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NOTE: 
Q.1 is compulsory, attempt any four questions from the remaining. All questions carry equal marks. Phones and other Electronic Gadgets are not allowed.

Q.1
Objective Part

1. When a company identifies the parts of the market it can serve best and most profitably, it is practicing ________.

a) Differentiation

b) concentrated marketing

c) market targeting

d) segmenting

e) mass marketing

2. Through market segmentation, companies divide large, heterogeneous markets into smaller segments that can be reached more ________ with products and services that match their unique needs.

a) Efficiently

b) Effectively

c) Intensely

d) Fully

e) both A and B

3. Many marketers believe that ________ variables are the best starting point for building marketing segments.

a) family size

b) behavioral

c) age

d) gender

e) beneficial

4. Which of the following is not a typical supply chain member?

a) retailer's creditor

b) reseller

c) wholesaler

d) customer

e) producer

5. The major disadvantage of a multichannel system is that it is harder to control and it can generate ________.

a) greater conflict

b) less net profit

c) declining employee morale

d) fewer domestic sales

e) inefficiency

6. What are the two ways that a company can obtain new products?

a) new-product development and acquisition

b) service development and product extension

c) line extension and brand management

d) market mix modification and research and development

e) internal development and merger
7.  Which of the following parts are included in the marketing mix? 

A) Product, place, promotion, and price 

B) Competition and customer satisfaction 

C) Buying, selling, transporting and storing 

D) Profit, distribution, and advertising 

8. The marketing concept applies to production firms, but not to service industries. 

A) True 

B) False 

9. The marketing concept means that an organization aims the majority of its efforts at satisfying customers, at a profit. 

A) True 

B) False 

10. Companies selling business goods/services to business buyers who make or resell a product/service to others at a profit are called ___________market 
11. Which of the following is NOT a characteristic of marketing? 

A) Long term planning-new product, future growth opportunities 

B) Stress on buyer’s wants 

C) First determines customer needs and then develops an appropriate product to satisfy those. 

D) Sales Volume oriented 

12. Which of the following product can be an example of Societal Marketing Concept? 

A) Fast food industry B) Doctor services C) Car D) Shampoo 

13. Which of the following is NOT part of the macro environment? 

A) Natural  

B) Political  
C) Technological  
D) Publics

14. Retailers, wholesalers, agents, marketing service providers are most likely to be examples of which of the following? 

A) Meta market B) Customers C) Publics D) Intermediaries

Q.2.
Define marketing management and discuss its concepts.




Q.3.
Discuss Porter’s market forces in detail.





Q.4.
What is marketing environment? Explain Macro-environment and its factors.


Q.5.
Discuss Customer Relationship Management (CRM) and its benefits

Q.6.
Explain new product development strategy (Product Life Cycle).

Q.7.
Discuss new product pricing strategies with example.

Q.8.
Differentiate between Vertical and Horizontal Marketing System

Q.9.
Write short notes on any two of the following

a) Advertising

b) Market Segmentation

c) Competitive Advantage
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