


ABBSOFT COMPUTERS


Marketing Management

1 marks Questions(1-40)
Q1: Marketing is the process of planning and ​​​​​​​​​​________ the conception, pricing and distribution of ideas.

a)organizing

b) directing

c) executing

d) controlling

Ans c

Q2: The sales Era focused on_________ and distributing their products.

 a) promoting

 b) selling

 c) producing

 d) none of the above

Ans a

Q3: The Marketing Mix consists of product, price, _______ and promotion.

a) service

b) adverising

c) place 

d) none of the above

Ans c

Q4: Product can be a good, service or an  ________.

a) value

b) idea

c) expectation

d) none of the above

Ans b

Q5: Promotion includes sales promotion, __________ and personal selling.

a) contests

b)magazine

c)public relations 

d) none of the above

Ans c

Q6: “ Marketing comprises both buying and selling activities” given by(old concept)

a) Clark and Clark

b) J.F. Pyle

c) American Marketing Association

d) Kotler

Ans b

Q7: “Marketing is the delivery of standard of living to the society” given by(new concept)

a) Cundiff

b) Prof. Paul Manure

c) Prof.Malcom

d) Wiiliam J Stanton

Ans b

Q8: A marketing audit is a part of the larger corporate analysis and is concerned with the marketing environment, marketing functions, objectives , policies and operations.T/F

Ans T

Q9: Environmental Scanning is an essential part of marketing management.T/F

Ans T

Q10: Convenience product is an _________ item.

a) expensive

b) inexpensive

c) costly

d) none of the above

Ans b

Q11: Industrial products include

a) accessory equipments

b) unsought products

c) shopping products

d) none of the above

Ans a

Q12: Eco friendly goods like detergents with low phosphate are salutary products.T/F

Ans T

Q13: A product life cycle has 5 stages.T/F

Ans F

Q14: New technology or ___________ may cause product sales to decline.

a) research

b) social trends

c) competition

d) new idea

Ans b

Q14: Covert the product idea into a working model is ____________

a) commercialization

b) idea screening

c) test marketing

d) product development

Ans b

Q15: Direct Marketing is also known as​​​​​​​​​_________

a) e-marketing

b) tele marketing

c) direct order marketing

d) none of the above

Ans c

Q16: Application of marketing orientation marketing techniques to international business is___________

a) International Marketing

b) Retail Marketing

c) Direct marketing

d) None of the above

Ans a

Q17: Motivation research studies________

a) market share analysis

b) consumer profile

c) new uses of a given product

d) media research

Ans b

Q18: The individual buyer is influenced by intimate group as well as social classes given by_________

a) economic model

b) learning model

c) Nicosia model

d) Sociological model

Ans d

Q19: “Buying Motives are those influences which provide the impulse to buy ,induce action in the purchase of goods &  services” is proposed by

a) Prof. F.Drucker

b) Prof. D.J Duncan

c) Soloman

d) None of the above

Ans b

Q20: Situation where the purchasing department reorders on routine basis

a) modified rebuy

b) new task

c) straight rebuy

d) none of the above

      Ans c

Q21: Providing information regarding the needs of customers is

a) selling

b) servicing

c) negotiating

d) marketing research

Ans d

Q22: Zero Defect concept was introduced by

a) Robbins

b) Kotler

c) Phillip Crosslay

d) None of the above

Ans c

Q23: The total time a carrier posses the goods is

a) slack time

b) transmit time

c) wait time

d) none of the above

Ans b

Q24: Business promotes its product directly to the consumer to stimulate demand is

a) push policy

b) pull policy

c) promotion policy

d) none of the above

Ans c

Q25: An individual’s behavior is influenced by internal and external factors T?F

Ans T

Q26: The groups to which a person would like to join as member is called

a) primary group

b) secondary group

c) aspirational group

d) dissociative group

Ans d

Q27: The focus of marketing to the individual customer is

a) mass marketing

b) customized marketing

c) micro marketing

d) none of the above

Ans b

Q28: Segmentation on the basis of life style and values

a) demographic 

b) geographic

c) psychographic

d) none of the above

Ans c

Q29: Multistage coverage is also known as

a) product specialization

b) selective segment specialization

c) market specialization

d) full coverage

Ans b

Q30: Coca Cola co. sells coke ,Limca, thums-up is an example  of

a) concentrated marketing

b) differentiated marketing

c) undifferentiated marketing

d) none of the above

Ans c

Q31: The product is positioned as offering the best value called

a) user positioning

b) benefit positioning

c) quality positioning

d) product positioning

Ans c

Q32: Ghost Shoppers are the specialized persons who have to monitor the presentations of their dealers and branches.T/F

