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SECTION – A (10 X 1 = 10 Marks) 

Answer ALL Questions. 

CO1 K1 1. Which of the following is not a part of the marketing mix? 

a) Product                  b) Price             c) Promotion              d) Profit 

CO1 K2 2. 
 
 

Marketing is closely related to which of the following functional areas? 

a) Production                                   b) Finance 
c) Human Resources                        d) All of the above 

CO2 K1 3. The process of dividing the market into distinct groups of buyers is called: 

a) Targeting                                     b) Segmentation 

c) Positioning                                  d) Branding 

CO2 K2 4. Which of the following is an example of consumer goods? 

a) Cement                                      b) Refrigerator 

c) Industrial Machine                     d) Raw Material 

CO3 K1 5. Which of the following is not a factor influencing pricing decisions? 

a) Production cost                          b) Market demand 

c) Competitor’s pricing                   d) Employee age 

CO3 K2 6. Marketing channels are mainly used for: 

a) Transporting goods only          

b) Facilitating the flow of goods from producer to consumer 

c) Reducing product quality        

d) Increasing production cost 

CO4 K1 7. Which of the following is an electronic media? 

a) Newspaper              b) Radio              c) Billboard                 d) Magazine 

CO4 K2 8. IMC (Integrated Marketing Communication) is primarily concerned with: 

a) Cost reduction in production      b) Coordinating all promotional tools 

c) Employee satisfaction                 d) Increasing distribution channels 

CO5 K1 9. Which of the following is a step in the personal selling process? 

a) Prospecting                                b) Packaging 

c) Branding                                    d) Segmentation 

CO5 K2 10. Which of the following is not an application of digital marketing? 

a) Social media promotion              b) Search engine marketing 

c) Email campaigns                        d) Manual door-to-door canvassing 
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SECTION – C (5 X 8 = 40 Marks) 

Answer ALL Questions choosing either (a) or (b) 

CO1 K3 16a. Explain the role of marketing in modern business organizations. 

(OR) 

What are the environmental factors affecting marketing functions? 
CO1 K3 16b. 

CO2 K4 17a. Discuss the need and basis of market segmentation.  

(OR) 

Explain the stages in the Product Life Cycle (PLC) with examples. 
CO2 K4 17b. 

CO3 K4 18a. Explain the factors influencing pricing decisions.  

(OR) 

What are the problems in physical distribution? 
CO3 K4 18b. 

CO4 K5 19a. Explain the types of media in the communication mix and their 

characteristics.  

(OR) 

Define Integrated Marketing Communication (IMC). Explain its need and 

significance. 
CO4 K5 19b. 

 

CO5 K5 20a. Explain the applications and benefits of Digital Marketing.  

(OR) 

Explain the Personal Selling Process in detail. CO5 K5 20b. 
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SECTION – B (5 X 5 = 25 Marks) 

Answer ALL Questions choosing either (a) or (b) 

CO1 K3 11a. 
 

Explain the concept of Marketing Mix.        

(OR) 

What are the environmental factors affecting marketing functions?  CO1 K3 11b. 

CO2 K3 12a. 
 

What are the bases of market segmentation? 

(OR) 

Explain the stages in New Product Development. CO2 K3 12b. 

CO3 K4 13a. 
 

State the factors influencing pricing decisions. 

(OR) 

Explain the importance of physical distribution. CO3 K4 13b. 

CO4 K4 14a. 
 

What are the main types of media in the communication mix? 

(OR) 

Define IMC (Integrated Marketing Communication) and state its significance. CO4 K4 14b. 

CO5 K5 15a. 
 

Explain the steps in the Personal Selling process. 

(OR) 

What are the benefits of Digital Marketing? CO5 K5 15b. 


