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General Instructions:

| M P: Verify that you have received the question paper with the correct course, code, branch etc.

1. This Question paper comprises of three Sections -A, B, & C. It consists of Multiple Choice
Questions (MCQ’s) & Subjective type questions.

2. Maximum marks for each question are indicated on right -hand side of each question.

3. lllustrate your answers with neat sketches wherever necessary.

4. Assume suitable data if necessary.

5. Preferably, write the answers in sequential order.

6. No sheet should be left blank. Any written material after a blank sheet will not be
evaluated/checked.

SECTION-A
1. Attempt al parts:-

1-a The activity of creating, communicating, delivering, and exchanging offerings that
satisfy needsis called (CO1,K1)

(@ Production

(b) Marketing
(c) Finance
(d HR
1-b. Emphasis on efficient production over customer preference represents (CO1,K2)

(@ Market orientation
(b)  Production orientation
(c) Sdesorientation
(d) Societal orientation
1-c. |dentify a characteristic of consumer behavior. (CO2,K1)
(@ Psychological influence
(b) Profit motive
(c) Production cost
(d) Supply chain

1-d. |dentify a psychological factor affecting consumer behavior. (CO2, K2)
(@ Socia norms
(b) Perception
(c) Culture

(d) Motivation
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1-e. |dentify a dimension of product mix. (CO3, K1) 1
(@ Width
(b) Depth
(c) Length
(d) All of the above
1-f. State a stage in product life cycle (PLC). (CO3, K1) 1
(@ Growth
(b) Distribution
(c) Pricing
(d) Promotion
1-g. Name atype of channel based on length. (CO4, K1) 1
(@ Direct
(b) Advertising
(c) Pricing
(d) Packaging
1-h. |dentify a direct channel example. (CO4, K1) 1
(@ Online store
(b) Retailer
(c) Wholesaer
(d) Distributor
1-i. Meaning of rural marketing. (CO5, K1) 1
(@ Marketing to rural consumers
(b)  Urban marketing
(c) Digital marketing
(d CRM
1. Mention akey benefit of CRM. (CO5, K2) 1
(@ Enhanced loyalty
(b) Reduced inventory
(c) Lower cost
(d) Moreintermediaries
2. Attempt all parts:-

2a List any two importance of marketing. (CO1, K1) 2
2.b. Define consumer behavior. (CO2, K1) 2
2.C. |dentify afactor affecting price decisions. (CO3, K1) 2
2.d. Define marketing channel. (CO4, K1) 2
2e Define rural marketing. (CO5, K1) 2
SECTION-B 30
3. Attempt all parts:-

3.a. Answer any one of the following:-

3.a(i) [Ilustrate functions of marketing in an organization. (CO1, K2) 6
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3.a(ii) Describe a marketing orientation approach and its significance. (CO1, K2)

3.b. Answer any one of the following:-

3.b.(i)  Describe the consumer buying decision process. (CO2, K2)

3.b.(il) Examinetheimpact of social and situational factors on buying decisions. (CO2, K3)
3.c. Answer any one of the following:-

3.c.(i)  Explainroleof product life cyclein marketing strategy. (CO3, K2)

3.c.(ii) Describeinternal and external pricing factors. (CO3, K2)

3.d. Answer any one of the following:-

3.d.(i) Explaintypes of marketing channels with examples. (CO4, K2)

3.d.(ii)  Describe features of direct and indirect channels. (CO4, K2)

3.e. Answer any one of the following:-

3.e(i) Explaintheimportance of rural marketing in devel oping economies. (CO5, K2)

3.e(ii) Explaintheroleof digital marketing in reaching new customer segments. (CO5,
K2)

SECTION-C
4. Answer any one of the following:-
4-a. Compare and contrast different market targeting strategies. (CO1, K4)

4-b. Describe the bases used for segmenting consumer markets. (COL1, K2)
5. Answer any one of the following:-
5-a Compare and contrast characteristics of consumer and business markets. (CO2, K4)

5-b. Explain Nicosia Model of buying behavior. (CO2, K2)
6. Answer any one of the following:-

6-a. Discuss evolution of product mix strategies over time. (CO3, K2)

6-b. Differentiate between introduction and maturity stagesin PLC. (CO3, K4)

7. Answer any one of the following:-

7-a Evaluate impact of multi-channel marketing on sales growth. (CO4, K5)

7-b. Describe personal selling in detail, also mention its importance. (CO4, K2)

8. Answer any one of the following:-

8-a Discuss strategies for effective rural marketing campaigns. (CO5, K2)

8-b. Examine role of mobile marketing in enhancing customer experience. (CO5, K5)
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