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Ref No:
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Mar ks:»69

Question No: 1 (Marks: 1) - Please choose one

Which of the following stage of product life cycleis most expensive?
» Introduction
» Growth
» Maturity
» Decline

Question No: 2 (Marks: 1) - Please choose one

In which of the following demand for the product feduces because of technological
advances, shiftsin consumer tastes and increased ‘competition?

» Introduction stage

» Growth stage

» Maturity stag

» Decline stage

Question No: 3 (Marks: 1) % Please choose one

Which of the following is the degree to which new product matches the vaues and
experiences of the individualsin the community?

» |nnovation-Communicability
» Innovationdivisibility

» Innovation compatibility
» Inrovation complexity

Question No: 4 (Marks: 1) - Please choose one

Which of the following is the leak-proof packaging that provides additional protection
for the primary container?

» Primary packaging

» Secondary packaging
» Transport packaging
» Decorative packaging
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Secondary packaging
Leak-proof packaging that provides additional protection for the primary
receptacle(s); it may include absor bent material.

Question No: 5 (Marks: 1) - Please choose one

ABC Co., a major Swedish multinational, provides an example of the power of
innovative packaging and customer thinking. ABC Co. is involved in which of, the
following types of packaging that enables milk, fruit juice, and other perishable liquid
foods to be distributed without refrigeration?

» Boxes

» Blister packs

» Cartons

» Aseptic packages

Question No: 6 (Marks: 1) - Please choose one

Which of the following brands is created specifically ta.counter a competitive threat?

» Premium brand
» Economy brand
» Fighting brand
» Corporate brand

Question No: 7 (Marks: 1) ' Please choose one

Which of the following is ahame,term, sign, symbol, design, or acombination of these,
that identifies the product or service?

» Label

» Co-brand

» Brand

» Product

Question No: 8 (Marks: 1) - Please choose one

When two'or more well known brands are combined in an offer it iscalled:

» Private brand
» Multibrands
» Co-brand
» New brand

Question No: 9 (Marks: 1) - Please choose one

To attract customers into stores, the store advertisesits milk at a price less than cost,
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hoping that customers will purchase other groceries aswell. Milk is acting as which of
the following?
» Premium item
» On- saleitem
» Discounted item
» Loss leader

Question No: 10 (Marks: 1) - Please choose one

Which of the following way of advertising can be used to attract passing pedestrian®?

» Sponsorships

» Commercials

» Billboards

» Catchy jingles

Question No: 11 (Marks. 1) - Please choose one

Which of the following is the basic role of promotion?
» Interpretation
» Communication
» Manipulation
» Information
Reference:
Promotion is communication that builds and maintains favorable rel ationships by
informing and persuading....

Question No: 12 (Marks: 1) - Please choose one

Which of the following ISNOT generally recognized as an element of the promotion
mix?

» Salespromotion
» Pricing

» Public relations
» Advertising

Question No: 13 (Marks. 1) - Please choose one

IMC stands for what?
» Internal marketing community
» Integrated managing company
» Interna marketing communication
» Integrated marketing communication
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Question No: 14 (Marks: 1) - Please choose one

Which of the following offers an incentive to buy a product?
» Direct mail
» Public relations
» Sales promotion
» Advertising

Question No: 15 (Marks. 1) - Please choose one

Which of the following is NOT a medium used for advertising?
» Publicity
» Print media
» Television
» Radio

Question No: 16  (Marks: 1) - Please choose one

Lost-and-found advertising on papyrus was common in which of the following:
» Rom and India
» Greece and India
» Rom and China
» Greece and Rom

Question No: 17 (Marks: 1) - Please choose one

Which of the following is NOT the form ofscomplex sales?

» Real estate development

P Large fleet vehicle sales

» Mining equipment sales

» Commercial goods sales
Ref:

Question No™18 (Marks: 1) - Pleasechooseone

Whichgtype of salesinvolveslong sales cycles with multiple decision makers?

» Electronic sales
» Consultative sales
» Complex sales

» Direct sales

Question No: 19 (Marks: 1) - Please choose one

Which of the following is an advantage of sales force management system for marketing
manager?
Note: Solve these papers by yourself
This VU & . : ble f, ved tent
www. vuaskari, com



Composed & Solved
Hafiz Salman Majeed & Maha Shah
Vu Askari Team
www.vuaskari.com

P Identifying the best customers

» Identifying segments within market
» Identifying target market

> All of the given options

Question No: 20 (Marks: 1) - Please choose one

Identify the type of promotion in which companies use celebrities for promotion.
» Persona selling
» Sales promotion
» Publicity
» Public relation

Question No: 21 (Marks: 1) - Please choose one

What isthe intention of vertical marketing for retailers and whol esalers?
» Increase cost
» Reduce channels
» Reduce control
» Increase control

Question No: 22 (Marks: 1) - Please choose one

Which of the following is NOT a production‘decision?
» Delivery of goods
» Contracting

» Planning process
» Scheduling

Question No: 23 (Marks: 1) - Please choose one

Which of the following, is a performance measure of efficiency of organization's
logistics?

» Logisticstengineering
» Marketalogistics

» Landed cost

» Matket growth

Question No: 24 (Marks: 1) - Please choose one

Which of the following is NOT a method of retailing?
» Counter-service
» Cross-sdling
» Self-service
» Online shop
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Question No: 25 (Marks: 1) - Please choose one

Which of the following is NOT a psychological need?

» Need for affection
» Need for food
» Need for water

» Need for sleep
Ref:

http://en.wikipedia.org/wiki/Maslow%27s_hierarchy of needs

Question No: 26 (Marks: 1) - Please choose one

Identify the projective technique in which a picture is shown and respondents are asked
to make the story.

» Role playing

» Cartoon test

» Story completion

» Thematic apperception test

Question No: 27 (Marks. 1) - Please cheosetne

A corporate VMS has the advantage of controlling.the entire distribution chain under
which of the following?

» A few intermediaries

» Mass distribution

» Single owner ship

» A profit-maximizing strategic plan
Ref:

Question No: 28 (Marks: 1) - Please choose one

Globa markets are engaged in al of the following decisions EXCEPT:
» What coumtry to enter in?
» How towenter?
» How to adopt their product and services?
» What to sell to governmental organization?

Question No: 29 (Marks: 1) - Please choose one

Which of the following involves the use and disposal of products as well as the study of
how they are purchased?

» Consumer performance

» Consumer response

» Consumer behavior

» Consumer relationship
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REF:

Question No: 30 (Marks: 1) - Please choose one

Maslow's hierarchy has alist of human needs from the most pressing to the |least
pressing. These include all of the following EXCEPT:

» Self-actualization

» Need recognition

» Safety needs

» Socia needs

Question No: 31 (Marks. 1) - Please choose one

are the sum of the and for any given level of production.
» Fixed costs; variable; total costs

» Fixed costs; total; variable costs
» Variable costs; fixed; total costs

» Total costs; fixed; variable costs

Question No: 32 (Marks: 1) - Please choose oné

Which of the following concepts is defined asthe “responsiveness of the quantity
demanded of agood or service to a change in itSpriee”?

» Price elasticity

» Break-even pricing

» Demand curve

» Target cost

Question No: 33 (Marks: 1) \ - Please choose one

What are the tasks of the sales representative?

» Informing cadstomers; information gathering; persuasion

» Installation and demonstration of products; project management; maintaining
relationships

» Prospeeting clients; relationship management; monitoring the competition

» All of the above

Question'No: 34 (Marks: 1) - Please choose one

Any paid form of nonpersonal presentation and promotion of ideas, goods, or
services by an identified sponsor is called

» Sales promotion

» Direct marketing

> Advertising

» Persona selling
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Question No: 35 (Marks: 1) - Pleasechoose one

M ulti-component video newsreease (VNR’S) is one of the tools of:
» Advertising
» Sales promotion

» Direct marketing
» Publicity

Question No: 36 (Marks: 1) - Please choose one

“Unwillingness to change thought patterns that we have used in the past jn theface
of new circumstances’ is showing which of the following concepts?

» Conservatism and inertia

» Experiential limitations

P Selective perception

» Source Credibility bias

Question No: 37 (Marks: 1) - Please choose one

Global Market isaso called as:

» Consumer market
» Import market

» Export market

» Government market

Question No: 38 (Marks: 1) -‘Rlease choose one

A good marketing strategy weuld be to promote the extensive use of market
segmentation in the:

» Introduction

» Growth

» Maturity

» Decline
For ref

Question No: 39 (Marks: 1) - Please choose one

Pricing a product at 4.99 Rsrather than 5 Rsis an example of which of the following?
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» Unit pricing

» Odd pricing

» Round down pricing
» One price policy

Question No: 40 (Marks: 1) - Please choose one

The opportunity to deduct 2 percent from the bill if payment is made within 10 daysisa
» Trade discounts
» Quality discounts
» Cash discount
» Off price discounts

Question No: 41 (Marks: 1) - Please choose one

If the firm'saverage total cost isequal to the price of the product at profit maximization
then at what mode of operation the firm would be?

» Economic profit

» Normal profit (Page-50)
» Loss minimizing

» Shut down

Question No: 42 (Marks: 1) - Please ¢choose one

If the price of product is between avérageteta cost and average variable cost at profit
maximization then at what mode efigperiation the firm would be?

» Economic profit

» Normal profit

» Loss minimizing: (Page-50)

» Shut down

Question No: 43, (Marks. 1) - Please choose one

Industrial purchases usually refer to deal with:
» Retalers
» \Wholesders
» Agents
» Manufacturer

http://books.googl e.com.pk/books? d=galUQds55qtM C& pg=PA 4& dg=industrial +purchas
es+goods& hl=en& ei=JeINTfmCCJISA4QaA 1dmnCQ& sa=X & 0i=book_result& ct=result

& resnum=5& ved=0CDsQ6A EwBA#v=onepage& g=industrial %20purchases%20goods&

f=false

Question No: 44 (Marks: 1) - Please choose one
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Intense distribution:

» Involves the selection of small number of retailers
» Isusually used in the distribution of Candies and chewing gum
» Requires very little use of whole sellers
» Bypass the intermediaries
REF:

Question No: 45 (Marks: 1) - Please chposeone

You are going to take a decision about a purehase and your decision is influenced by
initial information you collected from a soureeé: |dentify the decision making style in this
Situation.

» Repetition bias

» Group decision

» Anchoring (PAGE-101)

P Selective perception

Question No: 46 (Marks: 1) - Please choose one

Which of the following statements most closely relates to the consumer decision
process?
» Animportant factor in problem recognition is changed financial status
» Therearetwo major steps: internal search and external decision making.
> Attitude triggers the consumer decision process
» Routine purchases require both evaluation and search

Question No: 47 (Marks: 1) - Please choose one

Marketing strategies that have been successful in one country often cannot be applied
directly in international markets due to which of the following?

» Political differences
» Social differences
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» Cultural differences
» Economic differences

Question No: 48 (Marks. 1) - Please choose one

The survey method of collecting data includes which of the following?

» Observations
» Personal interviews
» Reports
» Internal salesdata
2
FINALTERM EXAMINATION
Spring 2010

MKT501- Marketing Management (Session - 4)
Time: 90 min
Marks: 69

Question No: 1 (Marks: 1) - Please chogse one

Which of the following are the products bought.by. individuals and organizations for
further processing or for use in conducting abusi ness?

» Specialty

» Industrial

» Shopping

» Consumer
Reference:
Industrial product: Products bought by individuals and organizations for further
processing or for usein conducting a business.

Question No: 2 _(“Marks: 1) - Please choose one

Introducing a new, product into the market is called:

» Commercialization

> EXxperimenting

» Beta testing

» Test marketing
Reference:
Commercialization is the process or cycle of introducing a new product into the
mar ket

Question No: 3 (Marks: 1) - Please choose one

In which of the following, the marketer tries his best to include word of caution for using
the product?
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» Labeling
» Packaging
» Bundling
» Positioning

Question No: 4 (Marks: 1) - Please choose one

Which of the following best describes 3/10 net 40 ROG?

» The buyer must pay within 10 days of receipt of goods but will receive 3%
discount if paid in 10 days

» The buyer must pay within 3 days of receipt of goods but wil¥eceive’10%
discount if paid in 40 days

» The buyer must pay within 10 days of receipt of goods but will receive 3%
discount if paid in 40 days

» The buyer must pay within 40 days of receipt of goods but will receive 3%
discount if paid in 10 days
Reference:
(P#43) Example

Question No: 5 (Marks: 1) - Pleasecheoseone

Of the following, what refers to raising awareness about specific issues and to modify
public attitudes?

» Public service announcement

» TV commercials

» Enrichment and education

» Public relations
Reference:
Public Service Announcements (PSAS) are non-commercial advertisements focusing on
socia issues. They are intended to modify public attitudes by raising awareness of a
specific issue or concern.

Question No: 6 (Marks: 1) - Please choose one

A company manufactures shoes. The company incurred costsi.e. Rs.500, 000 for rent of
the factory, Rs.20000 for transportation cost, Rs. 100, 000 for e ectricity bill and Rs. 600,
000 for raw material consumed. The variable cost for the company is Rs:

» 720,000

» 700,000

» 600,000

» 500,000

This VU Group is not ble ved content
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Question No: 7 (Marks: 1) - Please choose one

In analyzing and building up a product portfolio a company can use:
» Boston Consulting Group matrix
» Contribution Margin analysis
» General Electric model
» All of the given options
Reference:
Lecture 25 Page 54

Question No: 8 (Marks: 1) - Please choose one

Which of the following is the basic role of promotion?
» Interpretation
» Communication
» Manipulation
» Information
Reference:
Promotion is communication that builds and maintains favorable rel ationships by
informing and persuading....

Question No: 9 (Marks: 1) - Please choose one

Which of the following is NOT method ofypromotion?
» Direct mail
» Public relations
» Retailing
» Advertising
Reference:
L ecture 26 Page 56

Question No10,\( Marks: 1) - Please choose one

Which of thefellowing offers areason to buy the product?

» _Coupons

» Sales promotion

» Price pack deal

> Advertising
Reference:
Besides the above marketing techniques, sales promotion is another important
consideration when the product isin the introductory phase. According to Kotler and
Armstrong in Principles of Marketing, "Sales promotion consists of short-term incentives
to encourage purchase or sales of a product or service. Whereas advertising offers reasons
to buy a product or service, sales promotion offers reason to buy now." Promotions can
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include free samples, rebates, and coupons.

Question No: 11 (Marks. 1) - Please choose one

How marketing manager can develop strategies for each product using information from
sales force management system?

» Using communication mix variables

» Using marketing mix variables

» Using product mix variables

» Using promotion mix variables
Reference:
Developing marketing strategies for each of your products using the marketing mix
variables of price, product, distribution, and promotion
http://www.wordiq.com/definition/Sales force_management_system

Question No: 12 (Marks. 1) - Please choose one

In which of the following the sal es force management systems are used?
» Sdlling and management
» Marketing and advertisement
» Management and marketing
» Management and advertisement
Reference:
Sales force management systems are used in the management and marketing worlds to
streamline and automate everyday sales processes and functions.

Question No: 13 (Marks. 1) \ - Please choose one

Which of the following is areaflymade business, transferred from one place to other?

» Whole selling

» Retailing

» Franchising

» Direct’Selling
Reference:
http://en.wikipedia.org/wiki/Franchising

Question No: 14 (Marks: 1) - Please choose one

A vertical marketing system (VMS), in which independent firms at different levels of
production and distribution, join together through contracts to obtain more economies or
sales impact than they could achieve alone. What does this statement refers to?

» Corporate VMS
» Conventional VMS
» Administered VMS

Note: Solve these papers by yourself
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» Contractual VMS
Reference:
A contractual VMS isavertica marketing system in which independent firms at different
levels of production and distribution join together through contracts to obtain more
economies or sales impact than they could achieve alone

Question No: 15 (Marks: 1) - Please choose one

Which of the following is atype of vertical marketing system?

» Franchise

» Direct selling

» Mail order

P> Retailing
Reference:
A vertical marketing system (VM S) isadistribution channel structurein which
producers, wholesalers, and retailers act as a unified system.

Question No: 16  (Marks: 1) - Please choose oné

Which of the following is NOT included in logistigs?

» Purchasing
» Transporting
» Storage
» Financing
Reference:
Lecture 38 Page 94

Question No: 17 (Marks: 1) - Please choose one

In how many ways the.consumer buying behavior can be analyzed?
» Five
» Four
» Three
» Two
Reference:
Lecture 40 Page 99

Question No: 18 (Marks: 1) - Please choose one

Which of the following isNOT a psychologica need?

» Need for affection
» Need for food

» Need for water

» Need for sleep

Note: Solve these papers by yourself
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Reference:
Social needs for belonging and affection.

Question No: 19 (Marks. 1) - Please choose one

Which of the following is an opportunity in an organization?

» Competitors developing new products

» The relaxation or abolition of international tariffs
» New machinery or equipment

» Lack of computing expertise

Question No: 20 (Marks: 1) - Please choose one

In which of the following research technique data is not analyzed stetistically?

» Qualitative
» Quantitative
» Operational
» Functional
Reference:
Lecture 44 Page 109

Question No: 21 (Marks: 1) - Please choose one

What does RFP stand for?

» Request for proposal
» Response for price
» Response for product
» Request for promotion
Reference:
Lecture 31 Page 72

Question No22,\( Marks: 1) - Please choose one

The Cargo business covers which of the following decisions under the marketing mix
strategy?

» Product

» Price

» Placement
» Promotional

Question No: 23 (Marks. 1) - Please choose one

In which section of the marketing plan you would find the detailed information about the
marketing environment, market trends, customers and competitors?

Note: Solve these papers by yourself
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P Situation analysis
» Product/market background
» Marketing strategies
» Market analysis
Reference:
Lecture 7 Page 15

Question No: 24 (Marks: 1) - Please choose one

Which of the following strategies requires premium pricing?
» Target market strategy
» Market segmentation strategy
» Differentiation strategy
» Cost leadership strate gy
Reference:
Lecture 10 Page 20

Question No: 25 (Marks: 1) - Pleasechoose one

Which of the following is the total process of moving’goeds ffom a manufacturer to a
customer in the most timely and cost-efficient snanner possible?

» Financing

» Logistics

» Warehousing

» Storing
Reference:
Logistics is the process of moving goods from a manufacturer to a customer in the most
timely and cost-efficient manner possible

Question No: 26 (Marks: 1) - Please choose one

Which of the following.isNOT included in the financial summary of a marketing plan?
» Pro-forma income Statement
» Month-by-month agenda
» Breakeéven,analysis
» Asstmptions
Reference:
Financial Summary
Assumptions, pro-forma monthly income statement, contribution margin analysis,
breakeven analysis. This information must be very formally done at this stage

Question No: 27 (Marks: 1) - Please choose one

Various studies have indicated that good sales people have various traits including which
of the following?

» Soft-spoken

» Honest
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» Persistency
> All of the above
Reference:

Question#17

Question No: 28 (Marks: 1) - Please choose one

Which one of the following functions is being performed by wholesaler svhen they
provide a sales for ce that helps manufacturers reach many small business,custemers
at arelatively low cost.

» Selling and promoting

» Bulk breaking

» Financing

» Market information
Reference:

Page 189 Point No 5

Question No: 29 (Marks: 1) - Please choose one

Which of the following optionsiteflects the advantage of window shopping?

» We get afamiliarity of the new items

» We can comparg the brand, price and color of the items
» We spend time in an enjoyable way

» All of the given options

Question No: 30 (Marks: 1) - Please choose one

In aecentyears, has been growing fast. This includes selling to final
consumersthrough direct mail, catalogs, telephone and the I nter net.

» Specialty store
» Shopping center
» Superstore
» Nonstore retailing
Reference:
Non storeretailing : selling to final consumers through direct mail, catalogs, tel ephone,

Note: Solve these papers by yourself
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the internet, tv home shopping, home and office parties, and door to door

Question No: 31 (Marks: 1) - Please choose one

“The ideas or images attached by the supplier (for example by advertising)” reflect
which of the following stimuli received by consumer from hisor her environment?
» Social
» Significative
» Symbolic
» Public
Reference:
Lecture 40 Page 98

Question No: 32 (Marks: 1) - Please choose one

In which of the following resear ches, resear cher creates,a quasi<aktificial
environment to control spuriousfactorsand then manipulates at,least one of the
variables?

