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

If & company's customers are conventrated 'Lz.l_ll_ﬁ_J:r-'l-iIl-l_.LgﬁJ@'thic area and the cefnpiiy
sells techmieal prowduets, which promotion method will it most likely nge? x

P Advertising

» Publicit i Q

P Sales promaotion

L]
Question No: 2 ( Marks: 1) - Please choose one .
Which of the following option is NOT refated with mﬁn‘.&nl I sustainabality

stratemies”
» Pollubon prevention _

P Prodoct stew ardshi

P New environmental technologies

seghnose one .

i 1 ed with this statement “lanovations in research
Wificts and markets, set standards and shares them

i o moderate country market shares but high shares

& u.:::ra" are ineluded.™

Question No: 3 (Marks: 1) -
Which one the following Opliong o
and development of technologies
with other firms. This shows’ si
when all strategic "stan
P Global leader
P Glohal ch

Cuest ’hﬂ-: 4 (Marks: 1) - Please choose one
ﬂgﬁ.ﬁq for which one of the following?

» Giencral Agreement on Tan(Ts and Tax

P Ceeneral Agreement on Tax and Trade

P General Avreement om Traffie and Trde
| 2 h

Cuestion No: 5 ( Marks: 1) - Please choose one
Which one of the foltowing 15 a position option open 10 smaller finms that serves some
part of the market that 15 not likely w attract the attention af the larger firms?




» Markel leader
P Markel challenger
I'- Market follower

Thn;prlm isa Ia.rllg:muhn Emmmpmuf
the market ﬂﬂﬂﬁ: nﬁtt ﬁ'ﬂﬂlh‘#f

Cuestion No: 6 { Marks: 1) - Please choose one

I||-".l_'3-1-1_-r:.l'| ome of the foflowing faces three challenges: expanding the [utEi mearked i\,

profec lmi- rmurkel share and expanding market share? f\

P Market challenger 0
> Market follower =

P Markel mche

OQuestion No: 7 ( Marks: 1) - Please choose one X;

Review of the sales, costs and pruﬁl projections [or a ne wloet Lo find out whether
these factors satisly the company’s objechives a:n'nes :,Eh one of the following
eon ‘ﬁbﬂ" Lv

P Product Development \
» Test Marketing

B Commercialization (b,
Question No: 8 Marks: 1 ) g@chunn ane
The concep of market 4'1, arranges fora pmdm,t o pecupy & chear,

distinetive, and desirable Ea:.m:l.-e o competition.

Cuestion { Marks: 1 ) - Please choose ong
of the ﬁhllawmb are Low- gmmh_, lovw-share businesses and pruductn :ﬂie;.-
enough cash o muaintam them, but do not have much future)?

P Cash Cows
* Sty
P Cuestion Marks

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

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



P Advertismp agendcices

> Mvmiﬁiﬁi sﬁicia[ bl s

B Compuler programmers
Cruestion No: 11 { Marks: 1) - Please choose one

Catalog marketing can be personalized on & one-lo-one basis. Which one of the

following s NOT a common form ol catalog marketimg’! Q/\,

» Pont catalog
= Viden catalow O
Al ealatis -

» Electromic catalog

Question No: 12 ( Marks: 1 ) - Please choose one px -
Which one of the following 18 the fastest growing form n%h tng that reach more
customers and save money? % '

b Advertisin i C>Lv

P Public relations

» Personal selling fb

Question No: 13 Marks: 1) “SPlease choose ane

Three common lechmigues m}ﬁl sales managers o boost sales force momle. These
include the organizational cli sules guotas and which one of the following is the
third technigue?

@
agef 189

king
i lion
ol back

> Posiive

Question Ne: 14 ( Marks: 1} - Please choose one

agers must also make decisions about organizing the sales foroe. Assuming the
sales foree is Lo be managed internally, the sales manger has four broad choices for
organmising the saley force, Which of the following 1s NOT one of these four choces?

» Prduct-based

- Gl:u-i- ..'J.ih vealdlyv-hased

= Customers-hasioed



L T

hiipd ! fwps. pearsaned, coon s pa/radir

Question No: 15 ( Marks: l.j - Please choose one
The various stages ol the personal selling process are illustrated below, which one of the
follewing is NOT specific reles of the sales representative?

