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MGT301- Principles of Marketing (Session - 4)
Ref No: 1436357
Time: 90 min
Marks: 69
Question No: 1 (Marks: 1) - Please choose one

Advertising agencies are an example of which of the following marketing
intermediaries?

» Insurance company
» Financial intermediary

» marketing services agency
» Physical distribution firm

M ar keting service agencies (such as marketing resear ch firms, advertising agencies,
media firms, etc.) help the company target and promote its products. Page#43

Question No: 2 (Marks: 1) - Pleaseehogse'one

Maslow has alist of human needs from the mest pressing to the least pressing. They
include al of the following EXCEPT:

» Physiological needs

» Safety needs

» Need recognition
» Self-actualization

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

Mr. Salman works for an organization in which his purchases must be accountable to the
public. His buyingsprocedures are extremely complex. Based on this description, he
works for<an organization in which market type?

P, Reseller
» Producer

» Supplier
» Government

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

Marketers need to position their brands clearly in target customers’ minds. The strongest
brands go beyond attributes or benefit positioning. On which of the following basis the
products are positioned?
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» Desirable benefit
» Good packaging
» Strong beliefs and values

» Customer image

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

Which one of the following statements BEST describes the concept of Price?

» The value that is exchanged for products in a marketing transaction
» Always money paid in a marketing transaction

» More important to buyers than sellers
» Usually the most inflexible marketing mix decision variable

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

Sellers that emphasi ze distinctive product features to encourage brand preferences
among customers are practicing:

» Product competition

» Non-price competition
» Brand differentiation
» Product differentiation

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

Which one of the following advantages reflects the advantage of product bundle pricing?

» Itcan promote the sales of products consumers might not otherwise buy
P [t offers consumers more yaluefor the money

» It combines the benefitsofithe other pricing strategies
» It provides a more complete product experience for consumers

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

When there is intense price competition, many companies adopt rather than
cutting pricestomatch competitors.

» Pricingpower

» Value-added strategies

» Fixed costs

» Price elasticity
Rather than cutting pricesto match competitors, they attach value-added servicesto
differentiate their offersand thus support higher margins.Page#112

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

If Pepsi setsthe price of its six packs to match exactly the price of Coca-Colas, Pepsi is
using which of the following pricing method?
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» Demand-oriented
» Cost-oriented
» Experience curve

» Competition-oriented

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

The success of each channel member depends on the performance of which of the
following?

» Key channel members

» The entire supply chain

» The manufacturer

» The wholesaler
The success of each channel member depends on the perfor mance of the entire
supply chain. Page#145

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

An organization isissuing a circular regarding the new credit term to all the employees.
In this statement, organization is representing what?

» Media

» Source

» Decoder

» Sender

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

What does it reflect “ The receiver's response to a message’ ?
» Feedback
» Media
» Noise
» Decoding

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

Marketing'managers at General Motors are determining what proportion of the budget
would be spent on magazine, television and radio advertisements based on the cost and
effectiveness of each. What is the name of the plan prepared by the marketers at GM?

» An advertising-allocation plan
» A media plan

» An arbitrary allocation plan

» An objective-task plan

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

Mr. Rahil is shopping at a departmental store. He completes an entry form at the
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checkout for a prize draw which gives him a chance to win anew car. Heis participating
in which of the following?

» Consumer contest

» Sales contest

» Sales competition

» Consumer sweepstake
A sweepstakes callsfor consumersto submit their namesfor a drawing. A game
presents consumer s with something—bingo numbers, missing letters—every time
they buy, which may or may not help them win a prize. Page#117

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

Giving afree sample of a new product by attaching it to the pack of an existing product
refers to which one of the following promotion?

» On-pack promotion

» New-product promotion

» Extra-fill promotion

» Co-operative discounting

Question No: 16 (Marks: 1) - Please chposeone

Which of the following communication and promation.tools involve direct connections
with customers aimed toward building customer-unigue val ue and lasting rel ationshi ps?

» Personal selling and direct marketing
» Public relation and publicity

» E-commerce and e-business
» Advertising and sales promiotion

Question No: 17 (Marks” 19w - Please choose one

Management at Happy Motors must decide what mix of compensation elementsto offer
their sales force. Whigh of\thefollowingis NOT one of the four basic types of
compensation plans?

» Straight commission
» Straight'salary
» Saldrysand commission
» Commission and bonuses
Basic methodsinclude:
1) Straight salary
2) Straight commission
3) Salary plus bonus
4) Salary plus commission. Page#188

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

Which one of the following are low-growth, low-share businesses and products (they
may generate enough cash to maintain them, but do not have much future)?
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» Dogs Page#224
» Cash Cows

» Stars
» Question Marks

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

Which one of the followingis NOT part of the micro environment?
» Cultural forces
P financial intermediaries
» Customer markets
» Marketing channel firms
a. The company itsdf (including departments).
b. Suppliers.
c. Marketing channel firms (inter mediaries).
d. Customer markets.
e. Compstitors.
f. Publics. Paget42

Question No: 20 (Marks: 1) - Please chposeone

Which one of the following is the component of‘an information system that involves
collecting information rel evant to a specific marketing problem facing the company?

» Marketing research

» Marketing management

» Relationship marketing

» Marketing process
M ar keting resear ch involves collecting infor mation relevant to a specific marketing
problem facing the company.

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

Which of the following, statements about the promotional mix isTRUE?
» The promotional ' mix only contains four promotional elements
» Of al] thesptomotional elements only public relations is completely free
» Directmarketing is the only promotional element that provides immediate
feedback
The difficulty with effective sales promotions is the factthey can asil
duplicated

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

What is the difference between advertising and publicity?
» Advertising is personalized promotion and publicity is mass promotion
» Advertising is presented through the media and publicity is not
» Advertising is paid communication and publicity is free of cost
» Advertising is always positive and publicity is always negative
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Question No: 23 (Marks: 1) - Please choose one

Which one of the following marketing activity stimulate consumer purchasing such as
coupons, contests, free sample and trade shows?

» Sales promotion
» Publicity

» Personal selling

» Public relation
Sales promotions ar e special offers designed to entice people to purchase a product.
These can include coupons, rebate offers, two-for -one deals, free samples, and
contests. Page#09

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

Which one of the following is the cheaper source of selling?
» Personal selling

» Non personal selling
P Sales force

» Saespromation

Question No: 25 (Marks: 1) - Please chooseone

What we call where Seller is approached throtigh amnedium i.e. advertising?
» Personal selling

» Non personal
» Personification
» Personalization

Question No: 26 ( Marks? 1w - Please choose one

Proctor and Gamble periodically sends out coupons and free samples of products. This
illustrates P & G's use©f which one of the following elements of the promotion mix?
» Advertising
» Personal selling

» Sales promotion
» Publicity

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

Which of the following is NOT one of the major logistics functions?
» Order processing
» Cost reduction Page#143
» Warchousing
» Inventory management

Question No: 28 (Marks: 1) - Please choose one
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Which one of the following is used by a renowned company with well recognized brands
for competing against low priced competitors?

» Value pricing

» Fighting brand

» Special sales promotions

» Higher quality products

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

Which of the following is among one of the four competitive positions?
» Market controller
» Market positional
» Marketleader Paget203
» Market observer
Competitive Positions
Firms competing in a given target market, at any point in time, differ in their objectives
and resources. These firms might take four different forms:
1). Market leader—the firm with the largest market share.
2). Market challenger—the runner-up firm, fighting to overtake the leader.
3). Market follower—the firm that also has runner-up status but seeks to maintain share
and not rock the boat.
4). Market niche—the firm that serves small segments that the other firms overlook or
ignore.

Question No: 30 (Marks: 1) - Pleaseehoose one

Which of the following is the advantageof competitor-centered company?
» It only matches or extends what others does
» Alertness Paget#204
P Strategy is built on what others do
» The company becomes too reactive

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

Which of the'fallewing is true?
» GATTssucceeds WTO
» WTO succeeds NAFTA
» WTOsucceeds GATT
» NAFTA succeeds GATT

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

Offering Pepsi at alower price during the month of Ramadan is related to which of the
following?

» Odd-Even Pricing
» Special-Event Pricing
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» Segmented Pricing
» Skimming Pricing

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

Companies can reduce their need of inventory stocks by using which of the following?
» Inventory system

» Internet marketing
» Virtual business
» Logistic system

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

Through which of the following internet source companies can easily providether
information to customers?

» Websites

» Search engines

» Email

» Chat rooms

Question No: 35 (Marks. 1) - Please cheosene

Practice of which of the following concept |eadsthe.economy by an invisible hand to
satisfy the many and changing needs of milliens of‘eensumers?

» The marketing concept

» The production concept

» The selling concept

» Societal marketing concept

Question No: 36  (Marks” 1w - Please choose one

Sony company and the Eticsson company joined together to make a new mobile Sony
Ericsson. Thus the twa.companies joined together to follow a new marketing opportunity.
Thisisknown as:

» Conventional Distribution Channel
» VerticahMarketing System

» Horizontal marketing System

» None of the given option

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

Which one of the following option refers to “The art and science of choosing target
markets and building profitabl e relationships?’

» Customer Relationship Management

» Knowledge Management

» Total Quality Management

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

During the summer WAPDA runs advertisements on TV to discourage people from
using excessive electricity. This Phenomenon is known as:

» Marketing

» Advertising

» Awareness

» De marketing

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

Mass production at low cost is an attribute of which of the following concepts?
» Production Concept
» Product Concept
» Selling Concept
» Marketing Concept

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

In Boston Consulting Group approach, which one of thefollowing options provides a
measure of market attractiveness?

» Business portfolio
» Market share

» Market growth rate
» Relative market share

Question No: 41  (Marks: 1) _~“<\Please choose one

ABC has been building theme parks for many years. ABC company is identifying and
developing new markets for its theme parks. ABC company isimplementing which of the
following strategies?

» Market penetration

» Market development
» Diversification

» Productdevelopment

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

A marketing department organization where different marketing activities are headed by
afunctional specialist (such as a sales manager, advertising manager, etc.) is caled:

» Functional Organization

» Geographic Organization

» Product Management Organization

» Customer Management Organization

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

An American fast food started its business in Pakistan but failed to make a profit. After

Note: Solve these papers by yourself
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performing a marketing research the managers found out that there food was not spicy
enough. The managers failed to consider which of the following factor?
» Cultural differences
» Lifestyle differences
P Beliefs and attitudes
»Social class

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

Goods which are bought routinely and regularly without giving much thought are called:
» Convenience goods
» Shopping goods
» Specialty goods
» All of the given options

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

Dell Computers formed an alliance with Intel Processors creating marketing synergy.
Thus two companies form an alliance to work together, creating a new marketing
opportunity. Thisis an example of:

» National Brand
» Private Brand
» License brand

» Co-branding

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

The aternatives to increasing theprice could be:
» Increasing product size
» changing the product packaging
> None of the above

» reducing produgct size

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

There are types of Sales Force Personnel.

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

Which of the following is a market competition strategy?
» Market Leader Strategy
» Market Challenger Strategy
» Market Follower Strategy

» All of the given options
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FINALTERM EXAMINATION
Spring 2010
MGT301- Principles of Marketing (Session - 3)

Paper#2
Time: 90 min
Marks: 69

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

Which one of the following option is NOT a benefit for buyer with E-commerce?
» Convenience
» Easy and private
» Reliability
» Greater product access

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

Which one of the following options refersto “ The art and seienge of choosing target
markets and building profitabl e relationships’?

» Customer relationship management
» Knowledge management
» Total quality management

» Marketing management Page#14

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

Which one of the following optionSienables consumers and compani es to access and
share huge amounts of information with just a few mouse clicks?

» Digital age
» Internet
» Extranet
> WWW

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

Whichone of the followingis NOT a part of the macro-environment?

» Demographic forces
» Natural forces
» Competitors forces Paget45
» Political forces
Thereare six major forces (outlined below) in the company’s macr o environment.
a. Demographic.
b. Economic.
c. Natural.

Note: Solve these papers by yourself
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d. Technological.
e. Political.
f. Cultural.

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

Your firm has just developed its first successful MIS. It interacts with information users
to assess information needs, develop needed information, the marketing
information and help managers use it in their decision making.

» Distribute
» Collect

» Retrieve
» Store

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

Most organizational purchase decisions are made by whichsof the following categories?
» The sales force
» A team of purchasing agents

» A firm's buying centre
» Inventory control personnel

Question No: 7 (Marks. 1) - Pleasecheoseone

The purpose of idea generation isto create a of ideas. The purpose of succeeding
stagesisto that number.

» Small number; reduce
» Small number; increase
» Large number; ingrease

» Large number; reduce

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

Which of the'fallewing is NOT amajor factor for making firms price decisions?

» _Environmental factors
> Martketing objectives
» Pastsales

» Marketing mix strategy

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

Quantity discounts are alegal form of price discrimination. A quantity discount isaprice
reduction to buyers who purchase :

» Frequently

Note: Solve these papers by yourself
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» Inferior merchandise
» Superior merchandise
Lar lumes Page#125

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

Discounts and alowances are price adjustments to the basic price to reward customers
for which of the following activities?

» Early payment of bills

» Off-season buying

» Accepting early delivery

» Volume purchases
M ost companies adjust their basic priceto reward customersfor certain responses,
such as early payment of bills, volume purchases, and off-season buying. These price
adjustments—called discounts and allowances—can take many forms. Page#125

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

Which one of the following takes possession of truckloads of'tomatoes, arranges for
storage, and transports them to auctions to be sold?

» Selling agent
» Commission broker

» Commission merchant
» Selling broker

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

A manufacturer-owned operationithat provides services usually associated with agents,
refers to which one of the following?

» Wholesaler

» Sales office

» Sales branch

» Publiéawarechouse
Sales offices ar e manufactur er-owned operations that provide services nor mally
associated with agents.

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

Which one of the following advertising decisions can be classified by primary purpose,
whether the aim is to inform, persuade or remind?

» Advertising objectives
» Advertising budgets

» Advertising strategies

Note: Solve these papers by yourself
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» Advertising campaigns

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

When afirm sets out to analyze, plan, implement, and control sales force activities
through sales force management. What doesiit set and design?

» Salesterritories

» Sales force strategies
» Teamselling efforts

» Promotional objectives

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

In contrast to vending machines which dispense only products, there‘are other systems
that dispense information and take orders without direct human aid.{Lhis'system refersto
which one of the following options?

» Kiosks

» TV monitors
» The intemet
» Cell phones

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

Which one of the following are low-grawthylow-share businesses and products (they
may generate enough cash to maintaimithemy but do not have much future)?

» Dogs
» Cash Cows

» Stars
» Question Marks

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

Lobbying, Invester relations and Development are the major functions of which one of
the following?

» Salés premotion

» Personal selling

» Diréct marketing

» Public relations

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

E-marketing refers to which one of the following?
» Email marketing

» Electric marketing
» Elastic marketing

Note: Solve these papers by yourself
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Question No: 19 (Marks: 1) - Please choose one

Which of the following option is NOT related with traditional buyer’s rights?
P Right not to buy a product that is offered for sale
» Right to expect the product to be safe
» Right to expect the product to perform as claimed
» Right to ask money back even not offered by the seller

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

If acompany's customers are concentrated in a small geographic area and the company
sells technical products, which promotion method will it most likely use?

» Advertising

» Publicity

» Personal selling
» Sales promotion

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

Finance, research and devel opment, purchasing and manufacturing al are the activities
of which element of the micro environment?

» Suppliers
» Retailers

» Companies
» Publics

Question No: 22 (Marks: 1) _~“\Please choose one

Competitor’s price increase is mare [ikely to be followed due to:
P Increased advertising
» Price wars
» Falling sales
» General rising costs

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

Which one’of‘the following can be defined as, “ The concept of designing marketing
communication programs that organize al promotional activitiesto provide areliable
message'across al audiences’

» The promotional mix

» Integrated marketing communication

» Relationship marketing

» The marketing mix

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

Like many consumer products manufacturers, Haier Electronics givesits resellers

Note: Solve these papers by yourself
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discounts to encourage them to carry and promote its products. When doing so, Haier
Electronics uses which of the following strategy?
» Intensity
» Push
» Flexible
» Pull

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

Which one of the following is the cheaper source of salling?
» Personal selling
» Non personal selling
» Salesforce
» Sales promotion

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

All of the following positive effects can be achieved by adepting a proper market
education strategy in advertising, EXCEPT:

» It helps to minimize sales resistance

» It helps to reduce the cost of advertising

» It makes advertising more effective

» Itrestricts sales force to achieve adequate distribution

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

Proctor and Gamble periodically sends outscoupons and free samples of products. This
illustrates P & G's use of which oneof the following elements of the promotion mix?
» Advertising
» Personal selling
» Sales promotion
» Publicity

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

In which of thelgiven strategies the producer promotes the product to wholesalers, the
whol esal exs premote to retailers and the retailers promote to consumers?

» Pull strategy

» Push strategy

» Operational strategy

» Production strategy

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

Which of the following is\ are the tasks for which logistics manager is responsible?
» To coordinate activities of suppliers

» To coordinate purchasing agents and marketers
» To coordinate channel members and customers

Note: Solve these papers by yourself
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» All of the given options

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

Which of the following is NOT one of the major logistics functions?

» Order processing

» Cost reduction

» Warehousing

» Inventory management

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

Which of the following is part of the four competitive positions?
» Market positional
» Market observer
» Market controller
» Market follower

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

Which of the following is not the disadvantage of .competitor-centered company?
» The company becomes too reactive
» A fighter orientation
P Strategy is built on what others do
» Lessens innovation

Question No: 33 (Marks: 1) _~“\Please choose one

Which of the following has a.greater amount of risk, control and profit potential?
» Importing
» Joint Venturing
» Direct Investmeént

» Exporting

Question No:"34w\( Marks. 1) - Please choose one

Which of ghe'fell owing discounts encourage customers to pay invoices earlier?
» _Quantity discount
» Seasonal discount
» Cash discount
» Trade discount

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

Which of the following allowances are payments to wholesalers or retailers to stock
unproven new products?

» Stocking allowance
» Trade-in alowance

Note: Solve these papers by yourself
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» Push money allowance
» Promotion allowance

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

If your competitor has cut the price of its product and it is affecting the sale of your
product and profit margin of your company, then you might decide to take some action.
Which of the following action will your company take in this situation?

» Close your business
P Raise perceived quality
» With draw your product

» Hold the same price

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

Which of the following is the disadvantage of personal selling?

» It can be adapted for individual customers

P Itis costly to develop and operate a salesforce
» It can be focused on prospective customers
P It results in the actual sale

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

Which of the following is NOT a method,of compensation plan?
P Straight salary
P Straight commission
» Salary plus bonus
» Gran rnment

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

During the summer WA PDA runs advertisements on TV to discourage people from
using excessive el ectricity. This Phenomenon is known as:

» Marketing

» Advertising

» Awareness

» Demarketing

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

What does this statement show “Trade of value between two parties’?
» Competition
» Transaction

» Agreement
» Need

Question No: 41 (Marks: 1) - Please choose one
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Environmental groups are included in which of the following publics?

» Citizen-action publics
» Media publics
» Government publics

» 1 ocal publics

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

Of the following, the most complex type of business buying situation is the:
» Modified rebuy
» System selling
» Straight rebuy
» New task

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

The bases of segmentation for business markets include
» Demographic
P Situational factors
» Personal characteristics

» All of the given options Page#86

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

Shekel just moved into a new city. He i§ a'very successful man and would liketo
purchase aluxurious car and designef elothes. These products are exampl es of:

» Convenience Products

» Shopping Products

» Specialty Products Page#93
» Unsought Products

Question No: 45 AMarks: 1) - Please choose one

With what groups do firms conduct concept testing of new products?

» Suppliers

» Employees

» Target customers

P Focus groups
Concept testing involves testing the concepts with a group of target consumersto
find out if the concepts have strong consumer appeal. Page#231

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

Which of the following is atype of Geographic pricing?
» FOB-Origin Pricing
» Cost based Pricing
» Value based Pricing

Note: Solve these papers by yourself
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» None of the given option

Zone pricing falls between FOB-origin pricing and unifor m-delivered pricing
Paget#128
Question No: 47 (Marks. 1) - Please choose one

isameasure of how many times the average person in the target market
IS exposed to the message.
» Frequency Page#1/5
» Reach
» Impact
» Rate

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

Rapid penetration of narrow market segments by selective targetingof country markets
and small share of overall market is known as.

» Global Niche Strategy Page#211

» Global Challenger Strategy

» Global Leader Strategy

» Global Follower Strategy

FINALTERM EXAMINATION
Spring’2010
MGT301- Principles of Marketing (Session - 3)
Paper #3

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

Which one the following optioruis related with this statement “ Rapid imitation of leader
or challenger with moderate country market coverage and emphasis on price sensitive
markets. The result iseverall moderate share with high shares in selected country
markets.”

» Global |eader strategy

» Global challenger strategy

» Global follower strategy
» _Global niche strategy

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

If alocal company wants to adopt the marketing concept. To be consistent with this
move, it should adopt which of the following philosophies?

» Focusing ontoday is important for us
» Making money is our business

» The customer is always right

» Keeping prices low is our objective
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Question No: 3 (Marks: 1) - Please choose one

Which one of the following factor influences the consumer buying decision process?

» Person-specific

| 4 ial

» Demographic

» Situational
A consumer, making a purchase decision will be affected by the following three
factors:

1. Personal

2. Psychological
3. Social

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

ABC Company divides the pet market according to the owners' race, occupation, income
and family life cycle. Which of the following types of Segmentation is being used by the
Company?

» Occasion

» Age and life cycle

» Demographic
» Psychographic

Question No: 5 (Marks: 1) ~“Please’choose one

If BATA Company Ltd. has slow saleés growth, profits are nonexistence and there are
heavy expenses incurred. Whichwef the following stage is being faced by the BATA?
» |ntroduction
» Growth
» Maturity
» Decline

Question No®™6,\ (Marks: 1) - Please choose one

A penetration-pricing policy is particularly appropriate when demand is:

» Increasing

» Highly elastic
» Highly inelastic
» Decreasing

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

If Pepsi setsthe price of its six packs to match exactly the price of Coca-Colds, Pepsi is
using which of the following pricing method?

Note: Solve these papers by yourself
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» Demand-oriented
» Cost-oriented

> EXﬁerience curve

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

Which might be the effect of a successful price increase on profits?
» Profit can decrease
» No change observed in profits
» Infinite chanie in ﬁroﬁts O

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

The channel that includes both a manufacturers' agent and an | ia distributor may
be appropriate under which of the following circumstanc

» When the firm wants specialized perso up the work of the sales

ution are available for products
arketer is thinking of cutting it down

» When only one or two channels
» When the sales force is large-and t
http://books.google.com.pk/books?id=-y

R1zRakelL JgC& pg=PA396& Ipg=PA396& dg=Thet+channel+that+includes+both+a+
manufactur er s +agent+and+an+industrial+distributor +may+bet+appropriatetunde
r & sour ce=bl& ots=de57e5M sz& sig=HI9b6azY cf2Lyr TWsM Sng_L 57H4& hl=en&
ei=s7k- £\

TZD7G4H14Abj1sWY Cg& sa=X& oi=book_result& ct=result& resnum=2& ved=0CB
4Q6AEWAQ#V onepage& q& f=false

Marks: 1) - Please choose one

If aretail
likely

elp with store design and training sales personnel, it would most
e services of which of the following wholesalers?

» Full-price wholesaler
» Rack jobber
» Cash-and-carry wholesaler

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

An organization isissuing a circular regarding the new credit term to all the employees.
In this statement, organization is representing what?
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» Media
» Source
» Decoder
» Sender

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

The process of putting one's thoughts (meaning) into signs (symbol s) reflects which one
of the following concepts?

» Decoding
» Noise
» Interference

» Encoding

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

Which of the following advertising is used heavily for creatihgaprimary demand when
introducing a new product in the market?

» Persuasive advertising

» Informative advertising

» Comparative advertising

P Institutional advertising

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

Mr. Nabeel works for a cosmetics manufaeturer and is responsible for ensuring that
resellers have adequate quantitiesof,products when and where they need them. Mr.
Nabee! is aso devoting much of his time towards helping retailers promotes these
products. Mr. Nabeel is performing the role of which one of the following salesperson?

» A technical salesperson

» An advisory salesperson

» A promotional salesperson
» A trade salesperson

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

Personal selling can be defined as which of the following communication?
» People communication
» Direct communication
» Interpersonal communication
» Local communication

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

In contrast to vending machines which dispense only products, there are other systems
that dispense information and take orders without direct human aid. This system refersto
which one of the following options?
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» Kiosks
» TV monitors

» The intemet
» Cell phones

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

The retaller isusually in an excellent position to:
» Make the most profits in the channel
» Become the channel leader
» Gain feedback from consumers
» Co-ordinate the production strategy

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

E-marketing refers to which one of the following?
» Email marketing
» Electronic marketing
» Electric marketing
» Elastic marketing

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

All of the following are the questions that,arfse when a competitor changes the price
EXCEPT:

» What are the competitor’s products?

» Why did the competitor change the price?

» Is the price change tempOkary of permanent?

» Are other companies gotg,to respond?

Why did the competitor change the price? Wasit to take more market share, to use
excess capacity, to meet changing cost conditions, or to lead an industry wide price
change? Isthe price changetemporary or per manent? What will happen to the
company's market share and profits, if it does not respond? Are other companies going
to respond? What are the competitor's and other firms' responses to each possible
reaction likely to be?

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

When a company cannot supply al its customers needs; what would be an effect on
price?

» Price will increase

» Price will remain same

» Price will decrease

» Price will decrease up to a certain limit
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Question No: 21 (Marks: 1) - Please choose one

Through sales management supervision, what does the company do for sales force to do
abetter job?

» Coaches

» Motivates

» Influences

» Forces
Through supervision, the company directs and motivatesthe salesforceto do a
better job. Page#189

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

Which one of the following stepsis NOT apart of marketing process?

» Analyzing marketing opportunities
» Selecting target market

» Designing the business portfolio
» Develop marketing mix

Question No: 23 (Marks: 1) - Please cheosene

The type of salesperson that usually requires traimihg.in physical science or engineering
refers to which one of the following:

» Trade salesperson

» Missionary salesperson

» Technical salesperson
P Sales assistant

Question No: 24 (Marks? 1w - Please choose one

Which of the following.is NOT apublic relations tool ?
» Image management
» Annual repofis
» Publicity

» Personal selling

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

Product — cost — price—> vaue — customer
Thisisrelated to which of the following pricing?

» Value based pricing

» Cost based pricing

» Competition-based Pricing

» Going-rate pricing
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Question No: 26 (Marks: 1) - Please choose one

To increase the market share a company organizes Point of Purchase (POP) Displays. It
is an example of:

» Trade promotion

» Consumer promotion

» Sales promotion

» Brand promotion

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

Which one of the following is used during the post purchase stage of the consumex's
purchase decision to reduce post purchase anxiety?

» Sales promotion and advertising

» Personal selling and advertising

» Publicity and advertising

» Public relation and sales promotion

Question No: 28 (Marks. 1) - Please cheosene

HSY givesonly alimited number of dealers theright.to distribute its productsin their
territories. Which of the following distribution'it iSusing?

» Exclusive distribution

» Intensive distribution

» Selective distribution

» None of the given options

Question No: 29 (Marks? 1w - Please choose one

Moving products and materials from suppliers to the factory is related to which of the
following?
» Inbound distribution
» Inventory distribution
» Outbotindwdistribution
» All‘of'the given options

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

Which of the following is NOT one of the levels of service offered by retailers?
» Self-service

» Operating service
» Full service
» Limited service

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

Which of the following is not the disadvantage of competitor-centered company?
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» The company becomes too reactive

> A fighter orientation
P Strategy is built on what others do

» Lessens innovation

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

“The controversial trade practice of selling a product in aforeign market at a price lower
than its domestic market” is related to which of the following?

» Import quota
» Tariff
» Exchange rate

» Dumping

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

Which of the following is true?
» GATT succeeds WTO
» WTO succeeds NAFTA

» WTO succeeds GATT
» NAFTA succeeds GATT

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

Offering Pepsi at alower price during the,month of Ramadan isrelated to which of the
following?

» Odd-Even Pricing

» Special-Event Pricing
» Segmented Pricing
» Skimming Pricing

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

Internet was used\for the first time in which of the following year?
> 1982
> 1984
» 1988
» 1087

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

Which of the following claim that certain marketing practices hurt individual consumers,
society as awhole, and other business firms?

» Social critics

» Marketing ethics

» Environmentalism
» Public policy
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Question No: 37 (Marks: 1) - Please choose one

Greedy intermediaries who mark up prices beyond the value of their services, comes
under which of the following factors of harming consumers through high prices?

» High cost of distribution
» High advertising and promotion cost
» Excessive markup

» High pressure selling

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

If your competitor has cut the price of its product and it is affecting the sale of your
product and profit margin of your company, then you might decide totake'seme action.
Which of the following action will your company take in this situatien?

» Hold the same price

» Close your business

» Launch low-price*Fighting Brand”
» With draw your product

Question No: 39 (Marks: 1) - Please chooseone

Companies are refraining to use poisonous gases Inithe manufacturing of their products
to prevent damage to the environment. The companies are trying to follow:

» Production Concept

» Product Concept

» Marketing Concept

| 4 ietal Marketin, ncept

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

Which of the following,iSNOT one of the alternative concepts under which
organi zations design,and carry out their marketing strategies?

» Distribution Concept
» Produétion Concept
» Matketing Concept

» Seling Concept

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

A(n) isasegment of the popul ation sel ected to represent the population as a
whole.

» Survey

» Sample
» Experiment
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» Market

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

Identify the contact methods used to collect data.

» Mail, personal interviews and telephone
» Focus groups and online questioners

» Mail, catalogues and personal interviews
» Telephone and video conferencing

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

Reference group, family and status all play a major role in shaping the buying
behavior of individuals. All these factors are grouped into whichef thefellowing?

» Cultural
» Social

» Personal
» Business

Question No: 44 (Marks: 1) - Please chooseone

There has been adecline in sales of ABC companyaT he decline in sales was caused due

of financia crisis and the loss of purchasing power of the consumers. The factor which is
affecting consumer purchase in this casgjis:

» Economic
» Social

» Occupational
» Lifestyle

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

Identify the térmsed when buyers buy without modifications.
» New task
» Same order
» Straight rebuy
» Reorder

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

The positive differential effect that knowing the brand name has on customer response to
the product or serviceis known as

» Brand Equity

» Brand Positioning
» Brand Loyalty
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» None of the given

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

How long does the product maturity stage last?

» Longer than previous stages
» 2 months

» 1 month
» 3 months

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

Sales Force Personnel must be
» Calculating
» Enthusiastic
» Angry Youngman
» None of the above

FINALTERM EXAMINATION
Spring 2010
MGT301- Principles of Marketing (Session)

Paper#4

Question No: 1 (Marks: 1) - Please'ehoose one

Which one the following option istel ated with this statement “Rapid imitation of leader
or challenger with moderate country market coverage and emphasis on price sensitive
markets. Theresult is overal moderate share with high shares in selected country
markets.”

» Global leader strate gy

» Global challenger strategy

» Global follower strategy Page#211
» Globalniche strategy

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

If alocal company wants to adopt the marketing concept. To be consistent with this
move, it'should adopt which of the following philosophies?

» Focusing ontoday is important for us

» Making money is our business

» The customer is always right

» Keeping prices low is our objective

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

Which form of data can usually be obtained more quickly and at alower cost?
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» Primary
» Census
» Secondary
» Tertiary

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

If ABC Ltd knows that its market share in Pakistan has dropped 13 percent in the first
quarter of the year but does not know what might have contributed to this decline it isin
which stage of the marketing research process?

» Hypothesis development
» Symptom identification
» Problem identification
» Data interpretation

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

Mr. Salman works for an organization in which his purchases must be accountable to the
public. His buying procedures are extremely complex/Based on this description, he
works for an organization in which market type?

» Reseller
» Producer
» Supplier
» Government

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

A transaction in which the organization is making an initial purchase of an item to be
used to perform anew job refers to which of the following purchases?

» Straight rebuypurchase

» Delayed purchase

» New-task purchase

» Modifieduebuy purchase

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

Customer-service is another element of product strategy. The first step isto survey
customers periodically to assess the value of current services and to obtain ideas for new
ones. From this careful monitoring, marketer has learned that buyers are very upset by
repairs that are not done correctly the first time. What is the name of these types of
services?

» Brand equity services

» Product support services
» Social marketing services
» Unsought product services
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Question No: 8 (Marks. 1) - Please choose one

A review of the sales, costs and profit projections for anew product to find out whether
they satisfy the company’ s objectives refers to which one of the following concepts?

» Business feasibility
» Feasibility study

» Business analysis

» Product acceptance

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

If ABC Company develops anew air conditioning compressor that laststwice as long as
existing compressors but only uses half the electricity, it will probably’establi'sh its
pricing based on:

» Cash flow

» Product quality

» Return on investment.
» Market share

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

Which one of the following is the requirement for setting pricing objectives?
» The objectives should be short-teérm-eriented

» There should be only one pricing objective
» The cost structure should beudentified

» The objectives should be explicitly stated

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

Companies set pricesdy selecting a general pricing approach that includes one or more
of three sets of factors. One of these is the buyer-based approach, which means:
lue- ricin
» Scaled-hid,pricing
» Cost-plus pricing
» I ow-price image

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

When management at Y amaha Motorcycles makes decisions on saddlebags, handle bars,
and seats for its bikes, they become engaged in which one of the following pricing?

