&

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

Advertising agencies are an example of which of the t'-;':l]nmn[, miarketi
intermediaries?

P Insurande company P
» Finuncial intermediar P\-

P Phvsical distribution firm (\b

Marketing service agencies (such as marketing research firms, advertising agencies,
media lirms, ¢te.) help the company target and {umu: its products. Page#43

Question No: 2 ( Marks: 1) - Plea
Maslow hag o list of human needs from th [ I’!II."'L‘.-hS!Hl.I Loy thie least i‘.l:l'l:.'*:.-ml.‘l.g_ Thn..j.'

inciude all of the following EXCE
P Physiological :uda

P Salety needs

P Self-actualizatic o

LI Wi i 1) - Please choose one

I'I.-![r Sa]mart warks, for an organization in which his purchases must be accountable to the
public. Has rovedures are extremely comples. Based on this desenption, he
works for 1zalion in which market type?

P Supplicr
= Covernmen)

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

Marketers need 1o position their brands clearly in target customers” minds. The strongest
brands o beyond attributes or benefit positioning. Cn which of the following basis the
products are positioned?



P Desirable benefit

» Ciondd %imi

P Customer i mage

Question No: 5 ( Marks: 1§ - Please choose one
Which one of the following statements BEST descrbes the concept of Price?

P Alwayvs money paid inoa marketing tansaction

P More important to buvers than sellers \
~O

P Usually the most mflexible marketing mux decision varmble

Question MNo: & { Marks: 1) - Please choose one &)
Irige I:IE'E. preferences

Sellers that emphasize distinctive product features 1w encou
AMHINE CUsLOmEers are prachcing:

» Product competition £ &
> Nﬂh—ﬁ'w ﬁlll‘l‘li‘lﬂinl‘l \I

P Product differentiation

Question No: 7 ( Marks: 1) - Please e one
Which one of the lollowing advan 15 (he advantage of product bundle pricing?

P 11 offers consumery
» It combines the benefi he other pricing strategies
» lipriwidesar u.'u'rTl:‘:h: prixluet experience for comumers

Question No: B 1) - Please choose one
When there 15 inlgnse plhice competition, many companies adopt rather than
culling pric ch competitors.

> Phice clasticity
Rather than cutting prices to mateh competitors, they attach valpe-added serviees o
differentiate their offers and thus support higher margins Page#112

Q".@Eﬂ?ﬂ No: 9 (Marks: 1) - Please choos¢eoge
If Pepsi sets the price of 1ts six packs to match exactly the pnce of Coca-Cola’s; Pepsi is
using which of the following pricing method?



P Demand-onented
P Cosl-orented

> Lﬁ;i’tlﬂm;‘t. CUrYe

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

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

» F.:i channel members Q/\‘

P The manufacturer O

» The whaolesaler -
The success of cach channel member depends on the pu‘l‘nrmnn-u of the entire
supply chain. Page#145 \ 3

Duestion No: 11 { Marks: 1) - Please choose one &m
An orgamzaton 5 issung a circular regarding the B o all the employees.

In this statement, organization is representing
> Media

Question No: 12 Marks: 1) S Pledse choose one
What does it reflect “The rec *'v‘&'s fponse o 4 messape”?

A

» Media
> Noise
» Decoding

sers at General Motors are determining what proportion of the badget
spent on magezne, television and radio advertisements based on the cost and
of eacl. What is the name of the plan prepared by the marketers ot GM?
advertisimg-allocation plan

Qunsrjnn ’hg Marks: 1 )} - Please choose one

P An arbitmey allocation plin
» An objective-task plan

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

Mr. Rahil 1s shopping ot a departmental store. He completes an entry form at the



checkout fora prize draw which gives him a chance 10 win a new car. He is participating
i which of the following

P Consumer conlest

P Sales conlest

» Sales mmﬁ' itidmn

Asweepstakes calls for consamers to submit their names for a drawing. A game
presents consumers with something—Dbinge numbers, missing letters—every fime
they buy, which may or may not help them win a prize. Pageg117

Ciiving a free sample of & new prodoct by attaching it to the pack of an axistifg product
refiers to which one of the following promotion? -

\/

Ouestion No: 15 { Marks: 1) - Please choose one LGT.\E

» MNoew-product promotion

L]
» Extra-fill promotion \
P Co-operative discounting ’{’

Ouestion No: 16 { Marks: 1 ) - Please chaoseon
Which of the following communication and g%\mls involve direct connections

with customers ammed toward butlding costom@r-omgue value and lasting relationships?

» Public relation and publicity
* E-commerce and e-business M

P Advernsmg and sales ol
Coestion No: 17 { Marks: Please choose one -

Monagement &t Happy Motors must decide what mix of compensation elements to alfer
their sales force. Whi the *‘r:.lluw'mg i5 NOT one of the four basie types of
compensation pl

Basic methods include:

1) Straight salary

1) Straighi commission

3) Salary plus bonus

4) Salary plus commission. Pagef188

Which one of the following are low-growth, low-share businesses and products {they
maty generate enough cash to maintain them, but do not have moch future)?



F Cash Cows
> Stars
> Question Marks

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

Which one of the following is NOT part of the micro environment?

P financial intermedianes f\,
B Customer markets
» Marketing chamel firms
#. The company itsel! (including departments). 0
b. Suppliers. P
. Marketing channel Nrms (intermediaries).
d. Customer markets.

e Competitnrs, \ -
I. Publics. Pages42 {’

Duestion No: 200 { Marks: 1) - Please ch s;,bn%_b

Which one of the following is the component o ” alion system that involves

mllmiitti information relevant 1o a specific % problem facing the company™

P Marketing management

B Relationship marketing \
P Marketing process o ™
Marketing research involves collecting information relevant to a specific marketing
problem facing the company. ™

5 1) - Please chonse one

stilements about the promotional mix 8 TRUE?
» The pronial e only comtams four promotiomal elements
it icnal elements enly public relations is completely free

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

What is the difference between advertising and publicity?
P Advertising is personalivzed promotion and publicity 5 mass promation

- .ﬁ;dveﬂi:-iimi 14 in:ﬂ:nlud l]m:ruih 1the media and iublici[i 15 1l

B Advertising is always positive and publicity is always negative



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

Which one of the following marketing setivity stimulate consumer pﬂ:i:haﬂin; suchas:
cuup'unsi contests, free sarmple and tade shows?

» Publicity
» Personal selling
P Public relation

Sales promotions are special offers designed to entice people to purchase g pl‘;.:IEEL
These can include coupons, rebate offers, two-Tor-one deals, free inmpu?j, m’_ﬂ} r

contests. Faged09
Question No: 24 ( Marks: 1) - Please choose one 0

Which one of the following is the cheaper source of H&]Eing o _
P Personal sellin

e T '
P Sales foree &\

P Sales promotion £

Cuestion No: 25 { Marks: 1) - Please cho
What we call where Seller is approached m% edinm i.e. advertising?

» Personal selling

P Persomileation

> Personalication *\‘\

Question Mo: 26 ( MnrhsA Please choose one
Proctor amd Gamble perigdically sends oul coupons and free samples of products. Thas
tHustrates P & G us hich one of the followmg elements of the promotion mix?

Cruestio 127 ( Marks: 1) - Please choose one

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

P Oider processin
Papei143

P Warchousing
P Inventory mar e menl

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



Which ome of the follewing is used by a renowned company with well recogmized brands
for competing agunst low priced eompetitors?

» Value pneing

» Fighting brand

> Sﬁi&l siled Emmhma

Duestion No: 29 { Marks: 1§ - Please choose one

B Market controfler
= Market il

Which of the ['nllml.rm;? 15 among one of the four competilive pm‘lll-;:ul.s'-" Q’\,

P Market observer r-'"
Competitive Positions
Firms competing in a given target market, at any point in um m |Im-|r objectives
and resources. These firms might ke four different forms: e’\
1). Market leader—the firm with the lareest markel share,
2}). Market challenger—ihe runnes-up firm, Gghting 1o overtake the leader,
3). Market follower—ithe firm thit also has runner-up stitiis but seeks to muniain shire
amd not rock the boal. ‘\J-_.
4). Market niche—the firm that serves small segments that the other frms overlook or

1RO,

Cruestion No: 30 ( Marks: 1)

Which of the following is the

» It only matches or extend
BRIEEE Poges204

» Strategy is built on what others do
» The company Moo reactive

Cuestion No: _l:“-_ { Marks: 1) - Please choose ane
Which of ing is true?
eoeds WTO

succeeds MAFTA

FTA succesds GATT
Question No: 32 { Marks: 1) - Please choose one

Offering Pepsi at o lower price during the month of Ramadan s related o which of the
following?

B Odd-Even Priu:'n:l.-



P Sepmented Pricing
P Skimnung Pricing

gm-'lrjun No: 33 ( Marks: 1) - Please choose one

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

» Internet marketing
* Virtual business

P Logistc svslem /\,

Question MNo: 3 ( Marks: 1) - Please choose one
Through which of the following internet source companmies can easily p‘@]f@ir
information Wy customers? -

» Scarch engines

» Gl \'
= Chal roonts &

&
Question No: 35 ( Marks: 1) - Please chaoseone
Practice of which of the following concept lea oy by an imvisible hand o
salis Ei the mani prsd chaniiﬂi needs of mil]% suners?

