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ENGINEERING & MANAGEMENT EXAMINATIONS, JUNE – 2009 
MARKETING MANAGEMENT 

SEMESTER – 2 
 

Time : 3 Hours ] [ Full Marks : 70 
 

GROUP – A 

 ( Multiple Choice Type Questions ) 
 
 
 
 

1. Choose the correct alternatives for the following : 10 × 1 = 10 

i) Maturity is the ............... stage of PLC. 

 a) 2nd b) 3rd 

 c) 4th d) initial.  

ii) Consumer buying behaviour is affected by various factors that determine the 

product and brand preferences of consumers. Which of the following factors does 

not exert a significant influence on consumer buying behaviour ? 

 a) Culture influence on consumers 

 b) Social influence on consumers 

 c) Geographical location of producers 

 d) Psychological factors.    

iii) Evaluating data is the last step in the marketing research process. Identify the 

correct sequence of steps involved in this step 

 a) editing data, coding data, tabulating data, preparing research report 

 b) coding data, editing data, tabulating data 

 c) coding data, tabulating data, preparing research report.   

iv) According to Maslow’s Hierarchy of needs the top most need is 

 a) ego need b) basic need 

 c) self actualization need d) social needs.  
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v) Which of the following elements is not the criteria of segmentation ? 

 a) Demography b) Geography 

 c) Distribution d) Psychographic.  

vi) Which one of the following Ps is included in 4 Ps of marketing ? 

 a) People b) Process 

 c) Place d) Physical evidence.  

vii) The first and foremost step in the marketing research process is 

 a) identifying and defining  the marketing problem 

 b) collecting the data/information 

 c) developing the research design and research procedure 

 d) preparing the research report.    

viii) The mark-up pricing is a 

 a) cost based pricing 

 b) demand based pricing 

 c) competition oriented pricing 

 d) none of these.    

ix) What is the extension of ‘USP’ ? 

 a) Unique Selling Proposition 

 b) Unique Sales Plan 

 c) Unit Sales Plan  

 d) None of these.    

x) The first step of selling process is 

 a) approach b) presentation 

 c) prospecting d) demonstration.  
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GROUP – B 

 ( Short Answer Type Questions ) 

  Answer any three of the following questions. 3 × 5 = 15 

2. What are the different objectives of pricing ? 

3. Describe the different tools of sales promotion.  

4. Write a note on Marketing Mix.  

5. Write a note on types of market segmentation.  

6. Distinguish between marketing and selling. 

GROUP – C 

 ( Long Answer Type Questions ) 

 Answer any three of the following questions.  3 × 15 = 45 

7. What is a new product ? Discuss the steps in new product development. 2 + 13 

8. Discuss the role of Marketing Management in Hospital Industry. 

9. a) What do you mean by ‘Consumer Behaviour’ ? 

 b) Briefly discuss the different states of consumer buying process. 3 + 12 

10. ‘S-T-P’ strategy is very much important in the time of launching a product or service’. 

Discuss with example. 15 

11. What is personal selling ? Discuss the different steps in personal selling process. 4 + 11 

    

END 