» Product line pricing

» Optional-product pricing

» Captive-product pricing

» Value-based pricing
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Question No: 13 (Marks. 1) - Please choose one

The Shirt Company utilizes a push strategy to sell the shirt line. Its basic promotional
tool is discount. These discounts offered to middlemen are referred to as which one of the
following discounts?

» Trade

» Cumulative

» Non cumulative
» Cash

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

Most, but not al, marketing channels have marketing intermediaries. A marketing
intermediary sometimes called a middleman, who perform which of the following
function?

» Always sells products to wholesalers

» Links producers to the ultimate users of the products
» Always sells products to retailers

» Does not take title to products

Question No: 15 (Marks: 1) - Pleaseehoose one

Which one of the following takespessession of truckloads of tomatoes, arranges for
storage, and transports them to auctionsto be sold?

» Selling agent

» Commission broker

» Commission merchant
» Selling broker

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

“Sharing of meaning” reflects which one of the following concepts?
» Noise
» Interference
» Communication
» Information

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

Which of the following advertising is used heavily for creating a primary demand when
introducing a new product in the market?
» Persuasive advertising
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» Informative advertising
» Comparative advertising

» Institutional advertising

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

Which one of the following authorities might use several tools like news, speeches and
specid events for the marketing purpose?

» Advertising agencies
» Advertising specialists

» Public relation professionals
» Computer programmers

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

Which one of the following faces three challenges: expanding,the total market, protecting
market share and expanding market share?

» Marketleader

» Market challenger

» Market follower

» Market niche

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

If the competitor’ s price cut harm the company's sales and profit then what should your
company do:

» Hold the current price

» Increase the price

» Decrease the price

» Either increase ordecrease the price

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

If aretailer from\slamabad orders a quantity of merchandise to be delivered to his store
in Lahore andis'quioted a price that does not include transport costs, the retailer is paying
aprice called:

» FOB\destination

» FOB price
» Geographic price
» Base-point price

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

All of the following are disadvantages of magazine advertising EXCEPT:
» May be inappropriate mix with magazine content
» Lesser reach compared with television
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» Static images only
» Allows for better targeting of audience

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

Which of the following direct marketing medium leads in terms of expenditures, sales
and employment?
» Direct mail and catalogs

» Telephone
» Television

» Advertising

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

Which of the following is role of a sales person?
» Prospecting
» Identifying customer need & wants
P closing the sales

> Allof the i :

Question No: 25 (Marks: 1) - Please chooseene

Which of the following option is correct whena manufacturer can not hold on message
that he wants to convey to audience?

» Personal selling
» Sales promotion
» Advertising

» Publicit

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

Which of the following,iSthe basic purpose of personal selling?
» Indirect witten Communication between buyers and sellers
P It is arl mexpensive mode to convey message to buyers
» Not usually combined with other aspects of promotion in the total marketing mix
» Gets immediate feedback from consumers

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

The four major promotional tools (advertising, personal selling, sales promotion, and
public relations) are known as the:

» Communication model

» Advertising campaign

> p ional mi

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

Sal%iromotion is best defined asﬁni:

» Advertising and publicity campaign
» Give some incentive to consumer
P Activity and/or material used in personal selling

Question No: 29 (Marks. 1) - Please choose one
A direct payment of cash and goods given to the retailer agreeing to setup the po

saledisplay isknown as:
» Event marketini O

» Brand reminder

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

Where sellers & buiers have to be together is known

» Non Personal

» Personification
» Personalization

Question No: 31 (Marks. 1) -
An activity and/or material that

or consumersis also known as:
» Advertising

» Personal selling
» Publicity

00Se one
value or incentive to resellers, salespersons

: Marks: 1) - Please choose one
Which o owing is TRUE for direct marketing channel ?

sists of wholesaler
onsists of wholesaler, agent and retailer
P It consists of wholesaler and retailer

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

Which of the followi nﬁ isNOT true for warehousi ncI;?

» Every company must store its goods while they wait to be sold
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P A storage function is needed because production and consumption cycles rarely
match
» A company must decide on how many and what types of warehouses it needs

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

Which of the following is one of the challenges faced by market leader?

P Indirect attack

» Dividing the total market

» Increasing sales force

» Protecting market share
Thefirst isthat of the market leader which facesthree challenges: expanding the
total market, protecting market share, and expanding market share.

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

Which of the following is an administrative trade restriction that imposes a complete ban
on imports of a specified product?

» Tariff
» Embargo
» Dumping

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

Which of the following allowances are payments to wholesalers or retailers to stock
unproven new products?

» Stocking allowance

» Trade-in allowance
» Push money allowance
» Promotion allowwance

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

With referencete,E-Marketing, which of the following can be used to increase efficiency
of marketing?

» Matket positioning

» Brand awareness

» Technology

» Virtual business
Technology can be used to increase efficiency of marketing and increases company
profitability and adds customer value

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

Which of the following source of internet can be used to coordinate the consumers and
producers?
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» Websites
» Search engines
» Email

» Chat rooms

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

All of the following are the primary criticisms leveled at the marketing function by
consumers, consumer advocates and government agencies EXCEPT:

» High-pressure selling

» Cultural pollution

» Harming consumers through high prices

» Deceptive practices

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

Which one of the followingis NOT the primary criticism leveled at the marketing
function by consumers, consumer advocates, and government agencies?
» Deceptive practices
» High-pressure selling
» Shoddy or unsafe products
» Too much political power
Therearesix primary criticismsleveled at the marketing function by consumers,
consumer advocates, and gover nment agencies.
i. Harming consumer s through high prices.
ii. Deceptive practices.
iii. High-pressure selling.
iv. Shoddy or unsafe products.
v. Planned obsolescence.
vi. Poor serviceto disadvantaged consumers.

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

Which of the folfowingprinciple of enlightened marketing requires that a company seek
real product andumarketing improvements?

» Innovative marketing
» Consumer-oriented marketing

» Societal marketing
» Value marketing

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

To persuade people to purchase non essential goods and services which of the following
concepts would prove more fruitful ?
» Production Concept
» Product Concept
1lin ncept
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» Marketing Concept

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

Identify three considerations companies should balance when setting their marketing
strategies.
» Company profit iety's interests. an nsumer want
» Existing products, customer needs, and market trends
» Customer wants, integrated marketing techniques, and profit margins
» Selling concepts, product integrity, and customer base
The societal concept calls upon marketersto balance three considerationsin setting
their marketing policies:
a). Company profits.
b). Customer wants.
C). Society’sinterests.

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

The steps comprising the marketing control process in ascending order are:

» Measure performance — eval uate performance —corrective action — set goa's
» Corrective action —Set goals - measure peformance — evaluate performance

» Set goals - M easure performance — evaluate performance - corrective action
» Set goals - Measure performance — cofrective action — evaluate performance

Question No: 45 (Marks: 1) - Pleaseehoose one

Each culture contains smaller subtultures, which can be defined as:

» Personality characteristicswof a consumer

» The motives that people have for their behavior

» Shared value systems based on common life experiences

» Geographic#egionsiand income levels
Each culture contains smaller subculturesor groups of peoplewith shared value
systems based on common life experiences and situations.

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

Mr.X isinterested in buying a carpet. Although the carpet is costly but thereisvery little
perceived difference between the brands. Thisis an example of:

» Complex Buying Behavior

» Variety Seeking Buying Behavior

» Dissonance Reducing Buying Behavior
» Habitual Buying Behavior

Note: Solve these papers by yourself
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Dissonance reducing buying behavior occurswhen consumers are highly involved
with an expensive, infrequent, or risky purchase, but see little difference among
brands.

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

All of the following are characteristics of business markets EXCEPT:

» Derived demand
» Inelastic demand
» Fuctuating demand
» Elastic demand

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

Of the following, the most complex type of business buying situation isthe:

» Modified rebuy

» System selling
P Straight rebuy

P New task
FINALTERM EXAMINATION
Spring2010
MGT301- Principles ofiMarketing (Session - 2)
Paper#5

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

Which one of the followingoptien is NOT a benefit of internet marketing?
» Cost effective
» Time saving
» Reliability
» Open new yenue

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

Marketing\researchers usually draw conclusions about large groups of consumers by
studying\which of the following small component of the total consumer population?

» Group

» Sampl

» Target group
» Audience

Question No: 3 (Marks: 1) - Please choose one
Note: Solve these papers by yourself
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Maslow has alist of human needs from the most pressing to the least pressing. They
include al of the following EXCEPT:

» Physiological needs

» Safety needs

» Need recognition
» Self-actudization

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

Identify the process by which individuals organize and interpret their sensory
impressions in order to give meaning to their environment?

» Personality

» Perception
» Selective group
» Habitual behavior

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

Demographic segmentation divides the market into groups based on which of the
following variables?
» Size, location, industry, customer
» Size, company, industry, technology

» 1 ocation. size, occupation, race
» Customer, technology, companys,industry

Question No: 6 (Marks: 1) _<Please’choose one

Which one of the following categoriesrefers to agroup of products that are closely
related because they function in‘asimilar manner, are sold to the same customer groups,
are marketed through the(same type of outlets, or fall within given price ranges?

» Product line

» Line extension

» Privaté brand

» Produetbandwidth

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

Which one of the following is the requirement for setting pricing objectives?

» The objectives should be short-term oriented
» There should be only one pricing objective
» The cost structure should be identified

» The objectives should be explicitly stated

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

Note: Solve these papers by yourself
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Which one of the following statements reflects pricing policies and methods?

» Help direct and structure the selection of a final price
P Are the last decisions made for a new product

» Are the same for all of a company's products

» Are the most important decisions made for a product

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

Which one of the following advantages reflects the advantage of product bundle pricing?

» It can promote the sales of products consumers might not otherwise buy
» It offers consumers more value for the money

» It combines the benefits of the other pricing strategies

» It provides a more complete product experience for consumess

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

In which of the following pricing the seller selects a given'eity as a"basing point" and
charges all customers the freight cost from that city totheicustomer location, regardless
of the city from which the goods are actually shipped?

» Base-point pricing

» Freight absorption pricing
» Transfer pricing

» Zone pricing

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

When afirm or store offers a priee reduction to customers who buy during off-peak
periods throughout the year, the firm is giving which of the following discount?

» Annual

» Credit

» Functional
» Seasonal

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

Which one of the following pricing policy may result in losing money on the product?

» Psychological discounting
» Penetration pricing

» Special-event pricing

P Price leader

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

Note: Solve these papers by yourself
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When major producers or suppliers work directly with amajor retailer in ordering and
shipping products, they often use to save time and money.

» Dual distribution modes

» Continuous inventory replenishment systems
» Their own trucking and distribution systems

P Integrated distribution

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

Which of the following is considered as huge superstores, perhaps as large agsix football
fields?

» Hypermarket

» Department store

» Genera merchandise retailer
» Discount store

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

The process of putting one's thoughts (meaning) into & gns (symbols) reflects which one
of the following concepts?

» Decoding
» Noise
» Interference

» Encoding

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

Through vehicle the coded message is transmitted from the source to the receiver. Which
one of the following vehicleis used for this purpose?

» Decoder

» Encoder

» Relay channel

» Media

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

A measureof the percentage of people in the target market who are exposed to the ad
campai gnrduring a given period of time refers to which one of the following step of
media selection?

» Frequency
» Impact
» Media
» Reach

Note: Solve these papers by yourself
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Question No: 18 (Marks: 1) - Please choose one

Which of the following communication and promotion tools involve direct connections
with customers aimed toward building customer-unique value and lasting relationships?

» Personal selling and direct marketing
» Public relation and publicity

» E-commerce and e-business
» Advertising and sales promotion

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

Two-way personal communication between sal espeople and individual custamers,
whether face-to-face, by telephone, through video or web conferences or by,other means,
refers to which one of the following?

» Advertising
» Persuasive selling

» Personal selling
» Publicity

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

Which one of the following is the major benefit ofqusing event sponsorship?
» Provides large amounts of free media coverage

» Enhances personal selling efforts
» Neutralizes the effects of unfavorablepublic relations
» Provides an excellent back-dropfor advertisements

Question No: 21  (Marks: 1) _~“\Please choose one

Which one of the following promotiontools includes press releases and specia events?

» Sales promotion
» Personal selling
» Direct markéting
» Public relations

Question No™22 (Marks: 1) - Pleasechooseone

Whichoneé of the following authorities might use severa tools like news, speeches and
speci@l_events for the marketing purpose?

» Advertising agencies
» Advertising specialists

» Public relation professionals
» Computer programmers

Question No: 23 (Marks: 1) - Please choose one
Note: Solve these papers by yourself

This VU & . : ble f, ved rent
www. vuaskari. com



Composed & Solved
Dua Wagar
Vu Askari Team
WWwW.vuaskari.com

Which one of the following faces three challenges: expanding the total market,
protecting market share and expanding market share?

» Marketleader

» Market challenger

» Market follower

» Market niche

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

Which one of the following is NOT apart of competitive analysis?
» Identifying competitors
» Assessing competitors
» Selecting competitorsto attack and avoid
» Situation analysis

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

E-marketing refers to which one of the following?
» Email marketing

» Electronic marketing
» Electric marketing

» Elastic marketing

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

Identify the name of avast public web of computer networks that connect users of all
types al around the world to each otheg?

» Extranet

» Internet

> LAN

» Intranet

Question No: 27 AMarks: 1) - Please choose one

Like many consumer products manufacturers, Haier Electronics givesitsresellers
discounts to enceurage them to carry and promote its products. When doing so, Haier
Electronics uses\which of the following strategy?

» Intensity
» Push

» Flexible
» Pull

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

Which of the following is the most significant disadvantage of publicity as a promotional
tool ?

» Publicity is expensive

» Publicity is viewed as being biased

Note: Solve these papers by yourself
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» Publicity isn't believable to many people

» Publicity isn't controllable by the company

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

Which of the following is true about North American Free-Trade Agreement (NAFTA)?
> An accord to remove trade barriers among Canada, M exico and the United
States

» An accord to remove transport barriers among Canada, Mexico and the United
States

» An accord to remove transport barriers among Canada, Morocco, Chile‘and the
United States

» An accord to remove trade barriers among Canada, Mexico, Brazilvand the United
States

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

Which of the following has a greater amount of risk, contrel, and’profit potential ?
» Importing
» Joint Venturing
» Direct Investment
» Exporting

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

Rs.3.00 is rounded to Rs.3.00 while'Rs.2:99is rounded to Rs.2.00 "plus change” relates
to which of the following?

» Odd-Even Pricing

» Special-Event Pricing

» Cash Rebate

» Segmented Pri¢ing

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

With referencette,E-Marketing, which one of the following can be used to increases
company profitability?

» Technology

P Virtual business

» Market positioning

» Brand awareness

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

Companies can reduce their need of inventory stocks by using which of the following?

2 |nventory system

» Internet marketing
» Virtual business

Note: Solve these papers by yourself
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» Logistic system

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

Practice of which of the following concept |eads the economy by an invisible hand to
satisfy the many and changing needs of millions of consumers?

» The marketing concept

» The production concept

» The selling concept

» Societal marketing concept

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

If your competitor has cut the price of its product and it is affecting the sale of your
product and profit margin of your company, then you might decide totake'seme action.
Which of the following action will your company take in this situatien?

» Hold the same price

» Close your business

» Launch low-price “Fighting Brand”
» With draw your product

Question No: 36 (Marks: 1) - Please chooseene

Which of the following is the disadvantage of personal selling?

» It can be adapted for individua customers

» Itis costly to develop and operate a sales force
» It can be focused on prosp€etive €ustomers

P It results in the actual sale

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

A manufacturer of ceiding fans has no contact, coordination and agreement with the
retailers and wholesalers that are selling its products. This phenomenon is called:

» Horizontal,Marketing System

» Conventiona Distribution Channel
» Vertical Marketing System

» Contractual VM S

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

The 4 P's of marketing are product, price, place and promotion. Occasionally marketers
consider two more P's. These are:

» People and Processes

» Profits and Processes

» People and Profits
» Profits and Procedure

Note: Solve these papers by yourself
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Question No: 39 (Marks: 1) - Please choose one

The car manufacturers in order to compete with its rival brands are inserting Air bags,
Disc players, Cushions and Seat belts. Thisis doneto:

» Reduce the possibility of accidents

» Increase short run customer satisfaction

» Increase long run customer satisfaction

» Add style to its cars

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

All of the following are examples of online marketing research EXCEPT
» Personal interviewing
» Internet surveys

» Online focus groups
» Online panels

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

In a business market the buyer has to make the most amounts of decisions while making
a

» Straight rebuy

» New task

» Modified rebuy
» None of the given options

Question No: 42 (Marks: 1) “\Please choose one

Manufacturers of surf excel are successful in making their product occupy a desirable
place in the hearts of its customers, Now surf excel is considered as a powerful all
purpose family detergent{ The marketers have successfully its product.

» Differentiated
» Targated

» Positioned

» Segmeénted

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

Undifferentiated marketing may also be called:
» Mass marketing
» Niche marketing
» Target marketing
» Segmented marketing

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

A good package may:
» Protect the product
Note: Solve these papers by yourself
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» Help to sell the product
P Raise total distribution cost

» All of the given options

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

Which of the following is NOT one of the causes of product decline?

» Increasing costs

» Increasing competition
» Technological advances
» changing consumer tastes

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

The improved form of conventional distribution channel is:
» Vertical Marketing System (VMS)
» Horizontal Marketing System (HMS)
» Vertical Management System (VMS)
» Horizontal Management System (HMYS)

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

Advertising has Ms.
» Three
» Four
» Five
» Six

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

There are types of SalesFarce Personnel.
> 2
>3
>4
> 5

FINALTERM EXAMINATION
Spring 2010
MGT301- Principles of Marketing (Session - 2)
Paper #6

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

Inelastic demand in industrial markets refers to which of the following situation?
» Demand for a given product fluctuates very little over time.
Price increases or decreases will not significantly alter de
product.
» The demand for one product depends heavily on the demand for another product.
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» Supply fora given product cannot keep up with the demand for it.

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

Most organizational purchase decisions are made by which of the following categories?
» The sales force
» A team of purchasing agents
» A firm's buying centre
» Inventory control personnel

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

This type of segmentation centers on the use of the word “when” such asahen
consumers get the idea to buy, when they actually make their purchase, ar when they use
the purchased item. What do marketers call this?

» Behavioral

» Occasion Page#85
» Impulse

» Emergency

Question No: 4 (Marks: 1) - Please choese oahe

If aproduct has an inelastic demand and the manufacturer raises its price then what will
happen?

» Total revenue will increase

» Quantity demanded will increase

» The demand schedul e wil}-Shift

» Total revenue will decrease
If demand isinelastic, price and total revenue aredirectly related; that is, if priceis
increased, then total revenue increases as well.

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

Which one of theifollowing is the requirement for setting pricing objectives?

» The objectives should be short-term oriented

» There should be only one pricing objective
» The'cost structure should be identified

» The objectives should be explicitly stated

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

ABC Company uses captive-product pricing for its phone call charges. Because thisisa
service, the price is broken into afixed rate plus a .

» Fixed rate usage
P Variable usage rate

Note: Solve these papers by yourself
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» Flexible usage rate

» Volume usage rate
Thepriceof theserviceisbroken into afixed fee plusa variable usage r ate.
Paget123

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

If producer offered a 25 percent discount to retailers that ordered ski bootsin February
for delivery in May, the retailer would have the option of taking advantage of which type
of discount?

» Trade
» Cash
» Quantity
» Seasonal

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

Quantity discounts are alegal form of price discrimination. /A quantity discount isaprice
reduction to buyers who purchase :

» Frequently
» Inferior merchandise
» Superior merchandise

» Large volumes

Question No: 9 (Marks: 1) - Please'ehoose one

Eliminating a wholesaler from a marketing channel results in which of the following?

» Will cut costs and ledad toshower prices in the market

» May or may not lower prices and will not eliminate the functions performed by
the wholesaler

» Will eliminate the functions performed by the wholesaler and will lower costs

» Will reduce channel conflict among the channel members

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

When enceding the message, the source should use signs (words and symbols). What
must be'in these signs?

» New and exciting meanings

» Different meanings to different people

» Meanings under standable by the target market

» Broad interpretations of signs

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

What doesiit reflect “The receiver's response to a message’ ?

Note: Solve these papers by yourself
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» Feedback
» Media
» Noise
» Decoding

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

Short-term incentives to encourage the purchase or sale of a product or service refer to
which one of the following promotional tool ?

» Direct marketing

» Sales promotions
» Personal selling

» Public relations

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

The principles of persona selling described as which one obthefollowing orientation?

P Service orientation

» Customer orjentation
» Transaction orientation
» Relationship orientation

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

Management at Happy Motors must‘deci detwhat mix of compensation elements to offer
their sales force. Which of the followingis NOT one of the four basic types of
compensation plans?

P Straight commission

P Straight salary.

» Salary and gommission

» Commission and bonuses

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

Companiesare always looking for ways to increase selling time. All of the following are
ways to Save time to accomplish this goa EXCEPT :

» Reduce the number of customers

» Use phones instead of traveling

» Simplify record keeping

» Find better call and routing plans

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

Note: Solve these papers by yourself
This VU & ) : ble f, ved rent
www.vuaskari.com



Composed & Solved
Dua Wagar
Vu Askari Team
WWwW.vuaskari.com

Which one of the following faces three challenges: expanding the total market,
protecting market share and expanding market share?

» Marketleader

» Market challenger

» Market follower

» Market niche

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

Which one the following option is related with this statement “ Innovator in technol ogies,
products and markets with high global share and wide country market coverage”

» Global leader strategy

» Global challenger strategy

» Global follower strategy

» Global niche strategy

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

Which of the following option isNOT related with “Key Principles for Public policy
towards Marketing”?

» Consumer and producer freedom

» Curbing potential harm

» Economic recession

» Consumer education

Question No: 19 (Marks: 1) - Pleasechoose one

When a company cannot supply ahits customers needs; what would be an effect on
price?

» Price will increase

» Price will remaingame

» Price will decréase

» Price will déerease up to a certain limit

Question No™20 (Marks: 1) - Pleasechooseone

The difference between values that the customer gain from owning and using a product
and the costs of obtaining the product refers to which of the following options?

» Customer value

» Customer satisfaction

» Customer quality

» Total quality management

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

Which one of the following forcesis NOT the part of company’s macro environment?

Note: Solve these papers by yourself
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» Demographic
» Economic

» Political

» Public

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

Nestle Foods, ran an ad promoting its new Nestle fruit juice in Ladies' Home Journal
magazine. The ad contained a coupon for $1.00 off the purchase price of two half-gallon
containers of the drink. The advertising agency that created the Nestl€'s ad for the
magazine:

» Was engaged in feedback barrier removal

» Was engaged in encoding the ad

» Was responsible for decoding the ad

» Acted as the communication channel

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

Which of the following statements about sales promotionis, T RUE?
» It is the only promotional element that is not rggulated by a federal agency
» |t is more effective than all the & ements of #marketing mix

» Sales promotions are offered to both intermediaries and ultimate consumers
» To be most effective, sales promotions should be conducted continuously

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

A direct payment of cash and goods@ivenito the retailer agreeing to setup the point of
sale display is known as:

» Event marketing

» Trade promotion

» Brand reminder

» Sponsorships

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

Communicationthrough a news story regarding an organization and/or its products that is
transmitted threugh a mass medium at no charge is known as:

» Advertising

» Sales promotion

» Personal selling

» Publicity

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

Which promotional strategy is designed to build customer demand based on spending a
lot on advertising and consumer promotion?
» Production strategy

» Pull strategy

Note: Solve these papers by yourself
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» Operational strategy
» Push strategy

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

Which of the following is NOT of the levels of service offered by retailers?

» Self-service

» Operating service
» Full service

» Limited service

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

Which of the following is NOT one of the functions of wholesalers?

» Financing

» Production
» Risk bearing
» Transportation

Question No: 29 (Marks: 1) - Please chooseene

Which of the following is one of the challenges faced by market leader?

» Expanding the total market
P Indirect attack

» Dividing the total market
» Increasing salesforce

Question No: 30 (Marks? 1y Please choose one

Which of the following.is an accord to remove trade barriers among Canada, Mexico,
and the United States?

» North American Free-Trade Agreement (NAFTA)

» General Agreement on Tariffsand Trade (GATT)

» Regionalkiee Trade Zone

» Wortld*Erade Organization (WTO)

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

Which of the following is true about North American Free-Trade Agreement (NAFTA)?
» An accord to remove trade barriers among Canada, M exico and the United
States
» An accord to remove transport barriers among Canada, Mexico and the United
States

» An accord to remove transport barriers among Canada, Morocco, Chile and the
United States

Note: Solve these papers by yourself
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» An accord to remove trade barriers among Canada, Mexico, Brazil and the United
States

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

Which of the following discounts encourage purchases earlier than demand?
» Quantity discount
» Cash discount
» Seasonal discount
» Trade discount

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

Which of the following provide connection and interaction betweenthe consumer and
company?

» Virtual communities

» Business to consumer

» Business to business

» E-Marketing
What ever isthetype of commerceit requires connection between the two parties
which are buyer and the seller. This connection and the interaction are provided by
thevirtual communities.

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

All of the following are the primary criticisms leveled at the marketing function by
consumers, consumer advocaiestand government agencies EXCEPT::

» Shoddy or unsafe products

» Planned obsoélescenee

» Poor service to disadvantaged consumers
» False wants and too much materialism

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

Greedy \ntermediaries who mark up prices beyond the value of their services, comes
under which of the following factors of harming consumers through high prices?

» High cost of distribution
» High advertising and promotion cost
» Excessive markup

» High pressure selling

Question No: 36 (Marks: 1) - Please choose one
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When a company cannot supply all its customers' needs, it can raise its prices; ration
products to customers, or both. Here which of the following factorsis contributing in
price increase?

» Cost inflation

» Excess demand

» Low product quality

» None of the given options

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

A bar of chocolate costs Rs.50. If al the other factors are kept constant appreximately
hat is the marking cost that has incurred in marketing this product.

» Rs.40
» Rs.30
» Rs.25
» Rs.15

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

“Save the world” is an environment group that tries to decrease pollution emitted from
factories. “Save the world” is considered as:

» Publics

» Customers

» Competitors

» Company

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

Relationship marketing came inte.existence in which of the following era?
» Production Era
» Product Era
» Selling Era

» Marketing Era

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

Planning which is used to supervise the operations of the organization is called:
» Strategic Planning
» Tactical Planning

» Operational Planning
» Mission Planning

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

Which of the following entities of a company has a separate mission and objectives
which can be planned independently from other company businesses?
» Business Portfolio

Note: Solve these papers by yourself
This VU & ) : ble f, ved rent
www.vuaskari.com



Composed & Solved
Dua Wagar
Vu Askari Team
www.vuaskari.com

» Strategic Business Unit
» Product Line

» None of the given

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

A marketing department organization where different marketing activities are headed by
afunctional specialist (such as a sales manager, advertising manager, etc.) is called:

» Functional Organization

» Geographic Organization

» Product Management Organization
» Customer Management Organization

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

The consumer can obtain information from various different sources. WhichisNOT one
of these sources?

» Personal

» Commercial
» Attitude

» Public

Question No: 44 (Marks: 1) - Pleaseehoose one

Products which require a considerable amount of search behavior are called:
» Speciaty Products

» Shopping Products
» Convenience Products

» Unsought Prodaicts

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

The company devel ops the physical product in the stage.
» |dea generation
» Product development
P Testmarketing
» Commercialization

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

Which of the following is a measure of the percentage of people in the target market who
are exposed to the ad campaign during a given period of time?

2 Reach
» Frequency

» Impact
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» Rate

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

Sales Force Personnel must be
» Calculating
» Enthusiastic
» Angry Youngman
» None of the above

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

There are types of Sales Force Personnel.
> 2
>3
>4
» 5

FINALTERM EXAMINATION

Fall 2008

MGT301- Principles of Marketing (Session - 2)

Paper#07

QuestionNo: 1 (Marks: 1) - Please chooseone

Which of the following is NOT a benefit ofidirect marketing?
» immediate response
» Customer relationship building

» Assists client prospecting
» Greater product access and\selection

Question No: 2 (Marks\1) ™ - Please choose one
Which one of the fallowing is NOT apart of competitive positions?
» Market leader
» Market challenger
» Marketufol lower
» Market controller

QuestionNo: 3 (Marks: 1) - Please choose one
Which one of the following is a position option open to smaller firms that serves some
part of the market that is not likely to attract the attention of the larger firms?

» Market leader

» Market challenger

» Market follower

» Market niche
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QuestionNo: 4 (Marks: 1) - Please choose one
The retailer isusually in an excellent position to:
» Make the most profits in the channel
» Become the channel leader
» Gain feedback from consumers
» Co-ordinate the production strategy

QuestionNo: 5 (Marks: 1) - Please choose one

A departmental store firm wants to increase sales and reach new markets with direct
marketing. To accomplish this, the sales or marketing manager would choose whieh of
the following tool ?

» Sales promotions
» Advertising

» Kiosk marketing
» Public relations

QuestionNo: 6 (Marks: 1) - Please choose one

In contrast to vending machines which dispense only products, there are other systems
that dispense information and take orders without direct human aid. This system refersto
which one of the following options?

» Kiosks

» TV monitors
» The intemet
» Cell phones

QuestionNo: 7 (Marks: 1) - Please choose one
Which one of the follgwing isthe fastest growing form of marketing that reach more
customers and savedanoney?

» Advertising

» Direct marketing
» Public relations

P Personal selling

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

Management at Happy Motors must decide what mix of compensation elementsto offer
their sales force. Which of the following isNOT one of the four basic types of
compensation plans?

» Straight commission
P Straight salary
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» Salary and commission
» Commission and bonuses

QuestionNo: 9 (Marks: 1) - Please choose one
There are three typical types of sales force structures. Which oneis often supported by
many levels of sales management positions in specific geographical areas?

» Territorial

» Customer

» Complex systems
» Matrix

Question No: 10 (Marks: 1) - Please choose one
Mr. Tatbeeq sales person from Philips, develops alist of potential customers and
evaluates them on the basis of their ability, willingness, andauthority to purchase copy
machines. What is the name of this process?

» Customer search

» Saes preparation

» Audience identification

» Prospecting

QuestionNo: 11 (Marks: 1) - Please cheoSe one
Giving afree sample of a new produet by attaching it to the pack of an existing product
refers to which one of the following,promotion?

» On-pack promotion

» New-product promotion

» Extra-fill promotion

» Co-operative discauntifng

Question No: 42, ( Marks: 1) - Please choose one
Sales promotion includes a wide assortment of tools. Which one of the following is NOT
one of these tools?

» Contests

» Premiums

» Telephone surveys

» Coupons

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

Communication process has different elements that are helpful for communicating
message to audience. One of the communication tools is the decoding. Which one of the
following statements refers to the “Decoding” ?
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» Intensity of the transmission becomes stronger

» Receiver attempts to convert signs into concepts and ideas
» Source attempts to convert signs into concepts and ideas

P Receiver filters noise from the feedback

QuestionNo: 14 (Marks: 1) - Please choose one
Which one of the following conceptsis considered as the basic role of promotion?
» Information
» Manipulation
» Communication
» Interpretation

QuestionNo: 15 (Marks: 1) - Please choose one
Location is extremely important to aretailer due to which one of the following reasons?

» Suppliers charge more to service stores in certain trading,areas.

» A desirable location appeals to consumers' emotions,and encourages them to buy.

P Location is the major determinant of store image.

» L ocation determinesthe trading area from which the store must draw its
customers.

Question No: 16 (Marks: 1) - Please choeseone

Which of the following is considered ag huge Stperstores, perhaps as large as six football
fields?

» Hypermarket

» Department store

» General merchandise retailer
» Discount store

Question No: 174 (Marks: 1) - Please choose one
A cash-and-carry, wholesaler would be expected to:

» Proyide transportation

» Handle high turnover products
P Carry a wide variety of products
» Provide a wide range of services

Question No: 18 (Marks: 1) - Please choose one
Which type of wholesaler not only provides transportation and delivers products to
retailers, but also provides the service of placing products on retailers shelves?

» Truck wholesaler
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» Cash-and-carry wholesaler

» Mail-order whol esaler
Rack jobbersor service merchandisersare similar to truck wholesalers but they
provide the extra service of placing productson retailers shelves.

QuestionNo: 19 (Marks: 1) - Please choose one
Which one of the following statement BEST describes a merchant wholesaler?

P Takes title and possession of goods and sells only to retailers.

» Does not take title and possession of goods but may facilitate®xc
any two parties.

» Carry a limited line of fast-moving goods and sdll t al r sfor cash
[
Question No: 20 (Marks: 1) - Please choose one
Which one of the following concept reflects the term ocessing”?

» Isthe same as order handling
P Is characterized by electronic processi

» Is the second stage in a physical di ion system
http://books.google.com.pk/books?id=I FLiOllsxWwC& pg=PA349& |pg=PA349& dq
=l s+thetr eceipt+and+transmission+of+sales+or der +infor mation& sour ce=bl& ots=w
61J5aC2VB& sig=Rllfser MPHZY odW_60nTcMrAHO8& hl=en& ei=5_ |6TdzOE8Xr4
ga2rM TcCgé& sa=X& oi=book_result& ct=result& resnum=1& ved=0CBQQ6AEWAA
#v=onepage& q=Is% 20the% 20r ecel pt% 20and% 20tr ansmission% 200f% 20sal es% 20
order % 20infor mation& f=false

Question No: 214 (
The success

following?

s:1) - Pleasechooseone
channel member depends on the performance of which of the

hannel members

» The manufacturer

» The wholesaler
The success of each channel member depends on the perfor mance of the entire
supply chain.Page#145

Question No: 22 (Marks: 1) - Please choose one
When Mr. A isusing a channel with only one intermediary, that intermediary is
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classified as which of the following?

