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Group-A
 (Mul�ple Choice Type Ques�on) 1 x 15=15

1.     Choose the correct alterna�ve from the following :

(i) Predict the nature of PESTLE as an analy�cal tool
a) An internal analysis b) An external analysis
c) A compe�tor analysis d) A strategic analysis

(ii) Predict the tool of secondary screening
a) An external environmental analysis b) Risk analysis
c) An external environment analysis and risk

analysis
d) A compe�tor analysis

(iii) Choose the economic system that is known as ‘Laissez faire’
a) Social b) Capitalist
c) Mixed d) None of these

(iv) Predict the process of the sale of sub - standard and hazardous goods under defined
condi�ons
a) Restric�ve Trade Prac�ce b) Unfair Trade Prac�ce
c) MRTP d) None of these

(v) Predict the force in the company’s immediate environment that affect the performance
of the Co
a) Macro environment b) Micro environment
c) Technological environment d) Natural environment

(vi) Iden�fy the network of channels that consist of neighbour, family and friends in target
market
a) Personal Channels b) Special Channels
c) Social Channels d) Expert Channels

(vii) Predict the name of the channel that used to carry out transac�ons with the poten�al
buyers
a) Communica�on Channel b) Distribu�on Channel
c) Service Channel d) Personal Channel
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(viii) Predict the correct abbrevia�on of USP
a)  Unique selling price b) Unique sales preposi�on
c) Unique selling proposi�on d) Unique strategy promo�on

(ix) Predict the most effec�ve communica�on tool at later stages of the buying process
a) Public rela�ons and Publicity b) Adver�sing
c) Personal selling d) Direct Marke�ng

(x) Iden�fy the most important factor in celebrity endorsement
a) Trustworthiness b) Status
c) exper�se d) credibility

(xi) Iden�fy the process that plays a posi�ve role in solving marke�ng problems
a) Customer behavior b) Marke�ng research
c) Product concept d) Management

(xii) Select �he way of classifica�on of goods into different groups in different markets
a) Marke�ng b) Marke�ng informa�on system
c) Marke�ng opportuni�es isola�on d) Market segmenta�on

(xiii) Iden�fy the oldest concept of marke�ng
a) Product b) Marke�ng
c) Exchange d) Produc�on

(xiv) Select the name of the marke�ng concept that was replaced a�er 1980s
a) Selling concept b) Societal concept
c) Holis�c concept d) None of the men�oned

(xv) Iden�fy an element of demographic segmenta�on
a) Personality b) Age
c) A�tude d) Sex

Group-B
 (Short Answer Type Ques�ons) 3 x 5=15

2. Define B2B Marke�ng (3) 
3. Define Target Marke�ng (3) 
4. Discuss the factors influencing consumer behavior (3) 
5. Explain the concept of Monopoly Market. (3) 
6. Explain Adver�sement (3) 

OR
 Explain the concept of AIDA (3) 

Group-C
 (Long Answer Type Ques�ons) 5 x 6=30

7. Explain the stages of Product Life Cycle (5) 
8. Assess the use of social media in Marke�ng (5) 
9. Assess the effec�veness of Marke�ng channels (5) 
10. Describe the func�ons of Marke�ng (5) 
11. Explain the criteria for effec�ve Market Segmenta�on (5) 
12. Explain the factors that affect the Promo�onal mix (5) 

OR
 Explain the objec�ve of Sales promo�on (5) 

****************************************
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