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M.Com. (Fourth Semester)
EXAMINATION, May-June, 2022

(Optional - Specialization)
[Optional Group (A): Marketing]

Paper First (A)

PRINCIPLE OF MARKETING

Time : Three Hours] [Maximum Marks : 80

    
Note : Attempt all sections as directed.


(Section - A)

 
(Objective/Multiple Choice Questions)

 (1 mark each)

  
Note : Attempt all questions.

  
Choose the correct answer.

P.T.O.
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1.  

(A)   

(B)    

(C)   

(D) 

"Marketing is the delivery of standard". This definition is of:

(A) Philip Kotler

(B) William J. Stanton

(C) Paul Mazur

(D) Hansen

2.  

(A)  

(B)  

(C)  

(D) 

Marketing expenditure is a burden:

(A) On Industry

(B) On Businessmen

(C) On customers

(D) None of them
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3.     

(A)  

(B)   

(C)  

(D) 

Social marketing concept is given by:

(A) Paul Mazur

(B) Prof. Malcomm McNair

(C) Philip Kotler

(D) Hansen

4.       

(A) 

(B) 

(C) 

(D) 

According to McCarthy P's of marketing mix are:

(A) 4

(B) 6

(C) 2

(D) 3
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5. 


(A)  

(B)  

(C)   

(D)   

"In environment only one thing is fixed and that is change".
This statement is of:

(A) Philip Kotler

(B) Alvin Toffler

(C) William J. Stanton

(D) Peter F. Drucker

6. 

(A) 

(B) 

(C) 

(D) 

Consumer behaviour is:

(A) Uncertain

(B) Dynamic

(C) Wide

(D) All these
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7.         


(A) 

(B) 

(C) 

(D) 

"Market segmentation is the strategy of dividing markets
in order to conquer them." This statement is of -

(A) Davar

(B) Robert

(C) Stanton

(D) Pearce

8. 

(A)    

(B) 

(C) 

(D) 

Which criteria are used for segmenting a market?

(A)     Socio - economic

(B)  Geographic

(C)  Psychologic

(D)  All of the above

P.T.O.
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9.  

(A) 

(B) 

(C) 

(D) 

The life of a product is:

(A) Unlimited

(B) Limited

(C) Static

(D) None of the above

10.    

(A) 

(B) 

(C) 

(D) 

Principles of new product development are:

(A) 2

(B) 4

(C) 6

(D) 8
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11.     

(A)  

(B)  

(C)  

(D) 

Brand for a particular product is called:

(A) Individual brand

(B) Family brand

(C) Competitive brand

(D) None of these

12. 

(A)  

(B)   

(C) 

(D)    

Death of a product take place-

(A) In maturity stage

(B) In decline stage

(C) In saturation stage

(D) In obsolescence stage

P.T.O.
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13. 

(A) 

(B) 

(C) 

(D)  

Price policy is determined by:

(A) Lower management

(B) Middle management

(C) Higher management

(D) Salesmen

14.  

(A)  

(B)  

(C)  

(D) 

Price determination decision is mainly affected by-

(A) Demand element

(B) Supply element

(C) Market element

(D) None of the above
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15. 

(A) 

(B) 

(C) 

(D) 

According to William J. Stanton, the phases of pricing
determination process are-

(A) 4

(B) 6

(C) 8

(D) 2

16.   


(A) 

(B) 

(C) 

(D) 

Under skimming pricing policy, the price of a new prod-
uct fixed at the initial stage is:

(A) Low

(B) High

(C) Minimum

(D) None of these

P.T.O.
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17.   

(A)    

(B)    

(C)   

(D)  

Which of the following is not the function of channels of
distribution-

(A) Managing finance

(B) Managing production

(C) Promotional activities

(D) Pricing

18.    

(A)  

(B)    

(C)  

(D) 

Which of the following is the method of Direct Distribu-
tion System?

(A) Door to door selling

(B) Mail order retailing

(C) Vending machine

(D) All these
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19.     

(A)   

(B) 

(C)  

(D) 

Main function of wholesaler is:

(A) Dispersion of goods

(B) Grading

(C) Market survey

(D) All above

20.   

(A)  

(B)   

(C)  

(D) 

Which of the following is not the objective of physical dis-
tribution?

(A) Consumer Satisfaction

(B) Profit maximization

(C) Market research

(D) None of the above

P.T.O.
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 

Section - B

  

(Very Short Answer Type Questions)

(2 marks each)

  

Note : Attempt any eight questions in two or three sen-
tences only.

1. 

What is micro marketing?

2. 

What is traditional marketing concept?

3.   

Explain the meaning of consumer behaviour.

4.     

Define market - segmentation.

5. 

What is product concept?

6.    
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Explain the meaning of labeling.

7. 

What is pricing policy?

8. 

What are pricing strategies?

9.  

What is direct distribution?

   

What is meant by wholesaler?



Section - C

  

(Short Answer Type Questions)

(3 marks each)

          


Note: Attempt any eight questions. Word limit for answer
of each question is 75 words.

1.       

Explain the importance of marketing to society.

P.T.O.
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2.      

Explain the difference between marketing and marketing
concept.

3.     

Explain the characteristics of consumer behaviour.

4.        

Describe the main objectives of market segmentation.

5.       

Explain the principles of new product development.

6.        

Explain the factors affecting product life cycle.

7.         

Discuss the role of costs in pricing decision.

8.       

Explain the types of price policies on the basis of geo-
graphical condition.

9.     

What is retailing? State its characteristics.

10.        

Discuss importance of phsyical distribution system.
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

Section - D

  

(Long Answer Type Questions)

(5 marks each)

          


Note: Attempt all questions. Word limit for answer of each
question is 150 words.

1.           
 

What is the meant by marketing? Discuss the nature and
scope of marketing.

/OR

      
 

Classify marketing mix variables. Why change is neces-
sary in marketing mix?

2.         
   

Discuss internal and external factors affecting market-
ing environment.

P.T.O.
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/OR


    

Explain market segmentation. What criteria are used for
segmenting a market?

 
  

What do you understand by product life-cycle? Explain
its various stages.

/OR

        
   

'The success or failure of a business depends to a large
extent on its price policy.' Discuss.

4. 
    

Define the term 'distribution channel'. Explain the main
functions of channels of distribution.

/OR


        

What is meant by physical distribution system? Describe
the factors determining physical distribution system.


