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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.

Q.1. (A) Select the most appropriate answer from the options given below: (Any ten) (10)

1.

The channel of includes all the‘intermediaries that help.in the movement of goods and services from
the producer to the end consumer.
a) Communication b) Distribution-¢) Promotion d) Research

2. One of the key decisions in distribution management is selecting the appropriate for reaching the
target market.
a) Promotion mix b) Pricing strategy c) Channel of distribution d) Product differentiation

3. The efficient management of returns, recycling, or-disposal of products is a part of logistics.
a) Reverse b) Inbound-c) Outbound d) Internal

4. The process of providing information about a product to persuade potential customers to make a purchase'is
known as .
a) Advertising b) Selling c) Public relations d) Marketing research

5. Personal selling is a form of promotion that involves direct between a sales representative and a
potential buyer.
a) Communication b) Distribution'c) Transaction d) Interaction

6. The AIDA model (Attention, Interest, Desire, Action) represents the stages of customer in the context
of promotion.
a) Retention b) Engagement ¢) Conversion d) Satisfaction

7. is the way people see themselves and the way they believe others see them:.
a) Motivation b) Personality c) Self-concept d) Perception

8. The tendency to buy the same brand repeatedly because of a strong preference for it is known as
a) Brand switching b) Brand loyalty c) Brand perception d) Brand awareness

9. is the process by ‘which individuals acquire the knowledge and experience that they apply to future
purchase decisions.
a) Perception b) Learning c¢) Attitude formation d) Motivation

10. The pricing strategy-in rural marketing needs to-be __, considering the income levels and affordability of the
rural population.
a) Standardized b) Premium c¢) Competitive d) Variable

11. is'a crucial factor in rural marketing, considering the diverse cultural and linguistic characteristics
of rural populations.
a) Language b) Globalization c) Urbanization d) Technology

12. SERVQUAL identifies five dimensions that are critical forassessing service quality: reliability, responsiveness,
assurance, empathy, and :
a)-Affordability b) Tangibility c¢) Convenience d) Innovation

(B) State whether the following statements are True or False: (Any-ten) (20)

1. Freight forwarding is-a key component of logistics that focuses on the efficient movement of goods across
various'modes of transportation.

2. Direct distribution involves selling products directly to-consumers without intermediaries or middlemen.

3. Exclusive distribution involves limiting the number of outlets or dealers that can sell a product in a particular
geographic area.

4./ Word-of-mouth marketing is a form of promotion-that relies on customers spreading information about a product
or service through their networks.

5. Promotional mix refers to the.combination-of advertising, personal selling, sales promotion, public relations,
and direct marketing used to reach a target audience.

6. A sales promotion is a short-term incentive to encourage the purchase or sale of a product or service.
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Q.2

7. Maslow's Hierarchy of Needs suggests that individuals prioritize their needs in a specific order, starting with

basic physiological needs and progressing to higher-level needs such as self-actualization.

8. The consumer decision-making process typically consists .of five stages: problem recognition, information

search, evaluation of alternatives, purchase decision, and post-purchase behavior.

9. The concept of situational influences suggests that a consumer's behavior is influenced by factors such-as the

physical environment, social surroundings, time, and the buyer's mood or condition.

10. Productivity growth is a key driver of economic progress and higher living standards.

11. Tangibility is a key factor in evaluating the quality of services, and physical evidence plays a significant role in
service marketing.

12. Customer participation is higher in the production and delivery of services compared to physical goods.

Answer the following questions (Any two) (15)
1. Explain the various channel of distribution.

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

3. What is logistic? Explain logistic activities.

Q.3 Answer the following questions (Any two) (15)

Q.4

Q.5

Q.6

1. Describe the steps in the integrated marketing communication planning process.
2. What is the role of discounts, coupons, and other sales promation techniques in driving.consumer behavior?
3. What are the main objectives of promotional activities in marketing?

Answer the following questions (Any two) (15)
1. How do economic factors, such as income and employment, influence consumer purchasing behavior?
2. How does the buyer's journey differ between online and offline purchases?
3. “What are the main challenges in predicting and adapting to changes in consumer buying behavior?

Answer the following questions (Any two) (15)

1. Inwhat ways can service marketers use customer feedback to improve and refine their offerings?

2. In what ways can-collaboration and teamwork contribute to higherlevels of productivity in‘the workplace?

3. What strategies can be employed to educate and empower rural consumers to make-informed purchasing

decisions?

Write Short Notes (Any Four) (20)

Consumer behaviour

Rural Marketing

Modes of Transportation

Advantages of E- Marketing

Sales Promotion and Publicity

Social media

A =
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