P Nepotiating and closing the sale
P Sales presentation

L Pmirzxiini 4 "0

hitpiiwps.péamsonélltnukfema Bl he Kother prinmark &2777113 18208 |::.I.L".1."Ll:lll
PR BT TN

Question No: 16 { Marks: 1) - Please choose one &
pt?

"Looking for new customers” refers to which one of the folla ing
» Soliciting
P Presentin

S S
» Qualifying \L:D'

Prospecting
Definition: The search for potential customers or buyers

Question No: 17 { Marks: 1) - F.'.'?%..SFP!’!F
Mr. Rahil is shopping at a departmental st He completes an entry form at the

checkout for a prize draw which n chance 10 win o new car, He 15 participating

it which of the following?
P Consumer conlest
> Sales umh:.ﬁl

Question Nao: Marks: 1 )} - Please choose one
Which o owing advertising becomes more important (o build selecnve demand

W Milormative advertising
P Patronape advertising
P Reminder-onented pdvertising

Cruestion No: 19 ( Marks: 1) - Please choose one ) -
Which one -:IJ' the following ﬂdw:mﬂ;mg decisions can h-u classified h}l PrMmEAry purpose,
whether the aim is to inform, persuade or remingd?




P Advertismg budpels

P Advertising strategies

P Adverlising campaigis
Advertisers should set clear objectives s 1o whether the advertising is supposed to
inform, persuade, or reming aagnf

Cuestion No: 20 | Marks: 1) - Please choose one

Which ome of the following advertising 15 required by a pr-:JrJuE“i;:- the maturiby.sla
B lnformilive

P Comparative \
P Porsuasive 0
O

Question No: 21 { Marks: 1) - Please choose one
If vou are attempling to create prmary demand toward yousp uet, vou will use which
type of the following ads?

LY
* Pérsuansive b
» Reminder \Lv

P Coopemiive

Question No: 22 { Marks: 1) - Ple
Pull promotion is one of the promot
expenditures in pull promotson?

" 11':;t'e-gin:;.' Which of the following are heavy

» Public relations and
» Personal selling
= Distnbulion w

pubhec relatioms
adbverfising

Cuestion No: 13’4-_ { ks: 1) - Please choose one

Procior mmd
illustrafoes
| 2

periodically sends out coupioms and free samples of products. Thes
:hone of the followmng elements of the promation mix?

listng

| sellin

» Publicity

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

Which one of the lollowing concepts 13 comsidered as the basic role of promotion?

» [nformation
» Manipulation



» [nterpretation

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

Eliminating a wholesaler from s prarketing channel resulrsin which of the following?

> Will cutcosts and lend to lower prices i the market
= Mavor may not lower prices and will not eliminate the funetions WH}W

the wholesaler

» Will eliminate the finctions irﬁ}ﬁnﬂl by the wholesaler aod will lu@-

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

Nike maintams a good deal of control over how s products are pro displayed, and
sold. Because of this control, Nike would be appropriately deseribed as which of the
following? -

B Intermediary ( &

» Allocator
» Terminator ;

Question No: 37 { Marks: 1) - Pleas e e

Competilor price increises are mm@ be followed when they gre due to:
® Falling sales

» Increased adveniging
P Prce wars "

Cuestion No: H“-, { ks: 1) - Please choose one

14 unted with imtiating price changes are, the circumstances, the

publicity
> Stock fevels
[ 2

Question No: 29 ( Marks: 1) - Plesse choose one S

Which one of the following pricing method is the simplest pricing method?

P Value-hased



P Fixedcost
» Skimming

gunstjnn Moz Al {Marlus 11 = Please choose one

When man.lgﬁnmt #.I "l‘ﬂmﬂmh‘lnluﬂ.}'n]ﬂb I‘.I‘la'ﬂ!:.% ﬂul:L.lﬁmm.. an mddiehég-_, handle bars,
and seats for its bikes, they become engaged in which one of the: following pricing”

» Product line Elfu'li /\‘
» Caplive-product pricing Q

P Value-based pricing

Ouestion No: 31 { Marks: 1 ) - Please choose one - 0
“"G w

A pmeh-ulmn—prmmg pulu.y 15 pmlnularl}r appropriate ‘W’]’IE‘L den ;

P Increasin i &\

B Highly inelastic

P Decreasing I ¢
Coestion No: 32 { Marks: 1) - Please q.hmt

Monagement at Philips Electronies is hayg ulty in rdis-i-ng the introductory price
o1 SYEEE CoMmponents Lo cover its imn%&fm- Apparently, Philips used o
pricing palicy in pricing these con ‘U

B Oulid-even

P Penetration
* Pavchological £

hirpiew rouibed ge.com/ievibaiks TR [ 537097 ridpiireed/guestlons.anp T unl =9

|
Ouestion Nao: Marks: 1 )} - Please choose one
Which following pricing objectives is rarely operational because is
achiev 15 difficult to measure?

