 3T HEST (RI0aEr g (20)
2. JHR "fAUUTT FgUTS fohaTehelTd, HEAT HY 30T AATgh, IATgeh, TNk
3TTOT HATSITETS! FHISAT FATUMER Hed HHeTedT 3HHT TR 0T, FYTUT 0T,
faafa or 30T SaruraarT wuart 9fshar. 31, TAT §. FIcoX &. Alh doid

3. 3T

. Tyifaeh giaur AT Fyd. 3. @& = 9, fashr . G s
arede

3. U G&EA ATATaITT ST Wleltel T IMSET faaR el
TS el. 31 ISR AT &. AU ddel H9=AT F. Al 3. I

g. TaguTed g1 Ueh UihaT 3¢ SITAT 3620 318, 37.3c9I6d . AP
HHATIUINIh. ATgehedT IR JOT 0T 8. Icureal fashr

3. TqtiicHeh EYTHR, SToTR AR 4RO J&T e, 3TE. . ATeead
TR 9. Pel theel 3 &, Ahe AR dTeaT S.3TRTER HTHIOT &

€. JMgeh FAIfId TA9UTT §IROT ¢ T gAY AT 318, AT FehedT .

fQUUTa HhoUalT &, 3cUicel HehoUsdl 3. 9TAT I fA9uTd ehedaT
lo. TTgeRTN IS fohal SToT qUT FXUATATS THET Tehelell HIOTAIET a&] fohar Gar

& 39d. 3.3c9Te & 99 g &S 5. fheaa

¢. "3cUTes" BT elec AU AN HTell 3Te. Ielicel &. e &. el
3. S

Q. hforT FlceRat 3cUTGe] TR JEAIAd hel 3Rd. A.91T §. IR . died
CAKAC

fo. g I 3O Qard fafesw Hqew 3me. 3.fHAd 9. ST &, 3curee s.
ST

2. ThAd gqued 3ided, ISR 3culee HIEY el Hueiihgsl !
fheT TRl ST 31 hfHeT . 9aer .8A7 3. fAgg#mey aRor

¢, FuAreaT fashr fhadiay faftrse cFhary 3T Al 0T el ST,

37.7ege Hfow ThAd §. ATHIT foheAd .qaulshiak Srar 5. AT offef & drer
fehare.
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T g s ae7 i 38T ed AT ( FIoTdEr &8N (%0)

2. AATT EEATAROT & JSTehiT ITATaRuTT Ueh 19T 3Te.

R. RUuTeT w1 FEITAT HAAd ardTeRuEr HIET AR,

3. SRSl 3k Hehe & T TATAROT QAeFeiel ISTeX0T 378

8. Aol G 31T e Hed dIR FOAT AL NSHUAMHIS Teh WU FeU Hed Yol
gEdad Fel.

3. TqUicAs BrIer AGET Hua "Fcidl e FEY Haduaaed carear A&T AT 3o
AfArse &7ar fohdY AeTedr YR S9TedT 3ed Jased Ired gidl.

£. STGHEY YiAcedT URUTcAS [aerer Gishdce qigel il F0Tsl HREHH TIR FOT.

. IIEIT TOT 8T 3cUTeel Siidel Iehlalol UTgell couT 3.

¢. FUAT T IcATCAATST A v fHsor TeRd.

R. FA9ure fAsOTder SR | Tewhialial o Icargarer Jrdelds 3.

go. Seh-gogel fhaAdTaT Secdd fashr fhAd IcuTgaTedT @A Sed 31,

22, TTOMIS HEY el MEUATHTS! &Uslt HHAAD: ATAT a&c] 30T FIATST e FhAd 3R,
2. 3T fhAa ATad aRugrardT Siae SIEd gedhiam [9uR S0l 9T g,

.3, TTeATeT UehY hIUTeTal 31 Terielt 3= forar. (3w)
3. fAUUTe SFaEAIATE RS 10T Hged HHSITE HI9.

§. 9T HaEAIATdT &R FTIST .

%. HRAredT faRse. Hesiag qaa 30T T ardraRomdy Fte forer.

T.3. WTeAier Gehl SIvTeaTél a1 werielt 3w forer. (3w)
3. [T [A9UAEer qI=ar HHASITGE |id.

g, SWOT faRelvur #FgUTal &1? 3G1gI0Hg TISC .

&. A UIEH "k faEdgd .

0¥, WTeiter Tehl hIvTeaTEt 21 T 3w forem. (3u)

3. faY cues TR fhar aed HAed AvNhA Ardege dueiiear =t .
§. 3cUTes Siidel dOsh UISHFATT TIST .

. 3cules & Aged faEgd .

T4, ETeAter Uehl hIvTeTEr S g 3w forer, (3w)
31, fpAdaR aRume wHom fafay gew Fase &

5. fFAd sxauarear Yy geud HoTer 3md?

. feparcir fafay sefese fawga #.

. §. WTeiTer Gehl shivTeaTel IR feur forer, (R0)
¢, TARASEr fauureT gaTaror 2. URUcHAS Yo e gfshddier o0
3. 3¢9l Sfiderdsh Y. 3cdTGeT qaffeRIoT

g, fohach foveior gfshddier arg=ar - €. #Rarder 3edierE o |
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