» Retailer

» Wholesaler
» Broker

» Producer

Question No: 23 (Marks: 1) - Please choose one
Relationships among channel members, i.e. producers, wholesalers and retailers, are
usualy:

» Short-term commitments

» Long-term commitments

» Expensive resource commitments

» Only minor commitments

QuestionNo: 24 (Marks: 1) - Please choose one
Which one of the following is the function of adirect channel of distribution?

» The flow of products from producers to customers
» Links producers to other marketing intermediaries

» Takestitle to products and resells thep

» Manages transportation and warehousifig functions

QuestionNo: 25 (Marks: 1) - Please choose one

Three key issues associated with ifitiating price changes are, the circumstances, the
tactics and:

» Sales targets

» Bad publicity

» Stock levels

» Competitor reactions

Question NOw26, (Marks: 1) - Please choose one

When a firm or store offers a price reduction to customers who buy during off-peak
periods threughout the year, the firm is giving which of the following discount?

» Functional
» Seasonal
» Annual

» Credit

Question No: 27 (Marks: 1) - Please choose one
If aretailer form Islamabad orders a quantity of merchandise to be delivered to his store
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in Lahore and is quoted a price that does not include transport costs, the retailer is paying
aprice called:

» F.O.B. destination
» FOB price

» Geographic price
» Base-point price

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

The Shirt Company utilizes a push strategy to sell the shirt line. Its basic promotienal
tool is discount. These discounts offered to middlemen are referred to as whichiene of the
following discounts?

» Trade
» Cumulative

» Non cumulative
» Cash

QuestionN0: 29 (Marks: 1) - Please choose one
If Pepsi setsthe price of its six packs to match exactly the price of Coca-Colas, Pepsi is
using which of the following pricing method?

» Demand-oriented

» Cost-oriented

» Experience curve

» Competition-oriented

Question No: 30 (Marks: 1) - Please choose one
Which one of the follgwing pficing method is the simplest pricing method?

» Value-based
» Fixed cost
» Cost-based

» Skimming

Question'No: 31 (Marks: 1) - Please choose one
Companies set prices by selecting a general pricing approach that includes one or more of
three sets of factors. One of these is the cost-based approach, which means:

» Value-based pricing and market-skimming pricing
» Going-rate and sealed-bid pricing

» Cost-plus pricing, break-even analysis, and target profit pricing
» Competition-based pricing and market-penetration pricing
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QuestionNo: 32 (Marks: 1) - Please choose one
Which one of the following pricing objectivesis rarely operational because its
achievement is difficult to measure?

» Return on investment

» Market share

» Survival
http://books.googl e.com.pk/books? d=R1zRakelL JgC& pg=PA581& | pg=PA 58/l &g PriCi
ng+objectivestistrarel y+operational & source=bl & ots=de57¢c1J 3x& sig= PgF
NeVLzt3B39nK|_0& hl=en& ei=QgM 7TbL vNuig4Qbf29SmCg& sa=X & result&

ct=result& resnum=1& ved=0CBcQ6A EwWA A#v=onepage& g=prici SHCtivesd620i
s%20rarel y%200perational & f=fal se

Question No: 33 (Marks: 1) - Please choose one X‘
Priceis akey element in the marketing mix becauseit r directly to:

P The size of the sales force (b
» The speed of an exchange

» The control of ﬂualiti q

%se one

ucts and services which are compared by the
refers to which one of the following product?

QuestionNo: 34 (Marks: 1) -
Less frequently purchased consu
customer on different product atthi

Question No: Marks: 1) - Please choose one

Question No: 36 (Marks: 1) - Please choose one
What is the stage of the buyer decision process in which the consumer uses information
to evaluate brandsin the choice set?
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» The situational stage

» The experimental stage

» The informative stage
Evaluation of Alternatives. Thisisthe stage of the buyer decision processin which
the consumer usesinformation to evaluate alter native brandsin the choice set.

Question No: 37 (Marks: 1) - Please choose one
The factors such as the buyer’s age, life-cycle stage, occupation, economic situation,
lifestyle, personality and self-concept that influences buyer’ s decisions refers towhich
one of the following characteristic?

» Personal characteristics

» Psychological characteristics

» Behavioral characteristics

» Demographical characteristics

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

Marketers are interested in the roles and influenceof the husband, wife and children on
the purchase of different products and services. Which one of the following segment is
being studied by the marketer?

» Social class
» Opinion leader
» Reference group

» Family

QuestionNo: 39 (Marks: 1) - Please choose one
Marketing stimuli consist,of the four Ps. Which is NOT one of these Ps?

» Product
» Political
» Pricé

» Promotion

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

Which one of the following steps in the marketing research process deals in "defining the
problems and research objectives, implementing the research plan, and interpreting and
reporting the findings'?

» Developing the research budget
» Choosing the research agency
» Choosing the research method

Note: Solve these papers by yourself
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» Developing the research plan

QuestionNo: 41 (Marks: 1) - Please choose one
Which one of the following environment is made up of institutions and other forces
affecting society’s basic values, perceptions, preferences and behaviors?

» Cultural environment

P Fictitious environment

» Natural environment

» Political environment

Question No: 42 (Marks: 1) - Please choose one
Which one of the followingis NOT apart of marketing channel firms (intermediaries)?

» Physical distribution firm
» Marketing service agency
» Financial intermediary

» Stock exchange

Question No: 43 (Marks: 1) - Please choose one
Advertising agencies are an example of which of, the following marketing
intermediaries?

» Insurance company
» Financial intermediary

» Marketing services agency
» Physical distribution firm

QuestionNo: 44 (Marks: 1) - Please choose one
Which one of the following is@ chief goal of the implementation function in marketing
process?

» Develop marketing plans

» Turns plans into actions

» Takécorrective actions.

» Develop strategic plans.

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

Developing and maintaining a strategic fit between the organization’s goals and
capabilities and its changing marketing opportunities represent which one of the
following concept?

» Marketing objectives

» Strate lannin:
» Marketing activities

Note: Solve these papers by yourself
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» Corporate strategies

Question No: 46 (Marks: 1) - Please choose one
Which one of the following options is best to explain the purpose of intranets?

» Buying and selling processes
» Business-to-business purchasing

mmunication among empl
» Maintaining customer relations

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

A network of networks that consists of millions of smaller domestic, academic, business,
and government networks, which together carry various information-and Services. Which
one of the following networks represents it?

» LAN

» Intranet
» Extranet
» Internet

Question No: 48 (Marks: 1) - Please choose one
Which one of the following statements is an ‘example of a problem that may arisein the
implementation of the marketing concept?

» Dissatisfaction of one segment affécts the satisfaction of other segments
» Consumers do not understand what the marketing concept is

» Dealers do not suppoftthe,marketing concept

» A product may fit;the needs of too many segments

Question No: 49 (Marks.1) - Please choose one
Which one of the following option is NOT a benefit of internet marketing?
» Cost effective
» Timé'saving
» Reliability
» Open new venue

Question No: 50 (Marks: 1) - Please choose one
Which one of the following option is NOT a benefit for buyer with E-commerce?
» Convenience
» Easy and private
» Reliability
» Greater product access
FINALTERM EXAMINATION
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QuestionNo: 1 (Marks: 1) - Please choose one
Areas of concern in marketing ethicsinclude:

» Distributor relations

» Advertising standards

» Customer service

> All of the given options Page#217

QuestionNo: 2 (Marks: 1) - Please choose one
Through sales management supervision, what does the company do for salesforce to do
a better job?

» Coaches

» Motivates

» Influences

» Forces
Through supervision, the company directs and motivates the salesforceto do a
better job. Page#189

Question No: 3 (Marks: 1) - Please choose one
All of the following are the questions that arise'when a competitor changes the price
EXCEPT:

» What are the competitor’s products?

» Why did the competitor change the price?

» [s the price change tempotary of permanent?

» Are other companies‘going to respond?

Question No: 4 ( Marksy 1) © - Please choose one
If the competitor’ sqriceeut harm the company’ s sales and profit then what should your
company do:

» Hold the current price

» Incréase the price

» Decrease the price

P Either increase or decrease the price
Oncethe company has deter mined that the competitor has cut its price and that this
pricereduction islikely to harm company sales and profits, it might smply decide
to hold its current price and profit Page#130

QuestionNo: 5 (Marks: 1) - Please choose one
Which of the following option is NOT related with environmental sustainability
strategies?

» Pollution prevention
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» Product stewardship
» Production of non environment friendly products Page#218

» New environmental technologies

QuestionNo: 6 (Marks: 1) - Please choose one
GATT stands for which one of the following?

» General Agreement on Tan ffs and Tax

» General Agreement on Tax and Trade

» General Agreement on Traffic and Trade

» General Agreement on Tariffs and Trade

QuestionNo: 7 (Marks: 1) - Please choose one
Which one of the following is NOT apart of competitive positions?
» Market leader
» Market challenger
» Market follower
» Market controller Page#200

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

Which one of the following is NOT a part of basic.competitive strategies?
» Overall cost-leadership
» Differentiation

» Sales force reinforcement Page#202
» Focus

QuestionNo: 9 (Marks: 1)  -\Please choose one
Which of the following is NOTsaimajor form of direct marketing?
» Telephone marketing
» online shopping
» Direct mailmarketing
» Billboards Page#191

Question N6»10, (Marks: 1) - Please choose one
The standards set for salespeople, stating the quantity they should sell and how sales
should bewdivided among the company’ s products refers to which one of the following
options?

» Sales goals

» Company quotas

» Sales quotas Page#189
» Sales incentives

QuestionNo: 11 (Marks: 1) - Please choose one
Sales applicants are typically NOT tested for which one of the following options?
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» Management skills
» Organizational skills

» Accounting skills
» Analytical skills

Question No: 12 (Marks: 1) - Please choose one
To reduce time demands on their outside sales forces, many companies have increased
the size of their inside sales forces, which include technical support people and sales
assistants. Which one of the following can aso be another part of the sales force?

» Order takers

» Order getters

» Telemarketers Page#187

P Secretaries

Question No: 13 (Marks: 1) - Please choose one
The principles of persona selling described as which one'ef the following orientation?
» Service orientation
» Customer orientation
» Transaction orientation
» Relationship orientation

QuestionNo: 14 (Marks: 1) - Please cheoSe one
Which of the following communicatien and.promotion tools involve direct connections
with customers aimed toward building customer-unique value and lasting rel ationships?
» Personal selling and direct marketing
» Public relation and publicity
» E-commerce and e-business
» Advertising and sales promotion

Question No: 154 ( Marks: 1) - Please choose one
Personal sdlling,can be defined as which of the following communication?
» People,communication
» Direct communication
» Interpersonal communication
» Bocal communication

QuestionNo: 16 (Marks: 1) - Please choose one
The advertiser has to choose the pattern of the ads. Which of the following options refer
to the “scheduling ads evenly within a given period” and “scheduling ads unevenly over a
given time period” respectively?

» Pulsing; Hard hitting

» Sequencing; Routing
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» Continuity; Hard hitting
» Continuity; Pulsing

QuestionNo: 17 (Marks: 1) - Please choose one
Mr. Rahil is shopping at a departmental store. He completes an entry form at the
checkout for a prize draw which gives him a chance to win anew car. Heis participating
in which of the following?

» Consumer contest

» Sales contest

» Sales competition

» Consumer sweepstake

Question No: 18 (Marks: 1) - Please choose one
Expensive Coca-Colatelevision ads primarily are a type of which of. the following
advertising?

» Informative advertising

» Comparative advertising

P Persuasive advertising

» Reminder advertising

Question No: 19 (Marks: 1) - Please choose one
Marketing managers at General Motors are determining what proportion of the budget
would be spent on magazine, tel evision @ndradio advertisements based on the cost and
effectiveness of each.What is the name of ithe plan prepared by the marketers at GM?
» An advertising-allocation plan
» A media plan
» An arbitrary allocation plan
» An objective-task plan

QuestionNo: 20 (Marks:1) - Please choose one
Pull promotion is.one 6f the promotion mix strategies. Which of the following are heavy
expenditures inpull promotion?

» Advertising and sales promotion

» Public relations and distribution

P Personal selling and public relations

» Distribution and advertising

QuestionNo: 21 (Marks: 1) - Please choose one
Coupon is an example of which one of the following promotional tools?
» Personal selling

» Sales promotion
» Advertising

» Public relations
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QuestionNo: 22 (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 wholesalers?

» Full-service wholesaler
» Full-price wholesaler

» Rack jobber

» Cash-and-carry wholesaler

Question No: 23 (Marks: 1) - Please choose one
From aretailer's point of view, the MOST basic advantage of using awholesaler is that
the wholesaler:

» Extends credit to the retailer

» Provides storage facilitiesto theretailer

» Perform channel functions more efficiently than the retailer
» Takes ownership of goods for the retailer

Question No: 24 (Marks: 1) - Please choose.one
The success of each channel member depends’en the performance of which of the
following?

» Key channel members

» The entire supply chain
» The manufacturer

» The wholesaler

QuestionNo: 25 (Marks: 1) - Please choose one

Most, but not all, marketifg channels have marketing intermediaries. A marketing
intermediary sométimes'called a middleman, who perform which of the following
function?

» Always sells products to wholesalers

» Links producers to the ultimate users of the products
» Always sells productsto retailers

» Does not take title to products

Question No: 26 (Marks: 1) - Please choose one
When Mr. A isusing a channel with only one intermediary, that intermediary is
classified as which of the following?

> Retailer
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» Wholesaler
» Broker
» Producer

Question No: 27 (Marks: 1) - Please choose one
Which one of the following advantages reflects the advantage of product bundle pricing?

It can promote the sales of pr nsumers might n her wi
P [t offers consumers more value for the money
» It combines the benefits of the other pricing strategies
» It provides a more complete product experience for consumers

Question No: 28 (Marks: 1) - Please choose one
Lawyers, accountants, and other professionals typically price by adding a standard
markup for profit that reflects which one of the following concepts?

» Cost-pluspricing
» Value-based pricing
» Break-even price

» Penetration pricing

QuestionNo: 29 (Marks: 1) - Please choeseone
When Kodak sets the general price range, low for its cameras and set high for itsrelated
film , it is practicing which one of theifollowing pricing?

» Market-penetration pricing

» Market-skimming pricing

» Product line pricing

» Captive-product pricing

QuestionNo: 30 (Marks.1) - Please choose one
Companies set prices by selecting a general pricing approach that includes one or more
of three sets of‘factors. One of these is the buyer-based approach, which means:

» Value-based pricing
» Sealed-bid pricing

» Cost-plus pricing

» Low-price image

QuestionNo: 31 (Marks: 1) - Please choose one
Which one of the following statement refl ects the market share pricing objective?

» Is not recommended when sales for the total industry are declining
P Is not especially useful when sales for the total industry are increasing
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» Is not especially useful when sales for the total industry are flat

» Can be used effectively whether total industry sales are rising or falling

QuestionNo: 32 (Marks: 1) - Please choose one
Which one of the following pricing objectivesisrarely operational because its
achievement is difficult to measure?

» Return on investment

» Profit maximization

» Market share

» Survival

Question No: 33 (Marks: 1) - Please choose one
Which one of the following statements BEST describes the concept-of Price?

» The value that is exchanged for products in a marketing transaction
» Always money paid in a marketing transaction
» More important to buyers than sellers

» Usually the most inflexible marketing mix deciSion variable

Question No: 34 (Marks: 1) - Please choose.one
A firm that practices price competition engages inwhich one of the following strategy?

» Setting prices only as low as the §econd=fowest competitor
» Letting other firms cut price whilelitretains profitability

» Competing in both price and product differentiation
P Beating or matching the pricesiof competitors

QuestionNo: 35 (Marks: 1) - Please choose one
Which one of the follewing groups of people get the product exposure but is not often
perceived by the majority*of potential buyers as typical consumers?

» Early Majority

» Late Majority

» Early#Adopter

» Innovators

Question'No: 36 (Marks: 1) - Please choose one
What do we call adetailed version of anew idea stated in meaningful customer terms?
» Product idea

» Product concept
» Product image

» Product proposal

Question No: 37 (Marks: 1) - Please choose one
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Which of the following are those products purchased for further processing or for usein
conducting a business?
» Unsought products
» Specialty products
» Shopping products

» Industrial products

Question No: 38 (Marks: 1) - Please choose one
Products and services fall into two broad classes based on the types of consumers that
use them. Which is one of these broad classes?

» Industrial products
» Core product

» Actual product

» Augmented product

QuestionNo: 39 (Marks: 1) - Please choose one

After deciding to order replacement parts for ageing maghinery, the buyer for a
construction company examines catalogues and trade publications. The buyer is probably
at which stage of the organizational buying decision process?

» Problem recognition
» Product specification

» Product-supplier search
» Product evaluation

Question No: 40 ( Marks: 1) "+ Please choose one
In its purchase of asmall business computer, Mr. Ateeq asked that potential suppliers

provide information only,on units with IMb of memory. As management evaluates the
purchase, it finds that 2Mb is ifadequate for many of the software programs they use. In
thisinstance, the firm would need to modify which aspect of the purchase process?

» Searching

» Specifi€ation development

» Alternative evaluation

» Performance evaluation

Question'No: 41 (Marks: 1) - Please choose one
In the previous three years, four studies have been conducted on the characteristics of
ABC Company’s clients. Asthe firm seeks to put together areport showing trendsin this
aregq, it has a hard time locating the information contained in these study reports. What
does this firm seem to need?
» A marketing research manager

» A marketing databank
» Survey research
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» Primary data

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

Y our colleague is confused about using the marketing research process. In which
footstep he isfeeling difficulty?

» Defining the problem

» Defining the research objectives

» Defining the problem and research objectives
» Researching a research agency to help

Question No: 43 (Marks: 1) - Please choose one
The marketing i nformation system is not limited to use by the company. ltsmay also
provide information to which of the following?

» The government

» Extemal partners

» various publics
» Competitors

Question No: 44 (Marks: 1) - Please chooseone
"Consumers are spending more on products and sexvices that will improve their lives
rather than their image” reflects which aspectsof the cultural environment?

» People's view of others

» People's view of themselve§
» People's view of organizations
» People's view of natute

Question No: 45 (Marks: 1) - Please choose one
Which one of the fallowing is NOT part of the microenvironment?
» Cultural forces
» Finaneiakintermediaries
» Customer markets
» Matketing channel firms

Question'No: 46 (Marks: 1) - Please choose one
Which of the following sets refers to the order or sequence of marketing management
functions?

» Control —implementation —market planning
» Market planning —control — implementation
» Implementation — control —market planning

» Marketing planning — implementation - control
Note: Solve these papers by yourself
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Question No: 47 (Marks: 1) - Please choose one
In the Boston Consulting Group approach, which one of the following is a measure of
company strength in the market?

» Relative market share
» BCG matrix

» Business portfolio

» Market growth rate

Question No: 48 (Marks: 1) - Please choose one
Which one of the following phrases reflects the marketing concept?

» The supplier is a king in the market
» Marketing should be viewed as hunting not gardening

» Thisis whatl make. won’t vou please buy it?
» This is what I want, won’t you please make it?

Question No: 49 (Marks: 1) - Please choose one
Chimney Sweeps employs people to clean fireplaces and chimneysin homes and
apartments. The firm is primarily the marketerof which one of the following products?
» An image
» An idea
> A service
» A good

Question No: 50 ( Marks: 1)":\Please choose one
Which one of the following option isNOT a benefit of internet marketing?
» Cost effective

» Time saving
» Reliability
» Open new, venue

Paper 09

Question'No: 1  (Marks: 1) - Please choose one
A maker of ahighly innovative light bulb finds that it has excess stocks. The firm
increases its advertising budget by 50 percent and doubles its sales staff. This company is
operating which one of the following activities?

> Sales

» Production

» Marketin
» Social
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QuestionNo: 2 (Marks. 1) - Please choose one

When Olympia Carpets devel ops new carpets that are highly stain resistant and durable,
it must educate consumers about the product's benefits. This activity calls for which one
of the following marketing mix variables?

» Price

» Promotion
» Distribution
» Product

QuestionNo: 3 (Marks: 1) - Please choose one
Which one of the following concepts is a useful philosophy in a situationwhen the
product’s cost is too high and marketers look for ways to bring it down?

» Selling concept
» Product concept

» Production concept Page#19
» Marketing concept

QuestionNo: 4 (Marks: 1) - Please choose one

Your firm has just developed itsfirst successfal MI'S. It interacts with information users
to assess information needs, devel op negdediinformation, the marketing
information and help managers use it4n their decision making.

» Distribute
» Collect

» Retrieve
» Store

QuestionNo: 5 A Marks: 1) - Please choose one
Marketing researchers usually draw conclusions about large groups of consumers by
studying whieh of the following small component of the total consumer population?

» Group

» Sampl

» Target group

» Audience
M ar keting resear cher s usually draw conclusions about lar ge groups of consumers
by studying a small sample of the total consumer population.

QuestionNo: 6 (Marks: 1) - Please choose one
A new product isagood, service, or ideathat is perceived by some potential customers
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as new. Our interest isin how consumers learn about products for the first time and make
the decision to buy them. Which one of the following option reflects this statement?

» New product recognition

» Adoption process

» Variety-seeking buying behavior
» Quality assessment

QuestionNo: 7 (Marks: 1) - Please choose one
After deciding to order replacement parts for ageing machinery, the buyer for'a
construction company examines catalogues and trade publications. The buyer isprobably
at which stage of the organizational buying decision process?

» Problem recognition Page#/8

» Product specification

» Product-supplier search

» Product evaluation

Question No: 8 (Marks: 1) - Please choose one
Business markets can be segmented on the basis following variables EXCEPT:
» Personal characteristics
» Operating variables
» Selling approaches
P Situational factors

QuestionNo: 9 (Marks: 1) - Pleaseehoose one
Mass marketers, such as Target and Venture Stores, ignore market segment differences
and target the whole market with.one offer. What is their approach to segmenting?

» Undifferentiated marketing Page#87

» Differentiated marketing

» Target marketing

» Intelligentmarketing

Question N6»10, (Marks: 1) - Please choose one
Buyer- seller similaritiesis an attribute comes under which one of the following
concepts?

» Demographic factors
» Personal characteristics

» Situational factors
» Operating variables

QuestionNo: 11  (Marks: 1) - Please choose one
Which one of the following involves designing and producing the container or wrapper
for a product?
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» Packaging
» Designing
» Branding
» Labeling

QuestionNo: 12 (Marks: 1) - Please choose one
Which of the following is NOT amagjor factor for making firms price decisions?

» Environmental factors
» Marketing objectives
» Pastsales

» Marketing mix strategy

Question No: 13 (Marks: 1) - Please choose one
Companies set prices by selecting agenera pricing approaeh that includes one or more
of three sets of factors. One of these is the cost-based appreach, which means:

» Value-based pricing and market-skimming pricing
» Going-rate and sealed-bid pricing

» Cost-pluspricing, break-even analysis, and target profit pricing
» Competition-based pricing and market=penetration pricing

Question No: 14 (Marks: 1) - Please choose one
When there is intense price competitionymany companies adopt rather than
cutting prices to match competitors.

P pricing power

» Value-added strategies Page#122

» Fixed costs

» Price elasticity

Question No: 45, ( Marks: 1) - Please choose one
If Pepsi setSthe\price of its six packs to match exactly the price of Coca-Colas, Pepsi is
using which of the following pricing method?

» Demand-oriented
» Cost-oriented
» Experience curve

» Competition-oriented

QuestionNo: 16 (Marks: 1) - Please choose one
“Rs10 per unit for less than 100 units, RSO per unit for 100 or more units” reflects which
one of the following discounts?
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» Quantity
» Cash
» Seasonal
» Trade

QuestionNo: 17 (Marks: 1) - Please choose one

In which of the following pricing the seller selects a given city as a"basing point” and
charges all customersthe freight cost from that city to the customer location, regardless
of the city from which the goods are actually shipped?

» Base-point pricing

» Freight absorption pricing
» Transfer pricing

» Zone pricing

Question No: 18 (Marks: 1) - Please choose one
Payments or price reductions to reward dealers for participating in advertising and sales
support programs reflects which one of the following price-adjustment strategy?

» Seasonal discount
p Allowance

» Trade discount
» Cash discount

Promotional allowances are paymentsor price reductionsto reward dealersfor
participating in advertising and sales support programs.

QuestionNo: 19 (Marks: 1) - Please choose one
When Mr. A isusing a channél with only one intermediary, that intermediary is
classified as which of thefollowing?

» Retailer

» Wholesaler
» Broker

» Producer

Question No: 20 (Marks: 1) - Please choose one
ABC Company, the sportswear designer and manufacturer, decided to open its own

speciaty shopsto sell its merchandise, the firm was engaging in which of the following
channels?

» Vertical channel integration
» A conventional marketing channel
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» Horizontal channel integration
» Channel expansion

QuestionNo: 21 (Marks: 1) - Please choose one

Because Coke is such a popular product and the company is so powerful, Coca-Colaisin
aposition to exert considerable control over channel structures and the way Cokeis
marketed. This exampleillustrates channel in the distribution channel.

» Conflict

» I.eadership
» Dominance
» Negotiation

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

To reduce inventory management costs, many companies use.a system where they carry
only small inventories of parts or merchandise, often only enough for a few days of
operation refers to which of the following concepts?

» Just-in-time |ogistics Page#143
» Limited inventory logistics

» Supply chain management

» Economic order quantity

Question No: 23 (Marks: 1) - Please choose one
Order processing, inventory managementy materials handling, warehousing, and
transportation fall under which of, thefellowing activities?

» Wholesaling
» Retailing

» Physical distribution
» Channel managément

Question Now24, (Marks: 1) - Please choose one
Which one of the following statement BEST describes a merchant wholesaler?

P Takes title and possession of goods and sells only to retailers.

» Takes title and assumesrisk and isgenerally involved in buying and reselling
products,

» Does not take title and possession of goods but may facilitate exchange between
any two parties.

» Carry a limited line of fast-moving goods and sell to small retailers for cash
Merchant wholesalerstake title and assumerisk and generally areinvolved in
buying and reselling productsto industrial or retail customers.
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QuestionNo: 25 (Marks: 1) - Please choose one
Which one of the following is the primary purpose of a broker?

» Take title to a producer's goods
» Sell directly to the final consumer
» Sell directly to producers
Brin rs and seller: her Page#154

Question No: 26 (Marks: 1) - Please choose one
Which one of the following takes possession of truckloads of tomatoes, arranges for
storage, and transports them to auctions to be sold?

» Selling agent

» Commission broker

» Commission merchant
» Selling broker

Question No: 27 (Marks: 1) - Please choose one
Location is extremely important to aretailer dueto.which one of the following reasons?

» Suppliers charge more to service stores’in cértain trading areas.
P A desirable location appeals to cOnsumers' emotions and encourages them to buy.
» Location is the major determinant ofstore image.

» L ocation determinesthetrading area from which the store must draw its
customers.

Question No: 28 (Marks: 1) - Please choose one
Which one of the foll ewing cénhcepts is considered as the basic role of promotion?

» Information

» Manipulation

» Communication
» Interpretation

Question'No: 29 (Marks: 1) - Please choose one
People tend to view promotion from many points. Which one of the following
aternativesis MOST accurate?

» Promotion costs because product costs to be higher
» Promotion activities make up the bulk of marketing

» Promotion communicates and facilitates exchanges

» Promotion should be directed toward numerous audiences
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Question No: 30 (Marks: 1) - Please choose one
When the aim of the promotion, while introducing a new consumer product, isto achieve
high awareness levels, the firm will most likely make heavy use of which one of the
following promotional mix?
» Advertising
» Sales promotion
» Personal selling
» Publicity

QuestionNo: 31 (Marks: 1) - Please choose one
Slow feedback, high costs and difficulty in measuring effects on sales are disadvantages
of which one of the following promotion mix ingredient?

» Public relations

» Sales promotion

» Personal selling

> Advertising

QuestionNo: 32 (Marks: 1) - Please choose one
If you are attempting to create primary demand toward your product, you will use which
type of the following ads?

» Informative Page#1/0
» Persuasive

» Reminder
» Cooperative

Question No: 33 (Marks: 1) "% Please choose one
Which one of the following‘adwertising is required by a product in the maturity stage?
» Informative
» Comparative

» Persuasive
» Reminder Page#170

Question NOw34, (Marks: 1) - Please choose one
Mr. Rahil is shopping at a departmental store. He completes an entry form at the
checkout fer, a prize draw which gives him a chance to win anew car. Heis participating
in whicheof the following?

» Consumer contest

» Sales contest

P Sales competition

» Consumer sweepstake

QuestionNo: 35 (Marks: 1) - Please choose one
Which of the following communication and promotion tools involve direct connections
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with customers aimed toward building customer-unique value and lasting relationships?

» Personal selling and direct marketing
» Public relation and publicity

» E-commerce and e-business

» Advertising and sales promotion

Question No: 36 (Marks: 1) - Please choose one
In which one of the following plans management takes decisions about potential
customers, sales activities and future prospects during the next 12 months?

» Profit-sharing plan

» Trade promotion plan

» Annual call plan

» Sales quota plan

Question No: 37 (Marks: 1) - Please choose one
Which of the following is NOT a component of an integrated direct marketing
campaign?

» Outbound telemarketing

» Corporate hospitality

» Face to face sales call

» Paid ad with response channel

Question No: 38 ( Marks: 1) "+ Please choose one
Which one of the following-aredew-growth, low-share businesses and products (they
may generate enough cash to maintain them, but do not have much future)?

» Dogs

» Cash Cows

» Stars

» QuestionMarks

Question No: 39 (Marks: 1) - Please choose one
ABC Company is using sales promotion to motivate wholesalers and retailers to carry a
new product and to market the product aggressively. What type of sales promotion is the
company using?

» Consumer sales promotion

» Product sales promotion

» Trade sales promotion
» Pull promotion

Question No: 40 (Marks: 1) - Please choose one
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GATT stands for which one of the following?
» General Agreement on Tariffsand Tax
» General Agreement on Tax and Trade
» General Agreement on Traffic and Trade
» General Agreement on Tariffs and Trade

QuestionNo: 41 (Marks: 1) - Please choose one
With the use of E-Commerce, world is becoming which one of the following?

» Global village
» Global city

» Global country
» Global state

Question No: 42 (Marks: 1) - Please choose one
Which of the following option is NOT related with environmental sustainability
strategies?

» Pollution prevention

» Product stewardship

» Production of non environment friendly products
» New environmental technologies

Question No: 43 (Marks: 1) - Please choeseone
If acompany's customers are concentratedin asmall geographic area and the company
sells technical products, which prometionimethod will it most likely use?

» Advertising

» Publicity

» Personal selling
» Sales promotion

Question No: 44 (Marks.1) - Please choose one
If the competitor’s price cut harm the company’ s sales and profit then what should your
company do:

» Hold the current price

» Increase the price

» Deerease the price

» Either increase or decrease the price

QuestionNo: 45 (Marks: 1) - Please choose one
There are several competitors in the market and all behave alike then how would your
company react to such type of competitors?

Analyze a typical competitor
» Analyze all competitors

» No need to analyze any competitor
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» Analyze all competitors on the basis of their size
When there are several competitors, the company must guess each competitor's

likely reaction. If all competitors behave alike, thisamountsto analyzing only a
typical competitor. Pge#130

Question No: 46 (Marks: 1) - Please choose one
ABC Company’s strategy of cutting prices on its cigarettes to enlarge its market sharein
the increasingly competitive tobacco industry refersto which of the following strategies?
» Market development
» Market penetration
» Concentric integration
» Product development

Question No: 47 (Marks: 1) - Please choose one
Which of the following environment consists of the factorsthat affect'consumer
purchasing power and spending patterns?

» Demographic environment

» Cultural environment

» Economic environment

» Consumer environment

Question No: 48 (Marks: 1) - Please choeseone
Chimney Sweeps employs people to clean fireplaces and chimneys in homes and
apartments. The firmis primarily thesmarketer of which one of the following?

» A service

» A good

» An idea

» An image

Question No: 49 (Marks.1) - Please choose one
Information about consumers, competitors and channel members (wholesalers, and
retailers) is collecteéd mostly from which one of the following sources?

» Extemal ‘environment

» Internal environment

» Top:management

» Middle management

Question No: 50 (Marks: 1) - Please choose one
The type of salesperson that usually requires training in physical science or engineering
refers to which one of the following:

» Trade salesperson

» Missionary salesperson

» Technical salesperson
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P Sales assistant

FINALTERM EXAMINATION
Paper 10
Fall 2008
MGT301- Principles of Marketing (Session — 3)

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

If acompany's customers are concentrated in a small geographic area and the company.
sells technical products, which promotion method will it most likely use?

» Advertising

» Publicity

» Personal selling
» Sales promotion

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

Which of the following optionis NOT related with environmental sustainability
strategies?

» Pollution prevention

» Product stewardship

» Production of non environment friendly products
» New environmental technologies

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

Which one the following options-are related with this statement “ Innovations in research
and development of technol ogies) products and markets, set standards and shares them
with other firms. This shows small,or moderate country market shares but high shares
when all strategic "standards users' are included.”