P BRiurm on investment

* Marcket share
= Survival

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

Price i o key element in the marketing mix because it relotes directly to:



P The size of the sales Torce
P The speed of an exchange

B The control of immi

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

After concept testing, a frm would engage in which stage for developing and marketing
i new prikluct? ' /\‘
B Business analvsis Q
P Prnduct development

» Test marketing e
Question No: 36 { Marks: 1) - Please choose one =
Which of the segmenting strategies camies higher-than-av ish% in consumer

muirkets? \
> Conccntrated ¢

» D ffirentiated

» Undifferentiated \Lv

» Multiple-segment ;
Question No: 37 ( Marks: 1) - Pledse ghoose one

When the size, purchasing power andig

delr.-nninu_li :he_i- are said o possgdsy

P Accessible
P Substantial
B Aclwnahble

Question Mo: B“-_ { ks: 1) - Please choose one

The fact tha zational customers purchase products (o be used directly or indirectly
[ af poods and services 1o satisly customers' needs This situation shows
followmg demands?

P Inelastic
» Fluctuating
Derived Demand
a)  Derived demand is the demand for business products derived
from the demand for consumer products.



b) Business customers purchase products to be wsed directly or
indireetly in the produoction of goods and services to satisly
consumers’ needs.

¢} When { rdemand for & product changes, a wave is sel in

motion that affects demand for all firms involved in the
nmdﬁm%nmﬁﬁr_ .

Cuestion No: 39 ( Marks: 1 ) - Please choose one
Learning oceurs throngh the interplay of all of the following EXCEPT:
» Drives \
B Stimuli

= Cucs e

\J

Learning occurs through the interplay of drives, stimuli, cues, responses, and
e

reinforcement. &
Cuestion No: 40 { Marks: 1) - Please choose o

ABC Research Group must puard agminst pro eTg it implementation phase of
murketing research for s clients, Typically, m 1 will not encounter which of
these problems?

ive bused answiers

P Respondents who refuse o coopén
- shortouls

P Interviewers who make mist

B Prmary dita thi conflictyi ridiry diita

Question Mo: 41 ( Marks: 1) - Please choose one

Identufy the concept ales the systematic collection und analysis of publicly
avaiiable informalu competitors and developments in the marketing environment.

Qui:g 1 No: 42 Marks: 1) - Please choose one
The marketing information system 15 not imited to use by the company, 1 may aiso
provide information o which of the following?

P The government

* Extemal ﬁﬂm

» Competitors



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

Which of the following forces shows the marketing macro envitonment?

» Demographic, econtmié. natural, eehnological political, and social
B Demographic, naturl. edonomic, political. social. and cultural

P Demopraphue, ecommme, natural, social, political and Te gal

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

In the Boston Consulting Group approach, which one of the following 13 ol
company strength in the market?

» Relative market share \,_)

» BCG matrix -

» Business portfolio \ .

P Market prowith rate &
Quiestion Mo: 45  { Marks: 1) - Please ¢
ABRC Company’s sirategy of culting prices uh%@mﬁ to enlarge its markel share in
the increasingly compentive lobaceo indus which of the following strategies?

» Product development

> Market de -.-rﬁm:nl ‘b

P Concentric intepration

Question No: 46 {'Mnrh%& Please choose one

In the Boston Consulti Gm approach, which one of the following measure provides
a mensure of market 2557

No: 47 ( Marks: 1} - Please choose one

In case of an intense competition there are a number of manufacturers and buvers who
have more options for product switching, Which one of the followng forces represents
i’

B Threat of new entrants
» Bargaming power of buyers
» Bargaining power of suppliers



Question No: 48 ( Marks: 1) - Please choos. ...
When a customer pays Rs. 1000 and receivesa television set in retum. What does this
axpmple shows?