» Qualitative marketing research
» Quantitative marketing research
» Experimental techniques
» Observational techniques
Reference:
Lecture 44 Page 109

Question No: 33 (Marks: 1) - Please’€hoose one

The focus of marketing management,is:

» Analysis of market

» Coordination amOng market players

» Distribution of preducts

» Beneficial exchange between customers and producers
REF:
I n other wogds, Mar keting management refers to planning, organizing, directing and
control offthe aétivities which facilitate exchange of goods and services between
produeégs and consumers or users of products and services. Thus the focus of
marketing Management is on achieving desired exchange outcomes with the target
markets.

Question No: 34 (Marks: 1) - Please choose one

The classification of consumer goods into the categories of convenience, shopping, and
speciaty goods are based upon:

» The marketing manager’ s decision

» The consumer’sinput

» Theindustry’s perception

Note: Solve these papers by yourself
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» Consumer buying habits

Question No: 35 (Marks: 1) - Please choose one

Among the following, the items that woul d seldom be test marketed are:
» Instant coffees
» Microwave ovens
» Breakfast cereds
» Cosmetics
Reason:-
Teacher Said.

Question No: 36 (Marks: 1) - Please choose one

Creating a package design that features a gold crest with a heavy maréon‘aecent is away
of assisting in marketing the product by which of the following?

» Making the product more convenient to use

» Producing a package that can be easily used

» Evoking the product image through package design
» Producing package that is cost effective

Question No: 37 (Marks: 1) - Please choose one

Which of the following is quick in innovation?
» Capital goods
» Food items
» Industrial goods
» I T products

Question No: 38 (Marks: 1) - Please choose one

In an industry with many‘competing brands, which of the following would be used for
new products?

» Competitive pricing
» Penetration pricing
» Skimming pricing
» Cost plus pricing

Question No: 39 (Marks: 1) - Please choose one

Costs that do not vary with production or sales level are referred as
» Fixed costs
» Variable costs
» Total costs
» Unit costs

Note: Solve these papers by yourself
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Question No: 40 (Marks: 1) - Please choose one

Which is the most common method used to set the pricing structure?
» Having the sales representative set the prices
» Having the industry set the prices of firm
» Having the government set the prices for the firm
» Having a pricing committeeto set theprices

Question No: 41 (Marks. 1) - Please choose one

Manufacturers of shampoos often send out free samples of their prod the
magazines. This illustrates the use of which of the following elem otional
mix?

» Personal selling
» Sales promotion
» Direct mail

» Advertising o
Question No: 42 (Marks: 1) - Pleasechooseo

» Rebates

» Coupons z %

Which of the following offers cash to customers ases aspecific product within
a specified time period?

» Contests

» Free travel

Reference: ,(\
A cash-back or rebate program is a program in which you reward customers with a cash

rebate. This could be a dollar amount or a percentage. Y ou might do thisin a number of

might offer a rebate based on some other criteria

Questi 0:43 (Marks. 1) - Pleasechooseone

Aceordir many sal es management experts, the very essence of sales processis:
» Prospecting
» Presentation
» Approach
» Close of sale
Reference:
Many sales management experts consider prospecting to be the very essence of the sales
process.
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Question No: 44 (Marks: 1) - Please choose one

Negotiation isaso cdled as.

» Dispute formation
» Disputeresolution
» Dispute communication
» Dispute propagation
Reference:
Lecture 32 Page 75

Question No: 45 (Marks. 1) - Please choose one

Business firms that operate between producers and consumers are called:

» Intermediaries
» Retalers
» Wholesaers
» All of the given options
Reference:
Marketing Intermediaries
Middlemen, are the marketing institutions in the distribution channel
Business firms that operate between producers and consumers or industrial purchasers

Question No: 46 (Marks: 1) - Pleaseehoose one

When individual s open saving account, buy life insurance, or join health clubs to
improve their physical conditions, they'are probably seeking to satisfy their:

» Esteem needs

» Safety needs

» Socia needs

» Physiological needs

Question No™4Z (Marks: 1) - Pleasechooseone

Marketing\research consists of generating information to:

» Identify and define marketing opportunities
» Evaluate marketing actions

» Monitor marketing performances

» All of the given options

Question No: 48 (Marks. 1) - Please choose one

During an exploratory research, aresearcher may:

Note: Solve these papers by yourself
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» Conduct a salesanalysis
» Discuss the problem with the sales personnel
» Conduct marketing cost analysis
> All of the given options

3
FINALTERM EXAMINATION
Spring 2010
MKT501- Marketing Management (Session - 4)
Ref No:
Time: 90 min
Marks: 69

Question No: 1 (Marks: 1) - Please choose one

Critical path analysisis a part of which of the following?
» Implementation stage
» Marketing strategies
» Executive summary
» Financial summary
Reference:
Lecture 8 Page 16

Question No: 2 (Marks: 1) - Pleaselehoose one

Packaging used for the ice creamsiis anexample of which of the following?

» Decorative packaging
» Transport packaging
» Secondary packaging
» Primary packaging

Question No*3m(\Marks: 1) - Please choose one

A brand targeted to a high price elasticity market segment is called:

» Premium brand
» Economy brand
» Fighting brand
» Costly brand

Reference:
An Economy brand is abrand targeted to a high price elasticity market segment

Question No: 4 (Marks: 1) - Please choose one

All of the following are true about price EXCEPT:

Note: Solve these papers by yourself
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» Priceisindependent of the other elements of the marketing mix
» Priceisthe monetary value of a product
» Priceis most flexible tool in the marketing mix
» Priceis marketing mix element which produces revenue
Reference:
Page 39

Question No: 5 (Marks: 1) - Please choose one

Which of the following price will be used for the heart pacemaker?
» Skimming price
» Penetration price
» Psychological price
» Premium price
Reference:
Lecture 18 Page 39

Question No: 6 (Marks: 1) - Please choose one

During which year a revolution came that transforméd;advertising into a modern, more
scientific approach in which creativity was foeused making advertisements interesting to
read?

» 1913s

» 1940s

» 1960s

» 1930s
Reference:
Lecture 28 Page 61

Question No: 7 (Marks: 1) - Please choose one

When was mass medi&.i ntroduiced?

» 1950s

> 1940s

» 1930s

» 1920s
Reference:
Lecture 29 Page 65

Question No: 8 (Marks: 1) - Please choose one

A company is offering areduced price if you buy two t-shirts instead of just one. Identify
the type of price discrimination?

» First degree discrimination

» Forth degree discrimination

» Third degree discrimination

Note: Solve these papers by yourself
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» Second degree discrimination

Question No: 9 (Marks: 1) - Please choose one

Which of the following offers an incentive to buy a product?
» Direct mail
» Public relations
» Sales promotion
» Advertising

Question No: 10 (Marks: 1) - Please choose one

Nido has advertised that get 5% extra milk for the same price. Identify the type of
consumer sales promotion technique used by Nido.
» Cents-off deal
» Price deal
» Loyalty rewards program
» Price-pack deal
Reference:
Lecture 27 Page 60

Question No: 11 (Marks: 1) - Please chooseene

All of the following are the objectives of saleSprometion EXCEPT:
» Personal interaction between two or more people
» Invites and rewards quick consumerresponse
» Offers strong incentives to buy:
P Attracts consumer attentiont

Question No: 12 (Marks? 1w - Please choose one

What does BATNA stands for?

» Thebest alternative to a negotiated agreement
» The best available to a negotiated agreement
» The bestralternating to a new agreement
» Thebestavailable to a new agreement
Reference:
Best dternative to a negotiated agreement (batna)

Question No: 13 (Marks: 1) - Please choose one

How marketing manager can develop strategies for each product using information from
sales force management system?

» Using communication mix variables

» Using marketing mix variables

» Using product mix variables

» Using promotion mix variables

Note: Solve these papers by yourself
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Reference:

Devel oping marketing strategies for each of your products using the marketing mix
variables of price, product, distribution, and promotion
http://www.wordiq.com/definition/Sales_force_management_system

Question No: 14 (Marks: 1) - Please choose one

Which of the following is the combination of institutions through which a seller, market
products to the user?

» Marketing logistics

» Supply chain management

» Distribution channel

» Inventory management
Reference:

Question#1

Question No: 15 (Marks: 1) - Please chooseone

Outbound operations, including all fulfillment activities and transportation to customers
are which type of supply chain management activities?

» Strategic level
P Tactical level
» Operational level
» Functional level
Reference:
Lecture 37 Page 91 & 92

Question No: 16 (Marks: 1) - Please choose one

What does GSCE.stand for?

» Global Supply Chain Forum

» Global Supply Chain Federation

» Global Supply Chain Finance

» Greater Salina Community Foundation
Reference:
Global Supply Chain Forum (GSCF).

Question No: 17 (Marks: 1) - Please choose one

Which of the following is a supply chain management model promoted by the Supply-
Chain Council?

Note: Solve these papers by yourself
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» SCOR

» GSCF

» SCM

» CRM
Reference:
SCOR is asupply chain management model promoted by the Supply-Chain Council.
Another model isthe SCM Model proposed by the Globa Supply Chain Forum (GSCF).

Question No: 18 (Marks: 1) - Please choose one

Which of the following is an example of agency based saes?

» Web selling
» B2 Bselling
» Advertising
» Real estate
Reference:
Lecture 31 Page 73

Question No: 19 (Marks: 1) - Please chposeone

What isthe input of consumer behavior?
» Response
» Stimuli
» Actions
» Reactions
Reference:
Lecture 40 Page 98

Question No: 20 (Marks: 1) - Please choose one

Which of the following.is,considered as a strength to an organization?

» Competitors developing new products
» New machinery or equipment

» Lack"efcomputing expertise

» A new or developing market

Question'No: 21 (Marks: 1) - Please choose one

Products that are usually purchased due to adversity and high promotional back up rather
than desire are called:

» Sought goods

» Unique goods

» Unsought goods
» Preferred goods

Note: Solve these papers by yourself
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Reference:
Lecture 4 Page 8

Question No: 22 (Marks. 1) - Please choose one

Retailers are the part of:

» Broad environment
» Weak environment
» Task environment
» Competitive environment

Question No: 23 (Marks: 1) - Please choose one

In which section of the marketing plan you would find the detailed information about the
marketing environment, market trends, customers and competitors?

» Situation analysis

» Product/market background

» Marketing strategies

» Market analysis

Reference:

Lecture 7 Page 15

Question No: 24 (Marks: 1) - Please choose one

For which of the following products{would the manufacturer be more likely to use
selective distribution?

» Bags of potato chips

» Paper clips

» Microwave ovens

» Nail clippers
Reference:

Question#17

Question No: 25 (Marks: 1) - Please choose one

Fixed costs as the number of units produced increases.
» Decrease
P Increase
» Dividein half
» Remain the same

Question No: 26 (Marks: 1) - Please choose one

are the sum of the and for any given level of production.
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» Fixed costs; variable; total costs
» Fixed costs; total; variable costs
» Variable costs; fixed; total costs
» Total costs; fixed; variable costs

Question No: 27 (Marks: 1) - Please choose one

In which of the following machinesyou insert a coin, select a song and song startsto
play at your own choice?

» Black box

» Lock box

» Juke box

» Pandora box

Question No: 28 (Marks: 1) - Please choose one

Whenever bread comesin your mind; you usually think of.a limited number of
brand names. It reflects which one of the following concepts?

» Mind Share
. Dominant mind share
. > Market share
. P> Relative market share

Question No: 29 (Marks: 1) - Please choose one

Which one of the following functions 1S being performed by the wholesaler when
they achieve savings for their custemers through buying carload lots and segregate
it into smaller units?

» Bulk breaking
. > Selling and promoting
. > Financing
. > Transportation
Reference:
Bulk breaking: wholesalers achieve savings for their customers through buying inlarge

carload lots and breaking the bulk into smaller units.

Question No: 30 (Marks: 1) - Please choose one

Which one of the following wholesalers is involved in carrying stock of Air
Conditioner (AC), offering credit to its customers, providing quicker deliveries and
assistance of installation to its customer s?

Note: Solve these papers by yourself
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» Full-Service Wholesaler

. Limited-Service Whol esaler

. > Merchant Wholesaler

. P Exclusive distributor
Reference:
Full-service whol esaler—a channel merchant performing or offering a full-range of
marketing functions; i.e., assortments, advice, return privileges, delivery, credit, and
promotion.

Question No: 31 (Marks: 1) - Please choose one

Which of the following shopping involves walking through a shopping.disthict or
mall with the purpose of looking at the displaysin each retail store?

» Window shopping

. > Online shopping

. > Actual shopping

. > Virtual shopping
Reference:
Window shopping is a fun and inexpensive pastime enjoyed by people all over the world.
The process involves walking through a shopping district or mall with the express
purpose of looking at the window displays for each retail store in the area. People may
choose to window shop as away to pass the time, get ideas for displays that can be used
at home, or to collect some inspiration for future gift giving.

Question No: 32 (Marks: 1) _~=\Please choose one

Which one of the following s NOT included in a model “AIUAPR” of buyer
decision making model?

. > Understanding

. P> Procurement

. P> Repeat purchase

. > Understanding
Reference:
Lecture 41 Page 100

Question No: 33 (Marks: 1) - Please choose one

In which of the following, decisions are unduly influenced by initial information
that shapesour view of subsequent information?

. » Anchoring
. » Group decision

Note: Solve these papers by yourself
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. P Conservatism and inertia
. P Faulty generalizations
Reference:

Lecture 41 Page 101

Question No: 34 (Marks: 1) - Please choose one

Theneed for the security of employment and security of revenuesreflects which of
the following needs.

. » Physiological needs
> Self-actuadlization

. » Love/belonging needs
. P> Safety needs
Reference:

Lecture 42 Page 104

Question No: 35 (Marks: 1) - Please choose one

Which of thefollowing isNOT a safety need?

P Security of revenues and resources
. » Moral and physiological security
. > The need to regulate body temperature
. B> Security of employment

Reference:

Lecture 42 Page 104

Question No: 36 (Marks: 1) - Please choose one

In which of the following resear ches, resear cher creates a quasi-artificial
environment to contraol*spurious factors and then manipulates at least one of the
variables?

. P> Qualitative miarketing research
. P Quantitative. marketing research
. P Experimental techniques
. P> Observational techniques
Reference:
Lecture 44 Page 109

Question No: 37 (Marks: 1) - Please choose one

Which of the following isthe part of implementation section of marketing plan?

. P> Critical path analysis
. B> Physical distribution
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. > Competitor indexing
. » Brand equity
Reference:

Lecture 8 Page 16

Question No: 38 (Marks. 1) - Please choose one

In which of the following strategies the firm shows no proactive or little proactive
approach?

» Prospector strategy
» Analyzer strategy
» Innovator strategy
» Reactor strategy
Reference:
Lecture 9 Page 18

Question No: 39 (Marks: 1) - Please choose one

Which of the following is a basic characteristic of a shopping'good?
» Storeimageisunimportant if priceislow
» Brand is most important variable

» Product is exclusive
» Product location needs to be convenient

REF:
Shopping goods: Goods for which thgcolsiimer compares prices, quality, and stylein
several stores; the purchase can b&delayed; the purchaseisrelatively infrequent (small

appliance, clothing).

Question No: 40 (Marks: 1) - Please choose one

Which of the following.is,a brand created and owned by alarge retailer of a product after
purchasing in bul k. gquantity:from manufacturer?

» Co-brand
» Private brand
» Manufacturer's brand
p Liicensed brand
Reference:
Lecturel7 Page 36

Question No: 41 (Marks: 1) - Please choose one

Which of the following is the pricing objective mentioned most frequently by four out of
every five firms?
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» Meeting competitors' prices
» Target return on sales
» Sales maximization
» Revenue maximization
Reference:
The pricing objective mentioned most often was profit maximization by nearly 90 per
cent

Question No: 42 (Marks: 1) - Please choose one

Reductions in price offered to consumers, industrial users, or channel membefs for
prompt payment of a bill are known as:

» Trade discounts

» Quality discounts

» Cash discount

» Off price discounts
Reference:
Cash Discount : A price reduction offered to a consumer, an industrial user, or a
marketing intermediary in return for prompt payment of abill.

Question No: 43 (Marks. 1) - Please chtoseone

Costs that do not vary with production or saléslevel are referred as
» Fixed costs
P Variable costs
» Total costs
» Unit costs

Question No: 44 (Marks: 1) - Please choose one

Promotion can be economically important because:
» It provides employment for thousands of people
» It increasesales volume
» |t subsidizes the communication media
» All of the given options

Question No: 45 (Marks: 1) - Please choose one

Advertising and sales promotion are the most commonly used elements of promotion in
a

» Distribution strategy

» Product strategy

» Pushing strategy

» Pulling strategy
Reference:
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http://books.googl e.com.pk/books? d=tDPeWx6XY |QC& pg=PA 182& I pg=PA 182& dg=P
ulling+strategy+Advertising+and+sal es+promoti on+aret+the+most+commonly+used+ele
ments+of+promotion& source=bl & ots=M4p7Eethz9& sig=_ AcwXgRP3QY EtdBQPKY Z
fIwx8& hl=en& ei=dWU7TdvEOCcTa4A aex5Di Cg& sa=X & oi=book_result& ct=result&re
snum=2& ved=0CBsQ6A EwA Q#v=onepage& q& f=false

Question No: 46 (Marks: 1) - Please choose one

Which of the following refers to the consumer’ s perception of a store and the shopping
experience.

» Retail image

» Store classification

» Full service retailer

» Whed of retailing
Reference:
Retail image: Consumers' perceptions of a store and the shopping experience it
provides

Question No: 47 (Marks. 1) - Please cheosene

The personal determinants of consumer behavionihelude which of the following?

» Culture

» Family

» Society

» Individual needs and wants
Reference:
http://books.google.com.pk/books? d=LPY gF
y71V1C& pg=PT 791& | pg=PT 791& dg=personal +determi nants+of +consumer+behavi or+i
nclude& source=bl & ots=8xyppihAE4& sig=EBb9L1Q4Jzvjl zxc3I TV FFOyNm8& hl=en& e
i=9GY 7TeCoJIGB5AagusmZA Q& sa=X & oi=book_result& ct=result& resnum=3& ved=0
CCwQ6A EwA gHv=onepage& g=persona %20determi nants¥%200f%20consumer%20beha
vior%20include& f=fase

Question.NO'48 (Marks: 1) - Pleasechooseone

Which.of the following statements most closely relates to the consumer decision
process?

» An important factor in problem recognition is changed financial status

» Therearetwo major steps: internal search and external decision making.

» Attitude triggers the consumer decision process

» Routine purchases require both eva uation and search
Reference:
http://books.googl e.com.pk/books?d=fm1g5CL1 FkC& pg=PA60&|pg=PA60& dg=cons
umer+deci sion+process+internal +search+and+external +deci s on+makingé& source=bl & ot
s=d7ny11TPwF& sig=xEHffoAHV E6g8ZkKIDtsDaltlzA& hl=en& ei=2mo7TY emEleG4
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al%20deci sion%20making& f=false

4
FINALTERM EXAMINATION
Fall 2009
MKT501- Marketing Management

Question No: 1 (Marks: 1) - Pleasechoose one

Which of the following is NOT a purpose of a marketing plan?
P It assists in management control
» It assigns responsibilities, tasks and timing
» It co-ordinates marketing and production activities
P It specifies how resources are to be allocated

REF:

Question No: 2 (Marks: 1) " Please choose one

In which of the following demand for the product reduces because of technological
advances, shiftsin consumer tastes and increased competition?

» Introduction stage

» Growth stage

» Maturity Stag

» Decline stage

Question:No: 3 (Marks: 1) - Please choose one

Highest percentage of ideas for new products originates with/from which of the
following sources?

» Top management

» Customers

» Competitors

» Employees

Note: Solve these papers by yourself
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Question No: 4 (Marks: 1) - Please choose one

Which of the following is frequently used in testing the acceptance of new product
design?

