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Q.1

Instructions: 1) Attempt all Questions
2) Figures to the right indicate full marks

Answer the Multiple -Choice questions. (Any 10) (10)
Marketing is about meeting the ---------------- of customers.

a) demand and supply b) need and wants

C) price and cost d) None of these

Every firm faces --------------- _
a) competition b) less profit

c) lack of capital d) None of these

Distribution means to
a) distribute b) to make
c) to sale d) None of these

is the element of Promotion mix

a) Price fixing b) Personal selling

¢) Product distribution d) Product storage

Good marketing is about ........ and developing a long-term with your
customers

a) satisfying, relationship b) status, relations

c) status, idea d) status, reliability

Formulation of marketing is the first step in the marketing control process.
a) strategies b) performance standards

C) mix d) none of these

The interactive process that occurs in the market place is referred to as
a) external environment b) internal environment
) competitive environment d) none of these

are either business houses or individuals who play an important role of
company for promoting, selling and distributing the goods

a) Marketing Executive b) Marketing Intermediaries

c) Marketing Manager d) none of these
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Marketing is oriented
a) customer b) wholesaler
c) retailer d) supplier

Services can be classified into two broad categories Consumer Services and

Services
a) buying b) Industrial
c) sales d) none of these
Marketing is helpful and benefited by : and as well.
a) Buying, Selling, Transport, Financing  b) Borrowing, Selling, Transport,
etc Financing etc
¢) Buying, Supplying, Transport, d) Buying, Selling, Trading, Financing
Financing etc etc
The main occupation in Rural Indiais -------------------
a) Teaching b) Carpentry
¢) Farming d) Blacksmith
---------------- is the element of Promotion Mix.
a) Pricefixing b) Personal selling
¢) Product distribution d) Product storage

Write Short Note (Any 3)

Marketing ethics
Importance of marketing communication

Difficulties in Rural Marketing
Marketing Control

Significance of marketing

Answer the following question in 150 words. (any 2)
Explain various stages in new product development process.
Explain the importance of rural marketing in detail.

Write a short note on marketing challenges.
Explain evaluation of marketing.

Answer the following question in 300 words. (any one)

Describe the difference between market research and marketing research.

What do you mean by marketing environment? State its internal and external factors.

Define market segmentation? Explain various elements of market segmentation
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