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Instructions : (1) Write answer to the point.
(2) All questions are compulsory.
(3) Write in your answer book the exact question No. mentioned in the
question paper.
(4) Figures to the right indicate marks of questions.

I.  (A) Define marketing and explain its process. 7
OR
Write note on : “Attracting and Retaining Customers.’

(B) Answer in brief : (any two) 4
(i)  What is Consumer satisfaction ?
(ii) State the meaning of Marketing plan.
(iii) Define Marketing task.

(C) Answer in one-two lines only : 3
(i)  Give the meaning of production concept.
(ii) What is Marketing adjustment ?
(iii) What is Consumer value ?

2. (A) Explain the term ‘Consumer Behaviour’ and discuss personal factors influencing
consumer behaviour. 7

OR
What is Market segmentation ? Explain the basis of Market segmentation.

(B) Answer in brief (any two) : 4
(i)  Give meaning of Marketing Research.
(ii) Mention the steps of buying decision process.
(iii) What is online marketing research ?
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(C) Answer in one-two lines only :
(i) How to identify Competitors ?
(i)  What is product Positioning ?

(iii) What is observational Research ?

3. (A) Explain the term-‘Product Line’ and describe the product mix strategies.
OR

State the meaning of Marketing Communication mix and explain the steps in
developing effective communication.

(B) Answer in brief (any two) :
(i)  Define branding.
(i) What is new product development ?

(iii) What is consumer adoption ?

(C) Answer in one-two lines only :
(i)  What are Channel Management decisions ?
(i) What is Idea screening ?

(iii) What is Market penetration pricing ?

4.  (A) Explain the marketing strategies for'service firms.
OR
How should a firm decide to enter the Global Market ?

(B) Answerin brief : (any two)
(i) Define term ‘service’.

(ii)) How should a firm decide whether to go abroad or not ?
(iii)  What is a Global Firm ?

(C)  Answer in one-two lines only :
(i) Mention the features of services.
(ii) What is direct investment ?

(iii) What is product support services ?
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5. Select the right answer : 14

(1) Marketing is a creation and delivery of a standard of living to

(a) Person (b) Society
(¢) Family (d) None of these
2) is one of the most important output of the marketing process.
(a) Selling (b) Target
(c) Competition (d) Marketing Plan
(3) Channel design is a marketing tool.
(a) Fixed (b) Permanent
(c) Strategic (d) Stable

(4) Future costs are based on

(a) Production (b) Forecasts
(c) Advertising (d) Per unit cost
&) consist of information that already exists somewhere, having been
collected from another purpose.
(a) Primary data (b) “Secondary data
(c) Both (a) and (b) (d) None of these
(6) is all about creating differences between products.
(a) Consumer knowledge (b)  Product perceptions
(¢) Perception (d) Branding

(7) The main objective of marketing research is related with
(a)  Sampling (b) Finding the fact
(c) /Set of design (d) None of these

(8) The specific mix of advertising, personal selling, sales promotion, public relation

is called
(a) Marketing mix (b) Marketing communication mix
(¢) Product mix (d) All of these
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9 is a tax levied by a Foreign Government against certain imported

products.
(a) Tariff (b) GST
(¢) Quota (d) All of these
(10) means producing product/services in the domestic country and selling;
distributing them to other countries.
(a) Import (b) Export
(¢) Joint venture (d) Licensing
(1) concept propose that consumers favour products offering the most

quality, performance, innovative features.
(@) The production concept (b) The product concept

(c) The selling concept (d) The marketing concept
(12) means that services cannot be stored for later sale oruse.

(a) Quality (b) Price

(¢) Parishability (d) None of these

(13) Business buyers are influenced heavily by factors in the current and expected

(a) Economic condition (b) . GDP

(¢) Product/Services (d) Knowledge
(14) a marketing channel that has no intermediary levels.

(a) IndirectMarketing Channel
(b) Direct Marketing Channel
(¢) Twolevel

(). Threelevel
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