» Concept development

» Business analysis

» Concurrent engineering

» Conjoint analysis (Page-28)

Question No: 5 (Marks: 1) - Please choose one

To coordinate many activities involved in launching a new product, which of,the
following can be used by the marketers?

» Consumer path scheduling

» Consumer path analysis

» Critical Path analysis

» Critical Path Scheduling

Question No: 6 (Marks: 1) - Please choose one

Which of the following has a quick response towards@a new, product?
» Opinion leaders
» Late majority
» Early mgjority
» Early adopters

Question No: 7 (Marks: 1) - Pleaseehoose one

When two or more well known brands are combined in an offer it is called:

» Private brand
» Multibrands
» Co-brand
» New brand

Question No:"8m(\Marks: 1) - Please choose one

The buyer'at ABC Furniture Store isinformed that if he/she will increase hig/her recent
order offifteen mattress sets to twenty, she will receive a 14 percent price reduction. This
offeris dueto a recent overstock condition at the factory and will not be available in the
future. What is the type of discount offered by ABC Furniture store?

» Trade

» Seasonal

» Non-cumulative Page-44
» Promotional

Question No: 9 (Marks: 1) - Please choose one

A company wants prompt payment from the customers. What type of discount will be
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suitable for the company?
» Seasonal discount
» Trade discount
» Quantity discount
» Cash discount Page-43

Question No: 10 (Marks: 1) - Please choose one

Market-penetration pricing will likely to be used most in selling which of the following
items?

» Specialty

» Convenience

» Unsought

» Pharmaceuticals

Question No: 11 (Marks: 1) - Please choose one

Which of the following is an example of variable cost?

» Materials consumed during production
» Rent of factory

» Wages of permanent employees

» Depreciation of building

Question No: 12 (Marks: 1) - Please ¢choose one

What will be the average cost per tnit ifsa firm produces 500 units a cost of Rs.100,
000?

> 200
> 150
» 100
» 50

Question No18y.\( Marks: 1) - Please choose one

‘Charging'mere for a soft drink in a vending machine than in a supermarket’, to which
conceplithi's example relates?

» Price discrimination
» Penetration pricing

» Price differentiation
» Cost-oriented pricing

Question No: 14 (Marks: 1) - Please choose one

What is the other name used for a TV commercial?
» Avert
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» Advert
» Divert
P Redirect

Question No: 15 (Marks: 1) - Please choose one

Of the following who uses the non-commercial billboards?

» Service providing organizations

» Non-profit groups and government

» Capital goods producing organizations

» Consumer goods producing organizations

Question No: 16 (Marks: 1) - Please choose one

Identify the type of commercia for “ Save wild life’.
» Traditional commercial
» Political commercial
» Public service commercial
» Local station commercial

Question No: 17 (Marks: 1) - Please chooseene

Which of the following is most profitable and requires seller to have most information
about the customers?

» Second degree discrimination

» Indirect segmentation

» Direct segmentation

» Complete price discrimination Page-52

Question No: 18 (Marks: 1) - Please choose one

Cash cows are SBU'sthat\typically generate:
» Large amounts of cash
» A lot of competition

» Large awaseness levels but few sales
» Probleéms for product managers

Question No: 19 (Marks: 1) - Please choose one

In analyzing and building up a product portfolio a company can use:
» Boston Consulting Group matrix
» Contribution Margin analysis
» General Electric model
» All of the given options
Reference:
Lecture 25 Page 54

Note: Solve these papers by yourself
This VU & s not ble £ ved content
www. vuaskari.com



Composed & Solved
Hafiz Salman Majeed & Maha Shah
Vu Askari Team
WWW.vuaskari.com
Question No: 20 (Marks: 1) - Please choose one

Which of the following is the coordination of a company’s outgoing message through
different media and ensures the uniformity of the messages?

» Marketing communication planning

» Integrated marketing communication
» Internal marketing system

» Marketing communication

Question No: 21 (Marks: 1) - Please choose one

Which of the following is NOT generally recognized as an element of theqrometion
mix?

» Sales promotion

» Pricing

» Public relations

» Advertising
Ref:

Question No: 22 (Marks: 1) - Please ¢choose one

All activities of selling, transferring‘and marketing the products through agents and
middleman is called:

» Persuasive marketing

» Indirect marketing

» Direct marketing

» Direct mail

Question No: 23\ (Marks. 1) - Please choose one

IMC stands foriwhet?
» Internalanarketing community
» Integrated managing company
» Intérnal marketing communication
» Integrated marketing communication

Question No: 24 (Marks: 1) - Please choose one

Which type of salesinvolveslong sales cycles with multiple decision makers?

» Electronic sales
» Consultative sales
» Complex sales
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» Direct sales

Question No: 25 (Marks: 1) - Please choose one

What doesBATNA stands for?

» Thebest alternative to a negotiated agreement
» The best available to a negotiated agreement

» The best alternating to a new agreement

» The best available to a new agreement

Question No: 26 (Marks. 1) - Please choose one

What is the mutual activity of negotiation and decision making?

» Compromise seeking

» Common objective PAGE-76
» Conflict between parties

» Presence of influence

Question No: 27 (Marks. 1) - Please cheosetne

What is the other term used for negotiation?

» Loss-win
» Win-win
» Win-loss PAGE-77
» Loss-loss

Question No: 28 (Marks? 1) - Please choose one

Companies are using pubdlic relation to support the sales:

» In short rundnly

» In long run only

» Inshort and long run PAGE-84
» Norie ofithe given options

Question No: 29 (Marks: 1) - Please choose one

What i1Sthe intention of vertical marketing for retailers and wholesalers?
» Increase cost
» Reduce channels
» Reduce control
» Increase control

Question No: 30 (Marks. 1) - Please choose one

What was the purpose behind the creation of supply chain management?

Note: Solve these papers by yourself
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» Less control and more supply chain partners PAGE-90 last paragraph
» More control and less supply chain partners
» More control and more supply chain partners
» Less control and less supply chain partners

Question No: 31 (Marks. 1) - Please choose one

Which of the following is an example of agency based sales?

» Web selling
» B2 Bselling
» Advertising
» Real estate PAGE-74

Question No: 32 (Marks: 1) - Please choose one

Which of the following is NOT one of the tools of public relations?
» Personal selling
» Written materials
» Special events
» Speeches

Question No: 33 (Marks: 1) - Pleaseehoose one

Which of the following is NOT amethod of retailing?
» Counter-service
» Cross-selling PAGE-94
» Self-service
» Online shop

Question No: 34, (Marks. 1) - Please choose one

The physical “aspects of the product are stimuli that the consumer receives from his or her
environment. " These are classified as aspects.

» Significative PAGE-99

» Symbolic

» Social

» Perceptual

Question No: 35 (Marks: 1) - Please choose one

At which stage of product adoption process, the consumer is stimulated to seek
information about new product?

P Awareness
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» Interest PAGE-33
» Evaluation
» Adoption

Question No: 36 (Marks: 1) - Please choose one

Which of the following is an opportunity in an organization?

» Competitors developing new products

» The relaxation or abolition of international tariffs
» New machinery or equipment

» Lack of computing expertise

Question No: 37 (Marks: 1) - Please choose one

Companies distinguish between external and internal custemento establish which of the
following?

» Selling price

» Market price

» Cost price

» Transfer price
PAGE-88

Question No: 38 (Marks: 1) - Pleaseehoose one

The success of each channel membertdepends on the performance of which of the
following:

» The manufacturen
» The channel captain
» The entire supply chain

» Key channel members
(question #86)

Question No: 39 (Marks: 1) - Please choose one

Which of the following is about managing strategically the customer’s entire experience
with the'product and company?

» Customer experience management PAGE-4
» Customer retention management

» Customer life-time value management

» Customer relationship management

Question No: 40 (Marks: 1) - Please choose one
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Which of the following concepts is used when a company wants to expand the market?

» Production concept
» Product concept
» Selling concept
» Marketing concept
Question No: 41 (Marks: 1) - Please choose one

Studying consumer behavior can provide clues about which of the following?
» Developing new product
» Product features
» Prices
> All of the given options

Question No: 42 (Marks: 1) - Please choose one

In industrial marketing "5/7 net 30' means:
» 5/7th payment in advance and balance within 30 days.
» 5% discountif paid within 7 days, otherwise full payment within 30 days.
» 5% discount if paid within 30 days, otherwise fulljpayment within 7 further days.
» 5/7th deposit with balance paid within 30 days.

Question No: 43 (Marks: 1) - Please choose one

Which of the following pricing strategies, should be used in case of stiff competition in
the market soon after the introduction of,product?

» Skimming

» Competition-oriented

» Penetration page-46

» Psychological

Question No: 44 (Marks. 1) - Please choose one

Costs that vary direetly\with the level of production are referred to as
» Fixed costs
» Variable costs
» Total costs
» Anit costs

Question'No: 45 (Marks: 1) - Please choose one

The relationship between the price charged and the resulting demand level can be shown
asthe .

» Demand curve

» Variable cost

» Target cost

» Experience curve
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Question No: 46 (Marks: 1) - Please choose one
Supply Chain Management involves getting the right product to the right customer
in the right place at the right time. Which one of the following optionsis not a part
of supply chain management?

» Planning

» Implementing

» Controlling the physical flow of goods, services, and information

» Gathering customer’s ideas for new products PAGE-91

Question No: 47 (Marks: 1) - Please choose one
ABC Company is thinking to supply its equipment and componen

States and Canada? ABC Company isinvolved in which of thefollo Jecisions?

» Place decision ° O

» Price decision °
» Promotion decision \,
» Target market decision
http://books.google.com.pk/books?d=_gfHQOLU3ig =PA291& 1pg=PA291& dg=Pr

omotion+decision+ist+used+ supply+its+equi pagen-an mponents& source=bl & ots=h
McG-

ogngB& sig=bEQFTcuQ GpZScdluuSOup2y en& ei=q0QXTfKxPle48gPZkOCD
Bw& sa=X & o0i=book_result& ct=result&, =)& ved=0CBQQ6AEWAA#v=0nepage&
g=equi pment%20and%20components¥ se

Question No: 48 (Marks: 1),% choose one
After an individual’s need for food, clothing and shelter isfilled, he or she will work
to fill which of the following S?

o

» Physiologi
» Social

» Self-

» Safety

http:// he.googleusercontent.com/search?g=cache:fOrg4ANXTHMsJ:140.114.53.170
:80 tProject/NTUTProject/Projects/Other AKMAI8_IRCD/content/Chapter_05

/A F/armstrong_mai08_tif 05.doc+After+an+individual %E2%80%99s+need+for
+food,+clothing+and+shelter+ist+filled,+het+or+she+will+work+to+fill+which+of +the+f
ollowing+needs%3F& cd=1& hl=en& ct=clnk& gl=pk

(question #135)
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What is the duration of a short-range marketing plan?

» One year or less

» Two yearsor less

» Threeyearsor less

» Four yearsor less

http://books.google.com/books? d=zb0cltqvL JUC& pg=PT 378& | pg=PT378& dg=duratio
n+of+a+short-
range+marketing+plan& source=bl & ots=InL nJaisA A& sig=0OkkCo2NUeFaHQdvamF5so
U2As5M & hi=en& ei=KiBVTMHGG8ST ONrksZ40& sa=X & 0i=book_result& et=result&r
esnum=10& ved=0CDoQ6A EwCQ#v=onepage& q& f=false

Question No: 2( Marks: 1)- Please choose one

A market leader firm can expand the total market through:
» Decreasing distribution of the product

» Introducing the new usage of the product PAGE-20
» Eliminating some features of product

» Increasing cost

Question No: 3( Marks: 1)- Please choose'one

Any tangible thingthat can be offered t@ amarket for attention, acquisition, use, or
consumption that might satisfy a wantor need iscalled:

» Service

» Product

» Demand

» Idea

Ref: Anything that cag b& offéf ed to amarket for attention, acquisition, use, or
consumption and that Rfght satisfy a want or need. I ncludes: physical objects, services,
events, persons, places,“organizations, ideas, or some combination thereof.

Question Nown4(Marks: 1)- Please choose one

Which of the following factor plays alarge and vital role in the adoption of anew ice
cream?

» Global changes

» Market influence

» Personal influence

» Fashion

Ref:

Personal influence play a key role

In case of some of the products, depending to which category they belong to , personal
influence and selling is very important. Demonstrations, experimentation, and even
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free useisgiven to influence the change in product or itsinnovation. Cosmetic items,
food items and itemsin use of household are subject to personal selling.

Question No: 5( Marks: 1)- Please choose one

Gift baskets are the example of which one of the following types of packaging?
» Decorative

» Secondary

» Shipping

» Primary

Question No: 6( Marks: 1)- Please choose one

Which of thefollowingisabrand created and owned by alarge retailer of a product after
purchasing in large quantity from manufacturer?

» Co-brand

» Private brand

» Manufacturer's brand

» Licensed brand

Ref: When large Retailers buy productsin bulk fromymanuracturers and put their own
brand name on them, thisis called Private Branding, stof€ brand, or private label.

Question No: 7( Marks: 1)- Please choose,ene

A brand targeted to a high price elasticity market segment is called:
» Premium brand

» Economy brand PAGE-37

» Fighting brand

» Costly brand

Question No: 8( Marks, 1 )- Please choose one

Which of thefollowing isan ifAdicator of high quality of the product?

» Psychological price

» Penetration price

» Premium price

» Low price

Ref: Pepple will buy a premium priced product because: They believe the high priceis
an indicatn of good quality; (handouts)

Question No: 9( Marks: 1)- Please choose one (pending)

Mr. A, marketer of XYZ Co. is selling hisice-cream in the market at Rs.20, 20% more
than his competitors' price. Still his salesare increasing. Now his aimis to maintain same
pricing. He enjoys which type of |eadership?

» Promotion leadership

» Priceleadership

» Cost leadership

Note: Solve these papers by yourself
This VU & s not ble £ ved content
www. vuaskari. com



Composed & Solved
Hafiz Salman Majeed & Maha Shah
Vu Askari Team
WwWWw.vuaskari.com

» Product leadership

REF:

Price leadership
A situation in which a company sets a price for a product and this company's mar ket
share and/or brand loyalty is so strong that other companies are compelled to match
or beat the price. The company that first changes the priceis said to show price
leadership

Product leaders are companies that dominate their markets because they continuously
offer the best and most innovative products or servicesin their industry. These
companies display the ability and determination to make products that customers,
consider superior, products that deliver more benefits than others.

Question No: 10( Marks: 1)- Please choose one
Which of thefollowingis an example of variable cost?
» Materials consumed during production

» Rent of factory

» Wages of permanent employees

» Depreciation of building

Question No: 11( Marks: 1)- Please choose one
When a company sellsa product or service ai-two @gmore prices that do not reflect the
promotional differencein cost, what isthis refefring to?
» Promotional pricing
» Differentiation price
» Pricediscrimination
» Variation pricing

Ref: http://wps.prenhall.gom/bp_kotler framework 4/86/22095/5656392.cw/index.html
see Q No. 10

Question No: 12((Marks: 1)- Please choose one
Which of the following is NOT the purpose of mass media?
» Advocaty:
» Jourpalism
» Broadcoding
» Entertainment
Ref: Mass media can be used for various purposes *Advocacy *Entertainment
eJournalism.

Question No: 13( Marks: 1)- Please choose one
Of the following, what refers to raising awareness about specific issuesand to modify
public attitudes?

» Public service announcement
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» TV commercias

» Enrichment and education
» Publicrelations

Ref:

The main concept is to modify public attitudes by raising awareness about specific
iSsues.

Question No: 14( Marks: 1)- Please choose one

Which of thefollowing way of advertising can be used to attract passing pedestrian?
P Sponsorships

» Commercials

» Billboards

» Catchy jingles

Ref: Billboards show large advertisements aimed at passingpegestfians and drivers
Question No: 15( Marks: 1)- Please choose one

Which of the following communication activities are likely to'be most effective for a
local hairdressing service?

» Publicrelations
» Word-of-mouth
» Salespromotion
» Radio advertisements

Question No: 16( Marks: 1)- Pleaseichoose one
All activities of selling, transférriig and marketing the products through agents and
middlemanis called:

» Persuasive marketing
» Indirect marketing
» Direct marketing

» Direct mail

Ref: Expaoxting your products through middleman who assumes all risks
internatiGmally is called indirect marketing in the international business.

Question No: 17( Marks: 1)- Please choose one
Nido has advertised that get 5% extramilk for the same price. |dentify the type of
consumer sales promotion technique used by Nido.

» Cents-off deal
» Pricedea

» Loyalty rewards program
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» Price-pack deal
Ref: The packaging offers consumer a certain per centage mor e of the product for
the same price (for example, 25 percent extra).

Question No: 18( Marks: 1)- Please choose one
What comes in phase three of negotiation?

» Reviewing and recapping the agreement

» Reviewing and exploring the agreement

» Exploring underlying demands and needs

» Recapping and exploring the agreement

Ref: Step 3: Exploring Underlying Needs.

Question No: 19( Marks: 1)- Please choose one

What is an outcome of communication and co-operation between salespersonnel ?
» More productivity

» Successful selling

» More market growth

» Successful team selling

REF: Better communication and co-operation'@etween sales personnel facilitates
successful team selling

Question No: 20( Marks: 1)- Please chopse one
[dentify the old name for marketing publi¢relation.

» Publicreaction

> Advertising

» Publicity

» Pressrelease

The old name for Marketing Public Relations, Kotler says, is publicity.

Question No:2L( Marks: 1)- Please choose one

Which of thefollowing is NOT the base of contract relationship?
Time

Quantity

Law

Space

Question No: 22( Marks: 1)- Please choose one

What was the purpose behind the creation of supply chain management?
» Less control and more supply chain partners

» More control and less supply chain partners

» More control and moresupply chain partners
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» Lesscontrol and lesssupply chain partners
REF:

Less control and more supply chain partnersled to the creation of supply chain
management concepts

Question No: 23( Marks: 1)- Please choose one

Which of the following selling technique relatesto actions taken by the sales person to
gain agreement to the sale?

» Closing

» Empathy

» Presentation

» Prospecting

One of the most important stages of selling is closing the deal, whieh i Stlae actions
taken by the sales person to gain agreement to the sale. There arenany closing
techniquesin sales, which are prescribed actions that salesS people take to persuade the
customer to make the necessary commitment.

Question No: 24( Marks: 1)- Please choose one

Which of thefollowingis NOT the function of, wholesaler?

» Risk bearing

» Financing

» Bulk breaking

» Production

FUNCTION OF WHOLESALERS

» Selling and promotion to retail erfs ¢ Buying and assortment

* Bulk breaking » Waréhéusing * Transportation
*Financing * Risk"earing * Market information

Question No: 25( Marks) 1 )-"Please choose one
Which of the followingiS'NOT included in logistics?

» Purchasing

» Transporting

» Storage

» Financing PAGE-95

Logisticsis about the

» Purchasing, * Transport, < Storage,
* Distribution, ¢ Warehousing of raw materials

Question No: 26( Marks: 1)- Please choose one
Which of thefollowingis NOT amethod of retailing?
» Counter-service
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» Cross-selling
» Sef-service
» Onlineshop

Question No: 27( Marks: 1)- Please choose one
Which of thefollowingis TRUE for opportunities in the SWOT analysis?
» Intemal and harmful in achieving the objectives
» Internal and helpful in achieving the objectives
» External and helpful in achieving the objectives
» Externa and harmful in achieving the objectives
REF
Opportunities are external conditions that are helpful to the achievement ofythe
objective.

Question No: 28( Marks: 1)- Please choose one

Some of theinterna attributes are harmful for the organi zationsiin achieving the
objectives. |dentify these attributes.

» Strengths

» Weaknesses PAGE-106

» Opportunities

» Threats

Question No: 29( Marks: 1)- Please chopse one

Which of thefollowing is defined asthe process of converting concepts into specific
observable behaviorsthat areseareher cam measure?

» Operationalization PAGE-110

» Conceptualization

» Generdization

» Formalization

Question No: 30((Marks: 1)- Please choose one

Which of the following technique isused by depth interviewers in which you start with
questions about external objects and external social phenomena, and then proceed to
internal attitudes and feelings?

