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L.~ Explain the core concepts of marketing.
OR
(A) Discuss the marketing manager’s tasks.

(B) Describe the steps of marketing research.

2. Describe the psychological and social factors of consume 14
OR
(A) Discuss the stages of product life cycle and its @' g Strategies. 7
(B) Discuss the stages of buying decision pr 7
3. What is product mix ? Explain the strate e product mix. 14
OR
(A) Discuss the decisions to n ilers. 7
(B) Describe factors affi r1 ecision. 7
4.  How can you dev advertising programme ? Discuss. 14
(A) Expl f effective marketing communication. 7
(B) Di aracteristics of services. vl
5 14

n a company produces different products to meet the requirements of
erent market segments, it is known as marketing.

(A) concentrated (B) undifferentiated

(C) differentiated (D) None of the above
(2) Which of the following is the feature of product ?

(A) Addition of value (B) Creation of utility

(C) Use of production resources (D) All of given
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(3)  Which is the first stage of buying decision process ?

(A) Information search (B) Evaluation of In forma.tlﬂﬂ

(C) Need recognition (D) Evaluation of alternatives 3t
(4)  When a producer uses more than one brand name for the same product, 1t is

known as

(A) Family brand name (B) Separate brand nﬂ-l'ﬂe

(C) Brand expansion decision (D) Multi brand decision x’

(5) Maruti Suzuki India Ltd. produces various models of cars. It 18 ﬂ'

of :
(A)  Product mix (B) Product line
(C) Bundle of products (D) Product mix decisio

(6) A definite amount of profit is added to the cost of the produet, wn as

(A) Mark up pricing ‘ ' r1
(C) Cost oriented pricing (D) Target/prici

(7) Which of the following is a tool of communicz
(A) Personal selling
(C) Publicity

(8) buy product in bulk an they can sell it to other
intermediaries.
(A) Agents Wholesaler

&

(D) All of given
'n&objcctive(s) of pricing ?
(B) Increase market share
iti (D) All of given
factor that influences consumer behaviour,

(B) personal

(D) psychological
e of wholesalers maintains stocks,
onsignment basis.

(A) “Drop shippers (B) Rack jobbers
(C) Cash and carry wholesalers (D) Truck wholesalers

consists of those activities involved ; :
' In sel ' :
COnSUMeErs. ling directly to ultimate

(A) Wholesaling
(C) Agent

(C) Retailers
(9) Which of the follo

(A) Price stabi

(C) Meetco
(10) Religi
(A

(11 display goods and most often sell

(B) Retailing
(D) Al of given

e
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