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

Answer the Multiple-Choice questions. (Any 10) (20)

buyers are those who purchase items on behalf of their business or
organization

a) Professional b) Industrial
c) Retail d) Wholesale

The changing identity of Indian women & the structure of the family is driving demand for

a) convenience b) money

C) power d) rest

According to Peter Drucker, should produce customers and not consumers.
a) Buyer b) Consumer

c) Seller d) Customer

is the development of competitive capabilities that enable firms to compete
successfully against rivals from and in different countries

a) Globalization b) Segmentation
c¢) Management d) Marketing
Consumer Behaviour is related to behaviour.

a) psychological b) social

c) physical d) None of these
Ethics is the science of .

a) economy b) social

c¢) morality d) biology
WTO means World Trade

a) Offer b) Organization
c) Order d) Ordinary
Creating and maintaining customer is a costly, time consuming and laborious
activity.

a) relationship b) management
c) database d) responsibility
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CRM means Customer Management.

a) Retail b) Reward

c) Range d) Relationship
Retailer is an intermediary between and customer.
a) buyer b) manufacturer
c) wholesaler d) None of these
AMA means Marketing Association.

a) Analytical b) African

c) American d) Affirmative

marketing refers to marketing of products in more than one country/ nation.
a) National b) Industrial
¢) Rural d) International

is the process of dividing the market into segments based on customer
characteristics and needs.

a) Management b) Marketing
c¢) Marketing Segmentation d) Controlling

Write Short Note (Any 3)
International Marketing

Social Responsibility of Markets
Buyer Behaviour

Functions of Marketing Manager
Customer Service

Answer the following question in 150 words. (any 2)

State the various forms of organized and unorganized retailing.

State the difficulties related to CRM.

Explain the significance of International marketing for developing countries.
State the functions of marketing management.

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

What is Industrial marketing? What are the characteristics of industrial goods. Elaborate the
future of industrial marketing.
Describe in detail business ethics and social responsibility of a Marketing manager.

What is Market Segmentation? State the benefits and limitations of market segmentation.
Describe the basis for good market segmentation.

Marketing Management-11 (BCOM19-308M/ BCMM-602) ANM - Set - |

(15)

(20)

(15)

2/4



.2

go.

TS TR
I : %) |4 9 AR

R) Sordfiereiar o7k ot Tt gufferara.
Qe JHE I w1 fast. (Foad 2o) (20)
—————— TSGR T =1 a8 fohar dee=a adi gTe Tidl T,
37) AR ) 3Trenfires
%) fortehles =T )T
AR Afgerr= dead] Hie@ d Hgare! TH1 IS -——- AN Jed IR,
31) GrfETet E)RRICIC
%) FmATETdt g) JIREETSt
et g I TEed AR-—--- IuHITRCATE Fog T AT et et wfes.
3) TLEERH ) ITWHTRN
%) fasheam ) UTEHH

———— TEUS WY A foehe ST AT ST o ST GRIT e shu-aTet A9 o] Tet

ht Achdld.

31) SRTHehTeRoT E)REEIEE]

%) SATEATT ) fomom

TG I & AT ——— FAVEhI Feifera 3.

) HEETE 9) gHT

%) s ) AT ShlvT AT
Freflaa & -—--- I AR

1) a1 ) GrETfoTR

%) HETETT g) S

Ty, . 3. U e 98 —-—---- .

) ATH ) AR

F) IS g) AT

e ————- TR T 3 T & @ik, Jes shig 9 UReHYEeh T3 3T,
37) ey ) AT

F) S| T) Sareer

. . TH. RIS HEEI —————- ESE

37) fiew ) fard

*) & IS EUSHEIRL]
TorteRTes =TT 71 - ——- 3T e ATeATd el HeAky 31Te.

31) TEER ) IeEH

%) T AR ) AU RV AT

Marketing Management-11 (BCOM19-308M/ BCMM-602) ANM - Set - | 3/4



2.

gR.

¢3.

. R)

9. 3)

X w0 N

£ X w oo

) FATAERA o) IThieA

) STHTER T) e
————— forum ot gAE stfues e fauvHeRE B
) T 9) e
) T 3) AU
SRS UTeshi=AT ARTEATER 9 TEHHR TEH qIT IS0 U SSUs —— - - - ,
) ALY 7) fomom
EDREEISE T) FrEm
i forr. (o 3)

g fagum

AT ATHTISTR SaTegrT

TEGRTE IR

oo e R

T Eal

QAU HIVCATE G TR ST 4o Ioqia forgl.
gufed a srgHfed fhenes s=ammre fafay yer forer.

TTEeh Helel ST =il TS ol

TorreRiiel GuIT=al g8 STAEE fouuMT Hew foeaied .
U ST ® R T .

WA HIVATE TH J39T= IW 300 Vsqia foTar.
Sfrenfires fooue o rr? siEnfies fauuArT Afrs wm . sienfies fauuar viaass

foreqa =
EETd A A 3for forque syaemaerTean SIS STeTee-a1 Hfeal T8 .

UG U TNl Shri? SSTRUSdid faveH Be 9 qater forgr. garet Semus
TSN YR TE 1.

Marketing Management-11 (BCOM19-308M/ BCMM-602) ANM - Set - |

()

(Re)

(34)

414