Ans T

Q33: Marketing Research is not the component of MIS.T/F

Ans F

Q34: Marketing Research is a “Systematic gathering, recording and analyzing of data about problems relating to marketing of goods & services.” defined by

a) A.G.R. Delens

b) AMA

c) Cundiff Still

d) C.R. Kothari

Ans b

Q35: Method & effect research is the component of

a) competition research

b) market measurement research

c) research of uncontrollable factors

d) marketing mix research

Ans d

Q36: Probability sampling is further classified into 

a) stratified random sampling

Q37: Customer order placing machines are called

a) ATM

b) EDI

c) Kiosks

d) None of the above

Ans c

Q38: The buying process starts when the buyer recognizes a problem or need T/F
Ans T
Q39: The demand for business goods is derived from the demand for consumer goods is called ________

a) inelastic demand

b) fluctuating demand

c) derived demand

d) none of the above

Ans c

Q40: Wholesaler is the link between ________and ___________

a) retailer customer

b) manufacturer retailer

c) manufacturer customer

d) none of the above

Ans b

2 marks Questions(41-60)
Q41: Merchandising functions are______ and_____

a) finance & storage

b) standardizing & grading

c) risk bearing & sales

d) pricing & market information

Ans b


Q42: Technology is the science of the application of knowledge to practical purposes T/F

Ans T

Q43: Product can be classified into __________ and ___________

a) customer and convenience product

b) consumer and industrial products

c) speciality and industrial products

d) none of the above

Ans b

Q44: SWOT analysis stands for 

      1) strengths, weaknesses, 

2) opportunities, threats

3) strong, weak,

4) optimum, threats

a) 1&4                  b) 1&2                  c) 1&3                            d) none of the above

Q45: Packaging include development of container and a graphic design for the product.T/F

Ans T

Q46: Distribution intensity is the number of marketing intermediaries at each level of the marketing channel T/F

Ans T

Q47: Following are the economic factors which influenced consumer behaviour

a) income expectations & consumer credit

b) culture & social class

c) technology

d) belief  attitude

Ans a 

Q48: A person who first suggest the idea of  buying the particular product

a) decider

b) initiator

c) buyer

d) none of the above

Ans b

Q49: “Buying motives are those influences which provide the impulse to buy and determine choice in the purchase of goods and services” given by

a) Prof. D.J. Duncan 

b) Walters and Paul

c) Francesco Nicosia

d) None of the above

Ans a

Q50: Arrange the following steps in Rsearch process

a) Analyse the information

b) Presenting the Findings

c) Identifying the problem

d) Collection of information

Q51: R-F-M formula for target market is
a) Resources ,frequent ,money

b) Recency, frequency, monetary amount

c) Recent .frequent ,monetary unit

d) None of the above

Ans b

Q52: Catalogue marketing includes CDs, videos,  online catalogues etc. T/F

Ans T

Q53: _________ is analyzing the information
a) coding

b) questionnaire

c) designing of form

d) recommendations and follow up

Ans a

Q54: A set of questions logically arranged presented to the respondents is questionnaire. T/F

Ans T

Q55: _________ and _________ are psychographic segmentation

a) age and life cycle

b) life style and personality

c) gender and social class

d) none of the above

Ans b
Q56: ____________ and __________ are the positioning strategies

a) user positioning , benefit positioning

b) doubtful, confused positioning

c) under, attribute positioning

d) none of the above

Ans a

Q57: Learning theory is given by__________

a) B.F Skinner

b) Ivan Pavlov

c) Sigmund Freud

d) None of the above

Ans b

Q58: Reinforcement increases __________ and __________

a) motivation and learning

b) rapidity and vigor

c) drive and stimulus
d) none of the above

Ans b

Q59: S-R is

a) stimuli resource

b) stimuli response

c) stimulus response

d) none of the above

Ans c

Q60:  Approvers are the members of  buying centre T/F

Ans T

4 marks Question(60-75)

