Paper / Subject Code: 23114 / Commerce V

TIME:3HRS. .~ (TOTAL :100 MARKS)

1. ALL QUESTIONS ARE COMPULSORY A N
2. MARKS ARE INDICATED AGAINST EACH QUESTION

1. (A) Select the most approprlate answer from the optlons given below (ANY TE N)(l())

1. concept of marketlng assumes that customers will prefer
those products whloh are aggresswely promoted. .- s

a) Selling b) Productlon
¢) Exchange o dy Sometal ;

2. ' : 1nvolves gdthenng, recordmg, analysmg data about specific |
marketing problems. } ;
aj° ‘Marketing Mix b) Marketmg Informatlon System h
o) Marketmg Res earch d) Market Se gmcntatlon

3 v segmentatlon 18 done on the baSIS of usage rate user status
loyalty. pattern and buying motives. : &

a) Geographlc b). Demographlc
~C) Behavioral -d) Sociographic

4,." 2 refers to protecﬁve covermg of the product used m safeiy
9 handhng goods. o i
a) Packmg b) Brandmg
) Positioning -~ < d) Produet Safety &

‘5:.'1’ o is the mtemal factor affectmg Pncmg
a) "Consumers b) Quality
€) Competmon d) User

6. . isthe effort almed at creatlng and mamtammg in the mind of target
* customers the intended 1 1mage for the brand relatlve to other brands.
a) Name Posnlomng " b) Product Life Cycle
) Produof Posmomng -_f'_ : d) Customer Relationship Management

7. Advertismg enables wto counter cIaxms of the products,
: a) Suppliers’ v 7 b) Competltors
ch Customers L2 d) Society’s

8. = ] is one of the’ components of Sales Management.

a) Consumer Survey " b) Warehousing
c) Packaging - ; .7 d) Performance Appraisal
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9. is the personal communlcatlon of 1nf0rmat1on 1o persucxde someone to
buy something. , :
a) Personal Selling : ’b) Sales ,Premotion}i ‘

c) Direct Marketing d) Advertising .-

10. Recycling is an example of & :
a) Consumer Protection :‘b) Corporate Image

¢) Green Marketmg d) Distribution Menagement‘

11. Rural Markets are hlghly

d) Scattered " b)Polarised
c) Categ0r1sed » {;-‘-? d) Glehélised
12. A dlverse product portfolio reduces R for?the marketers
a) Profit b). Sales
c) Risk A d) Compeutlveness
(B) State ‘Whether the followmg statements are True OR False (ANY TEN) <o a0 '

Strategrc Marketmg Mdnagement emphasrzes on Customer Satlsfactlon
Marketmg Researeh is not applled research

.~Market Segmentatron refers to subdlvrdmg a larger market mto smaller markets

- b

. Patenting the product glves exclusrve marketmg rights for a Certain number of

years

5 Cha:rgmg a comparatrvely hlgh pnce Whlle mtroducmg the produet is called as

sklmmmg the cream prrcmg strategy ~

Servrce posrtronmg helps in targetmg customers effectwely
. jA Zero 1evel channel i is one m Wlnch there are mult1ple intermediaries.

. Advert1smg 1s an- element ot promot10n mix.

O i o

. Mater1al handl:mg is an 1mportant element of loglst1cs
10. j@ﬁttackmg-the competitor d1rectlyi is called ra,s Flank attack
11 Produet”‘t’esting is é?strategy to expand: market share.

712, In a competrtrve market the product hfe cycle is short.
Q No. 2 Answer ANY TWO of the followmg (15)

‘ v-a) What is Marketrng? Explamnrts importance.

| b) What is Marketing Information System? Explain its components.
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¢) What do you mean by Customer Relaﬁ%nship Managemen‘;‘?iDiscuss:ji{é technique's.

QNo.3 Answer ANY TWO of the fonowih‘g: & S as

a) Explain different product deClsmn areas that a ﬁrm needs to handle o )
b) Explain the challenges in"Service posmomng ; o
¢) State various pricing strategles in- detall

Q.No.4 Answer ANY TWO of the foIlowmg - e 1s)

a) Define the concept of Phys1cal Dlstnbuuon explam the contemporary channels of
distribution - , §

b) Define Promotlon Explam its 1mportance

c) What are ‘the skﬂls requlred for effectlve sellmg

Q.No.5 Answer ANY TWO of the followmg < < (15)

a) Explam the marketmo strategles bya follower
~ b) What are the trends in Digital Marketing :
c) Explam the reasons for faﬂure of brands Wlth suitable examples

Q.No.6 Write short Notes (ANY FOUR) EAN. &5 - Q@0)

a) Functlons of Marketmg :

b) Benefits of Market Segmentatmn ’ o

C)e Brandmg . o

d) Components of Supply Chain Management (SCM)
o) Integrated Marketing Commumcatlon (IMC)
) Green Marketmg ' :
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