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Que. 1 What are the “Five Oricrtation Concewss” that guide organisational activities to finally evolve

to ‘marketing concep:’? Explain the evolution of five concepts. (14)
OR
Que. T What is ‘Holistic Mmarketng’? Explain its main features, 14

Que. 2 How important is estanating Product L.fe Cycle for any marketer and how does he match his
marketing strategies at different stages o procuct Life Cycle. (14)

OR
Que. 2 Elaborate on t}e mportant elements i marketing channel functions and flows and what are

the crucial decisions a marketer has 1o make waile deciding on a marketing channel. (14)

Que. 3 Is it importani to know about consuamer behaviour and the factors affecting consumer

behaviour? Why? (14)
QR
Que. 3 Discuss in detai the meaning z2ad all the stages involved in a New Product Development
process. 14
Que. 4. Discuss intang:bifity anc insepacability with example, 14
OR
Que. 4. Marketing excelience requires s2rvice marketers to continually differentiate their brands )
they are not seen as a commocity. Zlaborate this statement. (14)
Que. 5 Attempt any Seven of the Following (14)

1) What are intangible producis?

a. Goods and Services ¢. Goods and Products
b. Services and iceas d. Goods and Ideas.
2) ‘Local marketing is"
a. Neighbourhcod Marketing ¢. Virtual marketing
b. Mass marketing d. Wholesale marketing
3) Successful marketing aims at e
a. Increasing the sales volurc ¢ incieasing the output of the sales person

b. Increasing the oro-its d. All cf these
4) Which of the following statements is/zre correct regarding causal research?
fonships betwesen two variables are analyzed.
a cetailed questionnaire and with clearly defined objectives.
L. This will help managers to select & particular stretegy.
IV. It helps the manzgemer: idertify the presence of potential opportunities and threats for the company.
(a) Only (1} above (c) Both'(11) and (T11) above
(b) Both (1} and (1) above (d) (), (1I) and (111) above
5) The socio-cultural ex ironment is mace up of ‘rdividuals, institutions and other forces that affect
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(a) The natural rescusces that are neade] s (¢) The laws and government agencies limiting
inputs by marketers individual behaviour in society
(b) A society's basic values, perceptions, (d) The characteristics of populations.

preferences and behaviours
6) A buyer, in deciding which camera to purchase, goes through reading material, seeks information
by calling up friends, anc looks at varicus advertisements. In the buying process, the buyer is said to
be involved in
(@) Problem recognition (¢) Routinized buying
(b) Information search (d) Evaluation of alternatives.
7) A segment should be such that marke:ar can develop effective marketing programs to attract and
serve potential customers sifectively. For effective segmentation, variables need to exhibit certain
characteristics. Which characteristic impiies that?
(a) Measurable (c) Accessible
(b) Substantial (d) Differentiable
8) Which of the following is the correct sequence of steps in the marketing research process?
(@) Designing an effective research plan; caia collection techniques; developing objectives of the
research;
(b) Developing objectives of the research: cata collection techniques; defining the problem;
designing an effective research plan; evaluating the data and preparing research report
(¢) Defining the problem: designing an effective research plan; data collection techniques;
developing objectives of the research; evaivating the data and preparing research report
(d) Defining the problerm: developing objectives of the rescarch; designing an effective research
plan; data collection techniques; evaluating the daa and preparing research report
(¢) Developing cbijectives of the research: defining the problem; data collection techniques;
designing an effectivz research plan: evaluating the data and preparing research report.
9) Companies are now oifering services fike seiling and delivering products over the Internet. What
is this kind of business servica knewn as?

(a) E-Commerce (¢) Direct Marketing.
(b) M-Commerce (d) Channel Distribution
10) What is the most distinct feacure of service?
a) Intangibility ¢) Perishability
b) Inseparability d) All of the above
1) A person getting cosrmetic surgery cannot see the results before the purchase, is an example of
a) Inta;gﬁ“)iiﬁty ¢) Perishability
b) Inseparability dy All of the above

12) Hotels, insurance companies, law firms, management consulting firms, medical practice are

exampleof
a) Govt. Secior c) Private Sector

b) Business Sector d) All of the above
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