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Answer Question No.1 and 2 which are compulsory and any four from the rest. 
The figures in the right hand margin indicate marks. 

  
Q1  Answer the following questions:  (2 x 10) 

 a) ------ are the indirect methods used in Qualitative Research.   
 b) A ------ is a merchant/business man who sells good directly to consumers  
 c) ------ is the most widely used scaling approach to get the response in a survey.  
 d) ------ is the concept that is based on the development, design and execution of 

marketing programs, process and activities that recognizes their 
interdependencies. 

 

 e) ------ is the set of controllable variables that the firm can use to influence the 
buyers’ response. 

 

 f) The process of selling products or services based on their environmental benefits 
is called as ------ 

 

 g) ------is a person who first suggests or thinks of the idea of buying a product.  
 h) ------ is a concept of selling good on internet  
 i) A ------is an organized collection of data.  
 j) The type of research where researcher establishes a relation between a cause and 

an effect is ------- research. 
 

    
Q2  Answer the following questions: (2 x 10) 

 a) What is TAT?  
 b) What are the roles of a domestic consumer in a buying process?  
 c) What is Product Mix?  
 d) Write the importance of packaging.  
 e) What is Data Mining? Write down the other names used for this.  
 f) What are the sources of Secondary Data?  
 g) What is SCM?  
 h) Write down the concept of Penetration Pricing.  
 i) Why CRM is given utmost priority by Marketers these days?  
 j) What isDelphi Technique?  
    

Q3 a) Why competition analysis is made? Write down the factors influencing Competition. (10) 
 b) Describe the Porter’s Five force Model with diagram. (5) 
    

Q4 a) Discuss the factors influencing consumer behavior. Describe the buying process of 
a Domestic buyer.  

(10) 

 b) Briefly describe MIS (5) 
    

Q5 a) Positioning Strategies  (10) 
 b) New product Development Process (5) 
    

Q6 a) What is STP? How do marketers segment Industrial markets? (10) 
 b) What are the Qualitative Forecasting Tools used by marketing experts? (5) 
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Q7 a) What is PLC? What are its different stages? Write down the status and Strategies 
in different stages. 

(2+1+7) 

 b) What do you mean by Planned Obsolescence? (5) 
    

Q8 a) Discuss the functions of Distribution Channel of a FMCG product. (10) 
 b) Promotion Mix (5) 
    

Q9 a) Write down the benefits of Advertising. Mention the types of advertising used by 
the marketers these days 

(10) 

 b) Holistic Marketing and its benefits (5) 
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