» Hiddemissue questioning

» Laddering

» Symbolic analysis

» Focusgroups

pg 113

Laddering is a technique used by depth interviewers in which you start with questions
about external objects and external social phenomena, then proceed to internal attitudes
and feelings
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Question No: 31( Marks: 1)- Please choose one

High Tec products are distributed through:

» Three-level channel

» Two-level channel

» One-level channel

» Zero-evel channd

http://books.google.com.pk/books?id=eUFbbBTdvgM C& pg=PA69& dg=a+digtribut
ion+channel+in+which+no+inter mediaries+ar etused% 3B+a+manufactur
irect+to+an+end-

user % 3B+also+called+a+Zer o+L evel+Channel .+Seet+Channel+L en
g5Y XTag-

NYiLswbf 4H9DQ& sa=X& oi=book_result& Ct:result&resnum@ CC4Q6A

EwAg#v=onepage& q=a% 20distribution% 20channel% 20in% 2qvhigh% 20n0% 20in

S S% 20dir ect% 20t

ter mediaries% 20ar % 20used% 3B% 20a% 20manufacﬂﬂ%0
OCHannel .% 20See% 20Ch

0% 20an% 20end-
user % 3B% 20al so% 20cal led% 20a% 20Z er 0% 20L evel&

annel% 20L ength& f=false (b
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Question No: 32( Marks: 1)- Please choose one

Companies distinguish between external and internal customer to establish which of the
following?

» Sdling price

» Market price

» Cost price

» Transfer price PAGE-87

Question No: 33( Marks: 1)- Please choose one

If aretailer needed help with store design and training sales personnel, it woulthmost
likely usethe services of which of the following?

» Cash-and-carry wholesaler

» Full-price wholesaler

» Full-service wholesaler

» Brokersand agents

Question No: 34( Marks: 1)- Please choose one

Companiesthat areinvolved in selling mass consumer_goodsand services are found in
which of the following markets?

» Business markets

» Consumer markets

» Global markets

» Government markets

Ref:

CONSUMER MARKETS

Salling of mass consumer; goods and services such as soft drinks, tooth pastes, TV sets
etc. Great timeis spent in\estallishing superior brand image to be successful in
consumer product gaar Retiag. It requires clear

under standing of4ar getfeonsumers, the product, which meets their needs, communicating
brand positionigg more forcefully and creatively etc. All thiswill help them establish
number onef@ktwo positions.

Question™No: 35( Marks: 1)- Please choose one

Global ' markets are engaged in all of the following decisions EXCEPT:
» What country to enter in?

» How to enter?

» How to adopt their product and services?

» Whatto sell to gover nmental organization?
Ref:
GLOBAL MARKETS

Thisiswhen we talk beyond frontiers; marketers are faced with tougher decisions for
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global markets.

Export of product isin itself a major undertaking. Which country to enter? How to enter?
How to Price?

How to communicate? are just a few important and underlying decisions. Legal system,
styles of

negotiation; currency situation, political situation etc a few others to be considered by
the marketer.

Question No: 36( Marks: 1)- Please choose one

Customer cost will be considered aswhich of the following Ps of marketing mix?
» Product

» Price

» Place

» Promotion

Ref:

http://university-essays.tripod.com/marketing_mix.html

Question No: 37( Marks: 1)- Please choose one

Which of the following elements of marketing.mix.directly affects the value of sales?
» Price

» Place

» Promotion

» Product

Ref:

http://www.netmba.com/marketinglpricthg/

Question No: 38( Marks: 19)-"Please choose one

Studying consumer behavior can provide clues about which of the following?
» Developing new preduct

» Product features

» Prices

> All of the given options

Question No: 39( Marks: 1)- Please choose one

Which of'the following is NOT included in the financial summary of a marketing plan?
» Pro-farmaincome statement

» Month-by-month agenda

» Breakevenanaysis

» Assumptions

Question No: 40( Marks: 1)- Please choose one

are the sum of the and for any given leve of production.
» Fixed costs; variable; total costs
Note: Solve these papers by yourself
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» Fixed costs; total; variable costs
» Variable costs; fixed; total costs
» Total costs; fixed; variable costs

Question No: 41( Marks: 1)- Please choose one

At what point is profit maximized?

» Wheretotal sales revenue equals variable cost

» Where average salesrevenue equals average cost

» Where marginal sales revenue equals marginal cost
» Wheretotal sales revenue equals total costs

Question No: 42( Marks: 1)- Please choose one

In BCG analysis, which one of the following optionsreflects the #guestion marks" ?
» Products with low market share but high market growth

» Productswith low market sharein a low growth market

» Productswith high market share and high growth

» Productswith high market share but low growth

Ref: Products with low market share but high market’grewthvare referred to as

" guestion marks"

Question No: 43( Marks: 1)- Please choose’ene

Whenever bread comesin your mind; youusually think of alimited number of
brand names. It reflects which one of thefollowing concepts?

» Mind Share

» Dominant mind share

» Market share

» Relativemarket share

Question No: 44( Marks) 1 )-"Please choose one

I'n which of the followinggroup activities, compromise appear s?
» Influencing

» Decision making

» Negotiation

» None of,the given options

Question\No: 45( Marks: 1)- Please choose one

Which one of thefollowing isNOT atool of public relation to promote product
towardsits customers?

» Press Release

» Telephone press conferences

» In-studio mediatours

» Cash discount

Note: Solve these papers by yourself
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REF:

Basic TOOLS of the Publicist are:

* Press Release

* Telephone press conferences

* In-studio media tours

» Multi-component video news releases (VNR’S)
* Newswire stories

Question No: 46( Marks: 1)- Please choose one

Which one of the following functionsis being perfor med by the wholesaler when
they achieve savingsfor their customersthrough buying carload lots and Segregate
it into smaller units?

» Bulk breaking

» Selling and promoting

» Financing

» Transportation

Ref:

Bulk breaking : wholesaler achieve savings for their cistomers through buyingin
large volumes and breaking the bulk into smalfer units

Question No: 47( Marks: 1)- Please chooseone

Which one of the following professions iseonsidered as an old age profession?
» Mail order

» Retailer

» Wholesaler

> Agent

Question No: 48( Marks) 1 )-"Please choose one

Which of the following retailer s serve those customer s who perform their own
“locate-compar esselect” processto save money?

» Self-serviceretailer

> Full-serviee retailer

P Specialty-service retailer

» Limited=service retailer

Ref:
seeQno. 2
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Time: 120 min
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Question No: 1 (Marks: 1) - Please choose one
Results from the research that have already been conducted are displayed in which of the
following part of marketing plan

» Marketing strategies

» Executive summary

» Appendix

» Financial summary

Question No: 2 (Marks: 1) - Please choose one
Critical path analysisis apart of which of the following?
» Implementation stage
» Marketing strategies
» Executive summary
» Financial summary

Question No: 3 (Marks: 1) - Please cheoseone
A market leader firm can expand the total markét through:

» Decreasing distribution of the product

» | ntroducing the new usage of the product (Page-20)
» Eliminating some featuresof product

» Increasing cost

Question No: 4 (Marks: 1) - Please choose one
Which of the folfowing'stage of product life cycle is most expensive?
» Introduction
» Growth
» Maturity
» Decline

Question No: 5 (Marks: 1) - Please choose one
Which of the following is the spread of idea from the source of invention to the ultimate
user or consumers?

» [nnovation adoption process
» | nnovation diffusion process (Page-33)
» Adoption process
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» New product recognition

Question No: 6 (Marks: 1) - Please choose one
When two or more well known brands are combined in an offer it is called:

» Private brand

» Multibrands

» Co-brand (Page-36)
» New brand

Question No: 7 (Marks: 1) - Please choose one
All of the following are true about price EXCEPT:
» Priceisindependent of the other elements of the marketing mix
» Priceisthe monetary value of a product
» Priceis most flexible tool in the marketing mix
» Priceis marketing mix element which produces revenue

Question No: 8 (Marks: 1) - Please choose one
ABC Company priced the product as of Rs. 19.99 instead of Rs.20. Which of the
following pricing techniques is ABC Company using?

» Dodging pricing

» Deceptive pricing

» Premium pricing

» Psychological pricing (Page-39)

Question No: 9 (Marks: 1) "\ Please choose one
Which of the following methoehis mostly used in the retailing?

» Courier service
» Online shops
» Sdf-service
» Countef=sefvice

Question No: 10 (Marks: 1) - Please choose one
Which afithe following is price reduction offered when an order is placed in
slack/dreoping period?

» Cash discount

» Trade discount

» Quantity discount
» Seasonal discount
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Question No: 11 (Marks: 1) - Please choose one
Which of the following discourages the entry of competitors as well as low prices act as
abarrier to entry?

» Cost-orientated pricing

» Psychological pricing

» Penetration pricing (Page-45)

» Market skimming pricing

Question No: 12 (Marks: 1) - Please choose one
What will be the average cost per unit if afirm produces 500 units at cost of Rs.100,
000?

» 200
» 150
» 100
» 50

Question No: 13 (Marks: 1) - Please choose one
Management at ABC electronics has introduced the praduct at high price. Identify the
type of pricing ABC eectronicsisusing.

» Odd-even

» Skimming
» Penetration
» Psychological

Question No: 14 (Marks19w,- Please choose one
Which of the following is the best example of aproduct that is suitable for sampling?

» Lawn furniture
» Leather briefcase
» Ceilingfan

» Shampoo

Question™o: 15 (Marks: 1) - Pleasechooseone
| dentifyathe sales promotion technique in which price of a popular product istemporally
reduced to stimulate profitable sales.

» Coupons

» Free samples

» Contests

» Lossleader (Page-61)
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Question No: 16 (Marks: 1) - Please choose one
While reading a newspaper you have found a coupon booklet inserted in the newspaper.
Identify the type of sales promotion technique.
» Coupon
» Free sample
» Price-pack deal
» Free-standing insert (Page-61)

Question No: 17 (Marks: 1) - Please choose one
Identify the trade sales promotional tool which induce retailer to purchase and display a
product.

» Trade allowance
P Trade contest
» Dealer loader

» Push money

Question No: 18 (Marks: 1) - Please choose oné
Which of the following is an amount paid by way ef reduction, return, or refund on what
has aready been paid or contributed by the customer?

» Coupon

» Free sample

» Rebate (Page-61)

» Price ded

Question No: 19 (Marks: 1) - Please choose one
Which of the following wasthemmost common form of advertising in ancient times?

» Word of mouth (Rage-62)
» Commerciadmessage

» Election eampaign

» Non verbal\communication

Question No: 20 (Marks: 1) - Please choose one
When wasimass media introduced?

» 1950s

» 1940s

» 1930s

» 1920s
Reference:
Lecture 29 Page 65
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Question No: 21 (Marks: 1) - Please choose one
Which of the following communication activities are likely to be most effective for a
local hairdressing service?
» Public relations
» Word-of-mouth
» Sales promotion
» Radio advertisements
REF:
PAGE-49

Question No: 22 (Marks: 1) - Please choose one
Manufacturers of shampoos often send out free samples of their products with the
magazines. Thisillustrate the use of which of the following element,of premotional mix

» Personal selling

» Sales promotion

» Direct mall

» Advertising
Ref: [ - Media and non-medig maf kefing communication are
employed for a pre-determined, limited timetg iRcrease consumer demand,
stimulate mar ket demand or improve progéct ayailability. Examples: Coupons,
sweepstakes, contests, product samples, rebatés1ie-ins, self-liquidating premiums,
trade shows, trade-ins, and exhibitions

Question No: 23 (Marks: 1) 4Please choose one
All of the following are the objéctivesof sales promotion EXCEPT:
» Personal interaction between two or more people
» Invites and rewards quick consumer response
» Offers strong incentives to buy
P Attracts consumer‘attention

Question No:24,_\(Marks: 1) - Please choose one
A brand maysachieve which of the following when it is associated with a whole category
of products?

» Market share

» Positive mind share

» Dominant mind share

» Mind share
BEEl DOMINANT MIND SHARE
A brand may achieve dominant mind share when it is associated with a whole category of
products, but has not necessarily become a generic term for these products

Question No: 25 (Marks: 1) - Please choose one
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Identify the situation in which there is NO negotiation at all.

» When both parties are weak

» When one party isstrong

» When both parties are strong

» When both parties are equal
R 1f thetwo parties were not equals, the stronger party would dictate the
outcome and there would be no negotiation at all.(PAGE 77)

Question No: 26 (Marks: 1) - Please choose one
Which of the following is TRUE about “selecting, refining, and crafting an.agreement”?
» It isastep in which both parties gather facts about each other
» It isastep in which both parties estimate cost of agreement
» It isastep in which both parties formalize agreement
» Itisastep in which both parties present the starting proposal (PAGE-78)

Question No: 27 (Marks: 1) - Please choose one
In which of the following the sal es force management’Systems are used?
» Sdlling and management
» Marketing and advertisement
» Management and marketing (Page‘80)
» Management and advertisement

Question No: 28 (Marks: 1) - Pleasechoose one
Productivity of salesforce can bemeasured using all of the following EXCEPT:
» Total cost of production
» Margin by customer segment
» Revenue per territory
» Revenue per salesperson

Question No: 294 (Marks: 1) - Please choose one
Identify the feature of selective distribution.

» Less'eentrol only

» L esscost only

» L ess cost and more control

P More cost and less control

Question No: 30 (Marks: 1) - Please choose one
Outbound operations, including al fulfillment activities and transportation to customers
are which type of supply chain management activities?

P Strategic level
P Tactical level

Note: Solve these papers by yourself
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» Operational level
» Functional level
Reference:
Lecture 37 Page 91 & 92

Question No: 31 (Marks: 1) - Please choose one
Which of the following is the sale of consumer products or servicesin afaceto face
manner away from afixed retail location?

» Industrial selling

» Indirect selling

» Direct selling

» Business to business selling

Question No: 32 (Marks: 1) - Please choose one
Which of the following is abroad set of communication activities used to create and
maintain favorabl e relations between the organization and'its publics?
» Publicity
» Public relations
» A press strategy
» Advertising
REF:

Question No: 334 (Marks: 1) - Please choose one
Which of thefallowing is NOT one of the functions that marketing channel members
generaly perferm?

» Manufacturing

» Promotion

» Negotiating with buyers
» Information gathering

Question No: 34 (Marks: 1) - Please choose one
Which of the following is a practical model used by marketers?
» Consumer behavior (Page-100)

» Economic

Note: Solve these papers by yourself
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» Psychological
» Behavioral

Question No: 35 (Marks: 1) - Please choose one
Which of the following is the threat for an organization?

» Competitors developing new products
» New machinery or equipment

» Lack of computing expertise

» An unstable work-force

Question No: 36 (Marks: 1) - Please choose one
Which of the following is defined as the process of converting concepts thte’specific
observable behaviors that aresearcher can measure?

» Operationalization (page-110)

» Conceptualization

» Generalization

» Formalization

Question No: 37 (Marks: 1) - Please chogseone
Which of the following technique is used by, depthinterviewersin which you start with
questions about external objects and external'sacia ‘phenomena, and then proceed to
internal attitudes and feelings?

» Hiddenissue questioning

» Laddering (PAGE-113)

» Symbolic analysis

» Focus groups

Question No: 38 (Marks: 1) - Please choose one
When Saleem buys:car\using a channel with only one intermediary, that intermediary is
classified asa

» Functional middleman

» Broker

» Wholesaler

» Retailer

Question No: 39 (Marks: 1) - Please choose one
Which of the following markets involve buying and selling of goods for their utility and
enabling them to make or re-sell a product to others?

» Global markets
» Government markets
» Consumer markets

Note: Solve these papers by yourself
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» Business mar kets

Question No: 40 (Marks: 1) - Please choose one
Customer cost will be considered as which of the following Ps of marketing mix?

» Product

» Price

» Place

» Promotion

Question No: 41 (Marks: 1) - Please choose one
Which of the following is the consumer’s estimate of the product’s overall capacity to
satisfy his or her needs?

» Value

» Want

» Demand

P Satisfaction

Question No: 42 (Marks: 1) - Please chogseone
For which of the following products would the manufacturer be more likely to use
selective distribution?

» Bags of potato chips

» Paper clips

» Microwave ovens

» Nail clippers
Reference:

Question#17

Question N0x43 (Marks: 1) - Please choose one
Costs that\vary directly with the level of production are referred to as
» Fixed costs
» Variable costs
» Total costs
» Unit costs

Question No: 44 (Marks: 1) - Please choose one
are the sum of the and for any given level of production.
» Fixed costs; variable; total costs
» Fixed costs; total; variable costs
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P Variable costs; fixed; total costs

» Total costs; fixed; variable costs

Question No: 45 (Marks: 1) - Please choose one
Which one of the following options reflects the tactical activities?

» Inventory decisions, including quantity, location, and quality of inventory
(PAGE-92)

» Information Technology infrastructure, to support supply chain operations

» Where to make and what to make or buy decisions

» Product design coordination

Question No: 46 (Marks: 1) - Please choose one
Which of thefollowing isNOT a style of music video?
» Audio
» Picture
» Text (PAGE-69)
» Animation

Question No: 47 (Marks: 1) - Please cheoseone

Supply Chain M anagement involves getting theright product to theright customer
in theright place at theright time. Which(ne,of the following optionsis not a part
of supply chain management?

» Planning

» Implementing

» Controlling the physical.flow of goods, services, and information
» Gathering customer’sideas for new products (PAGE-91)

Question No: 48" (Miarks: 1) - Please choose one

Being a mar kéting manager, you have been assigned a task of conducting survey in
a large areatand collecting infor mation that how many people like and dislike
burger. You arecollecting information by which of the following ways?

» Experimental techniques
» Qualitative marketing research

» Quantitative marketing research (PAGE-112)
» A Observational techniques

7
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Marks: 80
Question No: 1 (Marks: 1) - Please choose one
Marketing starts with which of the following 4Ps?

Product

Price

Place

Promotion
Reference:

Lecturett 6 Page # 13

Question No: 2 ( Marks: 1) - Please choose one
Which of the following isthefirst step in writing a marketing plan?

Situation analysis

Opportunity and threat analysis
Executive summary

Market analysis

Reference:

Lecture# 7 Page # 15

Question No: 3 (Marks: 1) - Please cheose one
Which of the following is NOT included in the financial summary of amarketing
plan?

Pro-formaincome statement
M onth-by-month agenda
Breakeven analysis

Assumptions
Reference:

Lecture # 8 Page # 16

Question\No: 4 (Marks: 1) - Please choose one
The building, holding, and harvesting are the types of:

Innovation strategy
Aggressiveness strategy
Diversification strategy
Market dominance strategy
Reference:
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Lecturef 9 Page#t 17

Question No: 5( Marks: 1) - Please choose one
The strategy which involves creating a product that is perceived as unique and should
provide superior value for the customer is called:

Market segmentation strategy
Market dominance strategy
Differentiation strategy
Cost leadership strategy
Reference:

Lecture#10 Page#20

Question No: 6 (Marks: 1) - Please choose one
Which of the following goods are relatively inexpensive and are purchased frequently
with minimal effort?

Convenience
Unsought

Specialty

Shopping

Reference:

Lecturett 11 Pagett 24

Question No: 7 (Marks: 1) - Please cheose one
During which stage of new product devel opment the firm considers profitability?

Idea generation
Beta-testing

Business analysis
Product devel opment
Reference:

Lecture# 13 Pagett 27

Question™o: 8 (Marks: 1) - Please choose one
Whichefithe following is quick in innovation?

Capital goods
Food items
Industrial goods
IT products

Question No: 9 (Marks: 1) - Please choose one
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ABC Co., amajor Swedish multinational, provides an example of the power of
innovative packaging and customer thinking. ABC Co. isinvolved in which of the
following types of packaging that enables milk, fruit juice, and other perishable liquid
foods to be distributed without refrigeration?

Boxes

Blister packs
Cartons

Aseptic packages

Question No: 10 (Marks: 1) - Please choose one
Tarang milk is an example of which of the following?

Corporate brand
Co-brand
Individual brand
Family brand

Question No: 11 ( Marks: 1) - Please choose one
A company wants prompt payment from the custerners. What type of discount will be
suitable for the company?