» The production concepl fb
P The selling concept .

P Sociefal marketing cone

Question No: 36 ( Marks: Please choose one

Sony company and the Egicsson company joined together o make a new mobile Sony
Ericsson. Thus the agcpmpatiies joined together 1o follow a new marketing opporiunity.
This 15 known as:

= Cony Distribution Channel

arketing System
of the given aption

Coestion No: 37 { Marks: 1) - Please choose one

Which one of the following option refers to “The ant and science of choosing target
markets and building profitable relationships?

P Customer Relationship Management

» Knowledge Management

B Toial iil.ml[ti % el



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

During the summer WAPDA runs advertisements on TV e discournge people from
using excessive electricity. This Phenomenon is known 8s:

» Marketing :

P Adverhsing

» Awareness

» Production Congepl
» Prnduct Concepl .
L]

B Selling Concept
\ ®
Ouestion No: 40 | Marks: 1) - Please choose one

Question No: 39 | Marks: 1 ) - Please choose one /\‘
Mass production at low cost is an attribute of which of the following m@

l

In Boston Consulting Group approach. which one of mg options provides a

mersure of markel attrociivensss?
P Business portfolio Lv
P Market share ﬁ

= Belative markel share

Q

Question No: 41 ( Marks: 1), %}- choose one

ABC has been building mn% many years. ABC company 15 identifying and
developing new markets for 115 : parks, ABC company 18 implementing which of the
following strateges?
» Market “A1:

> Prul

Cuest i?‘(u: 42 { Marks: 1} - Please choose one
A department organization where different marketing sctivities are headed by

a functr Tmiuiiﬂl ism:h a4 i sales manager, advertising manager, ¢te.) 18 called:

» Geopraphic Organtzation
P Product Managemen! Orzanization
P Customer Management Organization

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

An American fast food started its business in Pakistan but faifed to make a profin, Afler



performing & marketing research the managers found out that there food was nol spicy
encugh. The managers Filed 1o consider which of the following facto!
» Cultural differences.

B Beliefs and animdes
P Soc il elass

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

Cioiedds which are hﬂuih[ routinely and regularly without g'nfmg much muughl@lf

P Shoppmeg poods
P Specialty goods O
ALl of the mven options e

Question No: 45 { Marks: 1) - Please choose one .
Dell Cmﬂpulm formed an alliance with Intel Processors cosal nfurk:unl,, ENTIETLY.

Thus two companies form on allisnce to work together, crfiling 4 new marketing

ﬂlipﬂrtu:til:,:- This is an exainple of £
» Bational Brand
P Povate Brand Lv
P License brand ﬁ

Cuestion No: 46 ( Marks: 1) hoose one
The alternatives to me r-l‘.':lS-.lI.'lH, |
» Increasing product 4@

ing

ks: 1 ] - Pltnw: choose one

>
>

Question No: 48 { Marks: 1) - Please choose one
Which of the following 15 a markel competition strafegy?
P Markel Leader Stratepy
P Market Challenper Strategy

B Markei Follower Etrul.ri}'



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

* Comvemence

| 2 E:.Ei' and Erh.-:ﬂ:
O

Which ome of the lollowing option is NOT a benefit Tor Lu:,'Lr 'I.I.J.u] E—Lﬂﬂim@'

P Crrealer product access
Question Mo: 2 { Marks: 1) - Please choose one "
Which one of the l'u!iumnb aptions refers o “The arl andd :-nu of choosing targel
markels and butlding profitable relationships™

P Knowledge management
» Total I

» Customer relationshi p mana pement \Ib

Cuestion No: 3 ({ Marks: 1) -P 0SE O

Which one of the following opti s consumers and companies 1o access and
share huge mmounts ol inf Just a few moose clicks?

> [l[i'ml.ug:

P Extranet

B WWW A‘%
Cuestion { Marks: 1 ) - Please choose one

of the ﬁhllawmg is NOT 2 part of the mucro-environment?

W Demographic fores

P Matural forces

> Compeiinn TR Pugets

» Political forces
There are six major forces (outlined below) in the company’s macro environment.
& Demopraphic.
b. Economie.
¢. Natural.



d. Technological.
e. Political.

L. Cultural.

Duestion Mo: 5 Marks: 1) = Please choose one

Your firm has just developed it Giest successfol MIS_ I interagts with informanion tsers

to assess information needs, dmrlup neaded in [anﬂahm the marketing
information and help managers use il in their decision majung

» Distribute Q
b Collect

> Eetriewe
> S =

Question No: 6 { Marks: 1) - Please choose one
Most organizational purchase decisions are made by whic Mﬂluwing catepories?
» The sales foree

B A Lo nl‘ﬁrchnshﬁi ai-_-n:s ’b

P Inventory control persomel

Question No: 7 { Marks: 1) - Please hg!?p
The purpose of idea peneration is to i:\\%; of ideas. The purpose of secceading

slapes s 10 that number. ‘o'
B Small number: reduce |

= Small number: meres
P Large number; mgrease

Question No: § "1(’ Muarks: 1 S

Which of ing is ['uDT H] rnumr factor for making firms price decisions?

| 3 ni' mmenial factors
ling objectives

P Marketng mix stmiegy

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

Cuantity discounts are a legal form of price discrimination. A quantity diseount is a price
reduction to buyers who purchase

» Frequently



P Inferior merchandise

| vt tierchand i se
% E“,ﬂ] 5

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

Discounts and allowances are pri'.i_mﬂd.iqxtn_ﬂﬂg Lo the basie prce (o rewird customers
for which of the following activities?

> Emi ﬁirmml of hills f‘\,

P Agcepling early delivery Q
P Volume purchases (.\

Most companies adjust their basie price to reward customers for certain responses,

sach as carly payment of bills, volume purchases, and off-season buving. These price

adjustments—called discounts and allowances—can take many forms, Page# 115
.

Question No: 11 ( Marks: 1) - Please choose one
Which one of the Tollowing takes possession ol truc 3 maloes, amranges for

storage, und transports them o auctions to be & 2‘1

P Selling agent

* Commussion broker

P Selling broker . ‘b

Question No: 12 { Marks: 14'&‘ se choose one
A monufacturer-owned ¢ 1wl provides services usually associated with agents,

refers to which one of t'nl]u.win[;'!'

» Wholesaler

Sales offices are manufacturer-owned operations that provide services normally
assoclated with agents.

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

P Advertising budpets
P Advertising stratepies



P Advertising campaigns
Question No: 14 ( Marks: 1) - Please choose one -
When a [irm sets out 1o anelyze, plan, implement, amd control sales foree activities
through sales force management, What does it set and design?

P Sales tefritories

» Teamselling efforts f‘\,
P Promotional objectives Q

Ouestion No: 15 ( Marks: 1) - Please choose one ‘, ?
In contrast to vending machines which dispense only products. ther syAleS
that dispense information and take orders without direct laurﬂm-u ol SLhigfsvatem refers to

which oie of the following options? \ a
> Kious A
TV monitors £
» The intemet
B Cell phones \Lv

Quiestion No: 16 { Marks: 1) - Plea

Which one of the following are low-grdyw;
may ir:nemlu enough cash 10 maintai

B Cashi Covia ::\-"
1

shire businesses and products (they
ul do mot have mech Muuee)y?

B Stars
P Cuestion Marcks

Quiestion Mot 17 1) - Please choose one

Lhe fllowing?

Lobbying, Inmm wons and Development are the major functions of which one of

Question Mo 18 { Marks: 1) - Please choose one
E-marketing refers o which one of the following?
» Email marketin

» Electric marketing
» Elastic marketing



Question Na: 19 { Marks: 1 ] - Please choose ope
Which of the following option is NOT related with traditional buver’s t‘1=rhlﬁ""
P Right not 1o buy a product that is offered for sale
P Right worexpect the produgt 1o besafe

B Bioht toex the Ll Wy foar as i laimecl

Question No: 20 { Marks: 1) - Please choose one ;
IF 8 company's customers are concentrated in o small geographic srea and theco ¥
sells technical products, which promotion method will it most likely us-.ﬂ'i'o

» Advertsimg
» Publicily -

P Sales promotion \ 2

Finance, research and development, pu'r-i:h.usmq and r g all are the sctivities

of which element of the micro environment?
» Suppliers Lv
P Eetailers .-:
» Publics (b,
Question Mo: 22 [ Marks: 1), ‘\%:h- choose one

Competitor’s price incrense 1§ m to be followed due to:
P Incressed advenising

P Prce wars
® Falling sales

a
Cuestion No: 21 { Marks: 1) - Please choose one

Marks: 1) - Please choose one
Which 0 foHowing can be defined as, *The concept of designing marketing
cumn%i;m programs that organize all promotional activiites o provide a rehable

TA:Lr:.ﬁiﬂg*I 55 all audiences”
P The promotional mix

» Eelotionship marketing
P The marketing mix

Question No: 24 { Marks: 1) - Please choose one
Like many consumer products manufacturers, Haier Electromcs gives its resellers



discounts 1o éncourage them Ln'nu'rfy and promole 1ts products. When domg 8o, Haier
Electromics uses which of the following strategy?
» [ntensity

> Flexible
> Pl

OQuestion No: 215 { Marks: 1} - Please choose one

Which ome of the following is the cheaper source of selling? i\,
= Persomal s.:tlimi* Q

P Sales force
P Sales promotion e

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

All of the following positive effects can be achieved by % ﬁupur market
education strategy in pdvertising, EXCEPT:

® [1 helps 10 miniinize sales resistance £
11 helps to reduce the cost of advertisi

P It makes adverisme move effective

Question No: 37 { Marks: 1) - Pleas
Proctor and Gamble periodically se
iflustrates PP & (' use of which
* Advertising

» Personal selling

ALELS Y
pons and free samples of products. This
follvwing elements of the promotion mix?

