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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) (10)

1) concept of marketing tries to balance between profit, customer
satisfaction and social welfare.
a) Exchange b) Product
¢) Societal d) Selling

2) is undertaken to study and solve marketing problems and tap marketing
opportunities.
a) Marketing decision support system b) Marketing intelligence system
¢) Marketing Research - d) Internal company record

3) In segmentation, market is divided on the basis of area.
a) Geographic b) Demographic

- ¢) Sociographic d) Psychological

4) During the stage of product life cycle, more and more customers accept the
product leading to increase in demand and subsequently the sale and profit of the
firm,
a) Introduction b) Growth
¢) Maturity d) Decline

5) means creating a distinct image of a product in the minds of consumers.

a) Segmentation b) Promotion
c) Positioning d) Penetration
6) 1s an internal factor affecting pricing decision.
a) Demand b) Consumers
c) Profit expected d) Economic conditions
7) Direct Channel of distribution is also known as
— a) 0 level b) 1 level
c) 2 level d) 3 level
8) is an element of promotion mix.
a) Advertising b) Distribution channel
c) Price d) Production
9) is a first step in personal selling.
a) Pre-approach b) Prospecting
c) Approach d) Presentation
10) enjoys top position in the market.
a) Market Leader b) Market Challenger
c) Market Follower d) Market Nicher
11)  Rural marketers make use of media.
a) Internet b) Augmented Reality
¢) Artificial Intelligence d) Van publicity
12) is a factor which results in brand success.

a) Unique Selling Proposition b) Lack of CRM
c) Faulty product design d) Ineffective promotion
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Q.1. B) State whether following statements are true or false: (any ten) (10)
1) The Moder concept of marketing revolves around profit maximization.
2)  The first step in a marketing research process is to identify the problem.
3)  Before selecting a target market, it is essential to ensure that the market is
heterogeneous.
4)  Shape, size, colour, brand image are the attributes of product decision areas.
5)  Demonstration is difficult while positioning the service.
6)  Competition is an internal factor affecting pricing decision.
7)  Multi-level marketing is a type of contemporary marketing channel.
8)  Promotion mix is also called as marketing communication mix.
9)  Sales Management involves developing a competent sales force.
10) Market challengers have the largest market share in the relevant product in the
industry.
11) Green Marketing takes into account preservation and conservation of the natural
environment.
12)  Over promotion may lead to brand failures.
Q.2 Answer the following questions (Any two) (15)

a) Discuss the functions of Marketing.
b) What is Marketing Research? Explain its features.
¢) What is Market Segmentation? Briefly explain the bases of Market Segmentation.

Q.3  Answer the following questions (Any two) (15)
a) What do you mean by Marketing Mix. Explain the elements of Marketing mix.
b) Define Packaging, Explain the essentials of good package.
¢) Explain briefly the various pricing strategies.

Q.4  Answer the following questions (Any two) (15)
a) Explain the various Traditional marketing channels for consumer goods.
b) Discuss the scope of Integrated Marketing Communication.
c) Define Sales Management. What are the components of Sales Management?

Q.5. Answer the following questions (Any two) (15)
a) Explain the various unethical practices adopted by marketers.
b) What is Rural Marketing? Discuss the features of rural markets in India.
c) What are the challenges faced by Marketing Managers in 21° Century.

Q. 6. Short Notes (Any Four) (20)
1. Marketing information system 2. Data Mining
3. Product life cycle 4. Product Positioning
5. Career options in marketing 6. Green Marketing
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