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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.

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 correct alternative and rewrite the following: (Any 10) 10m

1. Services are because of this, it is difficult for service providers to manage anything other
than steady demand.

a. Perishable b. Intangible'c. Inseparable d. Heterogeneous

2. is link between manufacturer and retailer.

a. Producer b. Wholesaler c. Public d. Customer

3. is a marketing tool, used as a strategy to communicate between the:sellers and buyers
a. Product b. Pace c. Promaotion d. Price

4. Four P’s of MarketingMix Are Product, , Place and Promotion.

a. Price b. Pace c. People d. Packaging

5. 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

6. Reference Groups are part of factors influencing consumer behavior

a. Psychological Factors'b. Social Factors c. Cultural Factors d. Economic Factors

7. According to the “Any.act or performance that one party can offer to another that is essentially
intangible and does not result in' the ownership of anything. 1ts production may or may not be tied a
physical product”

a. AMA b. Philip Kotler c..Mark Burgess.d. Armstrong

8. is any paid form of non-personal presentation and promotion of goods and services.

a. Advertising b. Personal Selling c. Publicity d. Direct Marketing

9. Consumers purchase the goods and services for their

a. Personal use b. Industrial usec. Selling d. Transportation

10. Financial services include and services.

a) Banking and insurance b) Retailing-and health care c) Education and recreation d) Physical and mental
11. The SERVQUAL Instrument measures the dimensions of Service Quality.

a. Three b. Four c. Five d. Six

12. creates time utility in logistic management.

a.Warehouse b. Transportation c. Insurance d. Banking

Q.1. B. State' whether the following Statement is True or False: (Any 10) 10m

1. A service can be separated from the person or firm providing it.

2. Organizations also-purchase more raw materials — suchas oil, steel and other items used in
manufacturing.

3. Organizational buying decisions are driven both by need and by want.

4. For repurchase and frequent purchases, organizations use eight steps of the buying process.

5. The e-mails, text messages, Fax, are some of thetools of Public Relations.

6. Twitter, Instagram, or Facebook are tools of Social Media.

7. The'term ‘product mix’ is used to refer to the combination of different kinds of promotional tools.
8.-Direct channel of distribution consist only manufacturer and customer.
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9. Just dial is India’s No 1 local search engine.
10. E marketing is suitable for all types of product.

11. A consumer market is the set-up that allews customers to pick up products, goods, and services.

12. Most regularly demonstrated kind of buying behavior is Variety-seeking buying behavior

Q.2. Answer any Two of the following: 15m
1. Explain the components of logistics management

2. Explain the various online retailers in India and abroad.

3. What are the disadvantages of e marketing?

Q.3. Answer any Two of the following: 15m
1.Elaborate Role of Social Media in marketing communication.

2. What are various factors affecting promotion mix decision?

3. What are the various steps.in development of Integrated Marketing Communication?

Q.4. Answer any Two of the following: 15m
1. What-are the various steps in consumer purchase decision process?

2. Write a note on. Organization-buying process

3. Difference between consumer buying behavior and organization buying behavior

Q.5. Answer any Two of the following: 15m
1. Explain the various marketing mix for services.
2.~ What are the various factors for growth of rural marketing in India?
3. Write a note on service quality and productivity

Q.6. Write Short Notes on: (Any 4) 20m
Channels of Distribution

Obijectives of Promotion

Functions of Intermediaries

Factors-affecting consumer purchase decision

Challenges of rural marketing

Advantages of E Marketing
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