» Publicity

= Please choose one

‘Which ut‘ l]n: following is| are the msks for which logistics manager is responsible?
P To coordinate activites of suppliers
» To coordinate purchasing apents and marketers
» To coordinate channel members and customers



Cuestion No: 30 { Marks: 1) - Please choose one
Which of the t'u!]uwmb is NOT one of the major logisties {i unetions?

B Order processifie

P Warchousing
P Inventory mam e menl /\,

Question No: 31 ( Marks: 1) - Please choose one
Which of the following 15 part of the four competitive positions?

P Markel positional
B Markel observer

= Markel conbrol ber \

Duestion No: 32 { Marks: 1) - Please choose o &

Which of the followmng is not the disadvantage of go ~centered ILI:'JI'I'.IFH.I!I:.I":'
* The WWW becimes oo reactive \

» Strategy is built on what others d
P Lessens mnovatiom

Question No: 33 { Marks: | j,%chnm e
Which of the following has a r nt of nsk. comtrol and profit potential?

P lmporting
P loinl Venturing
P Direct Invest |

Cuestion Mot Marks: 1) - Please choose one

Which o owing discounts encourage customers 1o pay mviices earlier?

tity discount

i nal discount

P Trade discount

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

Which of the followmng allowances are pavments (o wholesalers or retailers 1o stock

UNPROVED NEwW ﬁ}dum?

= Trade-m allowance



P Push money allowance
» Promotion al lowanee

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

If your competitor has cut the price of s produet and it is affecting the sale of your
product and prafil murgtn o ¥our compiny, then vou might decide 1o take same action.
Which of the fallowing action will vourcompany take in this srl.uahsm"

» Close vour business

P Raise perceived quality

= With draw im— imdum @
Question Not 37 { Marks: 1) - Please choose one C 0;

Which of the [ollowmg is the disadvantage of personal selling?

i can be adapled for individoal custmmers

P 1t can be focused on prospective cuslomens £

P It results inthe actual sale I
Coestion No: 38 { Marks: 1) - Please mﬁke

» Straight sulary
P Siraight commission

P Sal: s bonus *\‘\

Which of the following 1s NOT a Ltwm%@)émﬂrjun plun-'.’

Question Mo: 39 { Marks: 1 1 = Please choose one
During the summer  advertisements on TV o discoura ge people from
using excessive ¢l 15 Phenomenon 15 known as;

Q_uﬁr mNo: 40 | Marks: 1) - Please choose one
What does this statement show “Trade of value between twa parties™?

| 'E'UmEI:LLLun

> Aprecment
» Mo

Quiestion Mo: 41 ( Marks: 1) - Please chooese one



Environmental geoups are included in which of the following publics?

» Cizen-gction publics
» Media publics

> Gu-.-mme:i iuhi'u:s:

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

OF the ﬂrl.luwj.nlii the most complex type of business buying sifualion -i-s-.-ﬂ_w: f\‘
» System selling Q
» Sarzight rebuy O
P MNoew sk =
@ V

Question Mo: 43 ( Marks: 13 - Please choose one
The bases of segmentation for business markets include 3
» Demographic

B Situational fBclors i
¥ Personal charsctenstics \I

P

Question No: 44 { Marks: 1) - Plea QG@ D

Shekel just moved into & new city. He i s/ egy successful man and would like o
purchase a luxerious carand desi olhet. These products are examples of

» Convenience Products %’

» Shoppmng Products

» Unsought Produ

Question Nog 45 %: 1 ) - Please choose one

With what groupa do 0 conduct concepl westing of new products?
> Suppli

A Fpcts groups _ _ _
Concept testing invalves testing the concepts with a group of target consumers (o
find oat if the concepts have strong consumér appeal. Page#231

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

Which of the fnl]wini i5 4 type of Geopraphic pricing?

» Cost based Pricing
» Value based Pricing



P MNone of the given option
Zaone pricing falls between FOB-origin pricing and uniform-delivered pricing
Paged 128

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

15 & measure of hew many mes the average person in the torget market
15 enEn-:lmj 1o thee messase, ]

» Eeach

» lmpact
» Rale @’

Question No: 48 ( Marks: 1 ) - Please choose one
Bapd penetration of narrow market segments by selective targelin \@) markets
and small share of overall market 15 Kodvwn os;

Page#211 Y
» Glotul Challenger Strategy \ °
P Global Leader Stratepy {’
B Global Follower Stialegy ?
FINALTERM E 1ON
Spring 201

MG TH- Principl Marketing (Session - 3)
Papered

Question No: 1 { Marks: 1 Plestse choose one

Which one the following opliodig related with this statement “Rapid imitation of leader
or challenger with modesate country market coverage and emphasis on price sensitive
markets. The result isgyeball foderate share with high shures in selected country
markets.”
P Global leader =

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

Ifa local company wants to adopt the marketing concept. To be consistent with this
move, 11 should sdopt which of the following philosophies?

» Focusing on today is important for us

- M.llkini rm.m&i 5 or bust ness

P RKoepmg prices low s our objective




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

Which one of the following factor influences the consumer buying décision process?
> PerMn-spe:ﬁﬁu

> [Iemngm-p-hu:
» Situational

A consumer, making a purchase decision will be affected by the following ﬂlrﬁ%
Mactors:

1. Personal
2. Psvchologieal 0
1. Saclal -

OQuestion No: 4 { Marks: 1) - Please choose one \*
ABC Company divides the pet market according to the o age, occupation, nemme
and family life eyele. Which of the following types -.1 I.u:r:l'l 15 being used by the

Company?
» Occasion \Lv

P Acee and life evele

» Pavchoprmphic

Question No: 5 { Marks: 1) ‘@fhum one
IFBATA Company Ltd, has prowth, pmins are ponexistence and there nre

heavy expenses incurmed. Wha the following stage 15 being faced by the BATAT
> _
» Growth "
P Maturaty
» Decline
Question Now ; _1rks* lj - Flusc- lemm

» Highlyinelasne
» Decreasing

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

If Pepsi sets the price of its six packs to match exactly the price of Coca-Cola's, Pepsi is
using which ol the following pricing method?



| Dcmpd-m—jcmud
= Cosi-onenied

> E.xﬁtmm CUrye

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

Which might be the effect of & successful price increase on profits?

P Profil can decrease
P Mo change observed in profits

* Infimie ::]]:u.nﬁ i i‘uﬁﬂi O

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

The channel that mcludes both o manufactirers’ agent and an | wlusfiial distributor may
be appropriate under which ol the following circumstanc

b

» When the firm wanls special zed
force

up the work of the sales

» When onlv one or two chamels wmn are available for products
P When the sales foree is Large fSd arketer s thinkmg of cutting it down
bt e Mo ke goned e oo, ket s Tid==r

HlzHakel Jol K pp=PAMRL pe=PAIRE dips The S channel + thar el bdes ® ot b a4
i faciurers" FageniHind+ansinidvstrial S distribofor s puy+beHppropriatet o ile
récsourcer & o de S TeAMpW eictte=HIhaeY e R Lyr TWsM S LSTH4& W =vndk
=T ras.

FADTOAHIE A WY Cueda-NE pl=houk resoll&ct=resull & resoum 2L ved=-0 1§
dU A Ew A =inepapefoag® = Falve

Question No:'l Marks: 1) - Please choose one

IFa retail elp with store desipn and troining sales personnel. it would most
likely services of which of the following wholesaders?

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

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

An orgamznton is issumg a cireular regarding the new credit term 1o all the employvees.
in this statement. orgamzation is representing what?



