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Paper / Subject Code: UBCOMFSI 1122 / Business M anagement-M ar keting management

Q.P. Code: 00003607

[Time:3 Hours] [ Marks:100 ]

Please check whether you have got the right question paper.
N.B: 1. All question are compulsory.
2. Figures to the right indicate full marks.
3. Students answering in the regional language should referin case of doubt to the
main text of the paper in English.

(A) Select the most appropriate answer from the options given below (Any Ten) (10)
1) Marketing management facilitates
(Customer grievances, Customer satlsfactlon Customer Dissatisfaction, Customer Dislike)

2) is one of the important functions of marketing.
(Selling, Raising finance, Appointment of auditor, Registration of the firm)
3) is the component of macro environment of marketing.

(Economic factors, Public, Competitors, Customers)
4) Marketing strategy is
(Ineffective, Misleading, Futuristic, Vague)
5) In SWOT, ‘O’ stands for
(Opinion, Over, Open, Opportunltles)
6) In Michael Porter’s Five Forces Model, Bargaining power of buyer is also described as

(Market of inputs, Market of output, Market of Finance, Market of Labour)
7) Anything that satisfy customer needs and wants i1s known-as
(Product, Price, Promotion, Place)
8) is an example of non-durable product.
(TV set, Fridge, Milk, Vehicle)
9) At stage of product life cycle, the company things of withdrawing product from
the market.
(Introduction, Growth, Maturity, Decline)
10) is one of the objectives of pricing.
(Return-on investment, Dividend, Interest, Loan)
11) is the internal factor which affects pricing of the product.
(Customer, Competitor, Intermediaries, Cost)
12) At pricing product is launched with high price.
(Skimming, penetration, Performance, Penalty)
B) State whether the following statements are true or false: (Any Ten) (10)

1) Marketing facilitates exchange of goods.

2)  Selling is the essence of marketing.

3) Customers are internal factors of marketing environment.

4) 1Lack of capital is the strength of the business.

5) - Threat of new entrants is one of the components of Michael Porter’s Five Forces.
6)  Right marketing strategy helps to face competition in the market.

7)  Potential product is the futuristic concept of an existing product.

8) Machines is an example of industrial product.

9) Atintroduction of product life cycle, profits can be negative.

10). When advertising expenditure is more, price charged is also more.

11) Early cash recovery pricing is used when product life cycle is very short.
12) Rs. 999/- is an example of cost-plus pricing.
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Answer ANY TWO of the following

Briefly discuss the importance of marketing management.
Explain the macro factors affecting to the marketing-environment.
Write a note on international marketing environment.

Answer ANY TWO of the following
What are the features.of marketing strategy?

Elaborate the steps.involved in strategic management planning process.

Write a note on SWOT Analysis.

Answer ANY TWO of the following

Elaborate the different classification of products with examples.
Highlight the various stages of product life cycle.

What are the steps involved in-product positioning?

Answer ANY TWO of the following
Discuss the objectives of pricing.
Describe the various methods of pricing.
Explain the steps involved in pricing.

Write short notes on ANY FOUR of the following:
Functions of marketing management

Marketing at the bottom of the pyramid

Analyzing competition

Importance of product positioning

Customer value hierarchy

Factors affecting pricing decisions
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[Ac: 3 dmH) [I[OT:200]

FUIT TFETAT AT TRAUTAHT ASTT 3Te FT I TITHT.
2. | 92 A 31Me.
2. 3oTeIeRTeT 3Tehs qUT 0T Geadrd.
3. GTCTRISh HIYT 3oR GUIT Taedmeaiel et ATy Yol HET HoThHrl
SASHEY HEo ST

3) @i et wWwiitdr 9w O =T Agst.  (Foradr o)

¢) AU cIgEUTI HRAT FGT L. (ATGHITAT AR, AghId AT, I
ITHHATTA, IR ATIHAN)

¢ fauurer v Hgward @ 3. (fashy, 3nfen 3eRol, 3ifSe fAged,

BT AlGuiT)

?)

