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Subject Name : NA-312_Elective B : Marketing Management-I -XXVII-B_V_23-03-2021
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Instruction / {frrn/ -

* Follow the detail instructions given on OMR Sheet
* 3 T 3R Gl §S G Treled .

Q.1
The word Marketing is taken from the latin word

Marketing 8T 27s& ----- ofEleT QISETATHT ool 31Tg.

A]lMarket [Market] C]Maricato [Maricato]
BlMarkeit [Markeit] DIMercatus [Mercatus]
Q.2
is a scope of marketing
----- & R9uTAT sared 3
Alstorage [aTaavgH] Clbistribution [f&aRoT]
Blsegmentation [#rofreor] DlAll of the above [a€rer &1d]
Q.3
The task of any business is to deliver at a profit.
FIUTCITEY STTHATY HTE FgUTS AFITT HlSeodTd ----- S0T g1,
Alcustomer Needs [T IS Clcustomer value [T Hed]
BlProduct [a&q) Dlquality [agoraee]
Q.4

Marketing is a process which aims at

AUt &7 Tah Ufehar 318 ST €AY - 31Y

Alsatisfaction of consumer [ITESRIT AT Clproduction [3cure]
BlSelling products [arEcTiT fashr ahol) Dlprofit making [T F#TIOY
Q.5
Marketing helps firm increase their profit by
orATe -—--- =T TERATe! SIdARITH % dTe [ QuaATd Fed .
Alincrease in Sales [ are] Clincrease in Price [f¥#cia are]
Blincrease in Production [3cHTeeATd d1a] Dlincrease in customer [agepTd dTe]
Q.6

The benefits of marketing to

TIIUTATT ST --— AT BlaTd.

Alpersonal [ Clproducer [3careea]
BlsSociety [g#Teim] DIAll of the above [aRer &d]
Q.7
is a type of marketing planning.
----- &1 fauoret AgisiaraT gk g
Alshort term planning [3769 Hei foatsts] Clproject planning [F&ed feraieT]
BlLong term planning [f&¥ Hec foer] DlAll of the above [a3rer T

Q.8
The essence of strategic marketing is
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AJSTP - Segmentation, Targeting, Positioning [STP-  CJTPD - Targeting, Positioning, Distribution [TPD- Targeting, Positioning,

Segmentation, Targeting, Positioning] Distribution]
B]CRM - Customer Relationship Management [CRM- D] YT SN
Customer Relationship Management] None of these [

Q.9
Features of marketing planning are

Alcustomer oriented and Market oriented RIEEIEE; ) Cloth A and B (AT B
oth A an =]

TAT TERITAAE FAeTe]
B 2 DINone of these [T T8
Icomplicated [fFerss gghram]
Q.10
is a bundle of utilities.
----- g1 39Aefaar §9 8
Alproduct [ad] Clbistribution [f&eRoT]
Blprice [fad] Dlpromotion [gedh
Q.M

is not an external source of New product Idea.

N

A]Department of consumer service [ITgeh TdT AT C]Adver‘tising companies [T &u=]

BlCompetitive product [Eati® & Dlcustomer [a1me#]

Q.12
The process of New product development ends with

Alldea Scrining [a¥d ederdl SaTIHdT TITHOY.] ClTest marketing [fa9ore @i
BlConcept development [Eaeusrar fasrd] Dlcommercialization [camariyaoT]
Q.13

Price of a product is determined on

AlDiscount [FadEaR] Clbook value [q&a RhAceR]
Blpremium [3refrememmar] DlAll of the above [a¥rer |4
Q.14

depends upon product price.

FJETAT fHFAdaR - 37dclesT 3 9d.

AlDemand [FTeTofY] ClA and B both [A @ B g+]
BlCompetitiveness [Fatiicaaran Dlproduction [3edres]
Q.15

pricing method is used to attract customers.

Al skimming [Skimming] ClA and B both [A T B g1+
BlPenentration [Penentration] DlNone of these [Imder 18]
Q.16

Distribution channels are
AlDirect [sreaT] ClBoth A and B [A T B &=
B] D]
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None of these [ITIHT ATEN]

Q.17
In distribution channel no intermediate exists.

AlDirect [FcTaT]
Blindirect [3reaT]

ClBoth A and B [A T B 2151
DINone of these [amdeT T8N

Q.18
Perishable goods are distributed through

Alndirect distribution [3TeaT]
BlDirect distribution [IeTd]

channel.

TS TETAT [AATOMHTSY - IR 31aeld shell ST,

ClBoth A and B [A T B 1=
DlNone of these [ITder wTEY]

Q.19
The function of distributiion channel is

AlPprice stabilisation [fFFd 2R Sav]
Blpromotional function [G€TcHs Hr]

ClA and B both [A @ B g=81]
Dlproduction [3cdres]

Q.20
Characteristics of an effective Advertising is

Alchoosing appropreate media [F19r ATETATE fas]
Blrepetation of Advertise [STERTATET eIl

Clcollecting information of customer [STgaTEY ATEIAT 801
DlAll of these [aTder |4

Q.21
AIDA means

AIDA FgUTSH ----

A]Awareness, Interest, Desire, Action [Awareness,
Interest, Desire and Action]

B]Awareness, |dea, Desire, Approach [Awareness,
Idea, Desire and Approach]

ClAwareness, Intensity, Desire, Appeal [Awareness, Intensity,Desire and Appeal]
D]Awareness, Involvement, Desire, Appeal. [Awareness, Involvement, Desire
and Appeal]

Q.22
The function of distributiion channel is

Alproviding market information [STSTRTET FTERT RRER) ClForwarding customer reactions [FTEa=AT TR &01]

BlDivision of risk [irE# e fasimsteT]

DlAll of above [a8rer &d]

Q.23
Direct distribution channel is also known as

gcgeT faaoT JuTTeltelTd ---- FgUTdId.
AlTwo level distribution channel [EEEeRIT Favor
goTTel]

BlZero level distribution channel RIIEIR faczor

B!