= Media
P Source
= Decoder

Question No: 12 { Marks: 1) - Please ehaose one

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

P Decoding N
P Noise

* Interference

..-'l

Question Mo 13 { Marks: 1) - Please choose one
Which af the ollowing advertising 15 wsed heavily for -L.r::.i]ﬂ:n rﬂnur} dermand when

mtrodducing a new product in the market?
B Persuasive ad-.-erti:;ini *CN

P Comparstive advertising
P Insttotional advertsing
- Ple ;

Question No: 14 { Marks: 1 ) ¢ one

M. Nabeel works for a costnetics a.nd is responsible for ensaring that

resellers have adequate quantiti cts when and where they need them. Mr_

Nabeel is also devoling much ut' townrds helpmg retailers promodes these

products. Mr. Nabeel 15 pesfo Ij'n: rile of which one of the fellowing salesperson?
P Atechnical salesy

Qruestion No¥dS | Marks: | j - Please choose one

'lh ¢ COmmMuniclion

= Interpersonal commun cation
P Local communication

Cuestion No: 16 ( Marks: 1) - Please chooseone -
In comtrast o w:nimg machines which dispense only pr-r.ulm.lt there are other H}'E[LH]L

that dispense information and take orders without direct human aid. This system refers 1o
which one of the following options?



TV momios
B The mtemel
» Cell phonmes

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

The retailer is usuatly in an excellent position to:
» Make the most profits in the channel

B Become the channel leader @

P Co-ordinate the production strategy 0
A
Question No: 18 { Marks: 1) - Please choose one u
E-marketing refers to which one of the following? a

L]
> Ilrrmiljmu-]uttini &\
B Eleciric marketing %

» Elastic marketing I
Coestion No: 19 { Marks: 1) - Please mﬁke

All af the following are the questions thals a pompelitor changes the price
EXCEPT:

» Why did the competitor ¢ % price?
® s the price change 12 ATy OF permandnt?
» Are other companics 1o respond?

4 .
Why did the competitor change the price? Was it to ke more morket share. (o use
exceds capacity, o meet changing cost conditions, or to lead an industry wide price
change? 1s the price change temporary or permanent? What will happen 1o the
company's market share and profits, if it does not respond? Are other companies going
o respond? Whal are the competitor's and other frms' responsas 1o each possible
reagtion likely to be?

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

When a company cannot supply all its customers” needs: what would be an effect on
price?

» Price will increase

» Prce will remain same

P Prce will decrease

» Prce will decrease up 1o o certain Finil



Ouestion No: 21 { Marks: 1) - Please choose one
Through sales management supervision, what does the company do foe sales force to do
a better job?

> Coaches

P [nfluenoes
Through supervision, the company directs and motivates the sales force to do a
better job. Pagef189 "-{y\

Question No: 22 ( Marks: 1) - Please choose one
Which one of the folowing steps s NOT a pan of marketing process?

P Analveing marketing opportunitics

| 2 Eelﬁ;lmi t:rrﬁL ktrket \ 2

P Develop marketing mix

b
Quiestion Mo: 23 Marks: 1} - Please chapsedne
The tvpe of salesperson that usually requires tr i physical science or engineering

refers 1o which ane of the [oilowing:

» Trade salesperson ;
P Missionary ﬁﬂlf.ﬁm fb

P Sales assstant

Question No: 24 ( MnrhsA Please choose one
Which of the following ]\'ﬂ;l‘ a public relations tool?

» Imape mana

P oSl AT P s ] L eomy silos T 2RI B 80 Lgiudenl  wiewVelupter | Bimultiple cho

Question' No: 25 ( Marks: 1) - Please choose one
Product —* cost —*  price —* value —* customer
This 15 refated 1o which of the following pncing?

* Value basal pricing

P Competition-based Pricing
» Gaoing-rale pricing



Ouoestion No: 26 | Marks: 1) - Flease choose one ,

To merease the market share a company organizes Point of Purchase (POP) Displays. [t

1% in example of;
P Trade promotion
P Consumer promolion

P Brand promotion

Duoestion Mo: 27§ Marks: 1) - Please choose one ;
Which one of the plowing 15 used dunng the post purchase stage of the co i
purchase deécision to reduce post purchase anxicty? 0

P Sales promotion and advertisin
B Publicity and advertising . C)

P Public relation and sales promotion &
bl pehigherolmograw L oom/siieu THITORYEI 2 tndent - view ' chapidor | B malilple
hoice guis hini

b
Cuestion No: 28 ( Marks: 1) - Please chposegone
HSY gives only a limited number of dmt&rs% distribute its products in their
it isguing

territories. Which of the following distrihuli% 13

» Intensive distribution fb,
P Selective distribution :

P Mone of the piven aptiongs
Question No: 29 {'Mnrhs-:fz Please choose one

Moving products and malenals from suppliers 1o the factory 15 related 10 which of the
following? "

Cruestio s 3 ( Marks: 1) - Please choose one

Which OF the [ollowing is NOT one of the levels of service offered by retailers?
P Self-service

> Full service
P Limited semvice

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

Which of the following is not the disadvantage of competitor-centered company?



P The oo ! oo tﬂ-l;n’::u:flhfe

P Strategy s built on whid others do
P Lessers mnovation

Cuestion No: 32 { Marks: 1) - Please chaase vne

“The controversial trade practice of selling a product in o foreign markel ata price lower
than its domeste market” is refated to which of the following?

P lmpon quota /\,
* Tarniil
| E.m:]umﬁ rate :

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

Which of the following s true?

=
» GATT succeeds WTO {\ ”
&

P WO succesds MAFTA

> NAFTA succeeds GATT I
Coestion No: 34 { Marks: 1) - Please q.hmt

Offering Pepsi ot a lower price dunng th [ Ramadan is related o which of the
following? e

» Odd-Even Pricin ‘01
P Sepmented Pricing Q

» Skimmung Price

1) - Please choose one

Duestion Mo: 35
Internet was us

first time in which of the following yeas?

Coestion No: 36 { Marks: 1) - Please choose one

Which of the following claim that certaun marketing practices hurt individual consumers,

.m::'ieti s o whulci and other business frms?

P Marketing ethics
¥ Environmentilism
» Public policy



Question Na: 37 { Marks: 1) - Please choose one
Crreedy intermediaries who mack up prices beyond the value of therr services, comes
under which of the [ollowing factors of harming consumers through high prices?

» Hich ﬂliﬁ'tmﬁlﬂgll{ﬂ promotion gost
P Excessive markup
» High pressure selling

Question Mo: 3 ( Marks: 1) - Please choose one

I your competitor has cal the price ol us product and 1102 alfecting the

provciuct and profil margin of your company, then you might decide

Which of the following action will vour company take in tlli;i. situa
» Hold the same price

» Close iuu.rhmi.m::iﬁ {\'
B With draw vour product fb

Cuestion No: 39 ( Marks: 1) - Plcggf_.:ﬁ%
Companies are relraining o wse poisonous ¢ fghe manufactunng of ther products
to prevent damage to the environment. T -E%‘Iﬁl:h arg trying to follow:

» Production Concept
» Product Concepl
P farketing Con

Question No: 40 ( Margks: 1
Which of the following i NC
organizations desigand O

- Please choose one
one of the alternative concepts under which
clirry out their marketing strategies?

Coestion No: 41 { Marks: 1) - Please choose one

Aln) 15 0 segment of the population selected o represent the population.as a
whole.

> Survey

» Experiment



P MNone of the given

Question No: 47 ( Marks: 1) - Please choose one
How long does the product maturity stage last?

» 2 months
» | month

* 3 months f\,
Question No: 48 ( Marks: 1) - Please choose one ;
Sales Force Personnel must be : ‘ 5
> Cuh;ulaLini -
<]

> Angry Youngman \ 2

= None of the ahove

FINALTERM EXAMI?
Spring 201
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<,

with this statement “Rapid imitation of lender
ket coverage and emphasis on price sensitive
: share with high shares in selected country

Papertd

Cuestion No: 1 ( Marks: 1) -P
Which one the following option i
or chaltenger with moderate cou
markets, The result is overall
markets.™
» Global leader stratk
» Glohal challénger $

Cuesti hﬂ-: 2 (Marks: 1) - Please choose one
IT o oo pany wants to adopt the marketing concept. To be consistent with this
e, iIT9hould adopt which of the following philosophies?

P Focusing ontoday s important for us

> M.::Luni rm:m_i p o Bt s

P Keepmg prices losy is our objective

Question No: 3 ( Marks: 1) - Please choose one
Which form of data can usnally be obtamed more quickly and at a lower cost?




P Primary
P CEnsus

P Tertiary

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

AT ABC Lad kngws that its market share in Pakistan has dropped |3 pereent in the first
guarter of the year but does not know what might have contributed o this &&u]in&&fn

which stage of the marketing research process?
» Hypothesis development Q

* Svmpiom edent ifical wom
st O

P Datla mterpretation .

OQuestion No: 5 ( Marks: 1) - Please choose one FX -
& mklst

Mr. Salman works for an organization in whi:]—]ii_g_ﬁurcl milst be accountablé to the

public. His buying procedurss are extremely comple n this descrption, he

works for an organization in which market wr\l

* Resoller
* Prwduicer

| 2 Sﬁtier
Qchnnﬁt ofe

Question No: & Marks: 1

A transaction in which !.h-r: tion s making an initial purchase of an item to be
used to perform a new jol refers o which of the followmg purchases?
» Straight rebu i

uest 1\‘“: 7 {(Marks: 1) - Please choose one
Cus Service i another element of product strategy. The first step is Lo survey

custome™s periodically 1o assess the valué of current services and (o obtain ideas [or new
ones. From this careful monitonng, marketer has learned that buyers are very upsel by
repairs that are not done commectly the first ime. What 15 the nume ol these types af
services?