» Global leader strate gy

» Global challenger strategy

» Global collaborator strategy Page#211
» Global follower strategy

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

GAIT stands for which one of the following?
» General Agreement on Tariffsand Tax
» General Agreement on Tax and Trade
» General Agreement on Traffic and Trade
» General Agreement on Tariffsand Trade

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

Which one of the following is a position option open to smaller firms that serves some
part of the market that is not likely to attract the attention of the larger firms?

Note: Solve these papers by yourself
This VU & ) : ble f, ved rent
www.vuaskari.com



Composed & Solved
Dua Wagar
Vu Askari Team
www.vuaskari.com

» Market leader

» Market challenger

» Market follower

» Market niche
The market nicheis a position option open to smaller firmsthat serve some part of
the market that isnot likely to attract the attention of the larger firms.

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

Which one of the following faces three challenges: expanding the total market,
protecting market share and expanding market share?

» Marketleader

» Market challenger

» Market follower

» Market niche

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

Review of the sales, costs and profit projections for a new product to find out whether
these factors satisfy the company’ s obj ectives comes under which one of the following
concepts?

» Business Analysis

» Product Development
» Test Marketing

» Commercialization

Question No: 8 (Marks: 1) _“Please’choose one

The concept of market arranges for a product to occupy aclear,
distinctive, and desirable place felative to competition.

» Positioning Page#37

» Place

» Price

» Product

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

Which.one of the following are low-growth, low-share businesses and products (they
may.generate enough cash to maintain them, but do not have much future)?

» Dogs
» Cash Cows

» Stars
» Question Marks

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

Which one of the following authorities might use severa tools like news, speeches and
specid events for the marketing purpose?
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» Advertising agencies
» Advertising specialists

» Public relation professionals

» Computer programmers

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

Catal og marketing can be personalized on a one-to-one basis. Which one of the
following isNOT a common form of catalog marketing?

» Print catalog
» Video catalog

» Add-on catalo
» Electronic catalog

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

Which one of the following is the fastest growing form of ‘marketing that reach more
customers and save money?

» Advertising

» Direct marketing
» Public relations

» Personal selling

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

Three common techniques are used by sal es managers to boost sales force morale. These
include the organizational climate;,sal es quotas and which one of the following is the
third technique?

P Positive incentive Paget189
» Positive thinking

» Positiveecognition
» Positivefeedback

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

Sales managers must al so make decisions about organizing the sales force. Assuming the
salesforceisto be managed internally, the sales manger has four broad choices for
organizing the sales force. Which of the following isNOT one of these four choices?

» Product-based

» Geographically-based

» Demogr aphically-based
» Customer-based
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Question No: 15 (Marks: 1) - Please choose one

The various stages of the personal selling process areillustrated below, which one of the
following isNOT specific roles of the sales representative?

» Negotiating and closing the sale
» Sales presentation

» Prospecting

» devising product strategy

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

"Looking for new customers" refers to which one of the following concept?
» Soliciting
» Presenting

» Qualifying
Prospecting
Definition: The search for potential customersor buyers

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

Mr. Rahil is shopping at a departmental stere. He completes an entry form at the
checkout for a prize draw which gives him a chance to win anew car. Heis participating
in which of the following?

» Consumer contest

» Sales contest

P Sales competition

» Consumer sweepstake

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

Which of thefell owing advertising becomes more important to build selective demand
as competition increases?

» Persuasive advertising

» Informative advertising

» Patronage advertising

» Reminder-oriented advertising

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

Which one of the following advertising decisions can be classified by primary purpose,
whether the aim is to inform, persuade or remind?
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» Advertising objectives
» Advertising budgets

» Advertising strategies

» Advertising campaigns
Advertisers should set clear objectivesasto whether the advertising is supposed to
inform, persuade, or remind buyers.

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

Which one of the following advertising is required by a product in the maturity, stage?
» Informative
» Comparative
» Persuasive
» Reminder

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

If you are attempting to create primary demand toward your product, you will use which
type of the following ads?
» Informative

P Persuasive
» Reminder
» Cooperative

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

Pull promotion is one of the promotion mix/strategies. Which of the following are heavy
expendituresin pull promotion?

» Advertising and sales promotion

» Public relations and distfibution

» Personal selling and public relations

» Distribution and advertising

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

Proctor and Gamble periodically sends out coupons and free samples of products. This
illustrates t0 which one of the following elements of the promotion mix?

» Advertising

» Personal selling

» Sales promotion
» Publicity

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

Which one of the following conceptsis considered as the basic role of promotion?

» Information
» Manipulation
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» Communication
» Interpretation

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

Eliminating a wholesaler from a marketing channel results in which of the following?

» Will cut costs and lead to lower pricesin the market
» May or may not lower prices and will not eliminate the functions performed by

the wholesal er
» Will eliminate the functions performed by the wholesaler and will lower costs

» Will reduce channel conflict among the channel members

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

Nike maintains a good deal of control over how its products are promoted, displayed, and
sold. Because of this control, Nike would be appropriately described as which of the
following?

» Intermediary
» Leader

» Allocator

» Terminator

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

Competitor price increases are moredikel yato be followed when they are due to:

» Falling sales
» General rising costs

» Increased advertising
» Price wars

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

Three key issuesassociated with initiating price changes are, the circumstances, the
tactics and:

P> Sales targets

» Bad publicity

» Stock levels

» Competitor reactions

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

Which one of the following pricing method is the simplest pricing method?

» Value-based
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» Fixed cost
» Cost-based
» Skimming

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

When management at Y amaha Motorcycles makes decisions on saddlebags, handle bars,
and seats for its bikes, they become engaged in which one of the following pricing?

» Product line pricing

» Optional-product pricing

» Captive-product pricing

» Value-based pricing

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

A penetration-pricing policy is particularly appropriate when demand is:

» Increasing

» Highly elastic
» Highly inelastic
» Decreasing

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

Management at Philips Electronicsis having difficulty in raising the introductory price
on system components to cover its increasedicosts. Apparently, Philips used a
pricing policy in pricing these compenents:

» Odd-even

» Skimming
» Penetration
» Psychological

Question N0o38w.\( Marks: 1) - Please choose one

Which one ofithe following pricing objectivesis rarely operational because its
achievement is difficult to measure?

» Return on investment

» Profit maximization
» Market share
» Survival

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

Priceis akey element in the marketing mix because it relates directly to:
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» The size of the sales force
» The speed of an exchange
» The control of quality

» The generation of total revenue

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

After concept testing, afirm would engage in which stage for devel oping and marketing
anew product?

» Marketing strategy development
» Business analysis

» Product development

» Test marketing

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

Which of the segmenting strategies carries higher-than-averageiri sks in consumer
markets?

» Concentrated

» Differentiated

» Undifferentiated

» Multiple-segment

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

When the size, purchasing power andiprofiles of business market segments can be
determined, they are said to possessithe requirement of being what?

» Measurable

» Accessible

» Substantial

» Actionable

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

The fact that ‘Organizational customers purchase products to be used directly or indirectly
in the proddctien of goods and services to satisfy customers' needs This situation shows
which of the following demands?

» Joint
» Derived
P Inclastic
» Fluctuating
Derived Demand
a) Derived demand isthe demand for business products derived
from the demand for consumer products.
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b) Business customers purchase productsto be used directly or
indirectly in the production of goods and services to satisfy
consumers needs.
¢) When consumer demand for a product changes, awaveisset in
motion that affectsdemand for all firmsinvolved in the
production of that product.

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

Learning occurs through the interplay of all of the following EXCEPT:

» Drives

» Stimuli

» Cues

» Behavior
L earning occursthrough theinterplay of drives, stimuli, cues, responses, and
reinfor cement.

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

ABC Research Group must guard against problems during the implementation phase of
marketing research for its clients. Typically, management will not encounter which of
these problems?

» Respondents who refuse to coopérate,or ‘give biased answers
» Interviewers who make mistakes ortake shortcuts

» Interpreting and reporting the findings

» Primary data that conflict'with*Secondary data

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

Identify the concept that & aborates the systematic collection and analysis of publicly
available informatien ahout competitors and devel opments in the marketing environment.
» Marketing\data
» Marketing intelligence
» Web Master
» Secondary data

Question'No: 42 (Marks: 1) - Please chooseone

The marketing information system is not limited to use by the company. It may also
provide information to which of the following?

» The government
» Extemal partners
» Various publics
» Competitors
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Question No: 43 (Marks. 1) - Please choose one

Which of the following forces shows the marketing macro environment?

» Demographic, economic, natural, technological, political, and social

» Demographic, natural, economic, political, social, and cultural

» Demographic, economic, natural, technological, political, and cultural
» Demographic, economic, natural, social, political, and legal

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

In the Boston Consulting Group approach, which one of the following is.admeasure of
company strength in the market?

» Relative market share
» BCG matrix

» Business portfolio

» Market growth rate

Question No: 45 (Marks. 1) - Please cheosene

ABC Company’s strategy of cutting prices on its,cigarettes to enlarge its market sharein
the increasingly competitive tobacco industry Tefersito which of the following strategies?
» Product development
» Market development

» Product penetration
» Concentric integration

Question No: 46 (Marks? 1w Please choose one

In the Boston Consulting Group approach, which one of the following measure provides
ameasure of market attractiveness?

» Business portfolio

» BCG matrix

» Market growth rate
» Relative market share

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

In case of an intense competition there are a number of manufacturers and buyers who
have more options for product switching. Which one of the following forces represents
it?

» Threat of new entrants
» Bargaining power of buyers
» Bargaining power of suppliers
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» Rivalry among competing firms

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

When a customer pays Rs.1000 and receives atelevision set in return. What does this
example shows?

» Exchange
Tran ion
» Market

» Segment

Question No: 49 (Marks: 1) - Please choose one

In a Michael Porter Model, which one of the following options is amajoritec! in the
identification of ways to create value in an organization?

» Chain model

» The BCG model

» Five forces model

» Value chain model

Question No: 50 (Marks: 1) - Please chooseone

Which one of the following option is NOT abenefit-of internet marketing?
» Cost effective
» Time saving
» Reliability
» Open new venue

FINALTERM EXAMINATION
Spring 2009
MGT301- Principles of Marketing (Session -2)
Paper 11

Question NO™&,\ (Marks: 1) - Please choose one
Which.one of the following option isNOT abenefit for buyer with E-commerce?
» Cofivenience
» Easy and private
» Reliability
» Greater product access

QuestionNo: 2 (Marks: 1) - Please choose one
The type of product that results from applying human and mechanical efforts to people
or objects refers to which one of the following options?

» An idea
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> A service
» A philosophy
» A concept

QuestionNo: 3 (Marks: 1) - Please choose one
Any paid form of non-personal presentation and promotion of ideas, goods or services
by an identified sponsor reflects which one of the following concepts?

» Sales promotion

» Direct marketing

> Advertising
» Personal selling

QuestionNo: 4 (Marks: 1) - Please choose one
Which one of the following statements by a company chairman BEST reflects the
marketing concept?
» We have organized our business to satisfy the customer needs
» We believe that marketing department must organize to sell what we produce
» We try to produce only high quality, technically efficient products
» We try to encourage company growth in the’'market

QuestionNo: 5 (Marks: 1) - Please choose one
All of the following are accurate descriptions®ef a company’ s mission statement,
EXCEPT which one?

» Mission statement should fit,the market environment
» Mission statement shouldbe realistic
» Mission statement should be broad
» Mission statement should be motivating
Mission statements must:
1). Berealistic.
2). Be specific.
3). Fit the market environment.
4). Indicate distinctive competencies.
5). Be motivating.

Question'No: 6 (Marks: 1) - Please choose one
What are we going to do? And, how are we going to do? In which of the following
categories these two questions fall?

» Researching

» Planning
» Controlling

» Managing

Note: Solve these papers by yourself
This VU & s not ble f, ved content



Composed & Solved
Dua Wagar
Vu Askari Team
www.vuaskari.com

QuestionNo: 7 (Marks. 1) - Please choose one
Which one of the following factor is NOT used for measuring the social class?

» Income

» Number of children in family
» Occupation

» Education

QuestionNo: 8 (Marks: 1) - Please choose one

Which of the following demands that business markets have more?
» Derived demands
» Steady demands

» Fluctuating
» Competitive

QuestionNo: 9 (Marks: 1) - Please choose one
“A purchase in which the customer buys the same gogdsiin the same quantity on the
same terms from the same supplier” refers to which’onelof/the following buying
situations?

» New-task

» Modified rebuy

» Straight rebuy
» Negotiated

Question No: 10 (Marks: 1) "+ Please choose one

Which one of the followingCategories refers to a group of products that are closely
related because they function in a similar manner, are sold to the same customer groups,
are marketed through the samétype of outlets, or fall within given price ranges?

» Product line

» Line extension

» Private,brand

» Product bandwidth

Question'No: 11 (Marks: 1) - Please choose one
Priceis akey element in the marketing mix because it relates directly to:

P The size of the sales force
» The speed of an exchange
» The control of quality

» The generation of total revenue
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QuestionNo: 12 (Marks: 1) - Please choose one
A product under non-price competition would most likely NOT succeed in the market if:

» Itis easy to duplicate
P It is packaged differently than similar product

» It is priced near the competitors' price
» Its quality has been upgraded

Question No: 13 (Marks: 1) - Please choose one
Which one of the following statements BEST describes the concept of Price?

» The value that is exchanged for productsin a marketing transaction
» Always money paid in a marketing transaction

» More important to buyers than sellers

» Usually the most inflexible marketing mix decision variable

QuestionNo: 14 (Marks: 1) - Please choose one
Which one of the following is the requirement for setting,pri¢ing objectives?

» The objectives should be short-term oriented
» There should be only one pricing objective
» The cost structure should be identified

» The objectives should be explicitly stated

Question No: 15 (Marks: 1) -“Pleasechoose one

Management at Philips Electronics istiaving difficulty in raising the introductory price
on system components to coveritsiincreased costs. Apparently, Philips used a

pricing policy in pricing these components.

» Odd-even

» Skimming

» Penetratien
» Psychelogical

Question'™N@: 16 (Marks: 1) - Please choose one
Lawyers, accountants, and other professionals typically price by adding a standard
markup for profit that reflects which one of the following concepts?

» Cost-pluspricing
» Value-based pricing
» Break-even price

» Penetration pricing
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Question No: 17 (Marks: 1) - Please choose one
If producer offered a 25 percent discount to retailers that ordered ski boots in February
for delivery in May, the retailer would have the option of taking advantage of which type
of discount?
» Trade
» Cash
» Quantity
» Seasonal

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

ABC Company, the sportswear designer and manufacturer, decided to open. itSiown
specidty shopsto sell its merchandise, the firm was engaging in which of thefollowing
channels?

» Vertical channel integration

» A conventional marketing channel
» Horizontal channel integration

» Channel expansion

QuestionNo: 19 (Marks: 1) - Please choose.one

Most, but not all, marketing channels have marketing intermediaries. A marketing
intermediary sometimes called a middleman;who)perform which of the following
function?

» Always sells products to whelesalérs

» Links producers to the ultimate users of the products
» Always sells products touetail ers

» Does not take title to products

QuestionNo: 20 (Marks.1) - Please choose one
A manufacturer-@wned operation that provides services usually associated with agents,
refers to whichtene of the following?

» Wholesaler

> Sales office

P Sales branch

» Public warehouse

QuestionNo: 21 (Marks: 1) - Please choose one

Which of the following is considered as huge superstores, perhaps as large as six football
fields?

» Hypermarket
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» Department store
» General merchandise retailer
» Discount store

Question No: 22 (Marks: 1) - Please choose one
An organization isissuing a circular regarding the new credit term to all the employees.
In this statement, organization is representing what?

» Media

» Source

» Decoder

» Sender

Question No: 23 (Marks: 1) - Please choose one
In the Gillette advertisement that claims "Gillette, the best aman can get,” What Gillette
is showing in this statement?

» Receiver

» Transmitter

» Decoder

» Source

Question No: 24 (Marks: 1) - Please choose one
What does it reflect “ The receiver's responseto amessage’ ?
» Feedback
» Media
» Noise
» Decoding

QuestionNo: 25 (Marks: 1) - Please choose one
The process of putting one's thoughts (meaning) into signs (symbols) reflects which one
of the following concepts?

» Decoding
» Noise

» Intérference
» Encoding

Question No: 26 (Marks: 1) - Please choose one
Which one of the following advertising decisions can be classified by primary purpose,
whether the aim is to inform, persuade or remind?

Advertisin: jecti
» Advertising budgets
» Advertising strategies
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» Advertising campaigns

Question No: 27 (Marks: 1) - Please choose one
Expensive Coca-Colatelevision ads primarily are atype of which of the following
advertising?

» Informative advertising

» Comparative advertising

» Persuasive advertising

» Reminder advertising

Question No: 28 (Marks: 1) - Please choose one
Giving afree sample of anew product by attaching it to the pack of an éxistingproduct
refers to which one of the following promotion?

» On-pack promotion
» New-product promotion

» Extra-fill promotion
» Co-operative discounting

QuestionN0: 29 (Marks: 1) - Please choose one
Two-way personal communication between salespeople and individual customers,
whether face-to-face, by telephone, through vitdeo ‘or,web conferences or by other means,
refers to which one of the following?

» Advertising

» Persuasive selling

» Personal sellin
» Publicity

Question No: 30 (Marks: 1) - Please choose one
Which of the following iS NOT amajor form of direct marketing?

» Telephoné marketing
» Online‘shopping

» Directunail marketing
» Billboards

Question'No: 31 (Marks: 1) - Please choose one
The concept of market arranges for a product to occupy aclear,
distinctive, and desirable place relative to competition.

» Positioning

» Place

> Price

» Product
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Question No: 32 (Marks: 1) - Please choose one
ABC Company is using sales promotion to motivate wholesalers and retailers to carry a
new product and to market the product aggressively. What type of sales promotion is the
company using?
» Consumer sales promotion
» Product sales promotion

» Trade sales promotion
» Pull promotion

Question No: 33 (Marks: 1) - Please choose one
Which one of the following is designated as a runner-up firm that chooses,notte rock the
boat (usually out of fear that it stands to lose more than it might gain)?

» Market leader

» Market challenger

» Market follower

» Market niche

Question No: 34 (Marks: 1) - Please choose one
Which one of the followingis NOT a part of basic.competitive strategies?
» Overall cost-leadership
» Differentiation
» Sales force reinforcement
» Focus

Question No: 35 (Marks: 1) -“Pleasechoose one
Which one the following option'is refated with this statement “ Innovator in technol ogies,
products and markets with highwglobal share and wide country market coverage”

» Global leader strategy
» Global challenger ‘strategy

» Global follower'strate gy
» Global niche strategy

Question NOn36, (Marks: 1) - Please choose one
Which_ one of the following option isNOT related with E-Commerce?
» E-Mailing
» E-Business
» E-Commerce
» E-Marketing

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

Enlightened marketing is a philosophy holding that a company’ s marketing should
support the best long-run performance of the marketing system. Which of the following
option isNOT related with this concept?

Note: Solve these papers by yourself
This VU & ) : ble f, ved rent
www.vuaskari.com



Composed & Solved
Dua Wagar
Vu Askari Team
www.vuaskari.com
» Sense-of-mission marketing
» Consumer-oriented marketing
» Deceptive marketing Page#219
» Innovative marketing

Question No: 38 (Marks: 1) - Please choose one
Which of the following option is NOT related with “Key Principles for Public policy
towards Marketing” ?

» Consumer and producer freedom

» Curbing potential harm

» Economic recession Page#219

» Consumer education

Question No: 39 (Marks: 1) - Please choose one
Which promotion mix ingredient costs considerably more than advertising to reach one
person but can provide more immediate feedback?

» Publicity

» Sales promotion

» Personal selling
» Public relation

Question No: 40 (Marks: 1) - Please choeseone
Which of the following is NOT a benefit ofidirect marketing?

» Immediate response
» Customer relationship building

» Assists client prospecting
» Greater product access and selection

QuestionNo: 41 ((Marks:1) - Please choose one
When a company., cannet supply al its customers needs; what would be an effect on
price?

» Price will increase

» Price will remain same

» Price will decrease

» Price will decrease up to a certain limit

QuestionNo: 42 (Marks: 1) - Please choose one
What does this statement show “Trade of value between two parties’?
» Competition

» Transaction
» Exchange
» Need
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Question No: 43 (Marks: 1) - Please choose one
When a customer pays Rs.1000 and receives atelevision set in return. What does this
example show?

» Exchange

» Transaction
» Market

» Segment

Question No: 44 (Marks: 1) - Please choose one
Customer relationship management (CRM) focuses on creating two-way exchanges with
customers so that firms have an intimate knowledge of their needs, wantSand buying
patterns. What does CRM deliver to customers for maintaining profitable customer
relationships?

» Superior customer value

P Less expensive goods

» Quality products

» Variety of products

Question No: 45 (Marks: 1) - Please choose one
Mr. ABC examined hisfirm's recently completed market attractiveness-business position
model; he finds that the firm's sport sunglasses tinit is high on both dimensions. Which
one of the following strategies woul ddhis/placement dictate?

» Invest

» Harvest

» Divest

» Maintain

Question No: 46 ((Marks.1) - Please choose one
Which one of thelfollowingis NOT part of the micro environment?
» Cultural forces
» Finaneial intermediaries
» Customer markets
» Marketing channel firms

Question No: 47 (Marks: 1) - Please choose one
Identify the concept that elaborates the systematic collection and analysis of publicly
available information about competitors and devel opments in the marketing environment.
» Marketing data
» Marketing intelligence system
» Web master
» Secondary data
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Question No: 48 (Marks: 1) - Please choose one
Competitor’s price increase is more likely to be followed due to:
P Increased advertising
» Price wars
» Falling sales

» General rising costs

Question No: 49 (Marks: 1) - Please choose one
Which one of the following is the component of an information system that involves
collecting information rel evant to a specific marketing problem facing the.company?
» Marketing research
» Marketing management
» Relationship marketing
» Marketing process

Question No: 50 (Marks: 1) - Please choose one
An effective form of direct marketing today is using the 30-minute television advertising
programs for asingle product to get instant feedback fram,customers refers to which of
the following concepts?

» TV commercial

» Infomercials

» Home shopping TV

» Publicity

FINALTLERM EXAMINATION
Fall 2009
M GT 301-"Principles of Marketing (Session - 4)
Paper 12
Question No: 1 (Marks: 1) - Please choose one

Which one of the fellowing is NOT a part of Joint Venture?
» Single member private limited company
» Contratmanufacturing
» Joint'ewnership
» Licensing
Firms have four types of joint venture
Licensing: Contract Manufacturing: Management Contracting: Joint Owner ship
consists Paget209

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

If afood company gives 5 percent discount in particular burger to increase sales, it is
altering which one of the following elements of the marketing mix?

» Promotion
» Price
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» Product
» Place

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

Which one of the following options refers to “ The art and science of choosing target
markets and building profitabl e relationships’?

» Customer relationship management
» Knowledge management
» Total quality management

» Marketing management

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

Which one of the following options is best to explain the purpose of,intranets?

» Buying and selling processes
» Business-to-business purchasing

» Communication among employees

» Maintaining customer relations

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

Your firm has just developed its first successful MIS. It interacts with information users
to assess information needs, devel op neédediinformation, the marketing
information and help managers use itin their decision making.

» Distribute
» Collect
P Retrieve

» Store

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

Survey researchpealled the backbone of primary research, isthe most widely used
method forprimary data collection and is best suited for gathering which of the following
information?

» Personal
» Attitude

» Descriptive Page#56
» Exploratory

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

Research of buying decisions by large companies to find out what they buy, where they
buy, how and how much they buy refers to which one of the following buying decision?
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» Market buying decision
nsumer in ision
» Social buying decision

» Group buying decision

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

Which one of the following is NOT the stage that customers go through in the process of
adopting a new product?
» Awareness
P> Interest
» Evaluation
» Culture
Awareness: Interest: Evaluation: Trial: Adoption:
Question No: 9 (Marks: 1) - Please choose one

What is the stage of the buyer decision process in which theiconsumer uses information
to evaluate brands in the choice set?

» The alternative evaluation stage Page#/1
» The situational stage

» The experimental stage
» The informative stage

Question No: 10 (Marks: 1) - Pleaseehoose one

Demographic segmentation dividésithe market into groups based on which of the
following variables?
» Size, location, industry, ustomer
» Size, company, industry, technology

» Location, size, occupation, race
» Customer, téchnology, company, industry

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

A marketer hasbrought same productsin the market for all segments without
considering the needs and wants of the customers. Which one of the following strategy is
being, practiced by the marketer?

» Undifferentiated marketing strategy

» Differentiated marketing strategy

» Concentrated marketing strategy

» Custom marketing strategy

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

Marketers need to position their brands clearly in target customers’ minds. The strongest
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brands go beyond attributes or benefit positioning. On which of the following basis the
products are positioned?
» Desirable benefit
» Good packaging
» Strong beliefs and values
» Customer image

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

Which one of the following categories refers to a group of products that are closely
related because they function in asimilar manner, are sold to the same customer groups,
are marketed through the same type of outlets, or fall within given price ranges?

» Product line

» Line extension

» Private brand

» Product bandwidth

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

When a company introduces additional itemsin a.given product category under the same
brand name, such as new flavors, forms, colors, ingredients, or package sizes refersto
which of the following steps?

» Line extensions

» Product mix

» Service variability
P Service intangibility

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

After concept testing,.a.firm would engage in which stage for devel oping and marketing a
new product?

» Marketing strategy development
» Businessianalysis

» Product development

» Testmarketing

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

In which of the following product life cycle stages, sales are zero and the company’s
investment costs mount?

» Product development
» Introduction
» Growth
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» Maturity

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

In which one of the following stages of the product life cycle sales fall off and profits
stop?

» Growth

» Introduction
» Decline

» Maturity

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

If aproduct has an inelastic demand and the manufacturer raises itspficethen what will
happen?

» Total revenue will increase
» Quantity demanded will increase
» The demand schedule will shift

» Total revenue will decrease

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

A penetration-pricing policy is particularly appropriate when demand is:

» Increasing

» Highly elastic
» Highly inelastic
» Decreasing

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

Which one of the féllowing statements reflects pricing policies and methods?

» Help direct and structure the selection of afinal price
» Are'thedast decisions made for a new product

» Are\the same for all ofa company's products
P Are'the most important decisions made for a product

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

Which one of the following pricing method is the simplest pricing method?

» Value-based
» Fixed cost
» Cost-based
» Skimming
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Question No: 22 (Marks: 1) - Please choose one

In which of the following pricing the seller selects a given city asa"basing point" and
charges all customers the freight cost from that city to the customer location, regardless
of the city from which the goods are actually shipped?

» Base-point pricing

» Freight absorption pricing
» Transfer pricing

» Zone pricing

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

Nationally distributed consumer convenience products such as cigaréttesare’M OST
likely distributed through which of the following channels?

» Producer, agents, wholesalers, retailers, consumers
» Producer, wholesalers, consumers

» Producer, wholesalers, retailers, consumers

» Producer, industrial distributor, wholesalers{ retailers, consumers

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

Slow feedback, high costs and difficulty in measuring effects on sales are disadvantages
of which one of the following promotion mix,ingredient?

» Public relations

» Sales promotion

» Personal selling

> Advertising

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

Communication threugh anews story regarding an organization or its products that is
transmitted through a mass medium at no charge, refers to which one of the following
promotion mix?

» Advertising

P Sales promotion
» Personal selling
» Public relations

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

Proctor and Gamble periodically sends out coupons and free samples of products. This
illustrates to which one of the following elements of the promotion mix?
» Advertising
» Personal selling

» Sales promotion
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» Publicity

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

“Sharing of meaning” reflects which one of the following concepts?

» Noise
» Interference

mmunication
» Information

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

If you are attempting to create primary demand toward your product, yau will use which
type of the following ads?

» Informative

» Persuasive

» Reminder

» Cooperative

Question No: 29 (Marks. 1) - Please cheosene

Mr. Nabeel works for a cosmetics manufactureraneis,responsible for ensuring that
resellers have adequate quantities of productswhenand where they need them. Mr.
Nabedl is aso devoting much of his time towardshel ping retailers promotes these
products. Mr. Nabee! is performing the rol e'ef \which one of the following salesperson?

» A technical salesperson
» An advisory salesperson

» A promotional salesperson
» A trade salesperson

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

Sales applicants arétypically NOT tested for which one of the following options?

» Management skills
» Organizational skills

» Accounting skills
» Analytical skills

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

ABC Company is using sales promotion to motivate wholesalers and retailersto carry a
new product and to market the product aggressively. What type of sales promotion isthe
company using?

» Consumer sales promotion

» Product sales promotion

» Trade sales promotion
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» Pull promotion

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

Theretailer isusually in an excellent position to:
» Make the most profits in the channel
» Become the channel leader
» Gain feedback from consumers
» Co-ordinate the production strategy

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

Which one of the following wholesder provides a convenient and effectivemethod of
selling small itemsto customers in remote areas that other wholesalers might find
unprofitable to serve?

» Mail-order wholesalers

» Specialty-line wholesalers

» Cash-and-carry wholesalers

» Truck wholesalers

Question No: 34 (Marks. 1) - Please cheosene

Which one of the following is designated as a runnes=up firm that chooses not to rock the
boat (usually out of fear that it stands to losemore than it might gain)?

» Market leader

» Market challenger

» Market follower

» Market niche

Question No: 35 (Marks? 1= - Please choose one

Which one of the following is a position option open to smaller firms that serves some
part of the market thatds not likely to attract the attention of the larger firms?

» Market leadés

» Market challenger

» Market follower

» Market niche

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

Which one of the following is NOT apart of competitive analysis?
» Identifying competitors
> Assessing competitors
» Selecting competitors to attack and avoid

» Situation analysis

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

Which one the following options are related with this statement “Innovations in research
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and development of technologies, products and markets, set standards and shares them
with other firms. This shows small or moderate country market shares but high shares
when al strategic "standards users' are included.”
» Global leader strategy
» Global challenger strategy

» Global collaborator strategy
» Global follower strategy

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

With the use of E-Commerce, world is becoming which one of the following?

» Global village
» Global city
» Global country

» Global state

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

If acompany's customers are concentrated in a small geographic’area and the company
sells technical products, which promotion method will‘it/mostTikely use?

» Advertising

» Publicity

» Personal selling
» Sales promotion

Question No: 40 (Marks: 1) - Pleaseehoose one

Which one of the following concept BEST represents the involvement of management
and employees in the continugus imprevement of the production of goods and services?
» Total quality management
» Marketing management
» Customer relationship management
» Knowledgednanagement

Question No4ds,\(Marks: 1) - Please choose one

Which one ofithe following stepsis NOT a part of marketing process?

» Analyzing marketing opportunities
P Selecting target market

» Designing the business portfolio
» Develop marketing mix

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

Identify the name of avast public web of computer networks that connect users of all

types al around the world to each other?
» Extranct
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» Internet
» LAN
P Intranet

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

Due to the highly competitive advertising environment with advertisers clamoring for the
attention of the consumer, it is essentia for the advertisersto cut through the mass
advertising clutter and reach the target audience. In advertising terms thisis referred to as
'noise’ and refers to:

» Distortion of messages by differences in culture

» Extraneous non-intelligent clutter which distorts
» Intelligent clutter which distorts messages

» All ofthe given options

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

Customer —> Vaue —> Price— Cost —»Praduct
Thisisrelated to which of the following pricing?

» Going-rate pricing

» Cost based pricing

» Value based pricing
» Competition-based Pricing

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

Which of the following examples ofitemsihas inelastic demand?

» Mercedes
» Wheat
» Diamond

» |-pod

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

Nestle FoodsTaman ad promoting its new Nestl€ s fruit juice cocktail in Ladies Home
Journal magazine. The ad contained a coupon for $1.00 off the purchase price of two
half-gallon\containers of the drink. In terms of the communication process, the ad itself
is:

» A channel of communication
» A receiver

» Feedback

» The message

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

In an integrated marketing communications program, which of the following isNOT one
of the ways in which a customer may have contact with the organization?
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» Direct mail
» Personal selling
» Internet messages

» Media advertising

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

A company lunches a beverage. The objective of the firm is to reach masses of buyers
that were geographically dispersed at alow cost per exposure. Which of the following
promotion forms is best suitable for the company?

» Advertising

» Personal selling
» Public relations
» Sales promation

Question No: 49 (Marks. 1) - Please choose one

Which of the following is the basic purpose of personal salling?
» Indirect written communication between buyerS and sellers
» Itis an inexpensive mode to convey message tobuyers
» Not usually combined with other aspectsoflpromotion in the total marketing mix
» Gets immediate feedback from consumers

Question No: 50 (Marks: 1) - Please choose one

Which one of the following is departsfromsedvertising?
» Personal selling

» Public relation
» Billboards

» Transit Advertising

Question No: 51 (Marks: 1) - Please choose one

Which one of the\following represents below the line media?
> TV
» Radio
» Cinema
» Direct mail

Question No: 52 (Marks: 1) - Please choose one

An activity and/or material that offer added value or incentive to resellers, salespersons
or consumersis aso known as:

» Advertising

» Persona selling

» Publicity

» Sales promotion
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Question No: 53 (Marks: 1) - Please choose one

Which of the following vertical marketing system combines successive stages of
production and distribution under single ownership?

» Contractual VMS

» Corporate VMS

» Administered VMS

» Franchise organization

Question No: 54 (Marks. 1) - Please choose one

HSY gives only alimited number of dealers the right to distribute its products in their
territories. Which of the following distribution it isusing?

» Exclusive distribution

» Intensive distribution

» Selective distribution

» None of the given options

Question No: 55 (Marks. 1) - Please cheosene

Which store sells standard merchandise at |owerprieesby accepting lower margins and
selling higher volume?