Seasonal discount
Trade discount
Quantity discount
Cash discount
Reference:

Lecture # 21 Page# 43

Question No: 12 (Marks:1) - Please choose one
Which of the follewing's also known as accumulation discounts?

Trade discotmt

Non-cumulative quantity discount

Cumulative quantity discount

Quantityadiscount

Reference:

Cumulative quantity discounts (also called accumulation discounts)

Question No: 13 (Marks: 1) - Please choose one
Which of the following is the total amount of money flowing into any organization?

Fix cost

Note: Solve these papers by yourself
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Variable cost

Total cost

Revenue

Reference:

Revenue is the total amount of money that flows into the firm.

Question No: 14 (Marks: 1) - Please choose one
At what point will the marginal profit be zero?

When marginal revenue equals marginal cost

When marginal revenue isless than marginal cost

When marginal revenue is greater than marginal cost

When marginal revenue is not equal to marginal cost

Reference:

Lecturett 23 Page# 48

When marginal revenue equals marginal cost, marginal profit is zero.

Question No: 15 (Marks: 1) - Please choose one

Which of the following is NOT consumer sal es promotion'technique?
Price dedl

Cents-off deal

Coupons

Dealer-loader

Reference:

Lecturett 27 Pagett 60

Question No: 16 ( Marks: I')=Please choose one
Which of the following is an amount paid by way of reduction, return, or refund on what
has already been paid er contributed by the customer?

Coupon
Free sample
Rebate

Price deal
Reference:

Rebate (marketing): A rebateis an amount paid by way of reduction, return, or refund on
what has already been paid or contributed.

Question No: 17 (Marks: 1) - Please choose one
Which of the following was the most common form of advertising in ancient times?

Word of mouth
Commercial message
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Election campaign

Non verbal communication
Reference:

Lecturett 28 Page# 61

Question No: 18 (Marks: 1) - Please choose one
Which type of media has an advantage of mass coverage for promotion?

Newspaper

Radio

Television

Outdoor advertising

Reference:

http://www.bus ness.txstate.edu/users/ms04/Promo%20Cl ass%20Sl i des. ppt#28

Question No: 19 (Marks: 1) - Please choose one
A company charges Rs.100 per unit for 50 unit purchases/and charges Rs. 90 per unit for

100 unit purchases. The company is following which type,of price discrimination?

Forth degree discrimination
Third degree discrimination
Second degree discrimination
First degree discrimination
Reference:

Lecturet24 Page# 50

Question No: 20 ( Marks: I')y=Please choose one
Cash cows are SBU's that typically generate:

L arge amounts of cash

A lot of competition

Large awarenesslevels but few sales

Problems feryproduct managers

Reference:

http://highered.mcgraw-
hill.com/sites/0070898332/student_view0/chapter2/multiple_choice_quiz.html

Question No: 21 (Marks: 1) - Please choose one
Which of the following | eads the strategic plannersto look at the more factorsin
evaluating an actual or potential business?

Aurther D. Little modd
B.C.G. mode
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Contribution margin model

G.E. multi factorial model

Reference:

The GE model leads to look at more factors in evaluating an actual or potential business
than the BCG model does.

Question No: 22 (Marks: 1) - Please choose one
Which of the following is NOT method of promotion?

Direct mail
Public relations
Retailing
Advertising

Question No: 23 (Marks: 1) - Please choose one
All of the following are the advantages of IMC EXCEPT:

Company will have a success factor

Money will be spent less

Results will be achieved easily

Lack of consistency in the message of company

Question No: 24 (Marks: 1) - Please choese'one
Marketing communication planning,framework starts with which of the following step?

Context analysis
Promotional goa setting
Marketing research
Promotional analysis
Reference:
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Question No: 25 (Marks: 1) - Please choose ene
Who is much more knowledgeable about the produgt or service than the prospect?

Sales per son
Manager
Customer
Wholesaler
Reference:
Lecture#31 Page#74

Question No: 26 (Marksi1) - Please choose one
Why companies use ineéentive for salespeopl e?

Toincrease sales

To increase competitors

To increase suppliers

To increase market share

Reference:

Lecture#31 Page#73

Incentives of salespeople to increase their total number of sales, especially where retailers
keep track of sales or offer commission-based salaries.

Question No: 27 (Marks: 1) - Please choose one
Which of the following is TRUE for influence?
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It has shared objective and resolve conflicts

It has conflict between parties and no compromise

It seeks compromise through influencer

It has common objective proven by influencer PAGE-75 table

Question No: 28 (Marks: 1) - Please choose one
Which of the following is TRUE about selecting, refining, and crafting an agreement?

It isastep in which both parties present the starting proposal
It isastep in which both parties formalize agreement

It isastep in which both parties estimate cost of agreement

It isastep in which both parties gather facts about each other
Reference:

Lecturett 32 Page#t 77

Question No: 29 (Marks: 1) - Please choose one
Which of the following is NOT the performance measdrefor tracking the productivity of
sales person?

Revenue per sales person

Revenue per territory

Margin by product category
Margin and revenue per product
Reference:

Lecture#t 33 Pagett 80

Question No: 30 (Marks: 1) - Please choose one
Companies are using public refation to support the sales:

In short run only

In long run only.

In short and long run
None of the given options
Reference:

Lecture#34 Paget 83

Question No: 31 (Marks: 1) - Please choose one

A vertical marketing system (VMS), in which independent firms at different levels of
production and distribution, join together through contracts to obtain more economies or
sales impact than they could achieve alone. What does this statement refers to?

Corporate VM S

Note: Solve these papers by yourself
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Conventional VM S

Administered VMS

Contractual VM S

Reference:

A contractual VMS isavertica marketing system in which independent firms at different
levels of production and distribution join together through contracts to obtain more
economies or sales impact than they could achieve alone

Question No: 32 ( Marks: 1) - Please choose one
Identify the feature of selective distribution.

Less control only

Less cost only

L ess cost and mor e control

More cost and less control

Reference:

Selective distribution gives producers good market coverage with more control and less
cost than does intensive distribution.

http://free-books-online.org/management/princi pl es-of-marketi ng/place-the-3rd-p-of -
marketing-mix/

Question No: 33 (Marks: 1) - Please choose one

Which of the following is NOT an entity of'supply chain management?
Consumer

Distributor

Manufacturer

Competitor

Question No: 34 (Marks: 1)~ Please choose one
Which of the followingsthe sale of consumer products or servicesin aface to face
manner away from afixed retail location?

Industrial selling

Indirect.selling

Direct selling

Businessito business selling

Reference:

Direct selling entails the sale of a consumer product or service in aface-to- face manner,
away from afixed retail location

Question No: 35 ( Marks: 1) - Please choose one
Which of the following is an example of agency based sales?
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Web sdlling

B2 B sdlling

Advertising

Real estate

Reference:

Agency-based

* consignment

* multi-level marketing

* sales agents (real estate, manufacturing)

Question No: 36 (Marks: 1) - Please choose one
At which stage of buyer s decision process the reader would consider theé advertisement?

Interest

Purchase

Understanding

Attitude

Reference:

Purchase - all the above stages might happen in afew minutes while the reader is
considering the advertisement; in the comfort of his or her favorite armchair

Question No: 37 (Marks: 1) - Please choese'one
According to Maslow's which need will emerge when the physiologica needs are met?

Love

Safety

Status

Being

Reference:

Safety Needs

When the physiologica needs are met, the need for safety will emerge.

Question No: 38 (Marks: 1) - Please choose one
Which of'the following is the threat for an organization?

Competitors developing new products
New machinery or equipment

Lack of computing expertise

An unstable work-force

Question No: 39 (Marks: 1) - Please choose one
The absence of certain strength is viewed as a weakness. Identify such attribute of
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weakness for an organization.

A poor after sales servicerecord

New machinery or equipment

Competitors developing new products

A new or devel oping market

Reference:

A weakness could be: * Poor reputation. * Lack of marketing strategies. * Location of the
business in respect of the market-place. * Poor after-sales service record.

Question No: 40 (Marks: 1) - Please choose one
If aretailer needed help with store design and training sales personnel, it would most
likely use the services of which of the following?

Cash-and-carry wholesal er
Full-price wholesaler
Full-service wholesaler
Brokers and agents

8
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Question No: 1 ( Marks:*19« Please choose one
In which one of the following orientations companies often design the products with little
or no input from customers?

Market-oriented
Product-orientéd

Sal es-oriented
Production-oriented

QuestioniNo: 2 (Marks: 1) - Please choose one
The factors of which of the following environments are influenced by the factors of broad
environment?

Economic environment
Task environment
Cultura environment
Technological environment
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Question No: 3  (Marks: 1) - Please choose one
Which of the following is NOT atype of innovation strategy?

Pioneers
Challengers

Close followers
Late followers
Reference:
Lecture#O Page#l7

Question No: 4 (Marks: 1) - Please choose one
Identify the strategy that deals with the rate of new product devel opment.

Aggressiveness strategy
Horizontal integration
Vertical integration
Innovation strategy
Reference:

Innovation Strategies- This deals with the firm rate of new product development and
business model innovation

Question No: 5 (Marks: 1) - Please cheoSe one
Which of the following may NOT bethe fierm of new products?

New product lines
Repositioning
Existing product
Cost reductions

Question No: 6 4, ( Marks: 1) - Please choose one
Which of the following is EXCLUDED from business analysis?

Profit analysis
Management analysis
Cost analysis

Sales forecast

Question No: 7 (Marks: 1) - Please choose one
Identify which oneisan ancillary service.

Delivery
Promotion

Note: Solve these papers by yourself
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Labeling

Packaging

Reference:

The offering of ancillary services like credit availability, delivery, installation, and
warranty

Question No: 8 (Marks: 1) - Please choose one
Geographic pricing is aso known as:

Penetration pricing
Skimming pricing
Zonepricing
Psychological pricing

Question No: 9  (Marks: 1) - Please choose one
Commission is the price of which of the following?

Wholesaler
Retailer
Salesperson
Executive

Question No: 10 (Marks: 1) - PleaSe,cho0se one
Which of the following method is mestly used in the retailing?

Courier service

Online shops

Self-service

Counter-service

Reference:

Even though most retailing is done through self-service, many shops offer counter-
service items,

Question No: 11 (Marks: 1) - Please choose one
[dentify theother term used for the trade discounts.

Promotional discount

Functional discount

Quantity discount

Seasonal discount

Reference:

Trade discounts (also called functional discounts) —
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Question No: 12 (Marks: 1) - Please choose one
The buyer at ABC Furniture Storeisinformed that if he/she will increase his/her recent
order of fifteen mattress sets to twenty, she will receive a 14 percent price reduction. This

offer is due to arecent overstock condition at the factory and will not be available in the
future. What is the type of discount offered by ABC Furniture store?

Trade

Seasonal
Non-cumulative
Promotional
Reference:
Paget44

Question No: 13 (Marks: 1) - Please choose one
What is the primary objective of using sales promotion?

Increase salesin long run

Increase sales in short term
Create awar eness about product
Increase consumer traffic

http://www.knowthis.com/princi pl es-of -marketing-tutori al s/sal es-promotion/obj ecti ves-
of -sales-promotion/
IT SUPPORTS OPTION3

Question No: 14  (Marks: 1'),- Please choose one
When was mass media introduced?

1950s

1940s

1930s

1920s

Reference:

Lecturet#29 Page#65

Question™o: 15 (Marks: 1) - Please choose one
[dentify*the other name of mass media.

Multimedia

Corporate media

Electronic media

Cross media

Reference:

Sometimes mass media (and the news mediain particular) are referred to as the
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"corporate media".

Question No: 16  (Marks: 1) - Please choose one

Which of thefollowing is NOT used for commercial advertising?
Wall paintings

Billboards

Bus stop benches

Word of mouth

Reference:

Lecture#28 Page#62

Question No: 17 (Marks: 1) - Please choose one
Which of the following way of advertising can be used to attract passing pedestrian?

Sponsorships

Commercials

Billboards

Catchy jingles

Reference:

“A Billboard or Hoarding is a large outdoor signboard, usually wooden, found in places
with high traffic such as cities, roads, motorways and highways. Billboards show large
advertisements aimed at passing pedestrians and drivers’.

Question No: 18  (Marks: 1)4Please choose one
Of the following who uses the non-commercial billboards?

Service providing organi zations

Non-profit groups and gover nment

Capital goods produci ng organizations

Consumer goodsfroducing organizations

Reference:

Non-commercial use of Billboards

Not al billboards are used for advertising products and services—hnon-profit groups and
government agencies use them to communicate with the public.

Question No: 19  (Marks: 1) - Please choose one
All of the following are the advantages of IMC EXCEPT:

Results will be achieved easily

L ack of consistency in the message of company
Company will have a success factor

Money will be spent less

Note: Solve these papers by yourself
This VU & s not ble £ ved content
www. vuaskari.com



Composed & Solved
Hafiz Salman Majeed & Maha Shah
Vu Askari Team
www.vuaskari.com

Question No: 20 (Marks: 1) - Please choose one
All of the following are the objectives of sales promotion EXCEPT:

Per sonal interaction between two or mor e people
Invites and rewards quick consumer response
Offers strong incentives to buy

Attracts consumer attention

Question No: 21  (Marks: 1) - Please choose one
Which of the following is NOT an advantage of advertising?

Strong potential impact

A large number of alternative media are available
Messageistemporary

A large audienceis attracted

Reference:

Question#4

Question No: 22 (Marks: 1) - Please cheose one
Which of the following offers areason t0 buy the product?

Coupons

Sales promotion

Price pack deal

Advertising

Reference:

http://books.google.com.pk/books? d=K N6PgQM nFBA C& pg=PA501& dg=%22offers+a
+reason+to+buy+the+product%22& hi=en& ei=1pVETdLMEsnDswbU7KDFDg& sa=X &
oi=book_result& ct=result& resnum=1& ved=0CC8Q6A EwA A#v=onepage& q& f=false

Question No: 23 (Marks: 1) - Please choose one
Which of'the following is NOT the form of complex sales?

Real estate development
Large fleet vehicle sales
Mining equipment sales
Commer cial goods sales
Reference:
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Forms of complex sales

Selling consulting engineering services

Enterprise technology sales such as CRM or POS solutions

Commercial insurance sales

Real Estate devel opment

Largefleet vehicle sales

Mining equipment sales (ie Caterpillar tractors and large tunnel boring machines)
Scientific Solution Sales (Data analysis and management)

Question No: 24  (Marks: 1) - Please choose one
How many steps are involved in negotiation?

Seven

Six

Five

Four

Reference:
Lecture#32 Page#77

Question No: 25  (Marks: 1) - Please cheose one
At which stage one should gather facts about,the party, estimate the needs of other party,
and learn about the negotiation style.of, other party?

Befor e negotiation

During negotiation

After negotiation

After agreement

Reference:

Phase 1. Before the Negotiation

* Step 1: Preparing and Planning: In this step, first you should determine what you must
have and what you are willing to give (bargaining chips). Gather facts about the other
party, learn about the other party’ s negotiating style and anticipate other side's position
and prioritize issues.

Question No: 26 (Marks: 1) - Please choose one
What is the complex model for tracking the performance of sales people?

PAIRS
BANTA
SWOT
PEST



Composed & Solved
Hafiz Salman Majeed & Maha Shah
Vu Askari Team
www.vuaskari.com

Reference:
Lecture#t 33 Paget 80

Question No: 27  (Marks: 1) - Please choose one
Productivity of sales force can be measured using all of the following EXCEPT:

Total cost of production
Margin by customer segment
Revenue per territory
Revenue per sales person
Reference:

Lecture# 33 Pagett 80

Question No: 28 (Marks: 1) - Please choose one
Which of thefollowing isNOT arole of public relation?

Building the image
Supporting the product
Influencing the customers
Reducing the channel levels

Question No: 29  (Marks: 1) - Please cheose one
Which of the following is a readymade busihess; transfer red from one place to other?

Whole selling

Retailing

Franchising

Direct selling

Reference:
http://en.wikipedia.org/wiki/Franchising

Question No:430, \ (Marks: 1) - Please choose one
Which of thefallowing term refersto a set of interdependent organizationsinvolved in
the process of making a product or service available to the customer?

Retail chain
Vauechan
Distribution channe
Franchise

Reference:

Distribution channels are ways and the process of making a product or service available
to the customer

Note: Solve these papers by yourself
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Question No: 31  (Marks: 1) - Please choose one

Genera model of consumer behavior states that before anything else can happen the
potential customers must have an that the product exists.

Interest

Awareness

Understanding

Attitude

Reference:

Awareness - before anything € se can happen the potential customers must become aware
that the product or service exists.

Question No: 32  (Marks: 1) - Please choose one

Y ou have collected information regarding a problem and have to take decision but before
making decision you have removed the information, you think it is not'needed. Identify
the decision making style.

Repetition bias
Group decision
Anchoring

Selective per ception

Question No: 33  (Marks: 1) - PleaSe,cho0se one
What ‘tendency of avoiding loss thanacquiring gain' refersto?

Risk aversion

Loss conversion

L oss aversion

Gain aversion

Reference:

Loss aversion refers to the tendency for people to strongly prefer avoiding losses than
acquiring gains

Question No: 34 ( Marks: 1) - Please choose one

Which of'the following is TRUE for opportunities in the SWOT analysis?

Internal®and harmful in achieving the objectives

Internal and helpful in achieving the objectives

External and helpful in achieving the objectives

Externa and harmful in achieving the objectives

Reference:

Opportunities are external conditions that are helpful to the achievement of the objective.

Question No: 35 (Marks: 1) - Please choose one

Note: Solve these papers by yourself
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Some o f theinterna attributes are harmful for the organizations in achieving the
objectives. Identify these attributes.

Strengths

Weaknesses

Opportunities

Threats

Reference:

Weaknesses are attributes of the organization that are harmful to the achievement of the
objective.

Question No: 36 (Marks: 1) - Please choose one

Y ou are working on an assignment and you have to collect data abouttheferecasted
population of your country. Y ou have used a book from library for this purpose, the
population in formation you found would be considered as which of the following type of
data?

Primary
Secondary
Imploratory
Exploratory

Question No: 37 (Marks: 1) - PleaSe,cho0se one

A company wants to learn about consume, attitudes toward mail order purchases and
conducts a study to acquire this infermation; this study would be best classified as
collecting data.

Imploratory
Exploratory
Primary
Secondary

Question No»38 (Marks: 1) - Please choose one
Comypanies distinguish between external and internal customer to establish which of the
following?

Selling price

Market price

Cost price

Transfer price
Reference:

Lecturett 36 Page# 87
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Question No: 39  (Marks: 1) - Please choose one
A cash-and-carry wholesaler would be expected to:

Provide awide range of services

Carry awide variety of products

Provide credit

Handle high turnover products

Reference:

http://books.google.com.pk/books?id=I FLiOllsxWwC& pg=PA381& dg=cash-and-
carry+wholesaler & hiI=en& ei=UosXTZ -

PNY vwsgh910H5DA& sa=X& oi=book_result& ct=r#v=onepage& q=cash-and-
carry% 20wholesaler & f=false

Question No: 40  ( Marks: 1) - Please choose one
In consumer behavior, we study:
How people buy?

What people buy?
When people buy?
All of the given options
Reference:
L ecturett 40 Pagett 98
9
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Question No: 1 (Marks: 1) - Please choose one

Which of the following markets involve buying and selling of goods for their utility and
enabling them to make orre-sell a product to others?

Consumer markets

Business markets

Global markets

Government markets

Question\No: 2 (Marks: 1) - Please choose one

A lot of timeisrequired in establishing great brand image to be successful in:
Global Product marketing

Consumer Product marketing Page-2

Governmental marketing

Domestic product marketing

Question No: 3( Marks: 1) - Please choose one

Note: Solve these papers by yourself
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In which section of the marketing plan would you find detailed information about the
marketing environment, market trends, customers and competitors?
Situation analysis
Product/market background
Marketing strategies
Market analysis

Question No: 4 (Marks: 1) - Please choose one

Which of the following has the largest market share in the relevant product markét”?
Market leader

Market challenger

Market nicher

Market follower

Question No: 5( Marks: 1) - Please choose one

Which of the following attacks the vulnerable part of a compeétiter?
Market leader

Market challenger

Market nicher

Market follower

Question No: 6 (Marks: 1) - Please choose'one

Which of the following is EXCLUDED from busi ness analysis?
Profit analysis

Management analysis PAGE-28

Cost analysis

Sales forecast

Question No: 7 ( Marks:\1 ) ="Please choose one

ABC Company is engagedin new product development process. After idea generation,
screening, concept development and going through the business analysis. Identify the
next step of théeompany.