» Grand eﬁii SEIVICES

P Social marketing services
P Unsought product services



Question Na: 8 [ Marks: 1) - FPlease chogse v

A review of the sales, costs and profit projections for a new product to ind out whether
they satisly the company’s objectives refers to which one of the following concepis?

P Business Basihility

> Fe;uim'hiamdi
» Product acceplanes f\’,

Question MNo: 9 { Marks: 1) - Please choose one Q
1w

IFABC Company develops a new air conditioning compressor that last
existing compressors but only uses half the electricity, it will proba S
pricing based on;

> Cash fow &\
P Eaeturn ominvestineanil,
= Markel share I

Qruestion No: 10 { Marks: 1) - Please chivo

a8 long as
sh s

Which one of the following is the requm
» The objectives shoubd be short-t
» There should be only one pri

P The cost stroctume should by

H-I:E[LTL]:_ pricing objec lives?
ted

Cuestion Mot 11 { Marks: 1 - Please choose one
Companies st pru:e: 3y Aeleching a gcnem[ pricing upproach that includes one or more
s Lhie of these is the buyer-based approach, which means:

Q_uﬁg of No: 12 ( Marks: 1) - Please choose one
When mamgemem at Yamaha Hu!urr_yules makes decisions on qadd]el:mgz: handle bars,
and seots lor its bikes; they become engaged in which one of the following prcing?

P Product line iii:i.hi

P Captive-product pnicing
» Value-based pricing



et v pn pemso s oo uloemd ok he harker micmtes (17127 32008033 TR cw/Coril
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Cuestion No: 13 ( Marks: 1 ) - Please choose one

The Shirt Company utilizes a push strategy to sell the shirt line. Its basic promotional
ool is diseount. These diseatnts offéred to middlemen are referred toas which oneof the

ﬁ:]lﬁwmg discounts?
> Trude "
B Cumulative
P Mon cumulative
> Cash 0

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

Muost, but not all, marketing channels have marketing int miegliaries. marketing
intermediary sometimes called & maddleman, who perform wh ufihe following
function? li

= Alvavy selly ucls b wholesalers

P Always sells products o retarlers
P Daoes nol take title 1o produocts

rold

Cruestion No: 15 ( Marks: 1 )

Which one of the following t
storage, and transports them |

wn aof truckloads of tomatoes, armanges for
to be sold?

» Selling agent
> Comumission begke

» Selling braker

Quutiun Rl {Marlu 1) - Please choose one
] rm:-anm" " reflects which one of the ﬁ:-i]uwm;: mnu:pLu”

&ﬁml‘ﬁmm

* Lol won

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

Which of the ['nllﬂwmg? advertising is wsed heavily for w;;tl;:gu p-nmur:, demand when
inteeducing a new product in the markel?
» Persuasive advertising



P Comparative advertising
= lnstlutional advertising

P Advertising agencies

- Ad'.-q.-rus'misif[ﬂliﬁls ,Qf\'

» Computer pro E
-~

Question No: 19 { Marks: 1) - Please choose one - &.}
Which one of the following faces three challenges: m’panrjing%n; market, protecting

market share and u.'-.ium:ling maurket share? &
» Market challenger ‘b
e

» Macket follower
» Market niche \Lv
Qﬁa o

Quiestion No: 20 { Marks: 1) - Plea
I the competitor’s price cut harm the c&@ﬁs sales and profil then what should your

mmﬁnu d: ‘0'

P Increase the price :
=ase Lhe price
e

P Decrease the price
P Either increase

Qhuestion Mot 21 1) - Please choose one

I a retailer frond slamabad orders a quantity of merchandise to be delivered 1o his store
[ ted a price that does not include transport costs, the retailer is paving

» Geopraphic price
P Base-point price

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

All af the Tollowing are disadvantages of magazine ﬂdvmumg EJ{E'[:FT
» May be inappropriate mix with magazne content
P Lesser reach compared with television



> Siatic ilmir:: unli'

hdps i pow erbomeblsonmMol LV admed loms, him

and emplovment?
P Divect mail and catalogs

P Television

» Advertising
Question No: 24 ( Marks: 1} - Please choose one — _0
Which of the followmng is role of a sales person?

P Prospecting

P ldennfying customer need & wanls \ .
P closing the sales &
S O

Cuestion No: 25 ( Marks: 1 ) - Please choo
Which of the following option is correct wn% facturer can not hold on messape

that be wants to convey to audience?!
P Personal selling (b

B Sales promaotion 0
l- Advertising E

Ouestion No: 26 | 52 ﬁ - Please choose one

: basic purpose of personal selling?

munication between buyers and sellers

stve modde o comvey message 10 buyers

veombinad with other aspects of promedion in the total marketing mix

Which of the fullog

Q_unsr No: 217 ( Marks: 1 ) - Please choose one

The four major pmrn-ulmnal toals [adueﬂsstng, per-mnui selling. sales promotion, and
public relations) ane known os the;
» Communication mixdel

> Adm-mi:smi mmia e

» Marketing mix



Croestion Mo: 28 { Marks: 1) - Plt;w u!!ﬁnm (i1

Lales imnminn 15 fewt defined a5 afn):

» Advertising and publicity eampaign
B Give some meanlive W consumer
> Activ L[_',mnd.-n-r; rnm:nnal used in pemsonal selling

Duoestion Mo: 29 §{ Marks: 1) - Please choose one
A direct payment of cash and goods given fo the retatler aprecing 10 setup “’%

sale display i3 known as:
P Event market i11i 0

» Brand reminder
» Sponsorships

Cuestion Mo: 30 | Marks: 1§ - Please choose one

Whene sellers & huﬁm have to be together 15 knownges

» MNon Personal
P Personification
¥ Poersonalization

Duestion No: M { Marks: 1}
An activily and/or matenal that
or consumers = also known as:
P Advertising

P Personal selling
> Publici

value or incentive o resellers, salespersons

Duestion No: Marks: 1 ) - Please choose one

Which o owing is TRUE for direcl marketing channel?

sisls of wholesaler
isis of wholesaler, apent and retailer
P It consists of wholesaler and retailer

Question No: 33 ( Marks: 1) - Please choose one
Which of the following s NOT rue for warehousing”?

P Every company must store ils poods while they wait 1o be sold



P A storape function 15 needea oecanse production and consumplion cveles rarely

malch
P A company must decide on dow many and whar fepes of warehouses it needs

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

Which of the following i3 ong of the challenges need by maﬂz;l ]r,m.im”
P Indirect attack .
L3 Dmﬂmathe total market N

* Incressme sales foroe
m s

The first is that of the market leader which faces three challenges: expanding the
total market, protecting market share, and expanding market share.

Question No: 35 { Marks: 1) - Please choose ane Q
Which of the following 15 an administrative trade restriction that unpu a complete ban
o imports of g specified product”
St 55’
» Tarifl
» Embarpo \LV
» Dumping %

Question No: 36 { Marks: 1) - Pleds

Which of the following sllowances
unpru'-. en new prisducts?

B Trinde-iit allowance Q

» Push maoney allo a.nu

ALELS Y
nts W wholesalers or retailers (o stock

P Virtnal business

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

Question Mo: 38 [ Marks: 1) - Please choose one

Which of the following source of internet can be used (o coordinate the consumers and
producers?



P Wiehsites

= Bl
= Chal roonts

Cuestion No: 39 { Marks: 1) - Please ehmutnm‘:

All'of the following are the primarycriticisms lev -.-:h:d at the marketing function by
comsumers, consumer advocates and sovernment agencies EXCEPT:
» High-pressure selling

» Harming consumers through high prices Q

P Deceptive practices

-~

Question No: 40 { Marks: 1) - Please choose one %}
Which one of the following 15 NOT the primary ¢riticism levgled marketing

function by consumers, consumer advocates, and Hwemmml_ _cf{-,h?
P Deceptive practices
» High-pressure selling

» Shhjdi- ar unsa fie H‘Hﬂht‘hﬁ- \L;b

There are six primary criticisms leveled at the marketing function by consamers,
consumer ndvocates, and government ugentiu.

L. Harming consumers through high prir.
il. Deceptive practices, \
ili. High-pressure selling.

iv. Shoddy or unsafe pru_r.lu:ts,

v. Mlanned obsolescence.

Vi Poor service 1o lﬂ_smlﬂ.nt:ged CONSWMErs.

> i lue marketing

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

To persunde people to purchase non essential goods and services which of the following
comcepts wienld prove moree fruitful?