Clone level distribution channel [T& TR faRoT FoTe]
DlAll the above [afrer @]

Q.24

Transfering goods from produce to customer is a function of

T SCUICHIGA MG GgaTauAT I ----- T 3.
Alpricing (e AfRad

Blpistribution channel [faeRoT somTel]

ClPromotion [Fati= ]
DINone of these [T T8N

https://srtmun-admin.epariksha.net/InstituteAdmin/Reports/AllQuestions.aspx

3/5



3/23/2021 https://srtmun-admin.epariksha.net/InstituteAdmin/Reports/AllQuestions.aspx

Q.25
is not a componant of promotion

Alsales promotion [ﬁan‘cr‘q;%ﬁ]
Blpersonal Selling [§aads &g

Clpublic Networking [eaa €]
Dladvertising. [STERTa]

Q.26

is only revenue generating component of marketing mix.

----- g1 faquTet fAsmeiier Tarsta Fgger atfel T e 3me.

Alproduction [a& fa#ifel] Clbistribution [f&aRoT]

Blpricing [féera e Blpromotion [gedh
Q.27

is not a factor which affect pricing

----- &1 fohAd AfRadar aRums FHIomRT g ATr

Alcustomer's choice [IMTghRTdT 31TaS] Clcost of production [3cdTeat Td]

Blobjectives of firm [craamardr 3fsed] Dlcompetitors price [EatiaiaT fFd]
Q.28

Products are classified on the basis of

AlConsumer goods [aITge 3utelt a&]
Blindustrial goods [cara@mr 3urefr &)

ClBoth A and B [A @ B g+]
DlPricing [feet sTaR]

Q.29
FMCG means

FMCG FgUTsl ----

A]Fast moving consumer Goods [Fast Moving
Consumer Goods]

B]Fast moving corporate Goods [Fast Moving
Corporate Goods]

Cl]Fast moving co-operative Goods. [Fast Moving Co-operative Goods]
D]Fast moving consumer Guidelines. [Fast Moving Consumer Guidelines]

Q.30

As per the concept of marketing organizations only produce goods and sale it.

FATUTATERT - Hehe AT AT hdfch TEIT 3eTGeT het ST T TIshY el .
AlTraditional [T Clconsume oriented [ITgehTTSNE]
BlModern [3rerfeien] DlNone of these [amdeT T8N

Q.31

is not an objective of marketing planning.

faquret foastarar 322 - ATer

Alincreasing sales [f3gT aradol]
BlGrow market share [STSIR#TeT aTaaoY]

ClExploit customer [amgarTdT aureh oT]
Dlincrease profit [T aredior ]

Q.32
STP means

A]lSegmentation Targeting and positioning
[Segmentation Targeting and Positioning]

B]Segmentation Targeting and practice [Segmentation D]Segmentation Targeting and publicity [Segmentation Targeting and Publicity]

Targeting and Practice]

C]Segmentation Targeting and pricing [Segmentation Targeting and Pricing]

Q.33
For an effective implementation of marketing

TAquTATT AT THITSITIUNETST ----- 3792 37,

Al

is necessory

C]
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Advertising [STTERTA Customer Relationship Management [ITgeh TeeT SHEUTIs]
BlMarketing planning [Tt fariieteT] Dlpistribution [faawoT]

Q.34
The Concept of Markeing mix was developed by

AIN. H. Borden [N. H. Borden] CIw. Anderson [W. Anderson]
BlPhilip Kotler [Philip Kotler] D]Stanton [Stanton]
Q.35
There are elements of promotion mix
& AT - T e
AlFour [@R] ClFive [gr=]
Blsix [@e] DlThree [+
Q.36
is called printed Salesmanship.
..... o fordia [AshaendlT 3 FgouTdTa.
A . C i
| Advertising [STERTE] IPromotion [gedl]
Blpersonal Selling [§aada & DlNone of these [T T8N
Q.37
gave 5P's strategy
----- AT TOTATAT 5P FidficTer
Alstanton [Fees] ClPhilip Kotler [FrefiT #icer]
BlMintzberg [#reaes] DlHenry Feyol [&=3 Hitel]
Q.38
MKIS means
MKIS FgoTat -----
A]Management Information system [Management
Information System] ClMarketing Information System [Marketing Information System]
B]Market Intelligence System [Market Intelligence D]Marketing Information Supply [Marketing Information Supply]
System]
Q.39

includes in Kotler Model.

Ficol AST ALY ... IT GATILT grar

Allnternal Reports System [Internal Reports System]  Cluarketing Intelligence System [Marketing Intellgence System]
B]Marketing Research System [Marketing Research DIAIl of above [All of above]

System]

Q.40
Customer acquisition Cost =
Mg TUTEeT fohaTd = -
A]CAC = Total sales and marketing Cost / Number of
new customer [CAC = Total Sales and Marketing C]CAC = Advertisement cost + production cost [CAC = Advertisement Cost +
Cost / Number of New Customer] Production Cost]
B]CAC = Total cost x New Customer [CAC = Total Cost DICAC = Total Sales + Advertising Cost [CAC = Total Sales + Advertising Cost]
x New Customer]

https://srtmun-admin.epariksha.net/InstituteAdmin/Reports/AllQuestions.aspx 5/5