Q61: Arrange the following steps of New Product Development 
1) concept testing 2) Idea screening 3) Idea Generation 4) business analysis

a) 1,2,3,4

b) 2,3,1,4

c) 3,2,1,4

d) 4,3,2,1

Ans c

Q62: Maslow’s need hierarchy is

1) safety needs

2) esteem needs

3) physiological needs

4) self actualisation needs

5) socio cultural needs

a) 1,2,3,4,5

b) 2,3,4,5,1

c) 3,1,5,2,4

d)2,5,3,1,2

Ans c

Q63 : Giles described __________ ,___________,__________________,and____________  as the functions of marketing

a) marketing planning, transportation, public relations, finance

b) product development, after sales services, marketing research, public relations

c) finance, collection, transportation, purchasing

d) none of the above

Ans b

Q64 : Arrange the following steps of New Product Development

1) product development     2) concept testing    3) test marketing       4) idea screening

a) 1,2,3,4

b) 3,2,4,1

c) 4,2,1,3

d)2,1,3,4

Q65: Match the following
1   internal factors


i)  reference group

2   cultural factors


ii) belief & attitude

3  social factors


iii) liquid assets of consumer

4  economic factors


iv) social class

a) 1-i, 2-ii,  3-iii,  4-iv

b) 1-iii, 2-iv, 3-ii, 4-i

c) 1-ii, 2-iv, 3-i, 4-iii

d) 1-iv, 2-i, 3-ii, 4-iii
Ans c

Q66: Match the following

1 organisational factors

i) job position

2 individual factors


ii) systems

3 environmental factors

iii) persuasiveness

4 interpersonal  factors

iv) economic outlook

a) 1-ii,  2-i,  3-iv,  4-iii

b) 1-iii, 2-ii, 3-i, 4-iv

c) 1-i,  2-ii,  3iii, 4-iv

d) 1-iv, 2-ii, 3-i, 4-iii

Ans  a
Q67: The Psychoanalytical model describes
 a) drive-cue-response
 b) id-ego-superego
 c) Utility
 d) None of the above
Ans b

Q68: Identify the following
1) decision on sample plan

i) analyse the information
2) drawing conclusion


ii) collection of information

3) field work



iii) developing the research plan & research design

4) recommendations


iv) presenting the findings

a) 1-i , 2-ii, 3-iii, 4-iv

b) 1-iii, 2-i, 3-ii, 4iv

c) 1-ii, 2-iii, 3-iv, 4-i
d) none of the above

Q69: Which  is correct of the following

1) EDI 

-
Electronic data interchange

2) IMC

-
integrated marketing communication

3) IDM
-
integrated direct marketing

a) only 1

b) 1&2

c) 2&3

d) 1,2&3

Ans d
Q70: Correct the sequence

1) Outbound telemarketing

2) news campaign about the product  
3) ongoing communication

4) direct mail
a) 1,2,3,4

b) 2,4,1,3

c) 4,3,2,1

d) 3,1,4,2

Ans b

Q71: Arrange the following
1) micro marketing

2) product-variety marketing

3) customized marketing

4) mass marketing

a) 2,4,3,1

b) 1,2,4,3

c) 3,1,4,2

d) 4,2,1,3

Ans d

Q72: Match the following

1) intraorganisational environment

i) domestic and international change

2) task environment



ii) economic

3) macro environment



iii) corporate department
4) global environment



iv) market competitors

a)1-iii, 2-iv, 3-ii, 4-i

b)1-ii, 2-i , 3-iv, 4-iii

c)1-I,2-ii,3-iii,4-iv

d)1-iv,2-I,3-ii,4-iii

Ans b

Q73: Product Life Cycle (PLC) consists of

1)introduction

2)maturity

3)decline

4)growth

a) 1,2,3,4
b) 2,1,4,3
c) 1,4,2,3
d)4,3,2,1

Ans c

Q74: Match the following

1) convenience products

i) replacement appliances

2) shopping products


ii) nakshatra jewellery
3) speciality products


iii) soft drinks

4) unsought products


iv) appliances

a) 1-iii, 2-iv, 3-ii, 4i

b) 1-ii, 2-I, 3-iv, 4-i

c) 1-iv, 2-iii, 3-ii, 4-i

d) none of the above

Q75: Arrange the following

1) total set

2) awareness set

3) consideration set

4) choice set

5)  decision

a) 1,2,3,4,5

b) 2,3,4,5,1

c) 2,1,3,5,4

d) 4,1,3,5,2

Ans a
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