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TY B.com Semester VI ™23~ 9

Adv. Business Management
Core Elective - CE304
Marketing Management

Time: 2 Hours
Instructions: All questions in Section I carry equal marks.

Attempt any two from Section L.
Question V in Section II is compulsory.

Marks: 50

Section I
Q-1 (A) Define Market Segmentation. What are the benefits of consumer market
segmentation. [10]

{(B) Define Marketing. How it is important to Business. [10]

Q-1 (A)  Discuss the growth stage of PLC along-with its characteristics. [10]
(B)  What are the different types of pricing policies - Mention. [10]

Q-1 Discuss the different marketing channels. [10]
(B) What are the elements of promotional mix? (10}

Q~-IV(A)  Write a note on media mix decisions. [10]
(B) How sales managers can be recruited? [10]

Section If

Q ~V Choose the correct answer and rewrite the sentence: (Any Ten) {10}

1 Which of the following is NOT usually defined as an element of the marketing mix?

a Product

b People

C Place

d Promotion

e None of these

2 A ___is asetof actual and potential buyers.

a Product
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b Market

c Customer value

d Transaction

e None of these

3 The person of the family who senses the need for the purchase, is called as

a User

b Initiater

c Influencer

d Decider

e None of these

4 Segmentation can be done on the basis of

a Competition

b Supply

c Demand

d Geographic Location

e None of these

5 is the sub-dividing of a market into homogeneous sub-secis of
customers where any sub-sect may conceivably be selected as a market target to be
reached, with a distinct marketing mix.

a Market Research

b Market Regulation

C Consumer Behaviour

d Market Segmentation

e None of these

6 In Skimming Pricing Strategy, the companies initially set the price of the
product.

a Low
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b High

c Medium

d Light

e None of these

7 Following is not the external factor for price determination?

a Nature of Market

b Product Life Cycle

c Nature of Demand

d Competition

e None of these

8 What is the most expensive category of industrial products in the following list?

a Component parts and materials

b Industrial supplies

c Raw materials

d Installations

e None of these

9 goods are goods that the consumer, in the process of selection and
purchase, characteristically compares on such bases as suitability, quality, price and
style.

a Shopping

b Convenience

c Installation

d Unsought

e None of these

10 The product launching in the market on trial basis under normal marketing conditions
can be known as

a Business Analysis
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b Market Testing

¢ Business Plan

d Copy Testing

e None of these

1! simply describes the appearance of a product.

a Design

b Style

c Product Mix

d Product Line

e None of these

12 _ includes all the activities involved in selling goods or services directly
to final consumers for their personal, non business use.

a Retailing

b Pricing

C Wholesaling

d Counselling

e None of these

13 Banks are the part of _ marketing flow in the marketing channels.

a Physical

b Title

C Payment

d Promotion

e None of these

14 communications channels involve two or more persons communicating
directly face-to-face, over the phone, or email.

a Non-personal
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b Horizontal

c Personal

d Abstract

e None of these

15 _ method calls upon marketers to develop promotion budgets by defining
specific objectives, determining the tasks that must be performed to achieve these
objectives.

a Competitive parity

b Affordable

C % of sales

d Objective and task

e None of these

16 The use of email, fax, internet or telephone to communicate with specific prospects
and customers is

a Sales Promotion

b Direct Marketing

c Public Relations

d Personal Selling

e None of these

17 In which class of ad media do Magazines and newspapers fall?

a Direct Marketing

b Print Media

c Audio Media

d Audio-Visual Media

e None of these

18 The type of salesperson who work from their offices through internet or telephone are

classified as _

P T 0.
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a Channel Intermediaries

b Nominal Sales Force

c Inside Sales Force

d Gutside Saies Force

e None of these

19 Which marketing communications (ool from the following has chances of very low
response from the consumers?

a Personal selling

b Sales promotion

c Mail

d Advertising

e None of these

20 In__ — salesforce structure, each sales person is assigned to an exclusive
Product/s and sells the company's full line of products to all customers.

a Customer

b Market

C Territorial

d Product

e None of these