> I.x-:h..mi:,
> Narket /\«
» Sceement Q

Duoestion Mo: 49 | Marks: 1 ) - Please choose one 5 ;
In a Michael Porter Model, which one of the following oplions 15 a ]
ientification of ways to create value in an organization? 6

» Chain maodel

a
» The BOG model {\
® Value chain model fb

Question No: 50 { Marks: 1) - Please cho

in the

Which one of the Tollowmg option is NOT finternct marketing?

= Cost efeciive ;
> Tune saving fb
B Open new venue :0

TERM EXAMINATION

A Spring 2009
(L1} ?Prlnnlplus of Marketing (Session -2}
Paper 11
Cuestion tks: 1) - Please choose ong

Whie of the folowing option 15 NOT a benefit for buyer with B-commerce?

> i muiﬂume

P Greater product access

Ouestion Mo: 2 Marks: 1) - Please choose one
The type of product thut resules from applyving humon and mechanical ffons w people
or objects refers 1o which one of the following options?

» Anidea



B Aseryice
A philosophy
P A concepl

Ouestion Mo: 3 Marks: 1) - Please chooge one
Any paidd form of non-personal presenlation and promotion of idéas, goads or services
by an identified sponsor reflects which ong of the following congepts?
P Sales promaotion
P Direct marketing

» Personal selling Q
Question MNo: 4 | Marks: 1) - Please choosé ong 0

Which one of the lollowing statements by a company chairman B}@ﬂecm the

iuairkeling concept”

» We believe that marketing department must organi®g 1o 5211 what we produce
» Weiry i produce only high quality, technical 11 products
P We try 10 encourags company prowth i thg

Question Mo: 3 Marks: 1 ) - Please cho
All of the followsng are pecurate dtﬁiﬂl‘ipliﬂ]% COmMpany’s mission stulement,

EXCEPT which one? (b

» Mission statement should e ket environment
» Mission statement should: islic

» Mission statement should be motivating
Mission statements must:
1). Be realistic.
2). Be specific.
A). Fit the market environment,
4). Indicate distinctive competencies.
5). Be motivating.

Cuesl oz { 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 guestions fall?

» Researching

P Controlling
P Manamng



Ouestion No: T Marks: 1 ) - Please choose one
Which one of the following factor is NOT used for measuring the social class?

* [ncome

P Opcupation
» Education

Question No: & { Marks: 1 ) - Please choose one Q/\‘

Which of the following demands that business markets have more?
> Derived demands 0

* Siendy demands o

» Competilive
Question No: @ Marks: 1) - Please choose one &
“A purchase in which the customer buvs the seme st guantity on the

same terms from the same supplier™ refirs to whic e,- lodlowing buying
situations?

P Moew-lask
» Modified rebu

» Nepotistid ;
Question No: 10 { Marks: 1) F'Qﬂhnmutme

Which one of the following ries refers o a group of products that ave closely
related because they funghion m o similar manner, are sold o the same custlomer groups,
are marketed through the Sam@ype ol outlets, or fall within given price ranges?

= Linc T
- Pn =
- uct handwidih

Cuesl o 11 Marks: 1) - Please choose one
Price 1s o key element in the marketing mix because it relates directly to:

P The size of the sales foree
P The speed of an exchanpe

= The control of imli[i



Ooestion Mo 12 | Marks: 1)  Please choose one
A product undes non-price competition would most likely NOT succeed in the market if:

P Itis packaged differently than similar product
B 1t is priced near the compelitors’ price.
B 115 quality has been upgraded

Question Moz 13 Marks: 1) - Please choose ong ’Q‘

Which one of the followng statements BEST describes the concept of Price

P Alwavs money paid ina marketing transaction
» More important to buvers than sellers _ 'l. II
B Usually the most inflexible marketing mix decision Variable

v

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

Which one of the following is the requirement for w[{f@"&‘ig objectives?

» The objectives should be shont-term o
» There should beonly one prieing ob) eetiv

® The cost stroctume should be identif

Question No: 15 Marks: 1 ) a@hmm one
Management al Philips Electronies (Saving difficulty in raising the introductory price
of1 SyEleim components (o coveiguncreased costs. Apparently, Philips used a
pricing policy n pricing these componcnls.
a

Quuﬂigh{\: 16 { Marks: 1§ - Please choose one
¥

Law accountants, and other professionals typically price by adding a standaid
mutrkup for profit that reflects which one of the ollowing concepts?