» Specialty stores

» Discount store

» Supermarkets

» Convenience stores

Question No: 56 (Marks: 1) - Please choose one

Which one of the follewing is used by arenowned company with well recognized brands
for competing against |ow priced competitors?

» Value pricing

» Fightingbrand

» Spéciahsales promotions

» Higher quality products

Question'No: 57 (Marks: 1) - Please choose one

Which of the following according to Michael Porter is gained by being the lowest-cost
producer in the industry?

» Cost-leader shi
» Differentiation

» Focus
» Product intimacy
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Question No: 58 (Marks: 1) - Please choose one

Which of the following is not the disadvantage of competitor-centered company?
» The company becomes too reactive

> A fighter orientation
» Strategy is built on what others do

P Lessens innovation

Question No: 59 (Marks: 1) - Please choose one

Which of the following has a greater amount of risk, control and profit potential?
» Importing
» Joint Venturing
» Direct | nvestment
» Exporting

Question No: 60 (Marks: 1) - Please choose one

Which of the following source of internet can be used to coerdinate the consumers and
producers?

» Websites

» Search engines

» Email

» Chat rooms

Question No: 61 (Marks: 1) - Please choose one

Which of the following provide connectionsand interaction between the consumer and
company?

» Virtual communities
» Business to consuimer
» Business to business
» E-Marketing

Question No:62w\( Marks. 1) - Please choose one

Greedy intermediaries who mark up prices beyond the value of their services, comes
under which of the following factors of harming consumers through high prices?

» High cost of distribution

» High advertising and promotion cost
» Excessive markup

» High pressure selling

Question No: 63 (Marks: 1) - Please choose one

In consumerism Traditional buyers' rights include al of the following EXCEPT:
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» Right to spend any amount to promote the product
» Right not to buy a product that is offered for sale
» Right to expect the product to be safe

» Right to expect the product to perform as claimed

Question No: 64 (Marks. 1) - Please choose one

Which of thefollowingis NOT amethod of compensation plan?
» Straight salary
» Straight commission
» Salary plus bonus

» Grants by government

FINALTERM EXAMINATION
Fall 2009
MGT301- Principles of Marketing (Session - 1)
Paper 13

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

Which one of the following option is NOT a benefit of(internet marketing?
» Cost effective

» Time saving
» Reliability
» Open new venue

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

Which one the following option is related with this statement?
“Infiltration - slow penetration ofssel ected narrow markets with focus on selected country
markets and low share of¢the overall market”

» Global leader strate gy

» Global challenger strategy

» Global follower strate gy

» Global niche strategy

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

Which one'of the following statements by a company chairman BEST reflects the
marketing concept?
» We have organized our business to satisfy the customer needs
» We believe that marketing department must organize to sell what we produce
» We try to produce only high quality, technically efficient products
» We try to encourage company growth in the market

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

Which one of the following phrases reflects the marketing concept?
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» The supplier is a king in the market
» Marketing should be viewed as hunting not gardening

» This is whatl make, won’t you please buy it?
» Thisiswhat | want, won't you please make it?

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

All of the following are accurate descriptions of a company’s mission statement,
EXCEPT which one?

» Mission statement should fit the market environment
» Mission statement should be realistic

» Mission statement should be broad

» Mission statement should be motivating

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

XY Z Company purchased Hear Music and began making eempifation music CDsto play
and sell inits stores. It has also tested new restaurant ¢oneepts; XY Z Company is
considering which of the following strategies?,

» Product development
» Market development

» Diversification
» Market penetration

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

Advertising agencies are an’exampl e of which of the following marketing
intermediaries?

» Insurance ceinpany

» Financial Tntermediary

» Marketing services agency
» PhySieal distribution firm

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

Person”Spattern of living as expressed in hisor her psychographics represents which one
of the following concept?

» Personality
» Culture

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

A new product isagood, service, or ideathat is perceived by some potential customers
as new. Our interest isin how consumers learn about products for the first time and make
the decision to buy them. Which one of the following option reflects this statement?

» New product recognition

» Adoption process

» Variety-seeking buying behavior
» Quality assessment

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

In its purchase of asmall business computer, Mr. Ateeq asked that potential suppliers
provide information only on units with IMb of memory. As management eval uates the
purchase, it finds that IMb isinadequate for many of the software programs they use. In
thisinstance, the firm would need to modify which aspect of the purchase process?

» Searching
» Specification development

» Alternative evaluation

P Performance evaluation

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

A firm has decided to localize its products and services to meet local market demands.
Which one of the following approachediis agood approach for this segmentation?

> Geographic

» Demographic

» Psychographics

» Behavioral

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

Mr. ABC and his staff have decided to use target marketing to reach their sales goals.
Which are their three steps (in order) to target marketing?

» Mafketssegmentation, market positioning and target marketing

» Market segmentation, target marketing and mar ket positioning
P Martket alignment, market segmentation and market positioning

» Market recognition, market preference and market insistence

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

International Drilling Company segments its foreign markets by their overall level of
economic development. This firm segments on what basis?

» Political factors
» Legal factors
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» Economic factors
» Natural factors

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

Products and services fall into two broad classes based on the types of consumers that
use them. Which is one of these broad classes?

» Industrial products
» Core product

» Actual product

» Augmented product

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

Which one of the following attribute may grab attention and produce pleasing aesthetics,
but it does not necessarily make the product perform better?

» Design

» Style
P Variable

» Packaging

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

Which one of the following involves designing and producing the container or wrapper
for a product?

» Packaging
» Designing
» Branding
» Labeling

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

Marketers needte,position their brands clearly in target customers’ minds. The strongest
brands go oeyend attributes or benefit positioning. On which of the following basis the
products are positioned?

P» Decsirable benefit

» Good packaging

» Strong beliefs and values

» Customer image

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

When a company introduces additional items in a given product category under the same
brand name, such as new flavors, forms, colors, ingredients, or package sizes refersto
which of the following steps?
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» Line extensions

» Product mix

» Service variability
P Service intangibil ity

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

Which one of the following sets reflects the marketing strategy statement in new product
development?

» Idea generation; idea screening: concept development
» Idea generation; concept development; concept testing

P Target market description; planned product positioning; sales“goals
P Idea generation; test marketing; commercialization

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

A product under non-price competition would most likelyNOT Succeed in the market if:

» Itis easy to duplicate
P It is packaged differently than similar produet

» It is priced near the competitors' price
» Its quality has been upgraded

Question No: 21 (Marks: 1) - Pleaseehoose one

Lawyers, accountants, and other prefessionals typically price by adding a standard
markup for profit that reflects which one of the following concepts?

» Cost-pluspricing
» Value-based pricing
» Break-evendrice

» Penetration pricing

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

In whigh of the following pricing the seller selects agiven city as a"basing point" and
charges all"eustomers the freight cost from that city to the customer |ocation, regardless
of the city from which the goods are actually shipped?

» Base-point pricing

» Freight absorption pricing
» Transfer pricing

» Zone pricing

Question No: 23 (Marks: 1) - Please choose one
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Payments or price reductions to reward dealers for participating in advertising and sales
support programs reflects which one of the following price-adjustment strategy?

» Seasonal discount
» Allowance

» Trade discount
» Cash discount

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

A manufacturer-owned operation that provides services usually associated with agents,
refers to which one of the following?

» Wholesaler

» Sales office
» Sales branch
» Public warehouse

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

An organization isissuing a circular regarding.theqew credit term to al the empl oyees.
In this statement, organization is representing what?

» Media

» Source

» Decoder

» Sender

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

Coupon is an example of which"ene of the following promotional tools?

» Personal selling
» Sales promotion
» Advertising

» Publicrelations

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

“Sharing of*meaning” reflects which one of the following concepts?

» Noise

» Interference

» Communication
» Information

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

Which one of the following advertising is required by a product in the maturity stage?
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» Informative
» Comparative
» Persuasive
» Reminder

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

Sales promotion includes a wide assortment of tools. Which one of the followingis NOT
one of these tools?

» Contests

» Premiums

» Telephone surveys
» Coupons

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

Giving afree sample of anew product by attaching it to the pack of an existing product
refers to which one of the following promotion?

» On-pack promotion

» New-product promotion

» Extra-fill promotion

» Co-operative discounting

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

Sales managers must aso make decisionsabout organizing the sales force. Assuming the
salesforceisto be managed internally;thesales manger has four broad choices for
organizing the sales force. Which-0fithe following isNOT one of these four choices?

» Product-based
» Geographically-based

» Demogr aphically-based
» Customer-based

Question N032y\( Marks: 1) - Please choose one

Three commen,techniques are used by sales managers to boost sales force morale. These
includethe\organizational climate, sales quotas and which one of the following is the
third¢echnique?

» Positive incentive
» Positive thinking

» Positive recognition
» Positive feedback

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

Which one of the following promotion tools includes press releases and specia events?
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» Sales promotion
» Personal selling

» Direct marketing
» Public relations

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

E-marketing refers to which one of the following?
» Email marketing
» Electronic marketing
» Electric marketing
» Elastic marketing

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

With the use of E-Commerce, world is becoming which one af the following?

» Global village
» Global city

» Global country
» Global state

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

Enlightened marketing is a philosophy holding that a company’ s marketing should
support the best long-run performance of themarketing system. Which of the following
option is NOT related with this concéept?

» Sense-of-mission marketing
» Consumer-oriented marketing

» Deceptive marketing
» Innovative marketing

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

Which of the followingis NOT a benefit of direct marketing?

» |mmediate response

» _Customer relationship building

P> Assists client prospecting

» Greater product access and selection

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

Through sales management supervision, what does the company do for sales force to do
a better job?

» Coaches

» Motivates

» Influences
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» Forces

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

Which one of the following options represents the collection of businesses and products
that make up a company?

P Strategic business unit
» Mission statement

» Strategic plan

» Business portfolio

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

In Boston Consulting Group approach, which one of the following measuresprovides a
measure of market attractiveness?

» Business portfolio
» Market share

» Relative market share

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

If aretailer from Islamabad orders a quantity of merchandise to be delivered to his store
in Lahore and is quoted a price that does,notinclude transport costs, the retailer is paying
aprice called:

» FOB price

» Geographic price
» Base-point price

» FOB destination

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

Competitor’ s’prieeincrease is more likely to be followed due to:
» Increased advertising
» Price wars
» Falling sales

» General rising costs

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

Dueto the highly competitive advertising environment with advertisers clamoring for the
attention of the consumer, it is essential for the advertisers to cut through the mass
advertising clutter and reach the target audience. In advertising terms thisis referred to as
'noise’ and refers to:

» Distortion of messages by differences in culture
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> Extraneous non-intelligent clutter which distorts
» Intelligent clutter which distorts messages

» All ofthe given options

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

The primary promotional objective for product advertising during the introduction stage
of the product life cycleisto:

» Maintain existing buyers

» Persuade consumers to buy a product

» Remind buyers of the product's existence

» Create product awareness

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

All of the following are examples of items with elastic demand EXCEPT :
» Wheat
» Car
» Computer
» Goldjewelry

Question No: 46 (Marks: 1) - Please chooseone

Nestle Foods ran an ad promoting its new Nestl€ sfruit juice cocktail in Ladies' Home
Journa magazine. The ad contained a couponfor $1.00 off the purchase price of two
half-gallon containers of the drink. In tefmsef,the communication process, the ad itself
is:

» A channel of communication
» A receiver

» Feedback

» The message

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

Which of the following statements about sales promotion is TRUE?
P It is the only promotional element that is not regulated by a federal agency
» It is more effective than all the elements of marketing mix

» Sales promotions are offered to both intermediaries and ultimate consumers
» To be most effective, sales promotions should be conducted continuously

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

Which of the following is the most significant disadvantage of publicity as a promotional
tool ?

» Publicity is expensive

» Publicity is viewed as being biased

» Publicity isn't believable to many people

» Publicity isn't controllable by the company
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Question No: 49 (Marks: 1) - Please choose one

Which one of the following marketing activity stimulate consumer purchasing such as
coupons, contests, free sample and trade shows?

» Sales promotion
» Publicity

» Personal selling
» Public relation

Question No: 50 (Marks: 1) - Please choose one

Sales promotion is best defined as a(n):

» Activity and/or material used as a directinducement to resellers,
salesper sons or_consumers

» Advertising and publicity campaign

» Give some incentive to consumer

» Activity and/or material used in personal selling

Question No: 51 (Marks: 1) - Please choose oné

Which one of the following is used during the post’purchase stage of the consumer's
purchase decision to reduce post purchase anxiety?

» Sales promotion and advertising

» Personal selling and advertising

» Publicity and advertising

» Public relation and sales promation

Question No: 52 (Marks: 1) \ - Please choose one

All of the following positive effects can be achieved by adopting a proper market
education strategy in advertising, EXCEPT:

» It helps to minifnize sales resistance

» It helps to réduce the cost of advertising

» It makes advertising more effective

» Itrestricts sales force to achieve adequate distribution

Question No: 53 (Marks. 1) - Please choose one

Praetor and:Gamble periodically sends out coupons and free samples of products. This
illustrates P & G's use of which one of the following elements of the promotion mix?

» Advertising
» Personal selling

» Sales promotion
» Publicity

Question No: 54 (Marks: 1) - Please choose one
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Communication through a news story regarding an organization and/or its products that
is transmitted through a mass medium at no charge is known as:

» Advertising

» Sales promotion

» Personal selling

» Publicity

Question No: 55 (Marks: 1) - Please choose one

Which of the following is one of the challenges faced by market leader?

» Expanding the total market

P Indirect attack

» Dividing the total market

P Increasing sales force
Thefirst isthat of the market leader which facesthree challenges: expanding the
total market, protecting market share, and expanding market share.

Question No: 56 (Marks. 1) - Please choose one

Which of the following is one of the challenges faced by‘market leader?
» Indirect attack
» Dividing the total market
» Increasing sales force

» Protecting market share

Question No: 57 (Marks: 1) - Pleasechoose one

Which of the following according te Michael Porter is gained by being the lowest-cost
producer in the industry?

» Cost-leader shi
» Differentiation

» Focus
» Product intihacy

Question No:'58w\( Marks. 1) - Please choose one

Global firmstage all of the following problems while entering into the international
market EXCEPT :

» Varable exchange rates

» Stable governments

» Protectionist tariffs and trade barriers

» Corruption

Question No: 59 (Marks: 1) - Please choose one

Which of the following involves creating new products or services for foreign markets?
» Communication adaptation
» Straight product expansion
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» Product invention
» Dual Adaptation

Question No: 60 (Marks: 1) - Please choose one

Which of the following has a greater amount of risk, control and profit potential ?
» Importing
» Joint Venturing
Direct Investmen
» Exporting

Question No: 61 (Marks. 1) - Please choose one

If you are offering a high quality product and charging higher price for it, you are using
which of the following strategies?
» Overcharging strategy
» Economy strategy

» Premium strategy
» Good-value strategy

Question No: 62 (Marks: 1) - Please chooseone

Which of the following is a new tool and mostly used by the organizations to reach and
communicate with their customers?

» Internet

» Telephone

» Bulletin boards

» Postal service

Question No: 63 (Marks: 1) - Please choose one

Internet was used for.the first time in which of the following year?
> 1982
> 1984
> 1988
> 1987

Question No: 64 (Marks: 1) - Pleasechooseone

If your competitor has cut the price of its product and it is affecting the sale of your
product and profit margin of your company, then you might decide to take some action.
Which of the following action will your company take in this situation?

» With draw your product
» Close your business
» Improve quality& increase price

» Hold the same price
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Question No: 1 (Marks:. 1) - Please choose one

Which one of the following option is NOT a benefit for buyer with E-commerce?
» Convenience
» Easy and private
» Reliability
» Greater product access

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

Which one of the following is NOT apart of Joint Venture?

» Single member private limited company
» Contract manufacturing

» Joint ownership
» Licensing

Question No: 3 (Marks: 1) - Please chooseone

Through which process individuals and groups obtain what they need and want by
creating and exchanging products and value with others?

» Production process

» Marketing process

» Managerial process

» Accounting process
Marketing isdefined as “a social and managerial process by which individuals and
groups obtain what they need and want through creating and exchanging products
and value with others.”

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

Which one of thefollowing conceptsis a useful philosophy in a situation when the
product’ s ¢ostisitoo high and marketers look for ways to bring it down?

» Selling concept

» Product concept

» Production concept
» Marketing concept

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

Making more sales to current customers without changing afirm'’s products refers to
which of the following strategies?
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» Market development
» Market growth

» Market penetration

» Product development

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

Marketing information from which of the following databases can be accessed more
quickly and cheaply?

» Extemal

» Internal & External

» Internal

» Representatives

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

How do consumers respond to various marketing efforts the company might use? What
isastarting point of abuyer’s behavior?

» Belief
» Subculture
» Post purchase feeling

» Stimulus-response M odel

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

A firm has decided to localize its products,and services to meet local market demands.
Which one of the following approached Is a good approach for this segmentation?

» Geographic

» Demographic

» Psychographics

» Behavioral

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

“A firm decidestetarget several market segments or niches and designs separate offers
for each” Whieh'one of the following strategies BEST describe it?

» Undifferentiated marketing strategy

» Differentiated marketing strateqy

» Concentrated marketing strategy

» Custom marketing strategy

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

Which one of the following attribute may grab attention and produce pleasing aesthetics,
but it does not necessarily make the product perform better?

» Design

Note: Solve these papers by yourself
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» Stvle
P Varable
» Packaging

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

New product development starts with which one of the following steps of new product
development?

» Idea screening
» Idea generation
» Test marketing
» Concept testing

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

What do we call adetailed version of anew idea stated in meaningful customer terms?

» Product idea
» Product concept

» Product image
» Product proposal

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

Priceis akey element in the marketing imix‘beCause it relates directly to:

» The size of the sales force
» The speed of an exchange
» The control of quality

The generation of r

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

Which one of thefollowing pricing objectivesisrarely operational because its
achievement iSdifficult to measure?

» Return on investment
» Profit maximization
» Market share

» Survival

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

The Shirt Company utilizes a push strategy to sell the shirt line. Its basic promotional
tool is discount. These discounts offered to middlemen are referred to as which one of the
following discounts?
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» Cumulative
» Non cumulative
» Cash

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

Companies manage their supply chains through which of the following?

» Skilled oierators
» The intemet
» Competitors O

Question No: 17 (Marks: 1) - Please choose one @
Which of the following statementsis considered to be a DI DVA. AGE of using

industrial distributors?
» Industrial distributors possess considerable techn &d market information.

» Industrial distributors sell specific brands a
http://books.google.com.pk/books?id=- &
R1zRakel JgC& pg=PA396& |pg=PA396& dg=T het+channel+that+includest+both+a+
manufactur er s +agent+and+an+industrial+distributor +may+bet+appropriate+tunde
r & sour ce=bl & ots=de57e5M pW z& sig=HI9b6azY cf2L yr TWsM Sng_L 57H4& hi=en&
ei=s7k- N\ Y

TZD7G4H14ADbj1sWY Cg& sa=X& oi=book_result& ct=result& resnum=2& ved=0CB
4Q6AEWA Q#v=0onepage& qgé f=false

Question No: 18 - 1) - Please choose one
The channel that includes both a manufacturers' agent and an industrial distributor may
be appropri which of the following circumstances?

n the firm wants specialized personnel to follow up the work of the sales

» When only one or two channels of distribution are available for products
» When the sales force is large and the marketer is thinking of cutting it down

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

The channel member that markets all of a manufacturer's output, has compl ete authority
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over price, promotion, and distribution, but does not take title to the product refers to
which one of the following?
» Limited-line wholesaler
» Selling agent
» Commission merchant
» Manufacturers' agent

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

A manufacturer-owned operation that provides services usyal lyyassociated with agents,
refers to which one of the following?

» Wholesaler

» Sales office

P Sales branch

» Public warehouse

Question No: 21  (Marks: 1) - Pleasechoose one

Location is extremely important t0a retailer due to which one of the following reasons?

» Suppliers charge more tosservice stores in certain trading areas.
P A desirable location appeals to consumers' emotions and encourages them to buy.
» Location is thednajor determinant of store image.

» Location determines the trading area from which the store mustdraw its
customers.

Question Nom22 (Marks: 1) - Please choose one

Communication process has different elements that are helpful for communicating
message toraudience. One of the communication tools is the decoding. Which one of the
following statements refers to the “Decoding” ?

» Intensity of the transmission becomes stronger

» Receiver attemptsto convert signsinto concepts and ideas

» Source attempts to convert signs into concepts and ideas

» Receiver filters noise from the feedback

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

When the aim of the promotion, while introducing a new consumer product, is to achieve
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This VU & ) : ble f, ved rent
www.vuaskari.com



Composed & Solved
Dua Wagar
Vu Askari Team
www.vuaskari.com
high awareness levels, the firm will most likely make heavy use of which one of the
following promotional mix?
» Advertising
» Sales promotion
» Personal selling
» Publicity

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

Slow feedback, high costs and difficulty in measuring effects on sales are disadvantages
of which one of the following promotion mix ingredient?

» Public relations

» Sales promotion

» Personal selling

» Advertising

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

Communication through a news story regarding an organization or its products that is
transmitted through a mass medium at no charge, refers to,which one of the following
promotion mix?

» Advertising

» Sales promotion

» Personal selling

» Public relations

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

If you are attempting to create primary’ demand toward your product, you will use which
type of the following ads?
» Informative

P Persuasive
» Reminder
» Cooperativie

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

Sales promotion includes a wide assortment of tools. Which one of the followingisNOT
one @f theseitools?
» Contests
» Premiums

» Telephone surveys
» Coupons

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

Mr. Nabeel works for a cosmetics manufacturer and is responsible for ensuring that
resellers have adequate quantities of products when and where they need them. Mr.
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Nabesel is aso devoting much of his time towards helping retailers promotes these
products. Mr. Nabesl is performing the role of which one of the following sal esperson?
» A technical salesperson
» An advisory salesperson
» A promotional salesperson
P> A trade salesperson

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

Personal selling can be defined as which of the following communication?

» People communication
» Direct communication

» | nterpersonal communication
» Loca communication

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

"Looking for new customers" refers to which one of the following concept?

» Soliciting
» Presenting

» Prospecting
» Qualifying

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

The various stages of the personal selling process areillustrated below, which one of the
following isNOT specific rolesefithe sal es representative?

» Negotiating and. closing the sale
» Sales presentation

» Prospecting

» Devising product strateqy

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

To reducetime demands on their outside sales forces, many companies have increased
the size of their inside sales forces, which include technical support people and sales
assistants. Which one of the following can also be another part of the sales force?

» Order takers

» Order getters
» Telemarketers
» Secretaries

Question No: 33 (Marks: 1) - Please choose one
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In which one of the following plans management takes decisions about potential
customers, sales activities and future prospects during the next 12 months?
» Profit-sharing plan
» Trade promotion plan

» Annual call plan
» Sales quota plan

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

The standards set for salespeople, stating the quantity they should sell and how,sales
should be divided among the company’ s products refers to which one of the foll owing
options?

» Sales goals
» Company quotas

» Sales quotas
» Sales incentives

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

Lobbying or building and maintaining rel ations with fegislators and government officials
to influence legislation and regulation are partof whichione of the following options?

» Business ethics
» Press relations
» Press agencies
» Public relations

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

“Demand for a product exceedsthe supply” reflects which one of the marketing
philosophies?
» The Product Cencept
» The Selling«Concept
The Pr ion Con
» The Martketing Concept

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

Lobbying, Investor relations and Development are the major functions of which one of
the following?

» Sales promotion

» Personal selling

» Direct marketing

» Public relations

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

E-marketing refers to which one of the following?
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» Email marketing

» Electronic marketing
» Electric marketing

» Elastic marketing

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

Which of the following optionis NOT related with traditional buyer’s rights?
» Right not to buy a product that is offered for sale
» Right to expect the product to be safe
» Right to expect the product to perform as claimed

» Right to ask money back even not offered by the seller

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

McDonald's run advertisement featuring children, senior citizens and minority groups.
What does this ad show?

» Company is product oriented
» Company considers only environmental factor$

» Company has several target markets
» Company is market oriented

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

First National Bank launches an innovative in-home banking system tied to personal
computers. The product is not widely‘accepted because bank customers don't see the need
for such a service. Which one of thefollewing is the best discretion of product failure?

» Establishment of a customer information system

» Organization structure

» Technological advancement

» Scanning corperate capabilities

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

Which one of thefoll owing options represents the collection of businesses and products
that make up acompany?

P Strategic business unit
» Mission statement

» Strategic plan

» Business portfolio

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

One of the contents of formal marketing plan that includes a market description, a
product review, areview of competition and areview of distribution is called:
» Threats and opportunity analysis
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P Objectives and issues
» Marketing strategy

» Current marketing situation

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

Which one of the following is achief goa of the implementation function in marketing
process?

» Develops marketing plans
» Turns plans into actions
» Takes corrective actions
» Develops strategic plans

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

Which one of the following steps in the marketing research process deals in "defining the
problems and research objectives, implementing the research plan, and interpreting and
reporting the findings'?

» Developing the research budget
» Choosing the research agency
» Choosing the research method
» Developing the research plan

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

What does it show “Increasing demand, &s well as changing or even reducing demand”?

» Marketing management
» Marketing myopia

» Demarketing

» Relationshipimanagement

Question No4%y\(Marks: 1) - Please choose one

When Nokia'introduced its new mobile set in the market in response to consumer
demand; it'was applying which one of the following concepts?

» Selling concept

» Production concept
» Customer concept
» Marketing concept

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

Environmental groups are one kind of which of the following publics?
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» Citizen-action publics
» Media publics
» Government publics

» Local publics

Question No: 49 (Marks. 1) - Please choose one

Mr. Ali, asales person from Philips, develops alist of potential customers and eval uates
them on the basis of their ability, willingness, and authority to purchase copy machines.
What is the name of this process?

» Customer search
» Sales preparation
» Audience identification

» Prospecting

Question No: 50 (Marks: 1) - Please choose one

To attract customers into stores, ABC Company advertisesits milk at |ess than cost,

hoping that customerswill purchase other groceries as welllt reflects which one of the
following pricing strategy?

» Special-event pricing
» Experience-curve pricing
» Superficial discounting

» Price-leader pricing

Question No: 51 (Marks: 1) ~Please choose one

The selection of appropriate mediaisbased upon all of the following factors EXCEPT:
» Media habits of target consumers
» The type of message
» Nature of the product
» Demand of the product

Question No52,\( Marks: 1) - Please choose one

Fixed costis'also known as which of the following?

p Sunk cost

» Varable cost

» Overhead cost
» Advertising cost

Question No: 53 (Marks: 1) - Please choose one

“Quitfitters’ has been selling quality belts at Rs.400 to Rs.500 which is roughly one tenth
of their usual selling price. Thisis an example of:
» Dumping
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» L oss leader
» Demand based pricing
» Cost based pricing

Question No: 54 (Marks: 1) - Please choose one

Which of the following direct marketing medium leads in terms of expenditures, sales
and employment?

» Direct mail and catalogs

» Telephone

» Television

» Advertising

Question No: 55 (Marks: 1) - Please choose one

Which of the following is the most significant advantage of publicity asia promotional
tool?

» Publicity reaches a large number of customers

» Publicity is free

» Publicity generates goodwill

» Publicity has strong emotional appeal

Question No: 56 (Marks: 1) - Please choose one

Which one of the following represents below'the line media?
> TV

» Radio
» Cinema

» Direct mail

Question No: 57 (Marks: 1) - Please choose one

As aresult of which strategy consumer will ask their retailers for the product, the retailer
will ask the wholesalers and wholesalers will ask the producers?
» Push strategy

» Pull strategy
» Produétion strategy

» _Operational strategy

Question*'No: 58 (Marks: 1) - Please choose one

Which of the following vertical marketing system combines successive stages of
production and distribution under single ownership?

» Contractual VMS

» Corporate VMS
» Administered VMS
» Franchise organization
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Question No: 59 (Marks: 1) - Please choose one

Which store sells standard merchandise at lower prices by accepting lower margins and
selling higher volume?

» Specialty stores

» Discount store

» Supermarkets

» Convenience stores

Question No: 60 (Marks. 1) - Please choose one

Which of the basic competitive strategy creates competitive advantage by offering
products with unique customer benefits or features not avail able fromcompetitive
offerings?

» Cost-Headership

» Differentiation

» Focus

» Product intimacy

Question No: 61 (Marks: 1) - Please chooseone

Which of the following is an organization with 125smember that succeeds GATT in
overseeing trade agreements, mediating disputes, and reducing trade barriers?

| 2 rld Tra rganization

» North American Free-Trade Agreement
» Association of Southeast Asian Nations
» Regional Freedrade Zone

Question No: 62\ (Marks. 1) - Please choose one

Rs.3.00 is rounded to Rs.3.00 while Rs.2.99 is rounded to Rs.2.00 "plus change’ relates
to which of theifollowing?

» Odd-Even Pricing

P Speeial-Event Pricing

» Cash Rebate

» Segmented Pricing

Question No: 63 (Marks: 1) - Please choose one

All of the following are the primary criticisms leveled at the marketing function by
consumers, consumer advocates and government agencies EXCEPT:

» Shoddy or unsafe products

Note: Solve these papers by yourself
This VU & ) : ble f, ved rent
www.vuaskari.com



Composed & Solved
Dua Wagar
Vu Askari Team
www.vuaskari.com

» Planned obsolescence
» Poor service to disadvantaged consumers
Fal ants and too much materialism

Question No: 64 (Marks: 1) - Please choose one

All of the following critics come under the marketing’s impact on society as awhole
EXCEPT:

» Too much political power

» Producing too few social goods

» Cultural pollution

» Deceptive pricing

FINALTERM EXAMINATION

Fall 2009

MGT301- Principles of Marketing (Session - 1)
Paper 15

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

In aMichael Porter Model, which one of the follewing.options isamajor tool in the
identification of ways to create value in an organization?

» Chain model

» The BCG model

» Five forces model

» Value chain model

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

Which one the following option is related with this statement “Rapid imitation of leader
or challenger with moderate country market coverage and emphasis on price sensitive
markets. The resultds overall moderate share with high shares in selected country
markets.”

» Globalleader strategy

» Globahehallenger strategy

» Global follower strategy

» Global niche strategy

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

Which one of the following is akey to build lasting relationships with consumers?

» Price of the product

» Need recognition

» Customer satisfaction
» Quality of product
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Question No: 4 (Marks. 1) - Please choose one

The strategic marketing process is how an organization allocates its marketing mix
resources to reach its:

P Stated business idea

» Target market
» Competition

» Areaof expertise

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

Which one of the followingis NOT atrend in the natural environment?
» The increased cost of energy
» A shortage of raw maternial
» Government intervention

» Changing consumer spending pattern

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

Marketing information from which of the follewing databases can be accessed more
quickly and cheaply?

» Extemal

» Internal & External

» Internal

» Representatives

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

It isimportant to note that researeh objectives must be translated into which of the
following?

» Marketing goals
» Information needs

» Dollar’ameunts
» Resultsithat justify the means

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

If ABCLtd knows that its market share in Pakistan has dropped 13 percent in the first
guarter of the year but does not know what might have contributed to this decline, it isin
which stage of the marketing research process?

» Hypothesis development
» Symptom identification
» Problem identification
» Data interpretation
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Question No: 9 (Marks. 1) - Please choose one

Groups of people with shared value systems based on common life experiences and
situations in a culture represent which one of the following option?

» Motives

> Attitudes

» Cognitive dissonances
» Subcultures

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

Society’ s relatively permanent and ordered divisions whose members share sSimilar
values, interests and behaviors reflect which one of the following optien?

» Social classes

» Habitual buyers

» Charismatic leaders
» Opinion leaders

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

In areference group, people having specia skitls, knowledge, personality, or other
characteristics, exert influence on others. \Which one of the following options refersto
these people?

» Opinion leaders
» Habitual buyers

» Charismatic personalities
» Wild ducks

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

Income segmentation 1S'used to target which of the following groups?
» Affluent
» Middleglass
» I owerincome class
» All of the given options

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

Customer service is another element of product strategy. The first step isto survey
customers periodically to assess the value of current services and to obtain ideas for new
ones. From this careful monitoring, marketer has learned that buyers are very upset by
repairs that are not done correctly the first time. What is the name of these types of
services?

» Brand equity services
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» Product support services
» Social marketing services

» Unsought product services

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

Which one of the following statements BEST describes the concept of Price?

The value that is exchan for pr in rketing transaction
» Always money paid in a marketing transaction
» More important to buyers than sellers
» Usually the most inflexible marketing mix decision variable

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

When establishing prices, a marketer'sfirst step isto:

» Develop pricing objectives
» Select a pricing policies

» Evaluate competitors' prices
» Determine a pricing methods

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

Which one of the following is the requirement for setting pricing objectives?

» The objectives should be shortstermoriented
» There should be only one pricingobjective
» The cost structure should be idéntified

» The objectives should be explicitly stated

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

“Rs10 per unit fordess than 100 units, RS9 per unit for 100 or more units’ reflects which
one of the following discounts?

» Quantity
» Cash
P Seasonal
» Trade

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

When Mr. A isusing achannel with only one intermediary, that intermediary is
classified as which of the following?

» Retailer
» Wholesaler
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» Broker
» Producer

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

Nike maintains a good deal of control over how its products are promoted, displayed,
and sold. Because of this control, Nike would be appropriately described as which of the
following?