Home-placement testing

Consumer testing

Betatesting

Alphatesting

Question No: 8 (Marks: 1) - Please choose one

Which of the following step involves determining the Compatibility of product ideawith
company objectives, needs, and resources on a genera level?

Business analysis

|dea generation

I dea screening

Note: Solve these papers by yourself
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Product development

REF:

slide number 8 . . idea screening is the answer

Question No: 9 (Marks: 1) - Please choose one
Which of thefollowing is NOT undertaken by all the companies in the process of new
product devel opment?

Market testing
Commer cialization
Idea screening

Idea generation

Question No: 10 (Marks: 1) - Please choose one

Which of the following marketing mix element generates revenue?
Promotion

Price

Place

Product

Question No: 11 (Marks: 1) - Please elhioose one

Which of the following is an indicatoref high quality of the product?
Psychological price

Penetration price

Premium price

Low price

Question No:422 (Marks: 1) - Please choose one

The price of which of the following islower than the cost and is used to drag customers
into astarewhere they are likely to buy other products.

Consumer promotion

Discounted product

On-saleitem

L oss leader

Question No: 13 (Marks: 1) - Please choose one
In price shading which of the following has right to vary the price by certain amount?
Seller

Note: Solve these papers by yourself
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Buyer
Manufacturer
Competitor

Question No: 14 (Marks: 1) - Please choose one

What will be the average cost per unit if afirm produces 500 units at cost of Rs.100, 000?
200

150

100

50

Question No: 15 (Marks: 1) - Please choose one
Charging more for a soft drink in a vending machine than in a supermarketsto
which concept this example relates?

Price discrimination
Penetration pricing
Price differentiation
Cost-oriented pricing

Question No: 16 (Marks: 1) - Please choose.one

Which of the following has a potential of beceming a star in the future?

Cash cow

Question mark

Star child

Dog

Ref:

A " question mark" hasthe potential to becomea" star” in thefutureif itis
developed.

Question No: 17( Marks: 1) - Please choose one

Establishment<of,mind share depends on which factor?

Market analysis

Market structure

Mar ket segment

Market'growth

REF:

Mind share can be established to a greater or lesser degree depending on market
segment.

Question No: 18 (Marks: 1) - Please choose one
Identify the other name of mass media.
Multimedia
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Corporate media

Electronic media

Ref:

Cross media

Sometimes mass media (and the news media in particular) arereferred to asthe
" corporate media” .

Question No: 19 (Marks: 1) - Please choose one

What are the factors changing mass media and its relationship to society?
Centralization of economy

Decentralization of communication

Centralization of communication

Slow growth of organizations

REF:

DECENTRALIZED COMMUNICATION ISOFTEN DEEMED LTKELY TO
CHANGE MASS MEDIA AND ITSRELATIONSHIP TQSOLIETY.

Question No: 20 (Marks: 1) - Please choose one

A company manufactures shoes. The company.incurred/costsi.e. Rs.500, 000 for
rent of the factory, Rs.20000 for transportation cest, Rs.-100, 000 for electricity hill
and Rs. 600, 000 for raw material consumed.The fixed cost for the company is:
500,000

600,000

700,000

720,000

Question No: 21 ( Marks: X')y=Please choose one

A shopkeeper is offering 10% discount for old age citizens. The shopkeeper is
using which of the following:

Forth degree discrimination

Third degree discrimination

Second degree‘discrimination

First degree‘discrimination

REF:

Question No: 22 (Marks: 1) - Please choose one

An effective short-hand summary of the situation analysisisa
Competition analysis

SBU analysis

SWOT analysis

BCG analysis

Note: Solve these papers by yourself
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Question No: 23 (Marks: 1) - Please choose one

Which of the following is NOT a medium used for advertising?
Publicity

Print media

Television

Radio

Question No: 24 (Marks: 1) - Please choose one

Which of the followingis NOT the form of complex sales?
Real estate development

Largefleet vehicle sales

Mining equipment sales

Commer cial goods sales

Forms of complex sales

e Sdling consulting engineering services

o Enterprise technology sales such as CRM gr POSSolutions

o Commercial insurance sales

« Real Estate development

e Largefleet vehicle sales

e Mining equipment sales (ie Catgr pilarractors and large tunnel boring
machines)

o Scientific Solution Sales (Rata‘agalysis and management)

Question No: 25 ( Marks:i1) - Please choose one

Why companies,use incentives for sal espeople?
Toincrease sales

To increase competitors

To increase suppliers

To increase market share

REF:
I ncentives of salespeopleto increase their total number of sales

Question No: 26 (Marks: 1) - Please choose one
Which of the following is an advantage of sales force management system for marketing
manager?

Note: Solve these papers by yourself
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Identifying the best customers

Identifying segments within market

Identifying target market

All of the given options

Ref:

Advantages to the Marketing Manager

It isalso claimed to be useful for the marketing manager. It gives the marketing
manager information that is

useful in :

» Understanding the economic structure of industry
* | dentifying segments within your market

* | dentifying your target market

* | dentifying your best customers

Question No: 27 (Marks: 1) - Please choose one

Which of the following is a readymade business, transferredsfrom one place to other?
Whole selling

Retailing

Franchising

Direct selling

REF:

Franchises are generally seen as a safe route®o business success thanks to the system,
brand name, proven format with trainifig,aRd Stpport that comesin a ready made
business package.

Question No: 28 (Marks: 1) -"Rlease’choose one

Which of the following is atype of vertica marketing system?

Franchise

Direct selling

Mail order

Retailing

Reference:

A vertical marketing system (VM S) is adistribution channel structure in which
producers, wholesaers, and retailers act as a unified system.

Question No: 29 (Marks: 1) - Please choose one

Which of the following is an example of agency based sales?
Web sdlling

B2 B sdlling

Advertising

Real estate

Note: Solve these papers by yourself
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5. Agency-based

* consignment

e multi-level marketing

» sales agents (real estate, manufacturing)

Question No: 30 (Marks: 1) - Please choose one

Which of the following is NOT one of the tools of public relations?
Personal selling

Written materials

Specia events

Speeches

Question No: 31 (Marks: 1) - Please choose one

Which of the following is NOT the function of wholesaler?
Risk bearing

Financing

Bulk breaking

Production

FUNCTION OF WHOLESALERS
» Selling and promotion to retail erfs
 Buying and assortment

* Bulk breaking

» Warehousing

* Transportation

* Financing

* Risk bearing

» Market inforfgation

Question No: 32 (Marks: 1) - Please choose one
What istheinput of consumer behavior?

Response

Stimuli PAGE-98

Actions

Reactions

Question No: 33 (Marks: 1) - Please choose one
The physical aspects of the product are stimuli that the consumer receives from his or her
environment. These are classified as aspects.

Note: Solve these papers by yourself
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Significative PAGE-99
Symbolic

Social

Perceptual

Question No: 34 (Marks: 1) - Please choose one

Which of the following is the research technique, in which datais obtained from a
relatively small group of respondents and not analyzed with statistical techniques?
Qualitative research

Experimental research

Observational research

Quantitative research

Ref:

Qualitative research is a set of research techniques, used in marketing and the social
sciences, in which data are obtained from a relatively smalh’greup‘of respondents and
not analyzed with statistical techniques.

Question No: 35 ( Marks: 1) - Please choose one

Which of the following is defined as the processief, converting concepts into specific
observable behaviors that aresearcher can measure?

Operationalization

Conceptualization

Generdization

Formalization

Ref:

Operationalization is the prdcessof converting concepts into specific observable
behaviors that a researcher can measure. Precision refersto the exactness of any given
measure.

Question No: 36( Marks: 1) - Please choose one

Y ou are workifig,on an assignment and you have to collect data about the forecasted
popul ation-6fsyour country. Y ou have used abook from library for this purpose, the
populationyinformation you found would be considered as which of the following type of
data?

Primary

Secondary
Imploratory
Exploratory

Question No: 37 (Marks: 1) - Please choose one
When Saleem buys car using a channel with only one intermediary, that intermediary is

Note: Solve these papers by yourself
This VU & s not ble £ ved content
www. vuaskari. com



Composed & Solved
Hafiz Salman Majeed & Maha Shah
Vu Askari Team
www.vuaskari.com

classified as a

Functional middleman
Broker

Wholesaler

Retailer

Question No: 38 (Marks: 1) - Please choose one

Identify the marketing channel for selling High Tec products.
Wholesaler

Retailer

Mail order

Sdling direct

Question No: 39 (Marks: 1) - Please choose one
In consumer behavior, we study:

How people buy?

What people buy?

When people buy?

All of the given options

Consumer behavior isthe study of
1. How people buy?

2. What they buy?

3. When they buy?

4. And why they buy?

Question No: 40 (Marks: 1) - Please choose one
Which of the following isS\NOT a projective technique?
First-person technique
Role playing
Story compl etion
Sentence complétion
10
FINALTERM EXAMINATION
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Question No: 1 (Marks: 1) - Please choose one
The basic human requirement defines which of the following?
Need

Demand

Note: Solve these papers by yourself
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Want
Satisfaction

Question No: 2 (Marks: 1) - Please choose one

Willingness and ability to buy the product |eads towards which of the following?
Demand

Need

Want

Market

Question No: 3( Marks: 1) - Please choose one

Which of the following must be developed at each product level for achieving the goals?
Corporate plan

Sdling plan

Marketing plan PAGE-15

Business plan

Question No: 4 (Marks: 1) - Please choose one

Which of the following part of a marketing plan definestheplan sfinancial and
marketing goalsin terms of sales volume, market,share and profit?

Marketing strategy PAGE-17

Action programs

Issue analysis

Objectives

Question No: 5 ( Marks: 1) - Pleaseiehoose one

Which of the following strategy=emphasi ze on brand image?
Cost leadership strategy

Market dominance strategy

Differentiation strategy

Market segmentation Strategy

Question Non6( Marks: 1) - Please choose one
Which of the following are the products bought by individuals and organizations for
further precessing or for use in conducting a business?

Specialty

Industrial

Shopping

consumer

Reference:

Industria product: Products bought by individuals and organizations for further

processing or for use in conducting a business.
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Question No: 7 (Marks: 1) - Please choose one

Which of the following are the people who purchase new products amost as
Soon as the products reach the market?

Innovators

Late mgority

Early majority

Late adopters

Question No: 8 ( Marks: 1) - Please choose one

Which of the following is the degree to which new product matches the values‘and
experiences of the individualsin the community?

Innovation communicable

Innovation divisibility

Innovation compatibility

Innovation complexity

Ref:
Compatibility- degree to which new product matchesthealues and experiences of the
individualsin the community.

Question No: 9 ( Marks: 1) - Please choose'one
Tarang milk is an example of which of the fellowing?
Corporate brand

Co-brand

Individual brand

Family brand

Question No: 10 (Marks: 1 )*- Please choose one

Which of the followingseonsidered as dead end of distribution?
Promotion

Warehousing

Wholesaling

Retailing Page-95

Question\No: 11 (Marks: 1) - Please choose one

Which of the following method is mostly used in the retailing?
Courier service

Online shops

Self-service

Counter-service

Reference:

Even though most retailing is done through self-service, many shops offer counter-

Note: Solve these papers by yourself
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service items,

Question No: 12 (Marks: 1) - Please choose one

A book shop has arranged a book fair and offered 20% discount on all types of books.
What will be the purpose of offering the discount?

Reward the customers

Move- out- of- date stock

Encourage the salespeople

Toincreaseshort term sales

Question No: 13 (Marks: 1) - Please choose one

Which of the following is the type of pricing used for highly differentiatechand high value
items?

Fixed pricing

Variable pricing PAGE-48

Value-based pricing

Joint product pricing

Question No: 14 (Marks: 1) - Please choose one

Charging more for a soft drink in a vending maching than in a supermarket , to
which concept this example relates?

Price discrimination

Penetration pricing

Price differentiation

Cost-oriented pricing

Question No: 15 ( Marks: 1) - Please choose one

Which of the following iSINOT consumer sales promotion technique?
Price deal

Cents-off deal

Coupons
Dealer-loader

Reference:
Lecturett 27 Pagett 60

Question No: 16 (Marks: 1) - Please choose one

While making slogan, with whom the marketing managers should coordinate?
Commercial agencies

Promotion agencies

Sponsorship agencies

Advertising agencies
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Question No: 17 (Marks: 1) - Please choose one

A company is charging different prices to the customers based on the location. It
is known as:

Forth degree discrimination

Third degree discrimination

Second degree discrimination

First degree discrimination

Question No: 18 (Marks: 1) - Please choose one
Which of the following is most profitable and requires seller to have most.inf ormation
about the customers?

Second degree discrimination

Indirect segmentation

Direct segmentation

Complete pricediscrimination

REF:

Complete price discrimination is most profitable, and requires the seller to have the most
information about buyers.

Question No: 19 (Marks: 1) - Please choose one

A shopkeeper is offering 10% discount for,eld,age citizens. The shopkeeper is using
which of the following:

Forth degree discrimination

Third degree discrimination

Second degree discrimination

First degree discrimination

Question No: 20( Marks: 1) - Please choose one

One dimensionef G.E. Multi Factoral Analysis comprises of:
Ten industryrattractiveness measures

Six industry attractiveness measures

Eight industry attractiveness measures

Nineindustry attractiveness measures Page-55

Question No: 21 (Marks: 1) - Please choose one

All of the following are the advantages of IMC EXCEPT:
Company will have a success factor

Money will be spent less

Results will be achieved easily

Lack of consistency in the message of company
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Question No: 22 (Marks: 1) - Please choose one
Which of the following ensures that all forms of communications and messages are
carefully linked together?

Direct marketing communication
Simple marketing communication
Marketing communication

I ntegr ated mar keting communication

REF:

I ntegrated Marketing Communications is a ssmple concept. It ensuresithat all Torms of
communications and messages are carefully linked together.

Question No: 23 (Marks: 1) - Please choose one

Which of thefollowing isNOT an advantage of advertising?
Strong potential impact

A large number of alternative media are available
Messageistemporary

A large audience is attracted

Question No: 24 (Marks: 1) - Please choose one

At which stage one should gather facts about.the party, estimate the needs of other party,
and learn about the negotiation style.of, other party?

After agreement

Befor e negotiation

During negotiation

After negotiation

Question No: 25 (Marksi1) - Please choose one
Which of the follewingis the combination of institutions through which a sdller,
market produetsito'the user?

Marketing\logistics

Supply chain management

Distribution channel

Inventory management
[PPT]

Marketing

Question No: 26 (Marks: 1) - Please choose one

Note: Solve these papers by yourself
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Which of the following is NOT the base of contract relationship?
Time
Quantity
Law

Space

Question No: 27 (Marks: 1) - Please choose one

Which of the following is a readymade business, transferred from one place to other?
Whole selling

Retailing

Franchising

Direct selling

Reference:
http://en.wikipedia.org/wiki/Franchising

Question No: 28 (Marks: 1) - Please choose one

Which of thefollowing is NOT an entity of supply chainmanagement?
Consumer

Distributor

Manufacturer

Competitor

Question No: 29 (Marks: 1) -"Rlease’choose one
What does GSCF stand for?

Global Supply Chain Forum

Global Supply Chain Federation

Globa Supply Chain Finance

Greater Salina Cemmunity Foundation

Reference:

Global Supply Chain Forum (GSCF).

Question™™No: 30 (Marks: 1) - Please choose one
Which'efithe following is a broad set of communication activities used to create and
maintain favorabl e rel ations between the organization and its publics?

Publicity

Public relations
A press strategy
Advertising

Note: Solve these papers by yourself
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REF:
Public Relationsisthe art and science of building relationships between an
organization and its key publics. It is concerned with communications management” .

Question No: 31 (Marks: 1) - Please choose one
Which of the following is NOT one of the tools of public relations?

Personal selling
Written materials
Specia events

Speeches

Question No: 32 (Marks: 1) - Please choose one

Which of the following statementsis TRUE?

A company s channel decisions are made independently from other marketing mix
decisions

A company s channel decisions are not as important as theit,promotion decisions
A company s channel decisions are not as important as'their pricing decisions

A company s channel decisionsdirectly affect every other marketing decision

Question No: 33 ( Marks: I')=Please choose one
Which of the following is NOT a method of retailing?
Counter-service

Cross-sdlling

Self-service

Online shop

Question No: 34 (Marks: 1) - Please choose one

In how many ways the consumer buying behavior can be analyzed?
Five

Four

Three

Two

Reference:

Lecture 40 Page 99

Question No: 35 ( Marks: 1) - Please choose one

Note: Solve these papers by yourself
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Emotion-based rel ationships are examples of which level?
Belonging & love PAGE-104
Self-actualization
Physiological
Self-esteem

Question No: 36 (Marks: 1) - Please choose one
Which of the following is the threat for an organi zation?

Competitor s developing new products
New machinery or equipment

Lack of computing expertise

An unstable work-force

Question No: 37 (Marks: 1) - Please choose one

Y ou are working on an assignment and you have to colleet data about the forecasted
population of your country. Y ou have used a book fromllibrary for this purpose, the
population information you found would be considered as which of the following type of
data?

Primary

Secondary

Imploratory

Exploratory

Question No: 38 ( Marks: I')=Please choose one

Companies distinguish between external and internal customer to establish which of the
following?

Sdlling price

Market price

Cost price

Transfer price

Question™o: 39 (Marks: 1) - Please choose one

An advantage of avertica marketing system (VMYS) isthat it actsas a
Customer-driven system

Modern system

More efficient system

Unified system

Question No: 40 (Marks: 1) - Please choose one
Which of the following types of qudlitative research lastsfor 1 to 2 hours?

Note: Solve these papers by yourself
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Projective techniques
Depth interviews
Focus Group
Laddering

11
FINALTERM EXAMINATION
Spring 2010
MKT501- Marketing Management (Sesston
- 1)

Time: 90 min
Marks: 69
Question No: 1 (Marks: 1) - Please cheoseone
Critical path analysisis apart of whi¢h of\the following?
» | mplementation stage
» Marketing strategies
P Executive summary:
» Finaneiahsummary

Reference:
Lecture# 8 Page#16

Question No: 2 (Marks: 1) - Please choose one
Which of the following is TRUE about a product?

» Every tangible thing the customer receivesin an exchange

Note: Solve these papers by yourself
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» The idea that the customer receives in an exchange

» The service that is rendered to a customer

» The physical object the customer recerive in an exchange

Question No: 3 (Marks: 1) - Please choose one
Which of the following is EXCLUDED from business analysis?
» Profit analysis
» Management analysis
» Cost analysis
» Sales forecast

Reference:
Lecture#13 Paget27

Question No: 4 (Marks: 1) - Pleaseehoose one

Which of the following are the peoplewho purchase new products amost as soon as the
products reach the market?

» Innovators
» Late mgjority
» Early'magjority
» Lateadopters
Reference:
Consumer innovator : People who purchase new products almost as soon as the products
reach the market.
http://www.slideshar e.net/siddhar th4mba/categor y-and-brand-management-

product-identification-and-new-product-devel opment

Question No: 5 (Marks: 1) - Please choose one

Note: Solve these papers by yourself
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Which of the following is aname, term, sign, symbol, design, or a combination of these,
that identifies the product or service?

