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Part A – Objective Type Questions (in bunches of 4)
I.
Choose the correct alphabet only.

1.
Marketing starts and ends with:

(A) Wholesaler
(B) Producer
(C) Consumer
(D) Organiser
2.
AMA stands for:

(A) American Merchant’s Association
(B) Asian Marketing Alliance
(C) American   Marketing Association
(D) Australian Marketing Association
3.
Selling emphasizes on the product, while marketing gives emphasis to:

(A) Customers’ needs
(B) Sellers’ needs

(C) Producers’ needs
(D) All the above
4.
Concentration is a process of:

(A) Market mix
(B) Marketing
(C) Pricing
(D) Production
 (Weightage 1)

5.
Positioning is:

(A) What we do to a product
(B) What we do to the price
(C) What we do to the stock of a product

(D) What we do to the minds of the consumers
6.
When the behavior of only end-users is under reference, it is:

(A) Consumer feelings
(B) Producer behavior

(C) Buyer behavior
(D) Consumer behavior
7.
The basic needs for food, drink, sleep and air are:

(A) Social needs
(B) Esteem needs
(C) Physiological needs
(D) Safety needs
8.
Process of taking decision regarding the market systems to be served is:

(A) Market targeting
(B) Market positioning

(C) Market segmentation
(D) Market promotion.
 (Weightage 1)

9.
The third stage in product life-cycle is:

(A) Introduction
(B) Maturity
(C) Growth
(D) Decline
10.
Exchange value of goods and services in terms of money:

(A) Value
 (B) Utility
(C) Price
(D) All the above
11.
Which of the following affect pricing decisions:

(A) Demand
(B) Cost of the product

(C) Government measures
(D) All the above
12.
Under penetration pricing price will be:

(A) Below the competitive level
(B) Higher during the initial stages
(C) Different prices charged from different customers
(D) Exerting psychological influence on the buyers
 (Weightage 1)

13.
A set of people and firms involved in the transfer of title to a product:

(A) Vertical marketing system
(B) Direct selling

(C) Distribution channels
(D) Multi–level marketing
14.
Persons who act as a link between the manufactures and the consumers:

(A) Middlemen
(B) Wholesaler
(C) Retailer
(D) Auctioneer
15.
Those who purchase and sell in large quantities:

(A) Retailer
(B) Consumer
(C) Producer
(D) Wholesaler
16.
The combination of different types of promotional tools used by a firm:

(A) Product mix
(B) Advertising
(C) Sales promotion
(D) Promotion mix
 (Weightage 1)

Part B - Short Answer Questions
II.
 Answer any five out of eight, not exceeding 50 words.

17.
What is relationship marketing?

18.
Define Marketing.

19.
Odd pricing.

20 .
Wholesaler.

21.
Marketing research

22.
Define salesmanship.

23.
Who is an agent middleman?

24.
Market niching?
(Weightage 1 × 5 = 5)

Part C - Short Essays
III.
Answer any four questions not exceeding 150 words. Each question carries 2 weightages.
25.
What is meant by holistic marketing?

26.
Explain market segmentation.

27.
Factors influencing buying motive.

28.
Maslow’s classification of basic needs.

29.
Explain the need for marketing research.

30.
Explain labelling.
(Weightage 2 × 4 = 8)

Part D - Long Essays
 IV.
Answer any two questions not exceeding 450 words.  Each question carries 4 weightages.

31.
Explain briefly the various stages in the new product development process.

32.
Discuss the various marketing strategies to be followed in different stages of product life cycle.

33.
Examine the factors that influence the pricing decisions of a product. 

(Weightage 4 × 2 = 8)
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