» Intermediary
» Leader
» Allocator

» Terminator

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

Because Coke is such apopular product and the company is so powerful, Coca-Colaisin
aposition to exert considerable control over channel structuresand the way Cokeis
marketed. This exampleillustrates channel in‘the distribution channel.

» Conflict

» Leadership
» Dominance
» Negotiation

Question No: 21 (Marks: 1) - Pleaseehoose one

A cash-and-carry wholesal er would,be expected to:

» Provide transportation
» Handle high turnover products

» Carry a wide yariety of products
» Provide a wide range of services

Question No22y\( Marks: 1) - Please choose one

Coupon ig’anvexample of which one of the following promotional tools?

» Personal selling

» Sales promotion
» Advertising

» Public relations

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

“Sharing of meaning” reflects which one of the following concepts?

» Noise
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» Interference
» Communication
» Information

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

Which of the following advertising is used heavily for creating a primary demand when
introducing a new product in the market?

» Persuasive advertising

» Informative advertising

» Comparative advertising

» Institutional advertising

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

In which of the following advertising a company directly or indirectly compares its
brand with one or more other brands?

» Informative advertising

» Institutional advertising

» Reminder advertising

» Comparative advertising

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

The advertiser has to choose the pattern of the'ads. Which of the following options refer
to the “scheduling ads evenly within a givenperiod” and “scheduling ads unevenly over a
given time period” respectively?

» Continuity; Hard hitting

» Continuity: Pulsing
» Pulsing; Hard hitting
» Sequencing; Routing

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

Personal sellingCan be defined as which of the following communication?

» Peopleedmmunication

» Direct communication

P |nterpersonal communication
» Local communication

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

The principles of personal selling described as which one of the following orientation?

» Service orientation
» Customer orientation
» Transaction orientation
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» Relationship orientation

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

There are three typical types of sales force structures. Which one is often supported by
many levels of sales management positions in specific geographical areas?

» Territorial
» Customer

» Complex systems
» Matrix

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

Which one of the following wholesaler provides a convenient and effectivermethod of
selling small itemsto customers in remote areas that other wholesalers might find
unprofitable to serve?

» Mail-order wholesalers

» Specialty-line wholesalers

» Cash-and-carry wholesalers

» Truck wholesalers

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

Which of the following firm aggressively.triestojexpand its market share by attacking
the leader, other runner-up firms, or smalerfirmsin the industry?
» Market leader

» Market challenger
» Market follower

» Market niche

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

Which one of the fellowingis NOT apart of basic competitive strategies?
» Overall cOst-leadership
» Differéntiation
» Sales force reinforcement
» Focus

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

Which of the following option is NOT related with traditional buyer’s rights?
» Right not to buy a product that is offered for sale
» Right to expect the product to be safe
» Right to expect the product to perform as claimed

» Right to ask money back even not offered by the seller

Question No: 34 (Marks: 1) - Please choose one
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Which of the following option is NOT related with “Key Principles for Public policy
towards Marketing”?

» Consumer and producer freedom

» Curbing potential harm

» Economic recession

» Consumer education

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

If the competitor’ s price cut harm the company’ s sales and profit then what should yeur
company do:

» Hold the current price

» Increase the price

» Decrease the price

» Either increase or decrease the price

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

When a company cannot supply al its customers needs; What would be an effect on
price?

» Price will increase

» Price will remain same

» Price will decrease

» Price will decrease up to a certain limit

Question No: 37 (Marks: 1) - Pleasechoose one

What does this statement show “Trade of val ue between two parties’?
» Competition
» Transaction

» Exchange
» Need

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

Fast-food restaurants offer tasty and convenient food at affordable prices; they contribute
to fatness that"harms consumer health. Which one of the following conceptsis NOT
being fallowed by this company?

» Product concept
» Production concept

» Societal marketing concept
» Marketing concept

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

Identify thefirst step in a strategic planning process.

» Define the company's mission
» Develop the business portfolio
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» Plan marketing strategies
P Set objectives and goals

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

One of the contents of formal marketing plan that includes a market description, a
product review, areview of competition and areview of distribution is called:

» Threats and opportunity analysis

» Objectives and issues

» Marketing strategy

» Current marketing situation

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

Which one of the following are the M OST useful source of speedierand mere
comprehensive information?

» Suppliers
» Key customers

» Sales force

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

Which one of the following steps in the marketing research process deals in "defining the
problems and research objectives, implementing the research plan, and interpreting and
reporting the findings'?

» Developing the research budget
» Choosing the research agency
» Choosing the research method

» Developing the research plan

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

Identify the name,of a vast public web of computer networks that connect users of all
types al around,the world to each other?

» _Extranet

» Internet

» AN

» Intranet

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

Mr. Ali, asales person from Philips, develops alist of potential customers and evaluates
them on the basis of their ability, willingness, and authority to purchase copy machines.
What is the name of this process?

» Customer search
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» Sales preparation
» Audience identification
Pr. tin,

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

All of the following are the examples of public relations tools EXCEPT:

» Speeches
» Feature articles

» Special events
» News stories

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

Nestle Foods, ran an ad promoting its new Nestle fruit juice in Ladies’ Home Journal
magazine. The ad contained a coupon for $1.00 off the purchase price of two half-gallon
containers of the drink. The advertising agency that created the Nestl€'s ad for the
magazine:

» Was engaged in feedback barrner removal

» Was responsible for decoding the ad
» Acted as the communication channel

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

Nestle Foods, ran an ad promoting its néw/Nestl€ s fruit juice cocktailsin Ladies Home
Journal magazine. The ad contained @eoupen for $1.00 off the purchase price of two
half-gallon containers of the drink“The magazine:

| 4 as the channel for communication

» Was the decoding device

» Provided feedback

» Was the encoding device

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

Fixed cost is‘asaknown as which of the following?

» Sunk cost
p Variable cost

» Overhead cost
» Advertising cost

Question No: 49 (Marks: 1) - Please choose one

Like many consumer products manufacturers, Haier Electronics givesitsresellers
discounts to encourage them to carry and promote its products. When doing so, Haier
Electronics uses which of the following strategy?

P Intensity
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» Push
» Flexible
» Pull

Question No: 50 (Marks: 1) - Please choose one

All marketing activities that attempt to stimulate quick buyer action or immediate sales
of aproduct are known as.

» Sponsorship

» Advertising

» Personal selling

» Sales promotion

Question No: 51 (Marks: 1) - Please choose one

A company has advantages of selective audience with no ad competition and
personalization, to which type of mediait will apply?

» Radio

» Newspapers
» Internet

» Direct mail

Question No: 52 (Marks: 1) - Please choose one

In atextilefirmif the director of marketingisiconcerned with the buyer-readiness stages
of his customers, the best promotionalitoolfor him to use would be:

» Public relations and publicity.

» Sales promotion

» Advertising

» Personal selling

Question No: 53 (Marks: 1) - Please choose one

Which one of thefollowing marketing activity stimulate consumer purchasing such as
coupons, contests,free sample and trade shows?

» Sales promotion

» Publicity

» Personal selling

» Public relation

Question No: 54 (Marks: 1) - Please choose one

To increase the market share a company organizes Point of Purchase (POP) Displays. It
Is an example of :

» Trade promation

» Consumer promotion

» Sales promotion
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» Brand promotion

Question No: 55 (Marks: 1) - Please choose one

All of the following positive effects can be achieved by adopting a proper market
education strategy in advertising, EXCEPT:

» It helps to minimize sales resistance

» It helps to reduce the cost of advertising

» It makes advertising more effective

» Itrestricts sales force to achieve adequate distribution

Question No: 56 (Marks. 1) - Please choose one

Alertnessis the advantage of which of the following?
» Competitor-centered company
» Customer-centered company
» Market-centered companies
» None of the given options

Question No: 57 (Marks: 1) - Please choose oné

Which of the following is an international trade agreement that has helped to reduce
worldwide tariffs?

» General Agreement on Tariffs and Trade (GATT)

» World Trade Organization (WTO)

» North American Free-Trade Agreement (NAFTA)

» Association of Southeast AsidmyNations (ASEAN)

Question No: 58 (Marks: 1) \ - Please choose one

Which of the following has a greater amount of risk, control and profit potential ?
» Importing
» Joint Venturing
» Direct Investment
» Exporting

Question No™89 (Marks: 1) - Pleasechooseone

Whichof the following allowances are payments to wholesalers or retailers to stock
unpreven new products?

» Stocking allowance

» Trade-in allowance

» Push money allowance

» Promotion allowance

Question No: 60 (Marks: 1) - Please choose one

Internet began to expand with the World Wide Web in which of the following year?
> 1991
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» 1992
» 1993
» 1994

Question No: 61 (Marks: 1) - Please choose one

Which of the following is a philosophy of customer satisfaction and mutual gain?

» The marketing concept
» The production concept

» The selling concept
» Societal marketing concept

Question No: 62 (Marks: 1) - Please choose one

Which one of the followingis NOT the primary criticism leveled ai'the marketing
function by consumers, consumer advocates, and government agencies?

» Deceptive practices

» High-pressure selling

» Shoddy or unsafe products

> T b political

Question No: 63 (Marks: 1) - Please chooseene

Greedy intermediaries who mark up prices beyondithe value of their services, comes
under which of the following factors of harming consumers through high prices?

» High cost of distribution
» High advertising and promOtion cost

» Excessive markup
» High pressure selling

Question No: 64 (Marks. 1) - Please choose one

If your competitor<has cut the price of its product and it is affecting the sale of your
product and profitymargin of your company, then you might decide to take some action.
Which of the follewing action will your company take in this situation?

» CloseWour business
» Raise perceived quality
» With.draw your product

» Hold the same price
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QuestionNo: 1 (Marks: 1) - Please choose one
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Which one of the following options represents this statement “What place do you want
your product to hold in the consumer’s mind”?

» Product

» Positioning
» Promotion
» Place

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

Any paid form of non-personal presentation and promotion of ideas, goods or services
by an identified sponsor reflects which one of the following concepts?

» Sales promotion

» Direct marketing

» Advertising
» Personal selling

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

Which one of the following statements is an example©fa problem that may arisein the
implementation of the marketing concept?

» Dissatisfaction of one segment affectsthe satisfaction of other segments

» Consumers do not understand what the marketing concept is
» Dealers do not support the markétingconcept

» A product may fit the needs efitoomany segments

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

In the previous three years, foursstudies have been conducted on the characteristics of
ABC Company’s clients4As the firm seeks to put together areport showing trendsin this
area, it has a hard timelloceting the information contained in these study reports. What
does this firm seemdo need?

» A marketing rescarch manager
» A marketing databank

P> Surveyasesearch

» Primary data

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

Which of the following is the most basic cause of a person’s wants and behavior?

» Culture
» Brand personality

» Cognitive dissonance
» New product
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QuestionNo: 6 (Marks: 1) - Please choose one

Groups of people with shared value systems based on common life experiences and
situations in a culture represent which one of the following option?

» Motives
P Attitudes

» Cognitive dissonances

» Subcultures

QuestionNo: 7 (Marks. 1) - Please choose one

Which one of the following three-step process represents “ Perception” ?

» Motivation, personality and attitudes

» Collecting, eliminating and organizing information inputs

» Receiving, organizing and interpreting information inputs
» Anticipating, classifying and discarding informati onsinputs

QuestionNo: 8 (Marks. 1) - Please choose one

The mental act, condition or habit of placing trust.or confidence in another shows which
of the following options?

» Motive
» Belief

» Behavior
> Attitude

QuestionN0: 9  (Marks. 1) ™=Please choose one

Which of the following.is NOT a primary motivation?

» Achievement
» Self-esteem

» Self-expression
> Attitude

QuestionNo: 10 (Marks: 1) - Please choose one

When a'eompany caters to clothing, cosmetics and toiletries markets, it is probably using
which type of segmentation?

» Demographic

» Gender

» Behavior

» Geographic

Question No: 11  (Marks: 1) - Please choose one
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Income segmentation is used to target which of the following groups?
» Affluent
» Middle class

» Lowerincome class
» All of the given options

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

“Segments of consumers having similar needs and buying behavior even they are located
in different countries’ refers to which of the following segmentation?

» International marketing se gmentation

» Consumer marketing segmentation

» Business marketing segmentation

» Intermarketsegmentation

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

Products and services fall into two broad classes based on the types of consumers that
use them. Which is one of these broad classes?

» Industrial products
» Core product

» Actual product
» Augmented product

QuestionNo: 14 (Marks: 1) - Please choose one

In which of the following cases two,established brand names of different companies are
used on the same product?

» Brand extension

» Brand equity

» Co-branding
» Cannibalization

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

A firm establishes which of the following pricing objectives to maintain or increase its
product's sales in relation to total industry sales?

» Cash flow

» Sales potential
» Product quality
» Market share

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

Which one of the following pricing objectivesisrarely operational because its
achievement is difficult to measure?
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» Return on investment

» Profit maximization
» Market share

» Survival

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

Sellers that emphasi ze distinctive product features to encourage brand preferences
among customers are practicing:

» Product competition

» Non-price competition
» Brand differentiation
» Product differentiation

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

Lawyers, accountants, and other professionals typically priee by‘adding a standard
markup for profit that reflects which one of the followingiconcepts?

» Cost-pluspricing
» Value-based pricing
» Break-even price

» Penetration pricing

Question No: 19 (Marks: 1) ~Pleasechoose one

Which one of the following advantages reflects the advantage of product bundle pricing?

It can promote the sales of pr. nsumers might n i
» It offers consumiers more value for the money
» It combinesdhe benefits of the other pricing strategies
» It providés,a more complete product experience for consumers

Question NO™20, (Marks: 1) - Please choose one

Whichmight be the effect of a successful price increase on profits?
P Profit can decrease
» No change observed in profits
» Infinite change in profits

» Profit can increase

QuestionNo: 21 (Marks: 1) - Please choose one

Relationships among channel members, i.e. producers, wholesalers and retailers, are
usualy:
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» Short-term commitments

» Long-term commitments
» Expensive resource commitments

» Only minor commitments

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

Because Coke is such a popular product and the company is so powerful, Coca-Colaisin
aposition to exert considerable control over channel structures and the way Coke is
marketed. This exampleillustrates channel in the distribution channél.

» Conflict

» Leadership
» Dominance

» Negotiation

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

Companies manage their supply chains through which ofthe folfowing?

» Skilled operators
» Information

» The intemet

» Competitors

QuestionNo: 24 (Marks: 1) - Please choose one

Which one of the following staterments refers to manual order processing?

» Integrates the order processing and production planning
Is flexible in ial situation

» Is practical ford@ large volume of orders

» Is the mostszdely used form of order processing

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

From aretailer's point of view, the MOST basic advantage of using awholesaler is that
the wholesaler:

» Extends credit to the retailer

» Provides storage facilities to the retailer
» Perform channel functions more efficiently than the retailer

» Takes ownership of goods for the retailer

Question N0: 26 (Marks: 1) - Please choose one

A manufacturer-owned operation that provides services usually associated with agents,
refers to which one of the following?
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» Wholesaler
ales offi
» Sales branch
» Public warehouse

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

People tend to view promotion from many points. Which one of the following
aternativesis MOST accurate?

» Promotion costs cause product costs to be higher

» Promotion activities make up the bulk of marketing

» Promotion communicates and facilitates exchanges

» Promotion should be directed toward numerous audiences

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

Slow feedback, high costs and difficulty in measuring effegts on sales are disadvantages
of which one of the following promotion mix ingredient?

» Public relations

» Sales promotion

» Personal selling

» Advertising

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

Coupon is an example of which oneof,thefollowing promotional tools?

» Personal selling

» Sales promotion
» Advertising

» Public relations

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

The process of putting one's thoughts (meaning) into signs (symbols) reflects which one
of the foll eWihg,concepts?

» Decoding
» Noise
P Interference

» Encoding

QuestionNo: 31 (Marks: 1) - Please choose one

Through vehicle the coded message is transmitted from the source to the receiver.Which
one of the following vehicle is used for this purpose?
» Decoder
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» Encoder
» Relay channel
Media

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

Which of the following advertising is used heavily for creating a primary demand when
introducing a new product in the market?

» Persuasive advertising

» Informative advertising

» Comparative advertising

» Institutional advertising

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

To reduce time demands on their outside sales forces, many companies have increased
the size of their inside sales forces, which include technical support people and sales
assistants. Which one of the following can also be another part'of the sales force?

» Order takers

» Order getters

» Telemarketers
» Secretaries

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

A growing trend for many companies isto use a group of people from sales, marketing,
engineering, finance, technical suppertand.even upper management to service large,
complex accounts. It refers to which,oneof the following approaches?

» Department selling

» Multiple selling

» Team selling

» Simultaneous selling

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

Which one of thefoll owing authorities might use severa tools like news, speeches and
specid eventster the marketing purpose?

» Advertising agencies

» Advertising specialists

» Public relation professionals
» Computer programmers

QuestionNo: 36 (Marks: 1) - Please choose one

“Demand for a product exceeds the supply” reflects which one of the marketing
philosophies?
» The Product Concept
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» The Selling Concept

» The Production Concept
» The Marketing Concept

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

Which one of the following are low-growth, low-share businesses and products (they
may generate enough cash to maintain them, but do not have much future)?

» Dogs

» Cash Cows

» Stars

» Question Marks

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

Which of the following firm aggressively tries to expand its marketishare by attacking
the leader, other runner-up firms, or smaller firmsin the industry?

» Market leader

» Market challenger

» Market follower

» Market niche

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

Which one of the following is NOT a part,of basic competitive strategies?
» Overall cost-leadership
» Differentiation

» Sales force reinforcement
» Focus

QuestionNo: 40 (Marks: 1) - Please choose one

Which of the following optionis NOT related with environmental sustainability
strategies?

» Pollution prevention

» Product stewardship

» Production of non environment friendly products

» New environmental technologies

QuestionNo: 41 (Marks: 1) - Please choose one

Enlightened marketing is a philosophy holding that a company’ s marketing should
support the best long-run performance of the marketing system. Which of the following
option is NOT related with this concept?

» Sense-of-mission marketing
» Consumer-oriented marketing

» Deceptive marketing
» Innovative marketing
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Question No: 42 (Marks: 1) - Please choose one

Which of the following is NOT a benefit of direct marketing?

» Immediate response
» Customer relationship building

» Assists client prospecting
» Greater product access and selection

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

Honda Atlas Cars Pakistan Limited isintroducing a faster model of car indthe market
regardless of whether the customers are interested or not in more speed, Honda Atlas
Cars Pakistan Limited is practicing which of the following concepts?

» Social

» Production
» Sales

» Marketing

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

Which one of the following is achief goal of thejimplementation function in marketing
process?

» Develops marketing plans

» Turns plans into actions
» Takes corrective actions

» Develops strategic plans

QuestionNo: 45 (Marks: 1) - Please choose one

Which one of the follewing isNOT part of the micro environment?
» Cultural forces
» Financial Tntermediaries
» Customermarkets
» Mafketing channel firms

QuestionNo: 46 (Marks. 1) - Please choose one

Which of the following environment consists of the factors that affect consumer
purchasing power and spending patterns?

» Demographic environment
» Cultural environment

» Economic environment

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

To attract customers into stores, ABC Company advertisesits milk at less than cost,
hoping that customerswill purchase other groceries aswell. It reflects which one of the
following pricing strategy?

» Special-event pricing

» Experience-curve pricing
» Superficial discounting
» Price-leader pricing

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

Suppose marketers at Lever Brothers are trying to determine whether the use of coupons
for detergent was the reason for a salesincrease in a particul ar store/Whatitype of study
conducted to answer this question?

» Exploratory
» Descriptive
» Causal

» Qualitative

Question No: 49 (Marks: 1) - Please chooseone

All of the following are disadvantages of magazineadvertising EXCEPT:
» May be inappropriate mix with magazine ¢ontent
P Lesserreach compared with television
» Static images only
» Allows for better targeting of audience

Question No: 50 ( Marks: 1) ™= Please choose one

Nestle Foods, ran an ad promoting its new Nestle fruit juice in Ladies Home Journal
magazine. The ad contained a coupon for $1.00 off the purchase price of two half-gallon
containers of the drilak. The advertising agency that created the Nestl€' s ad for the
magazine:

» Was efigaged in feedback barrer removal

» Was engaged in encoding the ad

» Was responsible for decoding the ad

» Acted as the communication channel

Question No: 51 (Marks: 1) - Please choose one

When a customer isin the pre purchase stage:
» Personal selling is slightly more effective than advertising
» Sales promotions in the form of samples can be very useful
» He or she will be unaffected by public relations activities
» The importance of personal selling is at its highest
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Question No: 52 (Marks: 1) - Please choose one

Identify the main advantage of telemarketing as a direct-response approach?
» Personal
» Flexibility
» Visualization
» Cost

Question No: 53 (Marks: 1) - Please choose one

Which one of the following is the cheaper source of selling?
» Personal selling
» Non personal selling
» Sales force
» Sales promotion

Question No: 54 (Marks: 1) - Please choose one

Which one of the following is departs from advertising?
» Persona selling
» Public relation
» Billboards
» Transit Advertising

Question No: 55 (Marks. 1) - Prease choose one

Which one of the following is usedhduring the post purchase stage of the consumer's
purchase decision to reduce post purchase anxiety?
» Sales promotion and advertising

» Personal selling and advertising
» Publicity and adyertising

» Public relation and sales promotion

Question No: ‘56w ( Marks: 1) - Please choose one

An activity andfor material that offer added value or incentive to resellers, salespersons
or consymersis aso known as:

» Advertising

» Personal selling

» Publicity

» Sales promotion

Question No: 57 (Marks: 1) - Please choose one

Which of the following distribution are used by most television, furniture and small-

appliance brands?
» Selective distribution
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» Exclusive distribution
P Intensive distribution
» None of the given options

Question No: 58 (Marks: 1) - Please choose one

Which of the basic competitive strategy creates competitive advantage by offering
products with unique customer benefits or features not available from competitive
offerings?

» Cost-leadership

» Differentiation

» Focus

» Product intimacy

Question N0: 59 (Marks: 1) - Please choose one

Which of the following is an administrative trade restriction that imposes a complete ban
on imports of a specified product?

» Tariff
» Embargo
» Dumping

Question No: 60 (Marks: 1) - Please cheose one

Which of the following has a lesser @amounit/of risk, control and profit potential ?
» Joint Venturing
» Direct Investment

» Exporting
» Licensing

Question No: 61 (Marks*1) - Please choose one

Offering Pepsi at'a lower price during the month of Ramadan is related to which of the
following?

» _Odd-Even Pricing
» Special-Event Pricing
» Segmented Pricing
» Skimming Pricing

Question No: 62 (Marks: 1) - Please choose one

Which of the following claim that certain marketing practices hurt individual consumers,
society as awhole, and other business firms?

» Social critics

» Marketing ethics
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» Environmentalism
» Public policy

Question No: 63 (Marks: 1) - Please choose one

All of the following critics come under the marketing's impact on society as a whole
EXCEPT:

» Too much political power

» Producing too few social goods

» Cultural pollution

» Deceptive pricing

Question No: 64 (Marks: 1) - Please choose one

“People are judged by what they own rather than who they are”, thiseriticism comes
under which one of the following options?

» False wants and too much materialism

» Producing too few social goods

» Cultural pollution

» Too much political power

FINALTERM EXAM{NATLON
Fall 2009
MGT301- Principles of Marketing (Session - 4)

Paper 17

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

In aMichael Porter Model, which-ene ofithe following optionsis a major tool in the
identification of ways to create value 1 an organization?

» Chain model

» The BCG model

» Fiveforces model

» Vaue chain mode

Question No2p(M arks: 1) - Please choose one

Relationship'marketing is a consistent application of up to date knowledge of individual
customers to product and service design. Why it is communicated interactively to
customers?

» For delivering short term value & satisfaction to customers

» For delivering long term value & satisfaction to customers

» For delivering short term value to management

» For delivering long term va ue to management

Question No: 3 (Marks: 1) - Please choose one
Which one of the following statements by a company chairman BEST reflects the
marketing concept?
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» We have organized our businessto satisfy the customer needs
» We believe that marketing department must organize to sell what we produce
» We try to produce only high quality, technically efficient products

» We try to encourage company growth in the market

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

Which one of the following phrases reflects the marketing concept?
» The supplier is a king in the market

» Marketing should be viewed as hunting not gardening

» Thisiswhat | make, won’t you please buy it?

» Thisiswhat | want, won't you please make it?

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

Which one of the following conceptsis a useful philosophy in a situation when the
product’s cost is too high and marketers look for ways to bring it down?

» Selling concept

» Product concept

» Production concept
» Marketing concept

Question No: 6 (Marks: 1) - Please choosg‘one

Thefirst step in the marketing control processiS BEST described when the marketer
performs which of the following activitigs?

» Evaluates performance

» Measures performance

P> Sets specific goals

» Takes corrective action

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

The strategic marketing,process is how an organization allocates its marketing mix
resources to reachiits:

» Stated busifiess idea

» Target market

» Competition

> Arca ofiexpertise

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

Which one of the following is NOT atrend in the natural environment?
» The increased cost of energy

» A shortage of raw material

» Government intervention

» Changing consumer _spending pattern

Note: Solve these papers by yourself
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Question No: 9 (Marks: 1) - Please choose one
Which one of the following stageis NOT a part of buyer’s black box?
» Brand choice
» Product choice
» Need recognition
» Dealer choice

Question No: 10 (Marks: 1) - Please choose one
Which of the following is NOT a primary motivation?
» Achievement

» Self-esteem

» Self-expression

> Attitude

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

With concentrated marketing, the marketer goes after a share of
» Small; a small market

» Small; a large market

» Large; oneor afew niches

» Large; the mass market

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

Y ou have an upset stomach. Y our spouseé rushesto the corner convenience store for a
medicine. This product falls under which of the following categories?

» Unsought

» Convenience

» Shopping

» Specialty

Question No: 13 (Marksil1) - Please choose one

Which one of thefollowing attribute may grab attention and produce pleasing aesthetics,
but it does not“hecessarily make the product perform better?

» Design

» Style

» Variable

» Packaging

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

Marketers need to position their brands clearly in target customers’ minds. They can
position brands at any of threelevels. At the lowest level, they can position the brand on
which of the following basis?

» Interactive marketing

» Internal marketing
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» Product attributes
» Added service

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

When a company introduces additional items in a given product category under the same
brand name, such as new flavors, forms, colors, ingredients, or package sizes refersto
which of the following steps?

» Lineextensions

» Product mix

» Service variability

» Service intangibility

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

After concept testing, a firm would engage in which stage for develgping and marketing a
new product?

» Marketing strateqy development

» Business analysis

» Product development

» Test marketing

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

Priceis a key element in the marketing mix because it relates directly to:
» The size of the salesforce

» The speed of an exchange

» The control of quality

» The generation of total revenue

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

When there is intense jorice competition, many companies adopt rather than
cutting prices to match competitors.

» Pricing power

» Value-added strategies

» Fixed coSts

» Price elasticity

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

If Pepsi setsthe price of its six packs to match exactly the price of Coca-Colds, Pepsi is
using which of the following pricing method?

» Demand-oriented

» Cost-oriented

» Experience curve

» Competition-oriented

Note: Solve these papers by yourself
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Question No: 20 (Marks: 1) - Please choose one
ABC Company, the sportswear designer and manufacturer, decided to open its own
specidty shopsto sell its merchandise, the firm was engaging in which of the following
channels?
» Vertical channel integration
» A conventional marketing channel
» Horizontal channel integration
» Channel expansion

Question No: 21 (Marks: 1) - Please choose one
What isthe goal of integrated supply chain management?
» Minimize distribution cost

» Increase services with minimal cost

» Harmonize all of the company’s logistics decisions

» Reduce conflict among channel members

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

Communication process has different elements that are helpfulfor communicating
message to audience. One of the communication toelsis the decoding. Which one of the
following statements refers to the “Decoding”?

» Intensity of the transmission becomes stronger

» Receiver attemptsto convert signsinto concepts and ideas

» Source attempts to convert signs into{coneepts and ideas

» Receiver filters noise from the feedback

Question No: 23 (Marks: 1) -"Rlease’choose one

The process of putting one's theughts (meaning) into signs (symbols) reflects which one
of the following concepts?

» Decoding

» Noise

» Interference

» Encoding

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

Through vehi cle the coded message is transmitted from the source to the receiver. Which
one of the following vehicle is used for this purpose?

» Decoder

» Encoder

» Relay channel

P> Media

Question No: 25 (Marks: 1) - Please choose one
Which of the following advertising becomes more important to build selective demand as
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competition increases?

» Persuasive advertising

» Informative advertising

» Patronage advertising

» Reminder-oriented advertising

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

Which of the following communication and promotion tools involve direct connections
with customers aimed toward building customer-unigque value and lasting relationships?
» Personal selling and direct marketing

» Public relation and publicity

» E-commerce and e-business

P Advertising and sales promotion

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

When afirm sets out to analyze, plan, implement, and contrel Sales force activities
through sales force management. What doesiit set and design?

» Sales territories

> Salesforcestrategies

» Team selling efforts

» Promotional objectives

Question No: 28 (Marks: 1) - Please choese'one

To reduce time demands on their outside sales forces, many companies have increased
the size of their inside sales forcesfwhichrinclude technical support people and sales
assistants. Which one of the followings¢an also be another part of the sales force?

» Order takers

» Order getters

» Telemarketers

» Secretaries

Question No:429.(Marks: 1) - Please choose one

Which one-6fithe following is the maor benefit of using event sponsorship?
» Provides large amounts of free media coverage

» Enhanees personal selling efforts

» Neutralizes the effects of unfavorable public relations

» Provides an excellent back-drop for advertisements

Question No: 30 (Marks: 1) - Please choose one
Which of the following is NOT a component of an integrated direct marketing campaign?

» Outbound telemarketing
» Corporate hospitality
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» Faceto face sales call
» Paid ad with response channel

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

Lobbying or building and maintaining relations with | egislators and government officials
to influence legislation and regulation are part of which one of the following options?

» Business ethics

> Pressrelations

» Press agencies

» Public relations

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

Which one of the following promotion tools includes press releases and Speeial events?
» Sales promotion

» Persona selling

» Direct marketing

» Publicrelations

Question No: 33 (Marks: 1) - Please choose one
Theretailer isusually in an excellent position to:

» Make the most profitsin the channel

» Become the channel |eader

» Gain feedback from consumers

» Co-ordinate the production strategy

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

Which one of the following iS@esignated as a runner-up firm that chooses not to rock the
boat (usually out of fear that it stands to lose more than it might gain)?

» Market leader

» Market challenger

» Market follower

» Market niche

Question No: 35( Marks: 1) - Please choose one
Which onewf the following is NOT a part of competitive analysis?

» Identifying competitors
> Assessing competitors
» Selecting competitors to attack and avoid

D Situation analysis

Question No: 36 (Marks: 1) - Please choose one
Which of the following option is NOT related with environmental sustainability

strategies?

Note: Solve these papers by yourself
This VU & s not ble f, ved content



Composed & Solved
Dua Wagar
Vu Askari Team
www.vuaskari.com

» Pollution prevention
» Product stewardship

Pr ion of non environment friendly pr
» New environmental technologies

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

The publishers of “The Economist” developed a campaign to market the magazine to
university and college students studying business and management courses. The
publishers are focusing on which of the following strategies?

» Product development

» Horizontal diversification

> Market development

» Conglomerate diversification

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

Buying goods and services for further processing or for usein the production process
refers to which of the following markets?

» Consumer markets

» Government markets

» Business markets

» International markets

Question No: 39 (Marks: 1) - Please choese'one

To attract customers into stores, ABGiCompany advertisesits milk at less than cost,
hoping that customers will purchase othey'groceries as well. It reflects which one of the
following pricing strategy?

» Special-event pricing

» Experience-curve pricing

» Superficial discounting

» Priceleader pricing

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

Business markets can be segmented on the basis of al of the following
variables EXCEPT:

» Personal characteristics

» Operating variables

» Selling approaches

» Situational factors

Question No: 41 (Marks: 1) - Please choose one
Which of the following is NOT an example of persuasive advertising?
» Building brand preference

» Explaining how the product works
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» Persuading customers to receive a sales call
» Encouraging the customer to purchase now

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

All of the following are examples of items with elastic demand EXCEPT:
» Wheat

» Car

» Computer

» Gold jewelry

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

Nestle Foods ran an ad promoting its new Nestl€ sfruit juice cocktail in L adies' Home
Journal magazine. The ad contained a coupon for $1.00 off the purchase price of two
half-gallon containers of the drink. In terms of the communieatien process, the ad itself
is:

» A channel of communication

> A receiver

» Feedback

» The message

Question No: 44 (Marks: 1) - Please choese'one

Which method of setting a promotiontdbudget i's based on the fallacy that sales cause
promotion?

» Objective and task budgeting

» All-you can-afford budgeting

» Competitive parity budgeting

» Percentage of sales budgeting

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

A company luAehes a beverage. The objective of the firm is to reach masses of buyers
that were geographically dispersed at alow cost per exposure. Which of the following
promotionformsis best suitable for the company?

» Advertising

» Persona selling

» Public relations

» Sales promotion

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

Which of the following option is correct when a manufacturer can not hold on message
that he wants to convey to audience?

» Personal selling
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» Sales promotion
» Advertising
» Publicity

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

Which of the following is the basic purpose of persona selling?