P Production Concept

* Prduct Cﬂﬂtﬁi



P Marketing Concep

Cuestion No: 43 ( Marks: 1) - Please choose one
Idenufy 1]11'&: considerations compinies h!:ll:JLl.ld halbanee when -:u_umb r their marketing
Slraleoies,

P Existing products. eustomer needs, and market trends
P Customer wanlis, inleerated rn.a.ukflma techniques, and profit margins

P Selling concepts, product inlepn v, and customer hasa f‘\_
The socictal concept calls upon marketers to balance three considerations in :Htlng
their marketing policies:

). Company profits. 0
b}, Customer wants, -
€} Society™s Interesis.

Question No: 44 ( Marks: 1) - Please choose one x
The steps comprising the marketing control process in u%nb order are:

tive action — set goals

Cuestion No: 45 ( Marks: 1)

Ench culmure contains smaller 5

» Personality character [ 4 consumer
» The motives that

P Geogriphicdegioniand income levels

Each culture contains smaller subcultures or groups of people with shared value
systems based on commaon life experiences und situations,

Cuesti hﬂ-: 46 ( Marks: 1) - Please choose one

M5 1 rested in buying a carpet. Although the carpet is costly but there 15 very little
perceivethdifference between the brands. This 18 an example of:

» Complex Buying Behavior

= Vanely Sa:ﬂkmi Hui-'mir Biehavior

» Habitual Buving Behavior



Dissonance reducing huyh;hﬁvhr oeeurs ;hlt'm@mn 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 ofthe Tollowing are characteristics of business markets EXCEPT:

P Denved demand

P Inelastic demand f‘\,
> Fluuluﬂl[ni demand Q
Question No: 48 ( Marks: 1) - Please choose one - Q
OF the following, the most complex tvpe of business !:lu:.-'inﬁ srtuatici vbhe:

» Madified rebuy ’\, y
P Sustem selling {’
B Straight rebuy fcu

> Mew sk
FINALTERM %%anm
Sp
MGT01- Pﬁueip&é&@&kﬂmg (Session - 2)

Paperss ;
Question No: 1 Marks: 1 Plesse choose one

Which one of the following o is NOT a benefit of internet marketing?
= Cost effective
P Time saving

*2 (Marks: 1) - Please choose one :
esearchers usually draw conclusions about large proups of consumers by
ch of the following small component of the total consumer population?

P Target group
> Aundience

Duiestion No: 3 [ Marks: 1) - Please choose one



Muslow has a list of human needs from the most me:g to the least pressing. They
mclude all of the following EXCEPT:
» Physiological needs

P Safety nesds

- Self-actualization
Duestion MNo: 4 ( Marks: 1) - Please choose one i i
fdemtify the process by which individuals organize and interpret their 5Ln::.L1r:.r f\‘
mpressions in order 1o give meaming (o their environment? Q

® Porsonalit
— O

» Sclective group
» Habital behavior

\ ]
Ouestion No: 5§ ( Marks: 1 ) - Please choose one &ﬂ[

Demographic segmentation divides the market into @ om which of the

following viriables?
| Em: luc&tmmmduwu s lodmner \Lv

» Customer, technology, mrrrpm:

Question No: 6 (Marks: 1) % choose one
Which one of the IiJHu'l.l.-'mh. efers 0 a group of products that are closely

related because they function 1 imitlar manner, are sold 1o the same customer groups,
are marketed through thedsame : Lype of outlets, or fall within given price ranges?

Cu : 7 (Marks: 1) - Please choose one
i e of the following is the requirement for setting pricing objectives?

» The objectives should be short-term oriented
» There should be only one pricing ohjective
P The cost strocture should be dentified

Question Mo: 8 { Marks: 1) - Please choose one



Which one of the following statements reflects pricing policies amnd methods?

P Are the last decisions made for a new product
P Are the same for all ofa canpany's produoets
P Arg the most important decisions made for 8 product

Question No: 9 ( Marks: 1) - Please chooseoe
Which one of the following advantages reflects the advantege of product b

P It offers consumers more value for the money
® I combines the benefis of the other pricmg strategies -

» It provides o more complete product expenence for comns

} o
i a "basmg point” and

sfomer location, regardless

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

In which of the following pricing the setler selects a mv
charges all customers the freight cost from that city

of the city from which the goods are actually %

» Freight absorption pnicing
» Transfer pricing

P Fone pricing ;
Ouestion Na: 11 {_Mnrks choose one

When a firm or store ut‘!‘m s reduction o customers who buy duning afT-peak
petiods throughout the yehr, tl:#z firm 15 giving which of the following discoun?

> Armu.u.[

12 ( Marks: 1) - Please choose one

e af the following pricing policy may result in losing money on the product”?

» Pavchologcal discounting
B Penetration pricin

= Prce leader

Question Mo: 13 ( Marks: 1) - Please choose one



When major producers or auppilm w-urir. directly u.nh a major retailer in ordering and
shipping products: they ofien use Loy save time and money.

P Dual distnbution modes

P Their own trucking and disteibution systems
P lnteprated distribution

Duoestion Mo: 14 § Marks: 1) - Please choose one [ }
Which of the following is considered ns huge superstores, perhaps as lurge u@ 1l

fields?
P Depanment store 0

B General merchandise retailer . C)

= Discounl store \-

Ouestion No: 15 | Marks: 1) - Please choose one

The process of putting one's thoughts (meaning ) Lty 1 ¥mbols) reflects which one
of the following concepts? Lv

» Decoding \

» Bonse

> [nterference
Ouestion No: 16 { Marks: ﬁn choose one 3
Through vehicle the mdﬁi 1 ts transmitled from the source o the recerver. Which
one of the following vehi¢le :s.u:md [or this purpose?

P Decoder

» Encoder

W Belnv e el

Qutst 4’{ s 17 { Marks: 1) - Please choose one

[ the percentage of people in the target market who are exposed o the ad
campm uring a given period of time refers to which one of the following step of
media selection?

P Frequency
P lmpact
» Media



Ouoestion No: 18 { Marks: 1) - Please choose one

Which of the following communication and promotion tools involve direct connections

with customers amed towiand huiidini customer-unigque vialue and lasting relationships?

= Public relation and publicity
P E-gommierce and :-buﬁmb&:.
P Advertising and sales promotion

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

Two-way personal communication between salespeople and individual cus ﬁ
whether face-to-face, by telephone, through video or web conferences or 6 CANS,

refiers o which one of the following?
P Advertising
P Persuagive selling

» Publicity {\ .

P Enhances personal selling efforts
B Meutralizes the effects of unfavor ¢ relations
» Provides an excellent hmk—dmpﬁ:r ISCmEnls

Question Mo: 21 { Marks: 1 j,m choose one
Which one of the folowing mn ools includes press relenses and special events?

P Sales promotion
B Personal selli
P Direct markel

Cuestion { Marks: 1) - Please choose one

Whic of the followmg anthonties mught use several tools hike news, speeches and
SpLc s for the markeling purpose”

P Adverlising agencics

| Adm'ﬂrﬂxii.ni si'::iali'ﬁls

P Compuler programmers

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



[

Which one of the following faces three challenges: expanding the total market,

rn-::uu;-ﬂini market share and expanding market share?

P Market challenper
P Market follower
P Market mche

Question No: 24 ( Marks: 1) - Please chooseone

= ldentifying competitors

P Assessing competitors
P Selectine eompetitors W attack and avoid O
ﬂ A

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

Which one of the ollowing is NOT a part of compelitive analysis? ,Qf‘\,

B Ciunl markeling

E-murketing refers w which one of the following? &\

» Electric marketing
» Elnstic marketing

Question Mo: 26 { Marks: 1) - Plea c:% e
[denuly the name of @ vast pubiic web %ﬂ ter networks that connect users of all

tvpes all around the world 10 cach
P LCxlranel

> LAN
» Iniranet
@
Question Nog 27 %2 1 ) - Please choose one
Like many ¢ er products manufacturers, Haier Electronics gives is resellers
discounts 10 e them to carry and promote its products. When doing so, Haier

Electromnmi
| 2

Mich of the following strategy?

ALty

" Phexibile
» Pull

‘Which uflhe lollowing is 1he maost significant dasudvan[age ol publicity as a promaotional
bl ?

» Publicity is expensive

P Publicity is viewed as being biased



- Pu]:rliciii tsn' believahle tn mami 'ﬁe

= F ok 4 ey " &
htfp v e dhidisshune neltwisedmbrhatiy he-mbsr ket e-comeep

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

i5 true about North American Fros Trade A inenl { NAFTAY?

» An acconl Lo remove ranspoit bamiers among Canada, Moroceo, Chi
United Staves .
P An accord (o remove trade bartiers among Canada, Mesxico, @ the United

Stales
i3

Question No: 300 ( Marks: 1 ) - Please choose one @ -

Which of the followng has a greater amount of risk. m:%nd*pruﬁ! potential?
» lmpoting £

= Joane vfnlurinir \I

» Exporting ;
Question No: 31 { Marks: 1) - Ple e ne

Rs.3.00 is rounded to Bs.3.00 while Rs,2 88'is rounded 10 Rs.2.00 "plus change™ relates

i which of the following?
o

» Special-Event Pricin
P Cash Rebate
» Seemented Pr

Question Mo: _-‘!24-_ { ks: 13 - Please choose one o
~Marketing, which one of the Tollowing can be used 1o increases

| husme sy
rkel positioning
P Brand awareness

Question No: 33 { Marks: 1) - Please choose one
Companies can reduce their need of inventory stocks by using which of the Tollowing?