» Valug-hased pricing
» Break-even price
P Penetration pricing



Ouoestion No: 1T Marks: 1) - Please choose one
M producer offered a 25 percent discount 1o 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

P Cash

| 2 Qumuji-
Ouestion Mo [R { Marks: 1§ - Please choose one /\‘
ARC Company, the sportswear designer and manufacturer, decided o :@'
ollowing

specialty shops 1o sell its merchandise, the firm was engaging in which
chimnels? -

» Vertical channel integration . N
P A corventional marketing ehanel \ °

P Horzeontal channegl inte gratiom &

P Channel expansion £

Ouestion Mo: 19 Marks: 1) - Please choo
Most, but not all, marketing channets have L
mtermediary sometimes called o middleman,
function?

intermediaries. A marketing
erform which of the following
P Always sells products Lo

» Always sells produc

B Do fol hrJ{L:S prrod e ts
i
Caestoon Mo: 20 1 - Please choose one

I
A manuiBeturer %ﬂmn that provides services usunlly associated with agents.
refiers to whi of the following?

i branch
= Public warehouse

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

Which of the following is considered as huge superstores, perhaps as larpe a5 six footbail
fefds?



P Depanment store
B Ceneral merchandise retailer
B Discount slore

Question Mo: 22 ( Markaz |l ) - Please chapsaong
An organization § B i iSS L unmlﬂ.u‘ regarding the mt.ri.rm:'lu térin 10400 the tmplu}-w-a ;
In this statément, orgamzation is rc‘p-resmhng what?

P Media

> Source

P Decoder

Question No: 23 Marks: [) - Please choose one O
In the Gillette advertisement that claims "Gillette, the best a 11 7 What Ghailletre
i showing i thus statement”

= Becoiver x
P Transmitter &
* Decoder ’@

Questeon Mo: 24 | Murks: 1) - Please ch \

What does it reflect “The receiver's respons essape”

b
» Media .
B Noise -0,
» Decoding _ :
Question No: 25 | Marks: 1

The process of putti
of the following

- Please choose ong
s (Rughts (meaning) into signs {(symbols) reflects which one

Question No: 26 Maeks: 1) - Please choose ong
Which one of the followmyg advertising decisions can be classified by primary purpose,
whether the aim is 1o mfomm, persuade or remind?

P Advertsing budpsets
P Advertising stratems s



P Advertising campaig.

Question No: 27 | Marks: 1) - Please choose one
Expensive Coca-Cola television ads pnmarily are o type of which of the following
advertising? '

B Lo Gt vee sl vertisin i

P Persussive sdvernsimg

P Beminder wdvertsing
Question No: 28 ( Marks: 1 ) - Please choose one
Crving a free sumple of a new product by atteching it to the pack of an gprudunl
refiers to which one of the {ellowing promotion? -

» On-pack promotion

> New-product promotion - V

» Extra-Ell promotion {\ °
1o

» Co-operative discounting
Cuestion MNe: 29 | Matks: |} - Please chogse
Two-way personal communication betwiéen sa and individual customers,
whether Mace-to-face, by telephone, through % eb conferences or by other means,

refiers to which one of the following?
P Advertising

» Persuasive selling ‘Qrb
» Publicity . E
Question No: 30 | Marks: 1§ - Please choose one
Which of the following is NOT a major form of direct marketing?

{ Marks: 1) - Please choose one
The comcepl of market arranges Tor a product o occupy o clear,
distinctive, and desirable place relative o competition.

> P Lage
> Prnce
B Paoduet



Ooestion Mo 32 | Marks: |y~ Please choose one
ABC Company 18 using sales promotion o motivate wholesalers and retalers to carry a
new product and to market the product aggressively, What tvpe of sales promotion 1s the
company using? ;

P Consumer sales promotion

P Proluct hdlf‘:ﬁ ﬁ

P Pull promotim

Ouestion MNo: 33 { Marks: 1§ - Please choose one f\’,
Which one of the following 18 desipnated as a ranner-up firm that chovses the
boat {usually out of fear that it stands (o lose more than 11 might pain)?