» Labd
» Co-brand
» Brand

» Product

Question No: 6 (Marks: 1) - Please choose one
Which of following is an example of corporate brand?
» Rafhan foods
» Knorr

» National foods

» Mercedes

Question No: 7 (Marks: 1) - Please choose one
Which of the following priceis quoted to a potential buyer, usually in written form?
» Wholesaleyprice
» Matket price
» List price
» Retail price

Reference:
Lecturet#21 Page#43

Question No: 8 (Marks: 1) - Please choose one

Note: Solve these papers by yourself
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Market priceis also known as:
» Effective price
» List price
» Retail price
» Wholesaler price

Reference:
Lecture#21 Page#43

Question No: 9 (Marks: 1) - Please choose one
Which of the following isardatively long commercia in the fermat of a TV program?
» TV commercial donut
» Infomercials
» Sponsorship
» Product placement
Reference:

Infomercial
A relatively long commercia in the format of atelevision program

Question N0 10w ( Marks: 1) - Please choose one
Identify the type of commercia for “ Save wild life’.
» Traditional commercial
» Political commercial
» Public service commercial
» Local station commercial
Note: Solve these papers by yourself
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Question No: 11 (Marks: 1) - Please choose one

Which of the following is most profitable and requires seller to have most information
about the customers?

» Second degree discrimination
» Indirect segmentation
» Direct segmentation

» Complete price discrimination

Reference:
Lecture#24 Paget51

Question No: 12 (Marks: 1) - Please cheosene
In analyzing and building up a product portfelio a‘cempany can use:
» Boston Consulting Group matrix
» Contribution Margin analySis
» General Electric model
» All of the given options

Reference:
Lecturet#25 Page#54

Question No: 13 (Marks: 1) - Please choose one

Nido hasiadvertised that get 5% extra milk for the same price. Identify the type of
consumer sales promotion technique used by Nido.

» Cents-off ded
P Price deal

» Loyalty rewards program

Note: Solve these papers by yourself
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» Price-pack deal

Reference:
Lecturet#27 Page#60

Question No: 14 (Marks: 1) - Please choose one

Which of the following is the type of distribution in which acompany stocks the product
in as many outlets as possible?

» Exclusive distribution
» Corporate distribution
» Intensivedistribution
» Selective distribution

Reference:

Intensive distribution. Thisis stocking the product in as many outlets as possible. An
example would be soft drinks, gum, candy, and potato chips. They are sold at grocery
stores, gas stations, and neighborhood stores. Companies that frequently use this method
are Proctor & Gamble, Coca-Cola, and Campbell Soup.

Question No: 15 (Marks: 1) “\Please choose one
Which of the following is the bengfit of intensive distribution?
P [t increases coverage only
P It increases salesonly
» It iricreéases coverage and price
» It increases coverage and sales

Reference:
Parle uses Intensive Distribution for Parle G. Thisisthe ideal strategy for the market
leader asintensive distribution has the following advantages:

Increases coverage and sales

Increases product availability

Encourages retailers to compete aggressive. Higher competition leads to narrower
margins for

Note: Solve these papers by yourself
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the retails hence, increases the ultimate margin for the manufacturer.

Question No: 16 (Marks: 1) - Please choose one

Outbound operations, including al fulfillment activities and transportation to customers
are which type of supply chain management activities?

P Strategic level

» Tactical level

» Operational level
» Functional level

Reference:
Lecture#37 Page#92

Question No: 17 (Marks: 1) - Please cheosene
Direct selling is best for which of the following?

» Furniture

» Refrigerator

» Car

» Encyclopedia

Question No™18 (Marks: 1) - Pleasechooseone
Telemarketing is an example of which of the following:
» Electronic sales
» Industrial selling
» Indirect selling

» Direct selling

Note: Solve these papers by yourself
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Reference:
Lecture#31 Paget72

Question No: 19 (Marks: 1) - Please choose one

The physical aspects of the product are stimuli that the consumer receives from his or her
environment. These are classified as aspects.

» Significative
» Symbolic

» Social

» Perceptual

Reference:
L ecture#39 Page#98

Question No: 20 (Marks: 1) - Please choose ene

Especially for which type of products the marketers should view packaging as a major
strategic tool ?

» Convenience products

» Consumer shopping produets

» Industrial products

» Specialty products
Reference:
Marketers should view packaging as a major strategic tool, especialy for consumer
convenience products

Question No: 21 (Marks: 1) - Please choose one

Which of the following concepts is defined as the “ responsiveness of the quantity
demanded of a good or service to achangeinits price’?

» Price elasticity
Note: Solve these papers by yourself
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» Break-even pricing
» Demand curve
» Target cost
Reference:
Price elasticity of demand (PED) is defined as the responsiveness of the quantity
demanded of a good or service to achange initsprice
Question No: 22 (Marks: 1) - Please choose one
Which one of the following modelsiscreated by “ChrisFill” ?
» Major Community Facilities Program
» Medical Center for Federal Prisoners
» Minimum Cost Flow Problem

» Marketing Communications Planning Framewor k
Reference:

Lecturet26 Page#57

Question No: 23 (Marks: 1) - Please chooseone

Objectives are common in which of thefollewing pair of group activities?
» Decision making-Influencing

» Influencing-Negotiation
» Decision making-Negotiation
» All of the givemeptions

Reference:
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Comparison Among Group Activities
Activit Objectives Conflict Between
Y in Common? Participants
Drecisionbdaking es Mo
hust be Influencer
Influencing proven by must show
influencer thereiz none
Megatiating Yes s, Paties
seek compromise

Question No: 24 (Marks: 1) - Please choose one

In which of the following countries, ar cades (a streetjof several different shops)
wereinvented?

» France
> Italy

» Germany
» England

Reference:
L ecture#39 Page#95

Question No: 25 (Marks: 1) - Please choose one

Which of the following shopping involves walking through a shopping district or
mall with the purpose of looking at the displaysin each retail store?

» Window shopping

» Online shopping

Note: Solve these papers by yourself
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» Actual shopping

» Virtual shopping
Reference:
Window shopping is a fun and inexpensive pastime enjoyed by people all over the world.
The process involves walking through a shopping district or mall with the express
purpose of looking at the window displays for each retail storein the area.

Question No: 26 (Marks: 1) - Please choose one

Which of the following statement r eflects one of the concepts“ Significative’ i.e. a
stimuli received by consumer from hisor her environment?

» The'real' (physical) aspects of the product or service (which the company
make use of)

» Theideas or images attached by the supplier (for/example by advertising)

» The ideas or images attached to the produet erservice by 'society’ (for example,
by reference groups)

» The ideas or images attached by the manufacturer

Reference:
L ecture#39 Page#98

Question No: 27 (Marks: ;) - Please choose one

By keeping in the mind the SWOT analysis, identify ‘strength” from the following
given options;

» Changing customer tastes
»Closing of geographic markets
» Tax increases

» Customer loyalty/relationship
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Reference:

TAB. 1 An Example of SWOT Analysis Table

Helpful Harmful
Strengths: Weaknesses:
e Production quality e Absence of important skills
e Technology e Weak brands
o e Distribution channels e Poor access to distribution
% e Customer loyalty/ e Low custsomer retention
- relationship e Unreliable product/ service
s e Management e Sub-scae
2 e Leading brands e Management

Question No: 28 (Marks: 1) - Please choose ong
Which of the following options reflects “Weakness’ of any organization?
» Unreliable product service
» Leading brand
» Changing customer tastes
» Technological skills

Reference:

TAB. 2 An Example of SWOT Analysis Table

Helpful Harmful
Strengths: Weaknesses:
e Production quality e Absence of important skills
Technology e \Weak brands
%) Distribution channels e Poor access to distribution
e e Customer loyalty/ e Low custsomer retention
§ relationship e Unreliable product/ service
e e Management e Sub-scae
*2 e Leading brands e Management
Note: Solve these papers by yourself
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Question No: 29 (Marks: 1) - Please choose one

In which of the following resear ches, resear cher creates a quasi-artificial
environment to control spurious factorsand then manipulates at least one of the
variables?

» Qualitative marketing research
» Quantitative marketing research
» Experimental techniques

» Observationa techniques

Reference:

Experimental Techniques - the researcher creates a quasi -artificial environment to try to
control spurious factors, and then manipulates at least one of the variables - examples
include purchase laboratories and test markets.

Question No: 30 (Marks: 1) - Please choose one

If an NGO purchases furniture for its offiee, it ispurchasing a(an):

» Consumer good
» Consumer service
» Industrial .good

» Industrial service

Question No: 31 (Marks: 1) - Please choose one

Typically high priced and frequently used branded are:

» Impulse goods

Note: Solve these papers by yourself
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» convenient goods
» Shopping goods
» Specialty good

Reference:
Speciality goods are typically high priced and frequently branded.

Question No: 32 (Marks: 1) - Please choose one

Pricing a product at 4.99 Rsrather than 5 Rsis an example of which of the fallowing?

» Unit pricing

» Odd pricing

» Round down pricing

» One price policy
Reference:
Retail Prices are often expressed as 0dd prices: a little less than around number, e.g.
$19.99 or £6.95.

Question No: 33 (Marks: 1) - Please choose one

Many business exetutives argue that a more accurate explanation of actua pricing
behavior is that within a'given profit constraints, firms strive for:

» Profit maxXimization
» Target return
P Sales maximization

» Market share

Question No: 34 (Marks: 1) - Please choose one

Note: Solve these papers by yourself
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which statement would qualify as a definition of a cash discount?

» A 3 percent discount for buying the truckload
» A discount for performing some promotional activities
» Receiving arebate for cash payment

» A discount for prompt return of invoice with payment

Question No: 35 (Marks: 1) - Please choose one
Management at XYZ Company is having difficulty in‘raising theintroductory price
on system componentsto cover itsincreased costs. T Qeover theincreased coststhe
XYZ Company will use which of the following pricing policy in pricing these
components?

» Odd-even

» Skimming

» Penetration

» Psychological
Reference:
Question#11
Questign No: 36 (Marks: 1) - Please choose one
Costs that remain stable regardless of the level of production achieved are called:

» Fixed cost

» Variable cost

» Average total cost

Note: Solve these papers by yourself
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» Marginal cost

Question No: 37 (Marks: 1) - Please choose one

Which of the following offers cash to customers who purchases a specific product within
a specified time period?

» Rebates

» coupons
» Contests

» Free travel
Question No: 38 (Marks: 1) - Please choose one

The stage in which the sales person relates the feattre of itS product to the needs of
customer is:

» Demonstration
» Prospecting
» Presentation
» Close
Reference:
The presentation is the stage in which the salesperson relates product features to customer
needs.
Question No: 39 (Marks: 1) - Please choose one
The presentation which is given by the sales person should include:
» Discussing the product’stechnical specification
» Mentioning the product weakness
» Criticizing the competitor’s product
Note: Solve these papers by yourself
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» Pointing out the product’ s strength and weaknesses

Question No: 40 (Marks: 1) - Please choose one
According to many sales management experts, the very essence of sales processis:
» Prospecting
» Presentation
» Approach
» Close of sale
Reference:
Many sales- management experts consider praspecting to be the very essence of the sales
process
http://books.google.com.pk/books?d=xSrY AAAAMAAJ& g=many+sal estmanagement+
experts,+the+very+essence+of +sal es+process& dg=many+sal es+ management+experts, +t
he+very+essence+of+sa est+process& hl=en& ei=FXIMTYf_ CcWZzZ8QPh-
Y DfCwé& sa=X & oi=book_result& ct=result& resnum=1& ved=0CC8Q6AEWAA
Question No: 41 (Marks: 1) \ - Please choose one

One factor that would cause the marketing channel to be longer is:

» The geographical concentration of consumers
» Product'having low technical complexities

» Theimanufacturer desire to control the channel

» Large orders

Reference:

http://books.google.com.pk/books? d=WeeFSyiOFJKC& pg=PT 178&1pg=PT178& dg=The
+geographi cal +concentrati on+of+consumers+istatreason+for+long+distribution+chann
el & source=bl& ots=5NBOLX5nTQ& sig=LHzg-

_0kligu3WFgKxstbH60258& hl=en& ei=g4dM TZ3WCtCmrAfmgpjaBg& sa=X & 0i=boo

k_result& ct=result& resnum=2& ved=0CBkQ6A EwWA Q#v=onepage& & f=false
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Question No: 42 (Marks: 1) - Please choose one

Which of the following shows the type of distribution channel i n which manufacturer
designated only afew deaersin an areato carry its products?

» Sdlective distribution

» Intensive distribution

» Exclusive distribution

» None of the given options
Reference:
Exclusive distribution - Only specially selected resellers (typically only one per
geographical area) are alowed to sell the “product'.

Question No: 43 (Marks: 1) - Please choose ene

Which of the following are wholesaling intermediaries who may or may not take
possession but who never take the title?

» Merchant wholesaler

» Agent

» Wholesaers

» None of the given options
Reference:

Agents and Brokers. A second group of independent intermediaries who may or may not
take possession of the goods, but never take title.

Question No: 44 (Marks: 1) - Please choose one

Due to the decline in the growth of planned shopping centersin recent years, new
strategies are being pursued such as:

Note: Solve these papers by yourself
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» A combination of shopping mall, amusement park, and hotel

» A combination of shopping mall and car parking facility

» Complimentary theater tickets for shopping centre customers

» Live TV broadcast from the shopping centers
Reference:
http://books.googl e.com.pk/books? d=GqCV nzOmpdUC& pg=PA457& |pg=PA457& dg=
Duetto+the+declinetin+thet+growth+of +planned+shopping+centers+new+strategies+are
+A+combination+of+shopping+mall+and+theater+tickets& source=bl & ots=GSciK _K2ax
& sig=LOV gL frafpPMFOFQ1DZ4V abgjH8& hl=en& ei=tY xM TbvHK8rirAe2g TZBg& sa
=X&o0i=book_result& ct=result& resnum=4& ved=0CCIQ6A EwAw#v=onepage& q& f=fal
se

Question No: 45 (Marks: 1) - Please choose one

According to Maslow's hierarchy of needs theory,avhich need will emerge when the
physiological needs are met?

» Love
» Safety
» Status
» Being
Reference:
Lecturett42 Page#104
Question:No: 46 (Marks: 1) - Please choose one
Which of the following statements concerning consumer behavior is true?
» It isadecision process and the act of purchasing
» It isimpossible to predict due to variance in income level and culture
Note: Solve these papers by yourself
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» It isaresult of fixed activities performed by the consumers

» It isdetermined by the individual genetic characteristics

Reference:
http://books.google.com. pk/books? d=X W5L EOgdOo8C& pg=PA 7& | pg=PA7& dg=consu
mer+behavior++deci sion+processt+and+the+act+of +purchasi ng& source=bl & ots=La2cP
NhhUD& sig=tRcjX_Zx1DODQ5qK89GPL g6jA3Q& hl=en& ei=54IMTZicDMXB8QP30
pHfCw& sa=X & oi=book_result& ct=result& resnum=3& ved=0CCM Q6A EwWA g#v=0onepa
ge& g=consumer%20behavior%20%20deci sion%20process¥20and%20the%o20act%6200f
%20purchasing& f=false
Question No: 47 (Marks: 1) - Please choose one
Sales forecast plays amajor rolein:

» New product decisions

» Production technology

» Quality control

» Marketing research

Reference:
L ecturet#44 Page#108

Question No: 48 (Marks: 1) - Please choose one
Which of the following would be atopic for exploratory research?
» Accountimg\procedure and financial practices
» Publicity and public relations
» New product development
» Salesresult and market coverage

Reference:
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Question No: 1 (Marks: 1) - Please choose one
Lifeinsurance is an example of which of the following goods?
» Convenience
» Expected
» Shopping
» Unsought
Reference:
Lecture#11 Paget#24

Question No: 2 (Marks: 1) - Please choose one
Which of the following is TRUE about a product?
» Every tangible thing the customer receives in an exchange
» The idea that the customer receives in an exchange
» The service that is rendered to a customer
» The physical object the customer receivesin an exchange

Question No: 3 (Marks: 1) - Please choose one

Aggressive pricing is associated with which of the following stage of product life cycle?
» Introduction
» Growth
» Maturity
» Decline
Reference:
http://books.googl e.com.pk/books?i d=-
R1zRakel JgC& pg=PA292& |pg=PA 292& dg=%22A ggressive+pricing%22+growth+stag
e& source=bl & ots=de58d61u3z& sig=mjhr2CAHc_|-
xJ3KY B3RQ2GfZ6c& hl=en& ei=EYIMTZ-
RHY imhAfC3PjuDg& sa=X& oi=book result& ct=result& resnum=2& ved=0CBoQ6A Ew
AQ#v=0nepage& q=%22A ggressive%20pricing%22%20growth%20stage& f=fal se

Question No: 4 (Marks: 1) - Please choose one
Which of the following is NOT adecision required in commerciaization?
» Why to launch the product?
» How to launch the product?
» Where to launch the product?
» When to launch the product?

Note: Solve these papers by yourself
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Reference:
Lecturet#14 Page#30

Question No: 5 (Marks: 1) - Please choose one
According to “Research supporting odd pricing theory” which of the following number
out of al the numbers between 1 and 100 is thought to have least perceived value as
compared to its actual value?

» 90

» 77

» 55

» 25
Reference:
Lecturet#14 Page#40

Question No: 6 (Marks: 1) - Please choose one
Mr. Ahmed wants to introduce a new product with the goalsof ‘quickly gaining mass-
market share. As a consultant, you would recommend whi¢h of the following strategy?
» Cost-orientated pricing
» Psychological pricing
» Market-penetration
» Market-skimming
Reference:

Question No: 7 (Marks: 1) - Please choose one
Which of the folfowingiis an example of variable cost?
» Materials consumed during production
» Rentof factory
» Wages of permanent employees
» Deépteciation of building
Reference:
Variable costs change with the level of output, increasing as more product is generated.
» Materias consumed during production
* Power
e Transport

Question No: 8 (Marks: 1) - Please choose one
Which of the following isNOT the purpose of mass media?
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» Advocacy

» Journalism

» Broadcoding

» Entertainment
Reference:
L ecturet#29 Page#67 & 68

Question No: 9 (Marks: 1) - Please choose one
Which of the following is an example of fix cost?

» Transport

» Power

» Raw material

» Rent of factory

Question No: 10 (Marks: 1) - Please choose one
A company manufactures shoes. The company incurred cogts e, RS.500, 000 for rent of
the factory, Rs.20000 for transportation cost, Rs. 100, 000 fer e ectricity bill and Rs. 600,
000 for raw material consumed. The total cost for the company is:

> 1,220,000

» 600,000

» 700,000

» 720,000

Question No: 11 (Marks: 1) - Pleasechoose one
If it costs afirm Rs. 600 to produee 4 units and Rs. 670 to produce 5 units. What will be
marginal cost?

> Rs. 70

» Rs. 100

» Rs. 670

» Rs. 600

Question No:422 _\(Marks: 1) - Please choose one
Which of thefollowing isthe basic role of promotion?
P Intérpretation
» Communication
» Manipulation
» Information
Reference:
Promotion is communication that builds and maintains favorable rel ationships by
informing and persuading....
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Question No: 13 (Marks: 1) - Please choose one
Marketing communication planning framework starts with which of the following step?
» Marketing research
» Promotional analysis
» Context analysis
» Promotional goal setting

Reference:
- - - — = - ;
| Context analysis
' 1
|Fu'£arketing research | . Corporate goals
t Promotional goals Marketing goals
Commes goals
Agencies ‘l
" RN T
' Promaotional strategy | Pul |
|
I
| Scheduling  |™ ] - Resources
[ Coordinated
: communication mix
|
- — — — — — ;
CC' I"'Itrﬂl l?ll E‘u’EIluEIT.IvDH Paliar Kot ne comimin cations planning framaswork,
cheabed by Chris FIL. Draswn by Mathow Revel

Question No: 14 (Marks: 1) - Please choose one
In which of the following,yeaPfirst formal advertising agency was established?
» 1853
» 1846
» 1845
> 1843
Reference:
In 1843 the first advertising agency was established by VVolney Palmer in Philadelphia

Question No: 15 (Marks: 1) - Please choose one
Which of the following is TRUE for influencing?
» It has shared objective and resolve conflicts
» It has conflict between parties and no compromise
» It seeks compromise through influencer

» It has common objective proven by influencer
Reference:
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Comparison Among Group Activities
Activit Objectives Conflict Between
Y in Common? Participants
Drecisionbdaking es Mo
hust be Influencer
Influencing proven by must show
influencer thereiz none
Megatiating Yes s, Paties
seek compromise

Question No: 16 (Marks: 1) - Please choose one
What isthe mutual activity of negotiation and decision making?
» Compromise seeking
» Common objective
» Conflict between parties
» Presence of influence

Reference:
Comparison Among Group Activities
Activit Objectives Conflict Belween
Y in Common? Participants
Drecisionbdaking es Mo
hAust be Influencer
Influencing proven by must show
influencer thereis none
Megatiating Yes Yes. Paties
seek Comprornise

Question No: 17 (Marks: 1) - Please choose one
Which of the following products is most likely to require adirect channel of
distribution?