» Indirect written communication between buyers and sellers

» It isaninexpensive mode to convey message to buyers

» Not usually combined with other aspects of promotion in the total marketing mix
» Getsimmediate feedback from consumers

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

The four major promotional tools (advertising, personal selling, salesprometion, and
public relations) are known as the:

» Communication model

» Advertising campaign

» Promotional mix

» Marketing mix

Question No: 49( Marks:. 1) - Please choose one

To increase the market share a company organizesRoint of Purchase (POP) Displays. It
Is an example of :

» Trade promotion

» Consumer promotion

» Sales promotion

» Brand promotion

Question No: 50 (Marks: 1) - Please choose one

Which one of the following is‘departs from advertising?

» Personal selling

» Publicrelation

» Billboards

» Transit Advertising

Question No: 51 ( Marks: 1) - Please choose one

Proctor and:Gamble periodically sends out coupons and free samples of products. This
illustrates P & G's use of which one of the following elements of the promotion mix?
» Advertising

» Personal selling

» Sales promotion

» Publicity

Question No: 52 (Marks:. 1) - Please choose one

Competitions, free samples and rebates are examples of which of the following?

» Advertising
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» Sales promotion techniques
» Publicity
» Persona selling techniques

Question No: 53 (Marks: 1) - Please choose one

Which of the following is NOT one of the levels of service offered by retailers?
» Self-service

» Operating service

» Full service

» Limited service

Question No: 54 (Marks: 1) - Please choose one

Which of the following is NOT one of the functions of wholesalers?
» Financing

» Production

» Risk bearing

» Transportation

Question No: 55 (Marks: 1) - Please choose one

The challenges faced by market leader include all, of the following EXCEPT:
» Protecting market share

» Indirect attack

» Expanding market share

» Expanding the total market

Question No: 56 (Marks: 1) -"Please’choose one

Which of the following is oneefithe challenges faced by market leader?
» Indirect attack

» Expanding market share

» Dividing the total market

» Increasing sales force

Question Non5S7 (Marks: 1) - Please choose one

Which of the following isincluded in the competitive positions?
» Marketypositional

» Market controller

» Market challenger

» Market observer

Question No: 58 (Marks: 1) - Please choose one
Which of the following is not the disadvantage of competitor-centered company?
» The company becomes too reactive

» A fighter orientation
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> Strategy is built on what others do
» Lessensinnovation

Question No: 59 (Marks: 1) - Please choose one

Global firmsface all of the following problems while entering into the international
market EXCEPT:

» Variable exchange rates

» Stable gover nments

» Protectionist tariffs and trade barriers

» Corruption

Question No: 60 (Marks: 1) - Please choose one

With reference to E-Marketing, which one of the following can be used tovadd customer
value?

» Technology

» Virtual business

» Market positioning

» Brand awareness

Question No: 61 ( Marks:. 1) - Please choose one

Companies can reduce their need of inventory’stocks by using which of the following?
» Inventory system

» Internet marketing

» Virtual business

» Logistic system

Question No: 62 ( Marks: X')*=sPlease choose one

Which of the following principle of enlightened marketing holds that a company should
put most of its resources into value-building marketing investments?

» Value marketing

» Innovative matketing

» Consumer-oriented marketing

» Societa“marketing

Question™No: 64 (Marks: 1) - Please choose one

If youreompetitor has cut the price of its product and it is affecting the sale of your
product and profit margin of your company, then you might decide to take some action.
Which of the following action will your company take in this situation?

» Close your business

» Raise perceived quality

» With draw your product

» Hold thesameprice

Note: Solve these papers by yourself
This VU & s not ble f, ved content



Composed & Solved
Dua Wagar
Vu Askari Team
www.vuaskari.com

FINALTERM EXAMINATION
Fall 2009
MGT301- Principles of Marketing (Session - 3)
Paper#18
Question No: 1 (Marks: 1) - Please choose one
A business can have excellent products and services due to excellent marketing skills and
techniques that are essential for a company's success. So what are the requirements
needed for today’ s marketer to achieve the organization‘s goals?

» Neither creativity nor critical thinking skills
h creativity and critical thinking skKill

P Critical thinking skills but not creativity

P Creativity but not critical thinking

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

Which one of the following options representsthis statement “What place do you want
your product to hold in the consumer’s mind”?

» Product

» Positioning
» Promotion
» Place

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

When Olympia Carpets,dével ops new carpets that are highly stain resistant and durable, it
must educate consumersiabout the product's benefits. This activity calls for which one of
the followingmarketing mix variables?

» Price

» Promotion
» Distribution
» Product

Question No: 4 (Marks: 1) - Please choose one
Which one of the following is a key to build lasting relationships with consumers?

» Price of the product
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» Need recognition
» Customer satisfaction
» Quality of product

Question No: 5 (Marks: 1) - Please choose one
Which one of the following isNOT apart of the macro-environment?

» Demographic forces
» Natural forces
» Competitors' forces

» Political forces

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

Which one of the following represents large growing kid'and teen market?
» Baby boomers

» Generation-X

» Generation-Y
» Echo boomers

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

The objective of which of the following research isto gather preliminary information that
will help define the preblem and suggest hypotheses?

» Descriptive
» Exploratory
» Causal

» Corrective

Question No: 8 (Marks: 1) - Please choose one
Which one of the following statements BEST characterizes marketing research?

» Research is a continuous process, providing a constant flow of information
» Research is conducted on a special-project basis
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» Research is performed when routine information is required
P Research is the basis for making recurring marketing decisions

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

How do consumers respond to various marketing efforts the company might use? What is
astarting point of a buyer’s behavior?

» Belief

» Subculture

» Post purchase feeling

» Stimulus-response Model

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

Which one of the following stage is NOT a part of buyer’ s black,box”?
» Brand choice

» Product choice

» Need recognition

» Dealer choice

Question No: 11 (Marks: 1) - Please¢hoose one
Society’ srelatively permanent and ordered divisions whose members share similar
values, interests and behaviors reflect which one of the following option?

» Social classes

» Habitual buyers

» Charismatic leaders
» Opinion leaders

Question Nonl2 (Marks: 1) - Pleasechooseone

Which onewf the following factor is NOT used for measuring the social class?

» Income

» Number of children in family
» Occupation

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

What is the stage of the buyer decision process in which the consumer uses information
to evaluate brandsin the choice set?

» The alternative evaluation stage
» The situational stage

» The experimental stage

» The informative stage

Question No: 14 (Marks: 1) - Please choose one
Y ou purchase cleaning supplies for your custodial help regularly. It is showing which
buying situation?

» Modified rebuy

» Straight rebuy

» Modified straight rebuy
» Consumer buy

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

Mr. Salman works for an organization in whielrhis purchases must be accountable to the
public. His buying procedures are extremelyycomplex. Based on this description, he
works for an organization in which market.type?

» Reseller
» Producer
» Supplier
» Government

Question No:426,\(Marks: 1) - Please choose one
Inelastic demand inindustrial markets refers to which of the following situation?

» Demand for a given product fluctuates very little over time.
» Price increases or decreases will not significantly alter demand for a given

product.
» The demand for one product depends heavily on the demand for another product.

» Supply for a given product cannot keep up with the demand for it.

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

Marketers need to position their brands clearly in target customers’ minds. They can

Note: Solve these papers by yourself
This VU & ) : ble f, ved rent
www.vuaskari.com



Composed & Solved
Dua Wagar
Vu Askari Team

www.vuaskari.com
position brands at any of three levels. At the lowest level, they can position the brand on
which of the following basis?

P Interactive marketing
» Internal marketing
» Product attributes
» Added service

Question No: 18 (Marks: 1) - Please choose one
Priceis a key element in the marketing mix because it relates directly to:

» The size of the sales force
» The speed of an exchange
» The control of quality

» The generation of total revenue

Question No: 19 (Marks: 1) - Please choose oné
Which of the following is NOT amajor factor for making firms price decisions?

» Environmental factors
» Marketing objectives
» Past sales

» Marketing mix strategy

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

When establishing prices,\a marketer's first step is to:

» Develop pricing objectives
» Select a pri€ing policies

» Evaluate‘cempetitors' prices
» Determine a pricing methods

Question No: 21 (Marks: 1) - Please choose one
Sellers that emphasize distinctive product features to encourage brand preferences among
customers are practicing:

» Product competition
» Non-price competition
» Brand differentiation

Note: Solve these papers by yourself
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» Product differentiation

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

When Kodak sets the general price range, low for its cameras and set high for itsrelated
film, it is practicing which one of the following pricing?

» Market-penetration pricing

» Market-skimming pricing

» Product line pricing

» Captive-product pricing

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

In which of the following pricing the seller selects a given city as a *basing point" and
charges all customers the freight cost from that city to the/eustomer location, regardless
of the city from which the goods are actually shipped?

» Base-point pricing

» Freight absorption pricing

» Transfer pricing

» Zone pricing

Question No: 24 (Marks: 1) - Please choose one
Which might be the effect of a sueéessfulyprice increase on profits?

» Profit can decrease

» No change observed in\profits
» Infinite change in profits

» Profit can increase

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

Which'ene of the following is considered as an independent business that sells
complementary products of severa producers in assigned territories and is compensated
through commissions?

» Industrial distributor

» Production agent
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» Wholesaler

> Manufacturers' agent
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Question No: 26 (Marks: 1) - Please choose one Q
From aretailer's point of view, the MOST basic advantage of using Gh er isthat

the wholesaler: .

» Extends credit to the retailer \ L

» Perform channel functions more efficiently than t i

» Takes ownership of goods for the retailer

Question No: 27 (Marks. 1) - Pleasech %
Which one of the following is the primary f abroker?

>

: 1)° - Please choose one

» Take title to a producer's goods
» Sell directly to the final consu
» Sell directly to producers

Question No: 28 (

An organization is i acircular regarding the new credit term to all the employees.

ganization is representing what?

» Sour

» De T
> Sender

QuestionNo: 29 (Marks: 1) - Please choose one

Pull promotion is one of the promotion mix strategies. Which of the following are heavy
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» Public relations and distribution

P Personal selling and public relations
» Distribution and advertising

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

Marketing managers at General Motors are determining what proportion of the budget
would be spent on magazine, television and radio advertisements based on the cost and
effectiveness of each. What is the name of the plan prepared by the marketers at GM2
» An advertising-allocation plan

» A mediaplan

» An arbitrary allocation plan

» An objective-task plan

QuestionNo: 31  (Marks: 1) - Please choose.one

Which one of the following advertising decisions can be classified by primary purpose,
whether the aim is to inform, persuade or remind?

» Advertising objectives
» Advertising budgets

» Advertising strategies
» Advertising campaigns

Question No: 324 (Marks: 1) - Please choose one

Which of thefollowing advertising becomes more important to build selective demand as
competition increases?

» Persuasive advertising

» Informative advertising
» Patronage advertising
» Reminder-oriented advertising

Question No: 33 (Marks: 1) - Please choose one
In which of the following advertising a company directly or indirectly comparesits brand
with one or more other brands?

Note: Solve these papers by yourself
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» Informative advertising
» Institutional advertising
» Reminder advertising

» Comparative advertising

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

Expensive Coca-Colatelevision ads primarily are atype of which of the following
advertising?

» Informative advertising

» Comparative advertising

» Persuasive advertising

» Reminder advertising

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

Advertisers are increasingly shifting larger portions of their'budgets to'mediathat cost
less and target more effectively. All of the following are benefits greatly from this shift
EXCEPT:

» Outdoor advertising

» Cable television

» Network television

» Shopping carts

Question No: 36 (Marks: 1) - Please¢hoose one

In which one of the following plans management takes decisions about potential
customers, sales activities and future praspects during the next 12 months?

» Profit-sharing plan

» Trade promotion plan

» Annual call plan

» Sales quota plan

Question No: 374, (Marks: 1) - Please choose one

A departmentalistore firm wants to increase sales and reach new markets with direct
marketing. Fe,accomplish this, the sales or marketing manager would choose which of
the following tool ?

» Salespromotions
» Advertising

» Kiosk marketing
» Public relations

Question No: 38 (Marks: 1) - Please choose one
Which one of the following authorities might use several tools like news, speeches and
specid events for the marketing purpose?

Note: Solve these papers by yourself
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» Advertising agencies
» Advertising specialists

» Public relation professionals
» Computer programmers

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

Which one of the following are low-growth, low-share businesses and products (they:
may generate enough cash to maintain them, but do not have much future)?

» Dogs
» Cash Cows

» Stars
» Question Marks

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

Which one of the following wholesaler provides a convenient and effective method of
selling small itemsto customers in remote areas that other,wholesalers might find
unprofitable to serve?

» Mail-order wholesalers

» Specialty-line wholesalers
» Cash-and-carry wholesalers
» Truck wholesalers

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

Which one of the following optienis NOT related with E-Commerce?
» E-Mailing

» E-Business

» E-Commerce

» E-Marketing

Question Nond2 (Marks: 1) - Pleasechooseone
If the competitor’s price cut harm the company’ s sales and profit then what should your
company ‘do:

» Hold the current price
» Increase the price

» Decrease the price
» Either increase or decrease the price

Question No: 43 (Marks: 1) - Please choose one
What does this statement show “ Trade of value between two parties’?

» Competition

Note: Solve these papers by yourself
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» Transaction

» Exchange

» Need

Question No: 44 (Marks: 1) - Please choose one
In Boston Consulting Group approach, which one of the following is a measure of
company's strength in the market?

» Relative market share

» Market share

» Business portfolio

» Market growth rate

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

Which of thefollowing isNOT a disadvantage of the Internet?
» High selectivity

» Relatively low impact

» Audience controls the exposure

» Demographically skewed audience

Question No: 46 ( Marks: 19w, - Please choose one

Nestle Foods, ran an ad promoting its new Nestle fruit juice in Ladies' Home Journal
magazine. The ad centained a coupon for $1.00 off the purchase price of two half-gallon
containers of thedrink.*The advertising agency that created the Nestl€' s ad for the
magazine:

» Wasengaged in feedback barrier removal

» Was engaged in encoding the ad

» Was responsible for decoding the ad

» Acted as the communication channel

Question No: 47 (Marks: 1) - Please choose one
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All of the following are examples of items with elastic demand EXCEPT:
» Wheat

» Car

» Computer

» Gold jewelry

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

Which of the following is TRUE if you change the price in B.E analysis?
» It will not change the B.E point

» It will not change the sales

» It will shift the B.E point

» It will change the total fixed cost

Question No: 49 (Marks: 1)\ - Please choose one

Identify the main advantage of telemarketing as a direct-response approach?
» Personal

» Flexibility

» Visualization

» Cost

Question No: 50 (Marks: 1) - Please choose one

Which one of the following is consider more powerful promotion process that allows the
firm to reach the right customers with the right messages at the right time and in the right
place?

Note: Solve these papers by yourself
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» Advertising

» A promotional campaign

» Relationship marketing

Question No: 51 (Marks: 1) - Please choose one
Which of the following is the basic purpose of personal selling? OO

» Indirect written communication between buyers and sellérs

o
P It is an inexpensive mode to convey message to buyer&

» Not usually combined with other aspects of.promioti the total marketing mix

Question No: 52 (Marks: 1)

Which one of the following m ivity stimulate consumer purchasing such as
coupons, contests, free sam trade shows?

» Sales promotion ¢
» Publicity
» Person g

| 2 1 ation

Question No: 53 (Marks: 1) - Please choose one

Sales promotion is best defined as a(n):

—
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» Advertising and publicity campaign
» Give some incentive to consumer

» Activity and/or material used in personal selling

Question No: 54 (Marks: 1) - Please choose one

Which of the following is one of the challenges faced by market leader?
» Indirect attack

» Expanding market share

» Dividing the total market

» Increasing sales force

Question No: 55 (Marks: 1) - Please cheose one

Which of the basic competitive strategy creates competitive advantage by offering
products with unique customer benefitsor features not available from competitive
offerings?

» Cost-leadership

» Differentiation

» Focus

» Product|intimacy

Question No: 56 (Marks: 1) - Please choose one

Which of the following is an international trade agreement that has hel ped to reduce
worldwide tariffs?

» General Agsreement on Tariffs and Trade (GATT)

Note: Solve these papers by yourself
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» World Trade Organization (WTO)

» North American Free-Trade Agreement (NAFTA)

» Association of Southeast Asian Nations (ASEAN)

Question No: 57 (Marks: 1) - Please choose one
Which of thefollowing istrue?

» GATT succeeds WTO

» WTO succeeds NAFTA

» WTO succeeds GATT

» NAFTA succeeds GATT

Question No: 58 (Marks: 1) - Please chooseone
Which of the following is true about Nofth’/American Free-Trade Agreement (NAFTA)?

» An accord to remove trade barriers among Canada. Mexico and the United
States

» An accord to remove transport barriers among Canada, Mexico and the United States

» An accord to remove transport barriers among Canada, Morocco, Chile and the United
States

» An accofduto remove trade barriers among Canada, Mexico, Brazil and the United
States
Question No: 59 (Marks: 1) - Please choose one

Which of the following has a greater amount of risk, control and profit potential ?
» Importing

» Joint Venturing

Note: Solve these papers by yourself
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» Direct Investment

» Exporting

Question No: 60 (Marks: 1) - Please choose one

Internet was used for the first time in which of the following year?

Question No: 61 (Marks: 1) - Please chooseone
Which of the following is a philosophy of custemesatisfaction and mutual gain?

» The marketing concept

» The production concept
» The selling concept

» Societal marketing.concept

Question No:462,_\(Marks: 1) - Please choose one

Which one\of the followingis NOT the primary criticism leveled at the marketing
functionBy:consumers, consumer advocates, and government agencies?

» Deceptive practices
» High-pressure selling
» Shoddy or unsafe products

» Too much political power
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Question No: 63 (Marks: 1) - Please choose one

In consumerism Traditional buyers' rightsinclude all of the following EXCEPT:
» Right to spend any amount to promote the product

» Right not to buy a product that is offered for sale

» Right to expect the product to be safe

» Right to expect the product to perform as claimed

Question No: 64 (Marks: 1) - Please choose one

Which of the following is NOT a method of compensation plan?
» Straight salary

P Straight commission

» Salary plus bonus

» Grants by government

FINALTERM EXAMINATION
Fall 2009
M GT801- Principles of Marketing (Session - 4)
Time: 120 min
Paper #19 Marks: 92

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

Which onewf the following options represents this statement “What place do you want
your preduct to hold in the consumer’s mind”?

» Product

» Positioning

» Promotion

» Place

Question No: 2 ( Marks: 1) - Please choose one
An important concept in which we realize that l0osing a customer means losing more than
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asingle sale. It means losing the entire stream of purchases that the customer would make
over alifetime of patronage. Which one of the following options reflects this concept?
» Net profit
» Customer lifetime value
» Relationship marketing
» Market share

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

The objective of which of the following research isto gather preliminary informationthat
will help define the problem and suggest hypotheses?

» Descriptive

» Exploratory

» Causa

» Corrective

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

If Proctor and Gamble need to know what percentage of customers examines product
labels before making a product selection in the supermarket? By which method this study
would be accomplished?

» Focus groups

» Mail surveys

» Personal interviews

» Observations

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

Genera Motors need to assess the company's image relative to a new competitor. The
time schedule isflexible, theTésearch budget is very limited and alow response rate will
not be amajor problem. Which one of the following survey would be used by General
Motors?

» Mail

» Telephone

» Personal intexview

» Popul ation

Question'N@: 6 ( Marks: 1) - Please choose one

Which'ene of the following three-step process represents “ Perception”?
» Motivation, personality and attitudes

» Collecting, eliminating and organizing information inputs

» Receiving, organizing and interpreting information inputs
» Anticipating, classifying and discarding information inputs

Question No: 7 ( Marks: 1) - Please choose one
Which of the following demands that business markets have more?
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» Derived demands
» Steady demands

» Fluctuating
» Competitive

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

A firm has decided to localize its products and services to meet loca market demands.
Which one of the following approached is a good approach for this segmentation?

» Geographic

» Demographic

» Psychographics

» Behaviora

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

International Drilling Company segments its foreign markets by their overall level of
economic development. This firm segments on what basis?

» Political factors

» Legal factors

» Economic factors

» Natura factors

Question No: 10 ( Marks: 1) - Please chooseone

With concentrated marketing, the marketer’ goesafter a share of
» Small; asmall market

» Small; alarge market

» Large; oneor afew niches

» Large; the mass market

Question No: 11 ( Marks:\1 ) “Please choose one

Which of the followingareithose products purchased for further processing or for usein
conducting a busitiess?

» Unsought preducts

» Specialty‘products

» Shopping products

» Industrial products

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

Customer service is another element of product strategy. The first step isto survey
customers periodically to assess the value of current services and to obtain ideas for new
ones. From this careful monitoring, marketer has learned that buyers are very upset by
repairs that are not done correctly the first time. What is the name of these types of
services?

» Brand equity services
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» Product support services
» Socia marketing services

» Unsought product services

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

Marketers need to position their brands clearly in target customers’ minds. The strongest
brands go beyond attributes or benefit positioning. On which of the following basis the
products are positioned?

» Desirable benefit

» Good packaging

» Strong beliefs and values

» Customer image

Question No: 14 ( Marks: 1) - Please choose one
In which of the following product life cycle stages, sales are zero and the company’s
investment costs mount?
Pr m
» Introduction
» Growth
» Maturity

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

A marketer sometimes uses temporary pricexeductions for which of the following
objectives?

» Increase the number of competiters

» Decrease volume sod

» Gain market share

P Increase revenue per item

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

Which one of thefollowing statements reflects pricing policies and methods?
» Help direct and structurethe selection of afinal price

» Arethelast,decisions made for a new product

» Aretheisamefor al of acompany's products

» Are theimost important decisions made for a product

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

Which one of the following pricing method is the simplest pricing method?
» Valuebased

» Fixed cost

» Cost-based

» Skimming
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Question No: 18 ( Marks: 1) - Please choose one
If Pepsi setsthe price of its six packs to match exactly the price of Coca-Colds, Pepsi is
using which of the following pricing method?

» Demand-oriented
» Cost-oriented

> Ex%ience curve

Question No: 19 ( Marks: 1) - Please choose one
Which one of the following statements reflects competition-oriented pricing?

» Of little use if the competing products are homogenous

» Most often used when competing products are heterog S
http://books.googl e.com.pk/books? d=- o
0

R1zRakel JgC& pg=PA598& |pg=PA598& dq:Used+Wh& and+revenuestare+con

» Not useful asamethod of increasing or maintaining market sharC

sidered+secondary-+to+competitors+prices& source=
HBRgFKJOINN3T3j 77Zp4w& hi=en& ei=B4pNTh§B
ok _result& ct=result& resnum=3&ved=0CCA

8e2NnZF& sig=AjC6lu
AeZ68maDg& sa=X & 0i=bo
=onepage& q& f=false

Question No: 20 ( Marks: 1) - Please choo
Relationships among channel members,d. cers, wholesalers and retailers, are

usualy:
» Short-term commitments 0’
r&

» Expensive resource com ts
» Only minor commitments

) - Please choose one
annel with only one intermediary, that intermediary is classified

Question No: 21 (
When Mr. A isusing

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

Most, but not all, marketing channels have marketing intermediaries. A marketing
intermediary sometimes called a middleman, who perform which of the following
function?

| 2 Alwais sdls Eroducts to wholesalers
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» Always sdlls products to retailers
» Does not take title to products

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

The success of each channel member depends on the performance of which of the
following?

» Key channel members

» Theentiresupply chain

» The manufacturer

» Thewholesaler

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

A cash-and-carry wholesaler would be expected to:

» Provide transportation

» Handle high turnover products
» Carry awide variety of products

» Provide awide range of services

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

Proctor and Gamble periodically sends out coupons’and free samples of products. This
illustrates to which one of the foll owing elements of the promotion mix?

» Advertising

» Personal selling

» Sales promotion

» Publicity

Question No: 26 ( Marks: 1) - Please'ehoose one

Through vehicle the coded message is transmitted from the source to the recelver. Which
one of the following vehielesis used for this purpose?

» Decoder

» Encoder

» Relay channel

» Media

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

Which of"the following communication and promotion tools involve direct connections
with customers aimed toward building customer-unique value and lasting relationships?
» Personal selling and direct marketing

» Public relation and publicity

» E-commerce and e-business

» Advertising and sales promotion

Question No: 28 ( Marks: 1) - Please choose one
There are three typical types of salesforce structures. Which one is often supported by
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many levels of sales management positions in specific geographical areas?
» Territorial
» Customer

» Complex systems
» Matrix

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

All of the following functions are performed by public relations department EXCEPT:
» Direct marketing

» Product publicity

» Lobbying

» Public affairs

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

“Demand for a product exceeds the supply” reflects which one of the marketing
philosophies?

» The Product Concept

» The Selling Concept

» The Production Concept

» The Marketing Concept

Question No: 31 ( Marks: 1) - Please choosewone

Review of the sales, costs and profit projectiensfor a new product to find out whether
these factors satisfy the company’ s objectives comes under which one of the following
concepts?

» Business Analysis

» Product Development

» Test Marketing

» Commercialization

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

Which one of the following is NOT apart of competitive analysis?
» Identifyrfigicompetitors

P Assessing competitors

» Selecting competitors to attack and avoid

» Situation analysis

Question No: 33 ( Marks: 1) - Please choose one
The concepts of exchange and relationships lead to the concept of a market. Which one of
the following sets reflects the market?

» Actual buyers & Potential buyers
» Whole sellers & Retailers

» Consumers & Customers
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» Agents & Brokers

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

"The networks that connect people within a company to each other and to the company”
reflect which one of the following networks?

» WAN

» Intranets

» Extranets

» Internets

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

"Consumers are spending more on products and services that will improyve their lives
rather than their image” reflects which aspect of the cultural environment?

» People'sview of others

» People'sview of themselves

» People's view of organizations

» People'sview of nature

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

Which one of the following factor does not affect,the economic environment of
organizations?

» Donation to hospital

» Exchange rate

» Vaue added tax

» Disposable income

Question No: 37 ( Marks: 1 Y-"Please choose one

Which one of the following are the MOST useful source of speedier and more
comprehensive information?

» Suppliers

» Key customers

» Company reports

» Sdesforce

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

Mr. A cellect fresh vegetables supplied to him by the group of farmers. He has aregular
route of grocers and restaurants. They inspect and purchase quantities of theitemson a
given day. Mr. A iswhich type of wholesaler?

» Truck

» Cash-and-carry

» Drop shipper

» Limited-line
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Question No: 39 ( Marks: 1) - Please choose one
Which one of the following is the final stage in developing an advertising campaign?
» creating the advertising platform
» developing the media plan
» creating the advertising message

http://books.google.com.pk/books? d=IFLiOllsxWwC& pg=PA417&|pg=PA417& dg=sta
getin+devel oping+an+advertising+campai gn& source=bl & ots=w61K 7czV -

G& sig=PQUIgH-h8UZwHh3s29GTifOcJB4& hi=en& ei=jIFNTfm1D4XKhAe;
ANTEDQ& sa=X & oi=book_result& ct=result& resnum=9& ved= OCFSQ6A Ew

ge& g=stage%20in%20devel oping%20an%20advertising¥%20campal gn

Question No: 40 ( Marks: 1) - Please choose one
Which one of the following strategy threatens the various mtermedl ong the
channel to stock and sell the product?

> Pricing stral \
e, P

» Pull strategy

» Intermediary strategy

Question No: 41 ( Marks: 1) - Please choo: él
Which of thefollowing isNOT an example asive advertising?
» Building brand preference

» Persuading customers to recei
» Encouraging the customer to"pur

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

Which of the followi ement describes a key difference between advertising and
publicity?
» Publicity is Sive on a cost-per-contact basis than advertising

» Publicity i aid, and advertising isindirectly paid

» Advertising provides an immediate feedback |oop, and publicity does not

Qu 0: 43 (Marks: 1) - Please choose one
When a customer isin the pre purchase stage:
» Persona selling is slightly more effective than advertising

» He or she will be unaffected by public relations activities
» The importance of personal sellingis at its highest
Question No: 44 ( Marks: 1) - Please choose one

Fixed cost is also known as which of the following?
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» Sunk cost
» Variable cost
» Overhead cost

» Advertising cost

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

All of the following are examples of items with inelastic demand EXCEPT:
» FHour

» Sugar

» Car

» Pulses

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

Nestle Foods ran an ad promoting its new Nestl€ sfruit juice cocktail in L adies' Home
Journal magazine. The ad contained a coupon for $1.00 off the purchase price of two
half-gallon containers of the drink. In terms of the communigatien process, the ad itself
is:

» A channel of communication

> A receiver

» Feedback

» The message

Question No: 47 ( Marks: 1) - Please chbose ane

Which one of the following communigation activities is best to create and maintain a
favorable relation between the organizatien and its publics?

» Advertising

» Selling

» Publicrelation

» Publicity

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

Which of the following option is correct when a manufacturer can not hold on message
that he wantsito convey to audience?

» Persona selling

» Salespromotion

» Advertising

» Publicity

Question No: 49 ( Marks: 1) - Please choose one

What is the difference between advertising and publicity?

» Advertising is personalized promotion and publicity is mass promotion
» Advertising is presented through the media and publicity is not

» Advertising is paid communication and publicity isfree of cost
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» Advertising is always positive and publicity is aways negative

Question No: 50 ( Marks: 1) - Please choose one

The four major promotional tools (advertising, persona selling, sales promotion, and
public relations) are known as the:

» Communication model

» Advertising campaign

» Promotional mix

» Marketing mix

Question No: 51 ( Marks: 1) - Please choose one
Which one of the following marketing activity stimulate consumer purchasing such as
coupons, contests, free sample and trade shows?

» Salespromotion
» Publicity

» Persona selling
» Publicrelation

Question No: 52 ( Marks: 1) - Please choose ane

Revlon comes into serious conflict with its departmental store channels when it cozied up
to mass merchants is related to which of the feMowing?

» reducing conflict

» Horizontal conflict

» Vertical conflict

» Conflict management

Question No: 53( Marks: 1) - Please choose one

Which of thefallowing distribution are used by most tel evision, furniture and small-
appliance brands?

» Selectivedistribution

» Exclusive distribution

» Intensive distribution

» None of the given options

Question No: 54 ( Marks: 1) - Please choose one

Which store sells standard merchandise at lower prices by accepting lower margins and
selling higher volume?

» Speciaty stores
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» Discount store
» Supermarkets
» Convenience stores

Question No: 55 ( Marks: 1) - Please choose one

Which of the following is part of the four competitive positions?
» Market controller

» Market follower

» Market positiona

» Market observer

Question No: 56 ( Marks: 1) - Please choose one

Which of the following discounts encourage purchases earlier than demand?

» Quantity discount

» Cash discount

» Seasonal discount

» Trade discount

Question No: 57 ( Marks: 1) - Please choose one

Rs.3.00 is rounded to Rs.3.00 while Rs.2.99 isrounded to Rs.2.00 "plus change” relates
to which of the following?

» Odd-Even Pricing

» Special-Event Pricing

» Cash Rebate

» Segmented Pricing

Question No: 58 ( Marks: 1) - Please cheose one

Through which of the followingnternet source companies can easily provide their
information to customers?

» Websites

» Search engines

» Email

» Chat rooms

Question No: 59( Marks: 1) - Please choose one

Which of thefollowing claim that certain marketing practices hurt individual consumers,
society as awhole, and other business firms?

» Social critics

» Marketing ethics

» Environmentalism

» Public policy

Question No: 60 ( Marks: 1) - Please choose one
All of the following critics come under the marketing’ s impact on society asa
whole EXCEPT:

» Too much political power
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» producing too few social goods
» Cultural pollution

» Deceptive pricing

Question No: 61 ( Marks: 1) - Please choose one

Which of the following environmentalism strategy involves more than pollution control,
which means eliminating or minimizing waste before it is created?

» Pollution prevention

» Product stewardship

» Sustainability vision

» New environmenta technologies

Question No: 62 ( Marks: 1) - Please choose one

If your competitor has cut the price of its product and it is affectingthe sal e of your
product and profit margin of your company, then you might decide to take some action.
Which of the following action will your company take in this'situation?

» Close your business

» Raise perceived quality

» With draw your product

» Hold the sameprice

Question No: 63 ( Marks: 1) - Please choose-one

If your competitor has cut the price of its product and it is affecting the sale of your
product and profit margin of your company;ithén you might decide to take some action.
Which of the following action will yeur company take in this situation?

» Hold the sameprice

» Close your business

» Launch low-price “Fighting'Brand”

» With draw your product

Question No: 64 ( Marks:*1) - Please choose one

Which of the follewing's the disadvantage of persona selling?
» It can be adapted for individual customers

» It iscostly to develop and operate a salesforce

» It can be focused on prospective customers

» Itresultsin the actual sale
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Question No: 1 (Marks: 1) - Please choose one
Which one of the following environment includes laws, government agencies, and
pressure groups that influence and limit various organizations and individuals in agiven
society?

» Natural environment

» Political environment

» Societal environment

» Cultural environment

Question No: 2 (Marks: 1) - Please choose one
Maslow has alist of human needsfrom the most pressing to the least pressing-il hey
include al of thefollowing EXCEPT:

» Physiological needs

» Safety needs

» Need recognition

» Self-actualization

Question No: 3 (Marks: 1) - Please choose one
In which of the following cases two established brand namesof different companies are
used on the same product?

» Brand extension

» Brand equity

» Co-branding
» Cannibalization

Question No: 4 (Marks: 1) "\ Please choose one
If BATA Company Ltd. has'Sfew.sales growth, profitsare nonexistence and there are
heavy expenses incurred.;Which of the following stage isbeing faced by the BATA?
» Introduction
» Growth
» Maturity
» Decline

Question No: 5 (Marks: 1) - Please choose one
When establishing prices, a marketer'sfirst step isto:

» Develop pricing objectives

» Select a pricing policies

» Evaluate competitors prices

» Determine a pricing methods

Question No: 6 (Marks: 1) - Please choose one
When Kodak setsthe general price range, low for its cameras and set high for itsrelated
film, it is practicing which one of the following pricing?
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» Market-penetration pricing
» Market-skimming pricing
» Product line pricing
>

Question No: 7 (Marks: 1) - Please choose one
Which one of the following statements reflects competition-oriented pricing?