» [nternel marketing
P Virual busines



P Logistic svslem

Question No: 34 ( Marks: 1) - Please choose one -
Practice of which of the following concept leads the economy by an invisible hand to

salis Ei the m;mi anid uhaﬁ'ni needs of fmlliong of consumers?

» The production concept
P The selling concept
» Societal marketing concepl

Question Mo: 35 ( Marks: 1) - Please choose one

I your competitor has col the price of 18 product and it s alfectng the
provciuct and profil margin of your company, then you might decide

Which of the E:Iluwini action will your company take in th. aifua
B Close your business \ .
» Launch low-price “Fighting Brand™ ,@&

» With draw vour product £
Question No: 36 { Marks: 1) - Please choo
Which of the following is the disadvantage % al selling?
» It can be adapted for individual T

» 11can be focused on pros
® 11 resulis in the actual x k2,

Cuestion Mot 37 { Marks: 1 - Please choose one . o
A muanudcturer of cedingd, ik has no contact, coordination and agreemient with the
retaalers and whol t are selling its products, This phenomenon 15 called:

irketing Svslem
nal Distribution Channel
erical Marketmg System

Coestion No: 38 { Marks: 1) - Please choose one
The 4 Ps of marketing are product, price, place and promotion. Occasionally marketers
consider two more P's. These are:;

P People and Processes

» Profits and Processes

= Pmofis and Procedure



Question Na: 39 { Marks: 1) - Please choose one

The car munuficturers in order to compete wath its rival hrands are inserting Air biags,
Disc players, Cushions and Seat belts, This is done to:

P Reduce the possibil ity of accidents

B Ingrease short fin eustomer satisfaction

P Add stvle wooas cars

Question No: 40 | Marks: 1§ - Please choose one /\‘
All of the fnllm-.rini* are ex umrles of online marketing research EXCEPT

P Internel sumnveys .
» Online focus groups "

» Omline panels \ 2

Ouestion No: 41 { Marks: 1) - Please choose one

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

i
» Straipht rebuy Lv
P New task a
» MNone of the given options fb

Question Mo: 42 [ Marks: 1 ), ‘@ choose one
Monufscturers of surf excel ;hﬂ':"' 85l m making therr product eccupy a desimble

place in the hearts of ils custo Mow surf excel is considered as a powerful all
purpose family detergen Tha.markr:l{-rs have successTully 1ts produet.
= DifTerentis

P Targated

> Semm

Quesmi:{h 43 { Marks: 1} - Please choose one

uﬁ i ated marketing may also be called:

P Niche marketing
» Target marketing
P Scomented marketing

Question No: 44 { Marks: 1) - Please choose one
A good package miy:
P Protect the product



B Help o sell the product '
B Ease total distnbuton cost

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

Which of the E:']I]uuriﬁ s NOT aneof the eauses of produgt decline?

P Increasing competition

P Technological advances QN,

P changing consumer asies

Duoestion Mo: 46§ Marks: 1 ) - Please choose one ‘ :i
The improved form of convenfionmil distribution channel is: o

» Horizontal Marketing System (HMS)

B Verical Management System (VMS) {\ .

P Horizontal Management Svstem (HMS)

&
Quiestion Mo: 47 ( Marks: 1) - Please choapsedne

Advertising has 5.

* Thres
= Four
S o

P Six

Question No: 48 ( ."!.'?I'F.’.'ig__i - Pltase choose one
There are types of Sa Personnel,

>

> .

b4
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Question No: 1 { Marks: 1) - Please choose one
Inelastic demand o industrial markets refers (o which of the following situation?
P Demand for a piven produet Qoctuates very Lile over tinme.

» The demand forong pridduct depends heavily on the demand for another product.



P Flexible usage rale

= Volume usape rate
The price of the service is broken into o fixed fee plus o variable usage rate,
Pape#1l3

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

Af produeer offered a 25 percent discount 1o rewilers that ardered ski boots in February.
for delivery in May. the retailer would have the option of taking adifmmbre of which type
of discount?

B Trade
F Cash

» Cuaniiy

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

Quantity discounts are a legal form of price discriminstion. %:ﬂy discount 15 & pf[:ﬁ
reduction to-buyers who purchase

L]

» Frequently b
P Inferior merchandise Lv

> Eﬁ'm‘ menchandise .r:

Cuestion No: 9 ( Marks: 1) -P

Eliminating o wholesaler from a i channe] results in which of the following?
P Will cut costs and
» May or may not

e whiolesaler

> Will elimmi

o prices in the market
WET Eri:.':‘:ﬁ and will net eliminate the funcoons performed by

clions performed by the whaolesaler amd will lower costs

Cuesti "\n' 1 { Marks: 1) - Please choose one
Wh ﬁtﬁm; the message, the source should wse signs (words and symbals), What
risl b these signs?

P Mew and exciting meanmgs

> Dir[enmlrrwminii- [t'rdiﬂ'i'frnlﬁﬁlf

- Browd interpretations of signs

Question No: 11 | Marks: 1 ) - Please choose aone

What does it reflect “The receiver's response to a message”™?



B Fesdiuck
» Media
» Noise
P Decoding

Cuestion No: 12 { Marks: 1) - Please ehni;use'a-nt

Short-term incentives to éncourage the purchase or sale offa product or sérvice refér o
which one of the following promaticnal tool? '

= Direct mm-kcﬁni @
P Personal selling 0
= Public relations =

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

The principles of personal selling described as which ane ﬂﬁ%iﬁzwing arientation”

A
> CilirarR ?}'
P Trimsaction orentation \Lv

» Relationship orientation

Question No: 14 { Marks: 1) -P |t% MGy
Management al Happy Motors m@ ‘hat mix of compensation elements o offer
1}

thetr sales force. Which of the [o g s NOT one of the four basic types of
compensation plans?
&

» Straight commisse
» Straight salary
P Salary and

P Serviee ofenlal on

11

i

Cuesti a: 15 ( Marks: 1) - Please choose one

ret always Iooking for ways to merease selling time. All of the E{lluwillg et
Save time Lo accomplish this EXCEPT:

P Lse phones mstead of raveling
» Simplify record keeping
P Find better call and routing plans

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



Which one of the following faces three challenges: expanding the total market,

rn-::uu;-ﬂini market share and expanding market share?

P Market challenger
P Market ollower
P Market mche

Duestion No: 1T { Marks: 1§ - Please choose one B
Which ome the following option s related with this HlaiL[I:H..E![ "'lmm'; ator i fec

products and markels wath huirh global share and wide country market coverage”
. 0

» Global challenger swralepy
» Global fol lower sirate gy
» Global niche strategy

Question No: 18 { Marks: | ] = Please choose one
Which of the t'ul]uwmb aphion s NOT refated with “Ke iples for Public policy
towards Marketing™!

» Consumer and producer fresdom

- -l.'_'u.'rhini Wﬂ.ﬂ harm

» Consumer education
Question No: 19 ( Marks: 1) - ‘hﬂﬂﬁt o

When a company cannat supply stomers” needs: what would be an effect on
prige”

» Pnce will :ema.'m.&.mw
L=

> Price will aud  ®
P Prnce will p b aocertain Limit

Cuestion Marks: 1) - Please choose one
The i :¢ between values that the customer gain from owning and osing a product
indl of obtaining the product refers o which of the following options?

P Customer satisfacton
P Customer quality
P Total quality management

Ouestion No: 21 { Marks: 1 ) - Please choose one

Which one of the following forces s NOT the part of company’s macro enviromment?



P Demagraphic
P Eoonoimie
= Palitical

Cuestion No: 22 { Marks: 1) - Please chaase vne
Nestle Foods, rin 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 hall-gallon

containers of the drink. The advertising agency that created the Nestlé®s ad for

1 eHTR P T
P Was enmpeed in feedback barner emoval

P Was responsible for decoding the ad e O

P Acted as the communieation chainel

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

Which of the [ollowmg stalements about sales promolio _ .
faled'by a ederal ageney
e mix

> Tu be most ¢ Fective, sales pr{rmum% il be conducted 1'L'l1JlL'|-'LI!1'I Y
Question No: 24 { Marks: 1 ) ‘F.'F.% Lk

A direct payment of cash and poods the retailer agreing 10 setup the point of
sale display 15 known as:

» Evtnlrru:t‘ku[i.hi . ':

P Brand reminder
» Spoansorships

Question No: 257 ( Marks: 1) - Please choose one -
Communicat oh i news story regarding an organization andéor its products that iy
[ransmitl a mass mediam ot no charge 15 known as:

promotion
mal selling

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

Which promotional strategy is designed 1© build costomer demand based on spending a
lot on advertising and consumer promotion?