» Meat

» Automobiles
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» Antibacterial soap
» Box of candies
Reference:

Question#6

Question No: 18 (Marks: 1) - Please choose one

Which of the following is atype of vertical marketing system?
» Franchise
» Direct selling
» Mail order
» Retailing

Reference:
L ecture#36 Page#89

Question No: 19 (Marks: 1) - Please choose one
Identify the dealing in which seller requires that a dealerymay’not handle competitors
products.

» Exclusive dealing

» Intensive dealing

» Corporate dealing

P Selective dealing
Reference:
With exclusive dealing, the seller allows only certain outlets to carry its products and
requires that these deal ers not handle competitors' products

Question No: 20 (Marks: 1) - Please choose one
Which of thefollowing is NOT included in logistics?
» Purchasing
» Transporting
» Storage
» Financing
Reference:
L ecturet#38 Page#94

Question No: 21 (Marks: 1) - Please choose one
Which of the following consists of the sale of products for personal or household
consumption either from afixed location or a kiosk?

» Retailing

» Wholesaling

» Sales promotion

» Publicity
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Reference:
Retail services consist of the sale of goods/merchandise for personal or household
consumption either froma fixed location (€.g., store, kiosk, etc

Question No: 22 (Marks: 1) - Please choose one
Which of the following is NOT the step of general model?
» Want recognition
» Pre-purchase behavior
» Post-purchase behavior
> Alternative selection
Reference:
Lecture#41 Page#100

Question No: 23 (Marks: 1) - Please choose one
Which of the following is defined as a statistical method of cembining data from
multiple studies or from several types of studies?
» Meta analysis
» Observationa analysis
» Technical analysis
» Fundamental analysis
Reference:
Lecture#44 Paget109

Question No: 24 (Marks: 1) - Pleaseschoose one
For which of the following produCts would the manufacturer be more likely to use
selective distribution?
» Bags of potato chips
» Paper clips
» Microwave ovens
» Nail clippers
Reference:

Question#17

Question*No: 25 (Marks: 1) - Please choose one
Studying consumer behavior can provide clues about which of the following?
» Developing new product
» Product features
» Prices
» All of the given options

Question No: 26 (Marks: 1) - Please choose one

Note: Solve these papers by yourself
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Fixed costs as the number of units produced increases.
» Decrease
» Increase

» Divide in half
» Remain the same

Question No: 27 (Marks: 1) - Please choose one

The Boston Consulting Group Model indicates which of the following?
» Competitor analysis
» Share of market against largest competitor
» Market growth and share of market against largest competitor
» Market attractiveness

Reference:

Question#8

Question No: 28 (Marks: 1) - Please choose oné
Sourcing contracts and other purchasing decisionsreflect which of the following
activities?
P Strategic activities
» Tactical activities
» Operational activities
» Functiona activities
Reference:
Lecture#37 Page#91

Question No: 29 (Marks: 1) - Please choose one
Which of the following is NOT a style of music video?
» Audio
» Picture
» Text
> Animation

Question™o: 30 (Marks: 1) - Pleasechooseone

Which"ane of the following wholesalersisinvolved in carrying stock of Air
Conditioner (AC), offering credit to its customers, providing quicker deliveriesand
assistance of installation to its customer s?

» Full-Service Wholesaler

» Limited-Service Wholesaler

» Merchant Wholesaler

» Exclusive distributor

Reference:
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Full -service whol esaler—a channel merchant performing or offering afull-range of
marketing functions; i.e., assortments, advice, return privileges, delivery, credit, and
promotion.

Question No: 31 (Marks: 1) - Please choose one

“Theideas or images attached by the supplier (for example by advertising)” reflect
which of the following stimuli received by consumer from hisor her environment?
» Social

» Significative

» Symbolic

» Public

Reference:

Symboalic - the ideas or images attached by the supplier (for example by advertising)

Question No: 32 (Marks: 1) - Please choose one
Identify " Opportunity” for any organization from thefollowing given options:
» Lower personnel taxes
» Technological skills
» Poor access to distribution
» Closing of geographic markets
Reference:
VU teacher Said

Question No: 33 (Marks: 1) - Pleaseschoose one
Which of thefollowing isNOT, a¢haracteristic of focus group discussion?
» Usually last for 1 to 2 houts
» Usually recorded on video
» Expensive and slow
» Leads by a moederator
Reference:
Lecture#45 Page#112

QuestiondN0:84 (Marks: 1) - Pleasechooseone
If an NGO,purchases furniture for its office, it is purchasing a(an):
» Consumer good
» Consumer service
» Industrial good
» Industrial service

Question No: 35 (Marks: 1) - Please choose one

Which of the following is not the aggressiveness strategies used in business?
» Prospector strategy
» Anayzer strategy

Note: Solve these papers by yourself
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» Innovator strategy
» Reactor strategy
Reference:
L ecturet#9 Page#18

Question No: 36 (Marks: 1) - Please choose one

Which of the following isamajor characteristic of convenience goods?
» The products are exclusive brands and have complete warranties
» The promotional burden fall on the retailer
» They areusually low price and with a brand name
» The consumer iswilling to make a specid effort to purchase them

Question No: 37 (Marks: 1) - Please choose one
A firm’s marketing strategy should emphasi ze stimulating demand'in the:
» Introduction
» Growth
» Maturity
» Decline
Reference:
A firm's marketing efforts should emphasize stimulating demand at the introductory stage

Question No: 38 (Marks: 1) - Please cheose one
Which of the following commercialization‘decision involves in decisions regarding
launching of the product in a single orin multiple localities?

» How to launch the product?

» Whereto launch the product?

» When to launch the produet?

» Why to launch the product?

Question No: 39 (Marks: 1) - Please choose one
Which of the folfowing'is a good example of using a package to assist in marketing the

product?
» Designing the package so that the product will not be deformed or crushed

during shipment
» Designing the package so that it could be put to some other use after the product it

containsthas been expended
» Choosing the package design that will adequately protect the contents for the least

cost
» Providing tamper resistance seals on food or medicines containers

Question No: 40 (Marks: 1) - Please choose one
Creating a package design that features a gold crest with a heavy maroon accent is away

of assisting in marketing the product by which of the following?

Note: Solve these papers by yourself
This VU & s not ble £ ved content
www. vuaskari.com



Composed & Solved
Hafiz Salman Majeed & Maha Shah
Vu Askari Team
www.vuaskari.com

» Making the product more convenient to use

» Producing a package that can be easily used

» Evoking the product image through package design
» Producing package that is cost effective

Question No: 41 (Marks: 1) - Please chooseone
When all products of the company are given different brand namesit is called:
» Combination branding
» Individual branding
» Family branding
» Group branding
Reference:
When all acompany's products are given different brand names, thisis referred to as
Individual branding

Question No: 42 (Marks: 1) - Please choose one
Advertising and sales promotion are the most commonly used elements of promotion in
a

» Distribution strategy

» Product strategy

» Pushing strategy

» Pulling strategy
Reference:
http://books.googl e.com.pk/books? d=tDPeWx6XY |QC& pg=PA 182& I pg=PA 182& dg=P
ulling+strategy+Advertising+and+sal es+promoti on+are+the+most+commonly+used+ele
ments+of+promotion& source=bl & ots=M4p7Eetbz9& sig=_ AcwXgRP3QY EtdBQPKY Z
fIlwx8& hl=en& ei=dWU7TdvEOCT adAaex5Di Cg& sa=X & oi=book_result& ct=result&re
snum=2& ved=0CBsQ6A EwA Q#v=onepage& q& f=false

Question No:43_\(Marks: 1) - Please choose one
The identifieation of potential customersisreferred as:

» Approaching

» Prospecting

» Presentation

» Planning
Reference:
To identify new potential customers that can be persuaded to purchase products and
services via persona selling, prospecting is often used. Prospecting refersto the
systematic process of identification of potential customers.

Question No: 44 (Marks: 1) - Please choose one
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BATNA isused in asituation when:
» Current negotiations fail and an agreement cannot be reached
» Both parties agree on a common solution
» Current negotiation succeed in finding out the solution of problem
» All of the given options
Reference:
In negotiation theory, the best alternative to a negotiated agreement or BATNA isthe
course of action that will be taken by a party if the current negotiations fail and an
agreement cannot be reached.

Question No: 45 (Marks: 1) - Please choose one
Costs can be reduced at the wholesale level by:
» Providing advertising allowances to the retailers
» Reduce wholesale prices
» Making large volume pur chases from the manufacturers
» Increasing shipment distancesto the retailers
Reference:
Costs can be reduced at the wholesale level by making large-volume purchases from the
manufacturer.

Question No: 46 (Marks: 1) 4Please choose one
During an exploratory research, aresearcher may:

» Conduct asales anaysis

» Discuss the problem with the sales personnel

» Conduct marketing cost analysis

» All of the given options

Question No:4Z _\(Marks: 1) - Please choose one
The survey‘method of collecting data includes which of the following?
» Observations
» Personal interviews
» Reports
» Internal sales data
Reference:
Personal interviews are regarded as the best method of collecting survey data
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Question No: 48 (Marks: 1) - Please choose one
Which of the following statements refersto the effective use of personal interview?
» This method allows the researcher to collect more detailed and individually
unique information.
» It isaleast expensive method of collecting the primary data
» It isvery fast method of collecting primary data
» They provide inaccurate information

Reference:
Personal Interviews
Advantages
itisfast and easy way to get data
13
FINALTERM EXAMINATIOM
Spring 2009
MKT501- Marketing Management
Time: 120 min
Marks. 84

Question No: 1 (Marks: 1) - Please choose one
In which of the following demand for the product reduces because of technological
advances, shiftsin consumer tastes and increased competition?

» Introduction stage
» Growth stage
» Maturity stag
» Decline stage

Question No: 2 (Marks: 1) - Please choose one
New product development process starts with which of the following stages?

» ldeadevel opment
» ldeascreening

» Research

» ldea generation

Question No: 3 (Marks: 1) - Please choose one
Which of the followingis the spread of ideafrom the source of invention to the ultimate
user or consumers?

» Innovation adoption process

Note: Solve these papers by yourself
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» I nnovation diffusion process

» Adoption process
» New product recognition

Question No: 4 (Marks: 1) - Please choose one
Which of thefollowingis quick ininnovation?

» Capital goods
» Food items

» Industrial goods
» I T products

Question No: 5 (Marks: 1) - Please choose one
Which of the following isthe leak-proof packaging that provides additional protection for
the primary container?

» Primary packaging

» Secondary packaging
» Transport packaging
» Decorative packaging

Question No: 6 (Marks: 1) - Please choose one
Which of thefollowingis NOT afunction of labeling?

» It containsinformation

» It shows aword of caution

» It shows the ingredients of product
» It protectsthe product

Question No: 7 (Marks: 1) - Please choose one
Which of followingis an example of corporate brand?

» Rafhan foods
» Knorr

» National foods
» Mercedes

Question No: 8 (Marks: 1) - Please choose one
Which of the followingis price reduction offered when an order isplaced in
slack/drooping period?

» Cash discount
» Trade discount

Note: Solve these papers by yourself
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» Quantity discount
» Seasonal discount

Question No: 9 (Marks: 1) - Please choose one
In price shading which of the following hasright to vary the price by certain amount?

> Sdler

» Buyer

» Manufacturer
» Competitor

Question No: 10 (Marks: 1) - Please choose one
Which of thefollowingis NOT consumer sales promotion technique?

» Pricedeal
» Centsoff dea
» Coupons
» Dealer-loader

Question No: 11 (Marks. 1) - Please choose one
While reading a newspaper you have found a coupon booklet inserted in the newspaper.
Identify the type of sales promotion technique.

» Coupon

» Freesample

» Pricepack deal

» Freestandinginsert

Question No: 12 (Marks: 1) - Please choose one
Which of thefollowingis NOT an example of fix cost?

» Materials consumed during production
» Rent of factory

» Wagesof permanent employees

» Depreciation of building

Question No: 13 (Marks: 1) - Please choose one
Which of thefollowingis most profitable and requires seller to have most information
about the customers?

» Second degree discrimination
» Indirect segmentation
» Direct segmentation

Note: Solve these papers by yourself
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» Complete price discrimination

Question No: 14 (Marks: 1) - Please choose one
Which of the following price discrimination occurs when identical goods are sold at
different prices to each individual consumer?

» Forth degree discrimination
» Third degree discrimination
» Second degree discrimination
» First degreediscrimination

Question No: 15 (Marks: 1) - Please choose one
A company is offering a reduced price if you buy two t-shirtsinstead of just one. Identify
the type of price discrimination?

» First degree discrimination

» Forth degree discrimination

» Third degree discrimination

» Second degree discrimination

Question No: 16 (Marks: 1) - Please choose one
An effective short-hand summary of the situation analysisis a

» Competition analysis
» SBU analysis

» SWOT analysis

» BCG analysis

Question No: 17 (Marks: 1) - Please choose one
In BCG matrix, products with low market share but high market growth are referred to
as.

» Question marks
» Cash cows

» Stars

» Dogs

Question No: 18 (Marks: 1) - Please choose one
Identify the situation in which thereis NO negotiation at all.

» When both parties are weak
» When one party isstrong
» When both partiesare strong

Note: Solve these papers by yourself
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» When both parties are equal

Question No: 19 (Marks. 1) - Please choose one
Which of thefollowing is NOT the performance measure for tracking the productivity of
sales person?

» Revenueper sales person

» Revenue per territory

» Margin by product category

» Margin and revenue per product

Question No: 20 (Marks: 1) - Please choose one
Identify the type of promotion in which companies use celebrities for promotion.

» Personal selling
» Salespromotion
» Publicity

» Public relation

Question No: 21 (Marks: 1) - Please choose one
Identify the dealing in which sdller requires that a dealer may not handle competitors
products.

» Exclusivedealing
» Intensivedeadling
» Corporate dealing
» Selectivededing

Question No: 22 (Marks: 1) - Please choose one
In intensive distribution, who attempts to gain exposure through as many wholesaers and
retailers aspossible?

» Agent

» Manufacturer
» Broker

» Intermediary

Question No: 23 (Marks. 1) - Please choose one
Which of thefollowing isthe benefit of intensive distribution?

» Itincreases coverage only
P Itincreases sales only

Note: Solve these papers by yourself
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» Itincreases coverage and price
P It increases coverage and sales

Question No: 24 (Marks. 1) - Please choose one
Which of the followingis an approach where two or more organizations agree on ajoint
venture?

» Horizontal marketing
» Vertica marketing

» Integration

» Franchise

Question No: 25 (Marks: 1) - Please choose one
Telemarketing is an example of which of the following:

» Electronic sales
» Industrial selling
» Indirect selling
» Direct selling

Question No: 26 (Marks: 1) - Please choose one
If sales peoplewant to get into a customer's wallet they first need to get inside his mind
this refersto which of the following selling technique?

» Confidence
» Empathy

» Presentation
» Prospecting

Question No: 27 (Marks: 1) - Please choose one
Which of thefollowingis NOT amethod of retailing?

» Counter-service
» Crosssdling
» Sdlf-service

» Onlineshop

Question No: 28 (Marks. 1) - Please choose one
What is the input of consumer behavior?

» Response
» Stimuli

Note: Solve these papers by yourself
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» Actions
» Reactions

Question No: 29 (Marks. 1) - Please choose one
At which stage of buyer’ s decision process the reader would consider the advertisement?

» Interest

» Purchase

» Understanding

> Attitude

Purchase - al the above stages might happen in afew minutes while the readenis
considering the advertisement; in the comfort of his or her favorite armchair.

Question No: 30 (Marks: 1) - Please choose one
When Saleem buys car using a channel with only one intermediary, that intermediary is
classified as a

» Functional middleman
» Broker

» Wholesder

» Retailer

Question No: 31 (Marks: 1) - Please choose one
In consumer behavior, we study:

» How people buy?

» What people buy?

» When people buy?

» All of the given options

Question No: 32 (Marks: 1) - Please choose one
The Cargo business covers which of the following decisions under the marketing mix
strategy?

» Product

» Price

» Placement
» Promotiona

Question No: 33 (Marks: 1) - Please choose one
Customer’s viewpoint on afirm’'s products and services can be improved through:

» Experiential world of customers

Note: Solve these papers by yourself
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» Experiential innovation
» Customer interface
» Building experiential platform

Question No: 34 (Marks: 1) - Please choose one
The phenomenon, when a customer dislikes a product and talks against the product, is
termed as:

» Propaganda

» Unfavorable environment
» Bad mouth

» Badimpression

Question No: 35 (Marks: 1) - Please choose one
Which of the following statements by a marketing manager of acompany best describes

the marketing concept?

» Wehaveorganized our business to make certain that we satisfy customer needs
» We believethat the marketing department must organize to sell what we produce

» We try to produce only high quality, technically efficient products

» We want to sell what we make

Question No: 36 (Marks: 1) - Please choose one
Which of thefollowingis NOT apart of abroad environment?

» Economy

» Corporateculture
» Technology

» Demographics

Question No: 37 (Marks: 1) - Please choose one
Which of thefollowingisthetotal process of moving goods from a manufacturer to a
customer in the most timely and cost-efficient manner possible?

» Financing

» Logistics

» Warehousing
» Storing

Question No: 38 (Marks: 1) - Please choose one

Suppose Nestle wantsto expand its line of food products. The managers conduct surveys
from customers to determine which food items would appeal to customers. Nestleis
currently in which of the following phase of new product development?
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» ldeageneration
» ldeascreening
» Test marketing
» Businessanalysis

Question No: 39 (Marks: 1) - Please choose one
Fixed costs as the number of units produced increases.

» Decrease

» Increase

» Dividein half

» Remain the same

Question No: 40 (Marks: 1) - Please choose one
The relationship between the price charged and the resulting demand level can be shown
asthe

» Demand curve
» Variable cost

» Target cost

» Experience curve

Question No: 41 (Marks: 1) - Please choose one
Which one of the following options does not reflect the strategic activities?

» Sourcing contracts and other purchasing decisions

» Information Technology infrastructure to support supply chain operations
» Whereto make and what to make or buy decisions

» Product design coordination

Question No: 42 (Marks: 1) - Please choose one
In which of thefollowing years, Inter net was introduced:

> 1994
> 1995
» 1996
» 1997

Question No: 43 (Marks: 1) - Please choose one
Who gets benefit from sales force automation system by providing current and useful
sales support materials to his sales staff?
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» Sales M anager

» Marketing Manager
» SaesPeople

» Production Manger

Question No: 44 (Marks. 1) - Please choose one

“A coordinated system of organizations, people, activities, information and resources
involved in moving a product or service from supplier to customer” reflects which one of
the following concepts?

» Supply chain

» Logistics network

» Supply network

» All of the given options

Question No: 45 (Marks: 1) - Please choose one
Which one of the following functions is being performed by wholesaler when they

provide a sales force that helps manufacturers reach many small business customers at a
relatively low cost.

» Selling and promoting
» Bulk breaking

» Financing

» Market information

Question No: 46 (Marks: 1) - Please choose one
Which of the following retailers serve those customers who perform their own “locate-
compare-select” process to save money?

» Sdf-service retailer

» Full-serviceretailer

» Specialty-serviceretailer
» Limited-service retailer

Question No: 47 (Marks: 1) - Please choose one
Which of the following is a subcategory of marketing that is an essential task of
marketing management?

» Brand personality

» Consumption pioneering

» Early adoption

» Consumer buying behavior
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Question No: 48 (Marks: 1) - Please choose one
Which of the following is NOT a characteristic of depth interviews?

» Taperecorder should be used in interview

» | nterviewee should not get sign of theinterviewer

» Intervieweeshould write the opinion of the interviewer
» Interviewer by himself should not write hisopinion