P Market leader -

» Market ol ll-::nﬁr \J
T ¢ha "
B Nilisiet tiche Q(\'

Questeon MNo: 34 Marks: 1 ) - Please choose one
Which one of the following 18 NOT a part of basic o ve atralegies?

» Overall cost-leadership | -

P D flerentat ion .:
» Focus (b
Question No: 35 | Marks: | ) v@hmm ong
5 e

d with this statement “Innovator in lechnologies,
products and markets with b b share and wide country market coverape™

» Glohal challe
P Gilohal fol |

[ ] Glﬂhk:'lx Sl
] | . Marks: | 7 - Please choose one

= E-Commerce
> E-Marketing

Quiestion No: 37 { Marks: |} - Please choose ong

Enlightened marketing 15 o philosophy hoelding that o company’s marketing should
support the best long-run performance of the marketing syvstem. Which of the followmng
opticn is NOT related with this concept?



P Sense-of-mission marketing
P Consumer-oriented marketing
P 219

P Innovative marketing

Quum:;m No: 38 | Mdﬂ:r. Iy - Please chopse ong
Which of the Following tption is NOT related with “Key Principles for Public policy

towards Marketing™
P Comsumer and producer fresdom

[ X uthini ﬁl&ntial harm Q/\‘

P Consumésr educalion
,.-q
Question No: 39 Marks: 1) - Please choose one
Which promotion mix ingredient costs considerably more + :nu to reach one

person but can provide more immediate feedback?
® Publicity

* Saleg TN &
> Personi siling L,,b'

P Puhblic relaticn

Question MNo: 40 | Marks: | ) - Please ch
Which of the following is NOT a bene i nmrkmnb_

P [mmediate response
P Customer rel atonshop badldi

aewy and selection
i

Cuesiion MNo: 4] j.,m Iy - Please choose one
When a company cantét supply all s customers” needs; what would be an effect on
price”?

» Greater product

™ Prge will remunn same
will decrease
jce will decrease up o a certain Limil

Oueston Mo 42 Marks: 1§ - Please choose one
What does this siatement show “Trade of value between two parties™”

| i
> SR

P Exchange
> Mead



Quesiion Mo 43 { Marks: 1 ) - Please choose one
When a customer pays Rs 1000 and recérves a television set in retum. What does this
example show?

> Exchﬁu

> Markel
» Sement f‘\r

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

Customer relationship management {CRM) focuses on cresting m-u—w»@t-m zes wath
customers 50 that firms hove oo mtimate knowledge of their needs, ying
patterns. What does CRM deliver wo customers for mmnlammg pm@ CuUstomer
relutiomships?

P Less expensive poads &\
» Cuality products ’b

P Vanety of products

Questeon Mo: 45 | Murks: 1) - Please ch
Mr. ABC examined his firm'y recently co markel altmetiveness-business position

madel: he finds that the firm's sporl sun it 1% high on both dimensions. Which

one of the following strategies woul %ml_m dictate?
> lnvest
P Harvest _ :

> Divies)

B Mamtain
)
Cuesiion MNo: 46 % I} - Please choose one
[t

Which one of i 15 NOT part of the micro environment”

Quisstron No: 47 Marks: 1) - Please choose one
Identify the concepl that elaborates the systematic collection and analysis of publicly
avitlable mformation about competitors and developments in the marketing environment.

* Macketin if dlita

* Web master
» Scecondary data



Compuosed & Solved
 Dua Wagar
Fu Askari Team

Ouestion No: 48 { Marks: | ) - Please choose one
Competitor’s price incrense is more likely to be followed due to:
P Incressed advenising
» Proce wars.

[ F'uu'mi sales

Question No: 49 | Marks: 1) - Please choose ong N
Which one of the following 18 the component of an information svstem that

m[lmitti mformation relevant to a specific marketing problem facing

P Marketmg management e
» Eelationship marketing 'l. J
» Marketing process -

L
Question No: 50 ( Marks: 1 ) - Please choose one &h\
An effective form of direct marketing today 15 using -rrtile television advertising
programs for a single product 1o getl instant feﬁhacikmsmmm refers (o which of
the following concepis?

= TV commercinl

P Home shoppine TV
» Publicity
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