» Not useful asa method of increasing or maintaining market share
» Of little useif the competing products are homogenous
» Most often used when competing products are heterogeneous O

Question No: 8 (Marks: 1) - Please choose one ( )
Which might be the effect of a successful price increase orf'profits?
» Profit can decrease

®
» No change observed in profits \

» Infinite chanie in Erofits (b&

Question No: 9 (Marks: 1) - Pleasec

Which one of the following is considered ependent businessthat sells
complementary products of several pro iffassigned territories and iscompensated
through commissions?

» Industrial distributor 0
» Production agent

» Wholesaler

[
- 1) - Pleasechoose one
from amarketing channel resultsin which of the following?

sand lead to lower prices in the market
not lower prices and will not eliminate the functions performed by

Question No: 10
Eliminating aw

iminate the functions performed by the wholesaler and will lower costs

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

Which one of the followingis the primary purpose of a broker?
» Taketitleto aproducer's goods
» Sdll directly to thefinal consumer

» Sdl di rectli to Eroducers
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Question No: 12 (Marks: 1) - Please choose one
Which of the following is considered as huge superstores, perhaps as large as six football
fields?

» Hypermar ket

» Department store

» Genera merchandise retailer

» Discount store

Question No: 13 (Marks: 1) - Please choose one
Location is extremely important to aretailer due to which oneof the foll gwingseasons?
» Suppliers charge more to service storesin certain trading areas.
» A desirable location appeals to consumers emotionsand encour ages them to
buy.
» Locationisthe mgor determinant of store image.
» Location determines the trading areafrom which thesstore must draw its
customers.

Question No: 14 (Marks: 1) - Please chposeone
Communication through a news story regardinghan.organization or its products that is
transmitted through a mass medium at no charge, réfers to which one of the following
promotion mix?

» Advertising

» Sales promotion

» Personal selling

» Public relations (Publicity)

Question No: 15 (Marks: 1) - Pleasechoose one
If you are attempting to creatéprimary demand toward your product, you will use which
type of the following ads?

» Informative

» Persuasive

» Reminder

» Coogperative

Question.No: 16 (Marks: 1) - Please choose one
Which one of the following advertising is required by a product in the maturity stage?
» Informative
» Comparative
» Persuasive
Remin

Question No: 17 (Marks: 1) - Please choose one
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Advertisers are increasingly shifting larger portions of their budgetsto media that cost
less and target more effectively. All of the following are benefits greatly fromthis
shift EXCEPT:

» Outdoor advertising
» Cabletelevision

» Shopping carts
http://wps.pearsoned.co.uk/ema_uk_he harker_mktgintro_1/127/32609/8348002.cyv/cont
ent/index.html Question#24

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

The phase in the selling process in which the salesperson gathers as much inf@rmation
about the prospective client before the salescall refersto which oneebthexfell owing
option?

» Approach
» Prospecting
» Qualifying

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

Which one of the followi ni isthe mi or benefit oftusi nﬁ event sponsorship?

» Enhances personal selling efforts
» Neutralizes the effects of unfavorable public relations
» Provides an excellent back4drop fer advertisements

Question No: 20 ( Marks: 19w, - Please choose one
Which one of the following authorities mi ght use several tools like news, speechesand
specid events for the marketing purpose?

» Advertisingagencies

» Advertising specialists

» Computer programmers

Question™o: 21 (Marks: 1) - Please choose one
A broafset of communication activities used to create and maintain favorable relations
between the organization and its publics reflects which oneof the following marketing
communication mix?

» Advertising

» Public relations

» Personal Selling
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Question No: 22 (Marks: 1) - Please choose one
Which one of the following faces three challenges. expanding the total market,
protecting market share and expanding market share?

» Market leader

» Market challenger

» Market follower

» Market niche

Question No: 23 (Marks: 1) - Please choose one
GATT stands for which one of the following?

» Generd Agreement on Tariffs and Tax

» Generd Agreement on Tax and Trade

» General Agreement on Traffic and Trade

» General Agreement on Tariffs and Trade

Question No: 24 (Marks: 1) - Please choose one
All of the following are accurate descriptions of the benefits of internet
buying EXCEPT:
» Internet buying isconvenient for the customers
» Internet offers buyers the benefit of comparative shopping
» Internet provides buyers with greater product access and selection
» Internet buyingis easy and privatefor the customers

Question No: 25 (Marks: 1) - Pleasechoose one
An effective form of direct marketing taday is using the 30-minute television advertising
programs for a single product to get instant feedback from customersrefers to which of
the following concepts?

» TV commercial

» Infomercials

» Home shopping | TV

» Publicity

Question N0w26 (Marks: 1) - Please choose one
All of the following are the examples of public relationstools EXCEPT:
» Speeches
» Feature articles
» Specia events
» Newsstories

Question No: 27 (Marks: 1) - Please choose one
Product cost price value customer
This is related to which of the following pricing?

» Vaue based pricing
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» Cost based pricing
» Competition-based Pricing
» Going-rate pricing

Question No: 28 (Marks: 1) - Please choose one
All of the following are examples of itemswith elastic demand EXCEPT :
» \Wheat
» Car
» Computer
» Gold jewelry

Question No: 29 (Marks: 1) - Please choose one
In atextilefirm if the director of marketing is concerned with the buyer-readiness stages
of hiscustomers, the best promotional tool for him to use would be:

» Public relations and publicity

» Sales promotion

» Advertising

» Personal selling

Question No: 30 (Marks: 1) - Please chtoseone
The challenges faced by market leader includeal of the following EXCEPT:
» Expanding the total market
» Protecting market share
» Indirect attack
» Expanding market share

Question No: 31 (Marks: 1) - Please choose one
Which of the following is partof the four competitive positions?
» Market positional
» Market observer
» Market‘eentroller
» Market follower

Question™No: 32 (Marks: 1) - Pleasechoose one

Which'ef, the following has alesser amount of risk, control and profit potential ?
» Joint Venturing
» Direct Investment

» Exporting
» Licensing

Question No: 33 (Marks: 1) - Please choose one
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Offering Pepsi at alower price during the month of Ramadan isrelated to which of the
following?
» Odd-Even Pricing
» Special-Event Pricing
» Segmented Pricing
» Skimming Pricing

Question No: 34 (Marks: 1) - Please choose one
With reference to E-Marketing, which oneof the following can be used to increases
company profitability?

» Technology

» Virtual business

» Market positioning

» Brand awareness

Question No: 35 (Marks: 1) - Please choose one
Internet began to expand with the World Wide Web in whigh of the following year?
> 1991
» 1992
» 1993
» 1994

Question No: 36 (Marks: 1) - Please¢hoose one
Which of the following provide connection and interaction between the consumer and
company?

» Virtual communities

» Business to consumer

» Business to business

» E-Marketing

Question No: 374 (Marks: 1) - Please choose one
Which of thefellowing claim that certain marketing practices hurt individual consumers,
society as awhole, and other business firms?

» Social critics

» Marketing ethics

» Environmentalism

» Public policy

Question No: 38 (Marks: 1) - Please choose one
If your competitor has cut the price of its product and it is affecting the sale of your
product and profit margin of your company, then you might decide to take some action.
Which of the following action will your company takein this situation?
» With draw your product
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» Close your business

» Improve quality& increase price

» Hold thesame price
Once the company has deter mined that the competitor hascut its price and that this
pricereduction islikely to harm company sales and profits, it might smply decide
to hold itscurrent price and profit margin.

Question No: 39 (Marks: 1) - Please choose one
Mr. X prefers Toyota over Honda, because he considers Toyota to be cheaper, faster;
more economical and reliable. The evaluation performed by Mr. X is knownas:

» Customer Perceived Value

» Customer Preference

» Customer’s Choice

» Customer Satisfaction

Question No: 40 (Marks: 1) - Please choose one
A network which is meant for the exclusive use of the organization and its associates
(customers, employees, members, suppliers, etc.) is kaOwn as

» Intranet

» Internet

» Extranet

» World Wide Web

Question No: 41 (Marks: 1) - Pleasechoose one
The car manufacturers in order to-€ompete with its rival brands are inserting Air bags,
Disc players, Cushionsand Seat heltsaThis is doneto:

» Reduce the possibility ofaccidents

» Increase short run customer satisfaction

» Increaselong run customer satisfaction

> Add style todts cars

Question No:42 _\(Marks: 1) - Please choose one
A marketip@udepartment organization where a product manager devel ops a complete
strategy, fox, a product or brand is called:

» FRunctional Organization

» Geographic Organization

» Product M anagement Organization

» Customer Management Organization

Question No: 43 (Marks: 1) - Please choose one
Which environmental factor ismade up of institutions and other forces that affect a
society’s basicvalues, perceptions, preferences, and behaviors?

» Technological
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» Political
» Demographic
» Cultural

Question No: 44 (Marks: 1) - Please choose one
The consumer buyers' characteristics are affected by which of the following factors?

» Cultural and Social

» Personal and Political

» Psychological and Demographical
» All of thegiven options

Question No: 45 (Marks: 1) - Please choose one
All of Ali’sfriendstry to follow himin hisstyle and dressing..In his group Ali is
regarded asa/an:

» Charismatic

» All of the given options

» Opinion leader
» | mportant

Question No: 46 (Marks: 1) - Please cheose one
The tendency for people to screen out mostief, the information to which they are exposed
iscaled:

» Selective Attention

» Selective Retention

» Selective Distortion

» None of the given option

Question No: 47 (Marks: 1) - Please choose one
Identify the ways that @acompany can lengthen its product line.
» Line stretchingand linefilling
» Line'stretching and product width
» Linefilling and product line development
» Allof the given options

Question No: 48 (Marks: 1) - Please choose one
Some companies place information and ordering machines at stores, airportsand other
location. Thisis called

> KIOSK Marketing
» Database Marketing
» Catalog Marketing

» None of the given option
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Paper#21
Question No: 1 (Marks: 1) - Please choose one
Which one of the following optionis NOT abenefit for buyer with E-commerce?
» Convenience
» Easy and private
> Reliability
» Greater product access

Question No: 2 (Marks: 1) - Please choose one
Which one the following option is related with this statement “Rapid imitationef Ieader
or chalenger with moderate country market coverage and emphasis on price sensitive
markets. The result is overall moderate share with high shares in sel ected country
markets.”

» Global leader strategy

» Global challenger strategy

» Global follower strategy

» Global niche strategy

Question No: 3 (Marks: 1) - Please chooseone
If afood company gives 5 percent discount ip‘partieular burger to increase sales, it is
atering which one of the following el ementsef the'marketing mix?

» Promotion

» Price

» Product

» Place

Question No: 4 (Marks: 1) - Please choose one
Unique psychological charactéristics that lead to relatively consistent and lasting
responses to one’' s own'environment refers to which one of the following?

» Belief
» Culture

» Personality
p Self~awareness

Question No: 5 (Marks: 1) - Please choose one
With concentrated marketing, the marketer goes after a share of
» Small; a small market
» Small; a large market
L : oneor afewnich
» Large; the mass market
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Question No: 6 (Marks: 1) - Please choose one
Product planners need to think about products and services on three levels. Each level
adds more customer value. Which one of the following is the most basic level that
addresses the question, “What is the buyer really buying?’

» Actual product
» Augmented product

» Core benefit

» Co-branding
Question No: 7 (Marks: 1) - Please choose one
The purpose of idea generation isto create a of ideas. The purpose of sucCeeding
stagesisto that number.

» Small number; reduce
» Small number; increase
» Large number; increase

» | arge number: reduce

Question No: 8 (Marks: 1) - Please chooseone
A review of the sales, costs and profit projections for.a new product to find out whether
they satisfy the company’ s objectives refers tewhich one of the following concepts?

» Business feasibility
» Feasibility study

» Business analysis
» Product acceptance

Question No: 9 (Marks: 1) - Please choose one
A firm that practices price‘competition engages in which one of the following strategy?

» Setting prices only aslow asthe second-lowest competitor
P Letting,other firms cut price while it retains profitability

» Competing in both price and product differentiation

» Beating or matching the prices of competitors

Question No: 10 (Marks: 1) - Please choose one
A firm establishes which of the following pricing objectives to maintain or increase its
product's sales in relation to total industry sales?

» Cash flow
» Sales potential
» Product quality
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» Market share

Question No: 11 (Marks: 1) - Please choose one
A marketer sometimes uses temporary price reductions for which of the following
objectives?

» Increase the number of competitors
» Decrease volume sold
» Gain market share

» Increase revenue per item

Question No: 12 (Marks: 1) - Please choose one
Which one of the following advantages refl ects the advantage of praduct bundle pricing?

» It can promote the sales of products consumers might not otherwise buy
P It offers consumers more value for the money

» It combines the benefits of the other pricing strategies
» It provides a more complete product experience for consumers

Question No: 13 (Marks: 1) - Please chtoseione

In which of the following pricing the seller selects a given city as a"basing point" and
charges all customers the freight cost fram/ithat €ity to the customer location, regardless
of the city from which the goods are.agctually shipped?

» Base-point pricing

» Freight absorption pricing
» Transfer pricing

» Zone pricing

Question No: 144 (Marks: 1) - Please choose one
ABC Companyythe sportswear designer and manufacturer, decided to openits own
speciaty shops.to sell its merchandise, the firm was engaging in which of the following
channels?

» Vertical channel integration

» A'conventional marketing channel

» Horizonta channel integration

» Channel expansion

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

To reduce inventory management costs, many companies use a system where they carry
only small inventories of parts or merchandise, often only enough for afew days of
operation refers to which of the following concepts?
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» Just-in-timeloqgistics

» Limited inventory logistics
» Supply chain management
» Economic order quantity

Question No: 16 (Marks: 1) - Please choose one
Which one of the following statements refers to manual order processing?

P integrates the order processing and production planning
» isflexiblein special situations

» is practical for a large volume of orders

» isthe most widely used form of order processing

Question No: 17 (Marks: 1) - Please choose one
Which of the following statements isconsidered to be aDI SADVANTAGE of using
industrial distributors?

» Industrial distributors possess considerable technical and market information.
» The traditional marketing exchange relatienship.is heavily focused.

» They arelesslikely to handlebulky itemsor items that are slow sellers.
» Industrial distributors sell specific brandsaggressively.

Question No: 18 (Marks: 1) - Pleasechoose one
“Sharing of meaning” reflects whieh one/of the foll owing concepts?

» Noise
» Interference

» Communication
» Information

Question No:419, \(Marks: 1) - Please choose one
Which one-6fithe following advertising decisions can be classified by primary purpose,
whether, the aim is to inform, persuade or remind?

> Advertising objectives
» Advertising budgets

» Advertising strategies
» Advertising campaigns

Question No: 20 (Marks: 1) - Please choose one
Giving a free sample of a new product by attaching it to the pack of an existing product
refers to which one of the following promotion?
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» On-pack promotion

» New-product promotion
» Extrafill promotion

» Co-operative discounting

Question No: 21 (Marks: 1) - Please choose one
To reduce time demands on their outside sales forces, many companies have increased
the size of their inside sales forces, which include technical support people and sales
assistants. Which one of the following can also be another part of the sales force?

» Order takers

» Order getters

> Telemarketers

» Secretaries

Question No: 22 (Marks: 1) - Please choose one
Which one of the following are low-growth, low-share busipesses and products (they
may generate enough cash to maintain them, but do not have much future)?

» Dogs

» Cash Cows

» Stars

» Question Marks

Question No: 23 (Marks: 1) - Please¢hoose one
Which of the following option is NOT, related with traditional buyer’ s rights?
» Right not to buy a product-that iSeffered for sale
» Right to expect the product to'be safe
» Right to expect the produet to perform as claimed
» Right to ask money back even not offered by the seller

Question No: 24 ( Marks: 1) - Please choose one
Through sales management supervision, what does the company do for salesforceto do a
better job?

» Coaches

» Moativates

» Influences

» Forces

Question No: 25 (Marks: 1) - Please choose one
Areas of concern in marketing ethics include:

» Distributor relations

» Advertising standards

» Customer service

» All of thegiven options
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Question No: 26 (Marks: 1) - Please choose one

To attract customersinto stores, ABC Company advertisesits milk at less than cost,
hoping that customerswill purchase other groceriesas well. It reflects which oneof the
following pricing strategy?

» Special-event pricing

» Experience-curve pricing
» Superficial discounting
» Price-leader pricing

Question No: 27 (Marks: 1) - Please choose one
Which one of the following strategy theartens the various intermedi aries aleng the
channel to stock and sell the product?

» Pricing strategy

» Push strategy

» Pull strategy

» Intermediary strategy

Question No: 28 (Marks: 1) - Please chooseone

All of the following are disadvantages of magézineadvertising EXCEPT:
» May be inappropriate mix with magazifie ¢ontent
» Lesserreach compared with teleyision
» Static images only

» Allows for better targeting of audience

Question No: 29 ( Marks: 19w, - Please choose one
“Quitfitters’ has been selling quality belts at Rs.400 to Rs.500 which is roughly one tenth
of their usual selling price, Thisis an example of:

» Dumping

» Loss leader

» Demandbased pricing

» Cost'based pricing

Question™o: 30 (Marks: 1) - Pleasechoose one
In an integrated marketing communications program, which of the following isNOT one
of the ways in which acustomer may have contact with the organization?
» Direct mail
» Personal selling
» Internet messages
Media advertisin

Question No: 31 (Marks: 1) - Please choose one
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Which of the following is the basic purpose of personal selling?
» Indirect written communication between buyers and sellers
» It is an inexpensive mode to convey message to buyers

» Not usually combined with other aspects of promotion in the total marketing mix
» Getsimmediate feedback from consumers

Question No: 32 (Marks: 1) - Please choose one
All of the following positive effects can be achieved by adopting a proper market
education strategy in advertising, EXCEPT:

» It helps to minimize sales resistance

» It helps to reduce the cost of advertising

» It makes advertising more effective

» Itrestricts sales force to achieve adequate distribution

Question No: 33 (Marks: 1) - Please choose one
Where sellers & buyers have to be together is known as:
» Personal selling
» Non Personal
» Personification
» Personalization

Question No: 34 (Marks: 1) - Please cheose one
An activity and/or material that offer addedvaltie or incentive to resellers, salespersons or
consumersis aso known as:

» Advertising

» Personal selling

» Publicity

» Sales promotion

Question No: 35 (Marks: 1) - Pleasechoose one
Which of the follawing's one of the challenges faced by market leader?

» Indifeet.attack

» Expanding market share
» Dividing the total market

P Increasing sales force

Question No: 36 (Marks: 1) - Please choose one
With reference to E-Marketing, which one of the following can be used to add customer
value?

» Technology
» Virtual business

» Market positioning
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» Brand awareness

Question No: 37 (Marks: 1) - Please choose one
With reference to E-Marketing, which one of the following can be used to increases
company profitability?

» Technology

» Virtual business

» Market positioning

» Brand awareness

Question No: 38 (Marks: 1) - Please choose one
Which of the following principle of enlightened marketing holds that a company should
put most of its resources into value-building marketing investments?

» Value marketing
» Innovative marketing

» Consumer-oriented marketing
» Societal marketing

Question No: 39 (Marks: 1) - Please chposeone
Amazon.com afamous book selling website sells directly to the customers. The
distribution channel used by Amazon is:

» Direct Marketing Channel

» Indirect Marketing Channel

» Both Direct and indirect Marketing, Channel

» None of the above

Question No: 40 ( Marks: 19w, - Please choose one
Mr. X prefers Toyota over Honda, because he considers Toyota to be cheaper, faster,
more economica and reliable.“The evaluation performed by Mr. X is known as:

» Customer Perceived Value

» CustomerPreference

» Customer’ s Choice

» Customer Satisfaction

Question™o: 41 (Marks: 1) - Please choose one
Market'intelligence can be gathered from which of the following sources?
» Distributors
» All of thegiven options
» Executives
» Suppliers

Question No: 42 (Marks: 1) - Please choose one
Which of the following statements regarding research is TRUE?
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» Customers will generally gladly provide information to researchersif it
would add value tothe products
» Customers will generally give information when they are given compensation for
their time
» Customers do not care about the value delivered by their participation in research
studies
» All of the given options

Question No: 43 (Marks: 1) - Please choose one
Self-confidence, dominance, sociability, autonomy, defensiveness, adaptabiljty and
aggressiveness are grouped into:

» Personality and self concept

» Physiological factors

> Lifestyle

» Occupation

Question No: 44 (Marks: 1) - Please choose one
MR.Y goesto the convenience store every Saturday tobuy groceries, such assalts,
vegetables, fruits and rice. This behavior of Mr. Y isanexample of:

» Complex Buying Behavior

» Variety Seeking Buying Behavior

» Dissonance Reducing Buying Behavior

» Habitual Buying Behavior

Question No: 45 (Marks: 1) ~Please choose one
Business demand ultimately comes frem the demand for consumer goods. This isknown
as demand.

» Derived
» Inelastic
» Elastic
» Huctuating

Question No: 46 (Marks: 1) - Please choose one
ABC.Company is the leading manufacturer of steel, cement and other uniform building
materias. Which marketing strategy would you suggest that ABC Company should
adopt?

» Concentrated Marketing

» Differentiated Marketing

» Undifferentiated Marketing

» None of the given option

Question No: 47 (Marks: 1) - Please choose one
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A good package may:
» Protect the product
» Help to sell the product
» Raise tota distribution cost
» All of thegiven options

Question No: 48 (Marks: 1) - Please choose one
The alternatives to increasing the price could be:

» Increasing product size

» Changing the product packaging

» None of the above

» Reducing product size

FINALTERM EXAMINATION
Spring 2010
MGT301- Principles of Marketing (Session - 2)

Ref No:
Time: 90 min
Paper #22 Marks: 69

Question No: 1 (Marks: 1) - Please cheose
Which one of the following option is relatedwiththis statement “Frontal or encirclement
attack onthe leader in all markets with increasing country market coverage and high
global share but lessthan the leader.”.

» Global leader strategy

» Global challenger strategy

» Global follower strategy:

» Global niche strategy

Question No: 2 (Marks: 1) - Please choose one
Which one the following optionis related with this statement “Infiltration - slow
penetration ofSelected narrow markets with focus on selected country markets and low
share of the'overall market.”

» Global leader strategy

» Gloebal challenger strategy

» Global follower strategy

» Global nichestrategy

Question No: 3 (Marks: 1) - Please choos!
Which form of data can usually be obtained more quickly and at alower cost?

» Primary
» Census
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» Secondary
» Tertiary

Question No: 4 (Marks: 1) - Please choose one
In the previous three years, four studies have been conducted on the characteristics of
ABC Company’s clients. As the firm seeks to put together a report showing trends in this
areg, it has a hard time locating the information contained in these study reports. What
does this firm seem to need?

» A marketing research manager

» A marketing databank

» Survey research

» Primary data

Question No: 5 (Marks: 1) - Please choose one
ABC Research Group must guard against problems during the implementation phase of
marketing research for its clients. Typicaly, managementswill, not encounter which of
these problems?

» Respondents who refuse to cooperate or give hiased answers

» Interviewers who make mistakes or take shortcuts

Interpretin reporting thefindin
» Primary data that conflict with secondary data

Question No: 6 (Marks: 1) - Please choose one
The mental act, condition or habit of4plaging trust or confidence in another shows which
of the following options?

» Motive

» Belief

» Behavior

> Attitude

Question No: 7 4( Marks: 1) - Please choose one
Which one of the following groups of people get the product exposure but is not often
perceived bythemajority of potential buyers as typical consumers?

» Early Mgjority

» LateMgority

» Early Adopter

» |nnovators

Question No: 8 (Marks: 1) - Please choose one
If Pepsi setsthe price of its six packs to match exactly the price of Coca-Colds, Pepsi is
using which of the following pricing method?

» Demand-oriented
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» Cost-oriented
» Experience curve
» Competition-oriented

Question No: 9 (Marks: 1) - Please choose one
Which one of the following statements reflects competition-oriented pricing?

» Used when costs and revenues ar e consider ed secondary to competitors
prices

» Not useful asa method of increasing or maintaining market share

» Of little useif the competing products are homogenous

» Most often used when competing products are heterogeneous

Question No: 10 (Marks: 1) - Please choose one
If producer offered a 25 percent discount to retailers that ordered ski boots in February
for delivery in May, the retailer would have the option of takingyadvantage of which type
of discount?

» Trade

» Cash

» Quantity

» Seasonal

Question No: 11 (Marks: 1) - Please¢hoose one
Payments or price reductions to rewakd deadlers for participating in advertising and sales
support programs reflects which one of the following price-adjustment strategy?

» Seasonal discount
» Allowance

» Trade discount

» Cash discount

Question No412 _\(Marks: 1) - Please choose one
Which one-6fithe following is the function of adirect channel of distribution?
» Theflow of products from producersto customers
» Links producers to other marketing intermediaries
» Takes title to products and resells them
» Manages transportation and warehousing functions

Question No: 13 (Marks: 1) - Please choose one
In the Gillette advertisement that claims "Gillette, the best a man can get,” What Gillette
is showing in this statement?

» Receiver

» Transmitter
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» Decoder
» Source

Question No: 14 (Marks: 1) - Please choose one
Coupon is an example of which one of the following promotional tools?
» Personal selling
» Sales promotion
» Advertising
» Public relations

Question No: 15 (Marks: 1) - Please choose one
Fraudulent usage, inability to attract potentially brand-loyal customers and use by current
customers but not new customers are believed to be disadvantages of=which of the
following?

» Money refunds

» Freguent-user incentives

» Coupons

» Premiums

Question No: 16 (Marks: 1) - Please chooseone
The advertiser has to choose the pattern of theé.adsyWhich of the following options refer
to the “ scheduling ads evenly within a given'periad” and “scheduling ads unevenly over a
given time period” respectively?

» Continuity; Hard hitting

» Continuity: Pulsing

» Pulsing; Hard hitting

» Sequencing; Routing

Question No: 17 (Marks: 1) - Please choose one
Which of the following cemmunication and promotion tools involve direct connections
with customers attned téward building customer-unique value and lasting relationships?
» Personal selling and direct marketing
» Publiexelation and publicity
» E-commerce and e-business
» Advertising and salespromotion

Question No: 18 (Marks: 1) - Please choose one
In which one of the following plans management takes decisions about potential
customers, sales activities and future prospects during the next 12 months?

» Profit-sharing plan

» Trade promotion plan

» Annual call plan
» Sales quotaplan
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Question No: 19 (Marks: 1) - Please choose one
With the use of E-Commerce, world is becoming which one of the following?
» Global village
» Global city
» Global country
» Global state

Question No: 20 (Marks: 1) - Please choose one
Which of thefollowing optionis NOT related with “Key Principles for Public policy
towards Marketing”?

» Consumer and producer freedom

» Curbing potential harm

» Economic recession

» Consumer education

Question No: 21 (Marks: 1) - Please choose one
Through sales management supervision, what does the’company do for sales forceto doa
better job?

» Coaches

» Moaotivates

» Influences

» Forces

Question No: 22 (Marks: 1) ~Please choose one
Competitor’s priceincrease is mare ltkely to be followed dueto:
» Increased advertising
» Price wars
» Faling sales
» General rising costs

Question No#23,_\( Marks: 1) - Please choose one
Nestle Foodsyran an ad promoting its new Nestle fruit juice in Ladies Home Journal
magazine. The ad contained a coupon for $1.00 off the purchase price of two half-gallon
containerswef the drink. The advertising agency that created the Nestlé's ad for the
magazine;

» Was engaged in feedback barrier removal

» Was engaged in encoding the ad

» Was responsible for decoding the ad

» Acted asthe communication channel

Question No: 24 (Marks: 1) - Please choose one
Which cost varies directly with the level of production?
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» Overhead cost
» Variable cost
» Fixed cost

» Opportunity cost

Question No: 25 (Marks: 1) - Please choose one
Which of thefollowingis TRUE if you change the pricein B.E analysis?
» It will not change the B.E point
» It will not change the sales
» |t will shift theB.E point
» It will change thetotal fixed cost

Question No: 26 (Marks: 1) - Please choose one
Which of the following direct marketing medium leads in terms ‘of expenditures, sales
and employment?

» Direct mail and catalogs

» Telephone

» Television

» Advertising

Question No: 27 (Marks: 1) - Please chtoseione
Where sellers & buyers have to be together isknown as:
» Personal selling
» Non Personal
» Personification
» Personalization

Question No: 28 (Marks: 1) - Please choose one
Communication through a news story regarding an organization and/or its productsthat is
transmitted through@ massmedium at no charge is known as:

» Advertising

» Sales premotion

» Personal 'selling

» Publicity

QuestioniNo: 29 (Marks: 1) - Please choose one
HSY gives only a limited number of dealers the right to distribute its products in their
territories. Which of the following distributionit isusing?

» Exclusivedistribution

» Intensive distribution

» Selective distribution

» None of the given options
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Question No: 30 (Marks: 1) - Please choose one
Alertness is the advantage of which of the following?
» Competitor -center ed company
» Customer-centered company
» Market-centered companies
» None of the given options

Question No: 31 (Marks: 1) - Please choose one
“Altering the product to meet local conditions or the wants of the foreign market” is
related to which of the following?

» Product invention

» Product adaptation

» Communication adaptation
» Straight product expansion

Question No: 32 (Marks: 1) - Please choose one
Offering Pepsi at alower price during the month of Ramadaniisrelated to which of the
following?

» Odd-Even Pricing
» Special-Event Pricing
» Segmented Pricing
» Skimming Pricing

Question No: 33 (Marks: 1) - Please choose one
Which of the following is a"strategy of causing products to become out of date before
they actually need replacement and isacriticism leveled by consumers?

» Planned obsolescence

» Deceptive pricing

» Excessiveimarkup

» High pressure selling

Question No: 34 (Marks: 1) - Please choose one
Which of*the following is the advantage of personal selling?
» Expensive per contact
» Labor intensive
» Many sales calls may be needed to generate asingle sale

» It can befocused on prospective customers

Question No: 35 (Marks: 1) - Please choose one
A manufacturer of ceiling fans has no contact, coordination and agreement with the
retailers and wholesalers that are selling its products. This phenomenon is called:

Note: Solve these papers by yourself
This VU & ) : ble f, ved rent
www.vuaskari.com



Composed & Solved
Dua Wagar
Vu Askari Team
www.vuaskari.com
» Horizontal Marketing System
» Conventiona Distribution Channd
» Vertical Marketing System
» Contractual VM S

Question No: 36 (Marks: 1) - Please choose one
What are the skillsthat a marketer should possess to successfully achieve the goas of an
organization?

» Neither creativity nor critical thinking skills

» Both creativity and critical thinking skills

» Critical thinking skillsbut not creativity

» Creativity but not critical thinking

Question No: 37 (Marks: 1) - Please choose one
Which of thefollowingis NOT astep in the strategic planning process?
» Defining the company mission
» Planning marketing and other functional strategies
» Setting company objectivesand goals
» Setting pricing policies

Question No: 38 (Marks: 1) - Please chtoseione
Which of the following is the systematic design, ¢ollection, analysis and reporting of data
relevant to a specific marketing situation facingthe firm.

» Marketing Intelligence

» Marketing Research

» Marketing Survey

» Experimental Research

Question No: 39 (Marks: 1) - Please choose one
All of the followingare examples of online marketing research EXCEPT:
» Personal interviewing
» Internet'surveys
» Onlinefacus groups
» Online panels

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

Ali iswell-versed in computer technology and readsall the latest information on
electronics. He also hasavery charming and charismatic personality, so when he
recommends certain equi pment, other people tend to follow his advice. Ali isa(n) :

» Opinion leader
» Important
» Charismatic

» All of the given options
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Question No: 41 (Marks: 1) - Please choose one
The consumer buyer decision process beginswith:

» Need recognition

» Information search

» Evaluation of alternative

» Purchase decision

Question No: 42 (Marks: 1) - Please choose one
KPV firm has limited resources. Which marketing strategy would you suggest that, KPV
should adopt?

» Concentrated M arketing

» Differentiated Marketing

» Undifferentiated Marketing

» None of the given option

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

At the stage in the product life cycle, educating the market remains agoal,
but now the company also needsto meet the competition.

» Growth

» Maturity

» Decline

» All of the given options

Question No: 44 (Marks: 1) ~Please choose one
In the decline stage of thelife cycle, there are many options available to companies with
respect to the future of their products. If a company decides to reducevarious product
costs and hope that sales hold up, they have decided to the product.

» Reinvent

» Modify

» Harvest

» Drop

Question No: 45 (Marks: 1) - Please choose one
The improved form of conventional distribution channédl is:
» Vertica Marketing System (VMYS)
» Horizontal Marketing System (HMS)
» Vertical Management System (VM S)
» Horizontal Management System (HMS)

Question No: 46 (Marks: 1) - Please choose one
Which of the following element is important in choosing advertising media?
» Timing
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» Cost
» Target Group
» All of thegiven options

Question No: 47 (Marks: 1) - Please choose one
Digital world comprises Vaue and

» Customer

» Buyer

» None of the given option

» Speed

Question No: 48 (Marks: 1) - Please choose one
Producer and are the basic e ements of marketing.
» Consumer
» Retailer
» Manufacturer
» Shop keeper