3) g1 TauTs=ar=ar ¥YeT (macro) TATRUI e 3¢, (3 T, Tfeersh,
vfcreaef, Imeh)

y) fauore eRor 3TE. (3TN, AR FRUIRT, HidSTAIE), 3HETse)

g9) SWOT 7L, 'O FgUTS . (Opinion, Over, Open, Opportunities)
AR qreT=aT hIscg HET ATSoHE, Bargaining power of buyer T guTeT ki)

€) el SIid. (SYCHY HAThe, ScUleaArd Hhe, fad AThe, HIHIRI Hhe)
ATEHIAT IS IO ST YT FHIOTY SHIVTHEl INSe U Aol

b) ST, (3cdree, feherd, Sfexra, faehmon)

<) ¢ fChIF AT SculeaAT 3eT8eor 318, (Siegl |, thiel, g¥, dTge)
3cUIGHTEAT SHdeTashred TOTR, &Yl ISR 3cdled $igel BoIr

R) fuR #a. (IR, are, aRueadr, Te)

g0) g fohaciedr Sefeseidehl Teh 31ME. (ATUIehIa]. TR, SITeTRI, TS, Fhol)

£9) g1 37T gesh 3g S 3culeaATedT fharciiay aRomeT &dl. (Ingeh, TIE®,
ALY, )

£3) SRR 3cUIesT 3w FAdEE ISR 3M0Telr STdl. (Repfder, 9aeers,
RHIH-H, UsTedT)

9)  @ree faue @ fRar 3WeT J | (FIOAE go)
fAUuTATHS T SaTuTeraToT Forar gld.

far & AU arR 3R,

e & AU gafaRom IqeTd geh M.

HSTITA HHANAT & STTARTT Tl 3R,

Ueh Adled TTURIIAT TAATAT T § ATTohol JIcITAT hiScg BIATTAT Hehida 3Tg.
IR T9eer ais Suarardt Ay faqurel YRoT FAgd ad.

Page 3 0of 4

A o

oC

W
— ~— ~— ~—~ ~—

L

XIJAYANTOY 295BO1IXIJAY ANTOY 295BO1IXIJAY ANTOY 295BO1IXIJAY ANTOY 295B01

(2°)

(2°)



LS IR

9.3

9.¥

9.9

9.8

Paper / Subject Code: UBCOMFSI 1122 / Business M anagement-M ar keting management

3)
9)
)
g)
S)

)

Q.P. Code: 00003607

AT 3cuiee &1 [AeTAe Scureary HiTsaardy Fehed=r 3.
I3 g e IcareaArd 3T 3Te.

3cUTesT Siidetshedl YRHATTEd F%hl FhRIcHS 37 Aehcll.
SIegT 3cUICATd Sidel ®sh BRY ofelel . degl TRTeh I JoA%Teell (Early cash
recovery) fhad aTTel ST,

T. RQ%/- & cost-plus fHATRY 3ETEI0T 3Tg.

GTATTdHT VIS g TRt 3y fog:

fAUUTT cIaTATIAR HAged ASFATT T

faqureT gATERUMeY GROTH FOM TYel Tesh TI5C Fl.
INTARASET YOI TSRO Teh 9 figT.

Tl FUCATE T weaArdt 3ay foar

9o YRomET Aftrsed +r T 3Mea?

HUROMcHS AT feadistel fohdd TTHIS 3ol aXond dafiear aofd &,
SWOT. fagevunay te &9 forgr.

GTeadH TS ST weaArdr 3w foe:

Sedrestr fafaer gaffentor 3ergeonag faegd .

3cATeATAT SliaeTashra fafayr e 3raRf@d .

3cUTee FEUNFE AT I THATE 3R ?

Greedd FIUTCATE g T 3w e

fRAdALY arTer 3RTeledT III=aT TS R,

Greedd U IR TR A9 e

fauuTe cHaEuTIaTar FRf

bottom of the pyramid fagoTeT

ot faeeryor

3curee fEuda Agea

Ageh Hod AUMha

frAa faofarer oo oR ges
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