Paper / Subject Code: 23056 / Commerce V - Marketing & Human Resour se M anagement

TIME-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. According to Concept, consumers will prefer products that
offer best quality or performance.
a) Exchange b) Product
c) Selling d) Marketing
2. With the help of marketers can analyze customer behavior.
a) marketing research b) enterprise
c) production concept d) target market
3. Market Segmentation the total market.
a) multiples b) subtracts
c) divides d) intersects
4. During stage the product is launched in the market.
a) Introduction b) Growth
c) Maturity d) Decline
5. Striking the appropriate marketing mix would the profits of
an organization.
a) decrease b) curtail
c) increase d) dwindle
6. is an external factor affecting the price of the product.
a) Objectives b) Demand
c) Cost of Production d) Promotion Expenses
7. In distribution system, two or more firms at the same level
come together for marketing purposes.
a) Horizontal b) Multi-Channel
c) Multi-Level d) Vertical
8. is undertaken to create image of the product.
a) Segmentation b) Promotion
c) Research d) Penetration
9. is one of the important steps in personal selling.
a) Blurring b) Prospecting
c) Reporting d) Mentoring
10.  Consumer organizations assist individual customers in issues.
a) Digital b) Green
¢) Rural d) Legal
11.  Inrural marketing most of the rural customers prefer to make payment by
a) Demand Draft b) Cheque
c) Cash d) Debit Card
12. is one of the reasons for failures of brands in India.
a) Low Brand Recall b) Innovation
¢) Consistency d) Positioning
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A State whether following statements are True or False (Any 10) 10
Branding is one of the important functions of marketing
The term Selling and Marketing are synonymous
Data warehousing is one of the techniques in Customer Relationship
Management.

4. A warranty is a guarantee or assurance from the manufacturer that the

product will perform as stipulated.

W NP

5. Label acts as a silent salesman.

6. The cost of the package should be reasonable.

7. Direct channel of distribution involves intermediaries to sell goods to final
consumers.

8. Material handling is an important element of logistics

9. Advertising is an element of promotion mix.

10.  The consumer organizations create awareness about consumer rights.
11.  Green Marketing contributes to the betterment of public health.

12. Over spending on promotion can lead to failure of a brand.

Answer the following questions (Any 2) 15
What is Marketing? Explain its importance.

Explain the components of the Marketing Information System (MIS).

What are the techniques of Customer Relationship Management?

WNEFP N

Answer the following questions (Any 2) 15
Explain the concept of Product Life Cycle in detail.

Discuss the essentials of a good package.

What are the objectives of pricing?

WNPFP W

O

WNPFP DN

Answer the following questions (Any 2) 15
Explain various factors influencing physical distribution of a product.

Elaborate the importance of Integrated Marketing Communication.

What are the components of Sales Management?

Answer the following questions (Any 2) 15
What are various forms of unethical practices in marketing?

Explain strategies for effective Rural Marketing.

Discuss factors contributing to success of brands in India.

W N O

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

Market Targeting

Components of Branding

Elements of Promotion Mix

Competitive Strategies for Market Leader

Careers in Marketing

OO, WN -
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