P Prwduction strategy




» Operational siralesy '
P Push sirategy

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

Which of the fallowing is NOT af the levels ol service offered by retailers?
P Selitservice

> Full service
* Linled semvice

Duoestion Mo: 28§ Marks: 1 ) - Please choose one ‘ :l
Which of the following 15 NOT one of the functions urwhnlﬂ:ﬂufo

P Financing
]
B Risk bearing

(-]
B Transporiation ‘b&

Cuestion No: 29 ( Marks: 1) - Please cho

Which of the t'nilﬂwinﬁ is ome of the chuil:r%fﬁ by market leader?
» Indirect attack fb,
» Dividing the wtal market 0

P Incressing sales foree

Question No: 30 {'Mnrhs-:f; Please choose one
Which of the following i an iﬂ:rm'd 1 remove trade barriers among Canada, Mexico,

and the United States

nton Tariffs and Trade (GATT)
e Trade Zone
¢ Organization {WTO)

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

Which of the E:ul]-nwini is trme about Morth Amencan Free-Trade Aﬁeemmt iNA FT AT

P An accond toremove transpon baniers among Canada, Mexicoand the Unined
States

» Anaccond Lo remove transpod bamiers amaong Canada, Morocco, Chile and the
United States



B Anacconl 1o remove trade barriers armaong Canada, Mexice, Brazl and the Unied
States

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

Which of the fallowing f.h_umunts enrcoltage purchases carier than demand?

P Quanticy discount
P Cash discount

» Trade discount @'
Ouestion No: 33 | Marks: 1 ) - Please choose one @ 0

Which of the ful]w:ng prmadu.. connection and ml.:,ractmn;petw:e s donsumer and
company?

P Virtusl communities {:\’

B Business 1o consuimer ‘b

P Business o business

> E-Marketing
What ever is the tvpe of commeree it requires connection between the two parties
which are buyer and the seller. This mum:tliun and the interaction are provided by
the virtual communities.

Question No: 34 | Marks: % choose one
All of the t'nlluwmb are the p icisms leveled ot the marketing function by

CONSUMErs, CONSUIMET &dmc government agencies EXCEPT:

Cuesti ﬁi,w 35 (Marks: 1) - Please choose one
Grq@mm]ﬂmﬁ who mark up prices beyond the value of their hl‘:!"l."ll..lE"-: comes

under h of the followimg factors of harming consumers through high prices?

» High sdvertising and promotion cost
P Excessive markup

® High pressure selling

Question Mo: 3 ( Marks: 1) - Please choose one



When a company cannot supply all its customers’ needs, il can raise it prices; mtjon
procducts (o customers, o both. Here which of the followmng factors 12 contributing in
price increase”?

P Cosl inflation

» Low product quality
P None of the given options

Duoestion Mo: 37§ Marks: 1) - Please choose one ;
A bar of chocolate costs Rs 50. I all the other factors are kept constant appr@l

hat is the marking cost that has incurred in marketing this product.

» B 4 f-'l

> [= 25

> Rs 15 O
!lu_t;st.lqn_Hg__?-_ﬁ___.u!r!g;:.l_t.&:_u__.:..Eitﬁ_sg_:u_hmm ...... R TS S
“have the world™” is an environment group uu. pollution etmitted from
factories. “Save the world™ 15 considered su,

P Customers

» Competilors

» Company ;
Ouestion Na: 39 {_Mnrks  choose one
Rflﬂfiﬂl‘l&.htp rrmrlulmg cam nmlfrm: in which of the fellowing era’

P Production Era
= Pirowduct Era
= Selline Er

Cuestion Marks: 1 ) - Please choose one
Planni ich is used to supervise the operations of the organtzation is called:
gie Planning

il Planning

>

P Mission Planning

Question No: 41 ( Marks: 1) - Please choose one
Which of the following enhties of a company has a separate mission and objectives
which can be plinned independently from other company businesses?

P Business Portfolio




P Product Line
P None of the given

Duestion Mo: 42 Marks: 1) - Please choose one

A murketing depastment organization where different murkeling sctivities ane headed by
4 funétional spﬁ:inljﬂl..fsuéh a4 o sales magﬂrhhdﬁgrlﬁhig manager, el iscalled:

» Functional Organistion f\‘
» Geopraphic Organization

P Pronduct Management Onzanicstion O

P Customer Management Organi zation e

Question Moz 43 ( Marks: 1) - Please choose one - :
The consumer can ebtain information From various differess - Whiech 15 NOT ome
of these sourves?

Cuestion No: 44 ( Marks: 1) -
Products which require o consi
* Specialty Products

ol of search behavior are called:

= Convemence Products
» Lnsonght P |14

Question Mo: -‘:5_4-, { ks: 13 - Please choose one

The compe ops the physical product in the slage.

nercia st

Question No: 46 { Marks: 1) - Please choose one
Which of the following 15 a measure of the percentage of people in the target market who
are aximed to the ad campaign during a given period of time?

» Frequency
» Impact



P Eatc

Duestion No: 47§ Marks: 1) - Please choose one

Sales Force Pefsognel musthe |0 © .
= Caleul atin

P Angry Youngman

» None of the above f‘\,
Question No: 48  ( Marks: 1) - Please choose one ;

There are typis of Sales Force Personnel. ‘ 5
»-2 -
L "
>3 {\ '

FINALTERM EXAMINATION i

Fall 2008

MGTI01- Principles of Marketing (Sesston - Lv

Paperg#0T

Duestion Moz | Marks: 1) - Pleasec UL

Which of the followmg is NOT a bene réct murketing?

P immedisle response
= Custamer relationship buj
B Greater product acees selection
Duestion MNo: 2 | M ;ﬁit J‘- Please choose one
Which one of the lalla 15 NOT a part of competiive posions?

oo ¥ o Marks: |) - Please choose one
Which one of the following is a position option open 1o smaller firms thal serves some
part of the markel that 1s not likely 1o atieact the attention of the larger firms?

P Markel leader

» Marker challenger

P Markel follower



Question No- 3 { Marks: 1) - Please choose one
The retailer is usually in an excellent position o
B Make the most profits in the channel
P Become the channel leader

P Co-ordisiate the production stratépy
Question No: 5 ( Marks: 1 ) - Please choose one
A depurtmental store firm wants to increase sales and reach new markets with

marketing. To accomplish this, the sales or marketing manager would choo
the following tool?

P Sales promotions e O
- Ad-.-c-rllﬁni 'l. II

i3
- Public relations {\ e

Questeon No: 6 | Marks: | ) - Please choose one iE,

In contrast to vending machmes which dispenge only L-J there are ather systems
that dispense mformation and take orders wilK uman and. This system refers 10

which one of the following options? :
> Kinsks |
TV monilos ;
P The intemet ‘0
» Cell phones _ :
Question No: T { Markg: 1 ) - Please choose one

Which one of the Toll v ighe Fastest growing form of marketing that reach more
customers and saveano

Cueston Mo: 8 Marks: 1) - Please choose one

Management at Happy Motors must decide what mix of compensation clemeéents o offer
their sales force. Which of the [ollowing is NOT one of the four basie types of
compensation plans?

» Straght commssion
P Siraight salary



» Eal.u.ri and Comission

Oueston Mo 9 Marks: 1) - Please choose one
There are three typical types of sales force strugtures. Which one s often supported by
riy levels of sales management posilions in specilic geographical areas?

» Customer /\‘
P Complex swvstems
» Mot
A
Question No: 10 { Marks: 1) - Please choose ong 'kl E
Mr, Tatheeq sales person from Philips, develops a list of pdeatial ¢ very dnd

evaluates them on the basis of their ability, willingness, sn ilﬁ to purchase copy

machines. What is the name of this process?

P Customer search £
P Sales preparation

P Audience identification \Lv

Question No: 11 ( Marks: 1) -PI
Ciiving a Iree sample of a new prudu&

refers o which one of the [ollowi
P New-product promot
» Exira-fill promotipn
» Co-operative @&nltﬂg

B ) i e e bW pacsrailer

e
hung it to the pack of an existing product

lion?

Cuestion MNo:- Marks: 1} - Please choose ong

ludes a wide assortment of tools. Which one of the following 15 NOT

P Coupons

Quisstion No: 13 Marks: |} - Please choose ong

Communication process has different elements that are helpful for commumcating
message W andience. One of the communicetion tools i the decoding. Which one of the
following statements relers o the “Decoding™



» Eal.u.ri and Comission

Oueston Mo 9 Marks: 1) - Please choose one
There are three typical types of sales force strugtures. Which one s often supported by
riy levels of sales management posilions in specilic geographical areas?

» Customer /\‘
P Complex swvstems
» Mot
A
Question No: 10 { Marks: 1) - Please choose ong 'kl E
Mr, Tatheeq sales person from Philips, develops a list of pdeatial ¢ very dnd

evaluates them on the basis of their ability, willingness, sn ilﬁ to purchase copy

machines. What is the name of this process?

P Customer search £
P Sales preparation

P Audience identification \Lv

Question No: 11 ( Marks: 1) -PI
Ciiving a Iree sample of a new prudu&

refers o which one of the [ollowi
P New-product promot
» Exira-fill promotipn
» Co-operative @&nltﬂg

B ) i e e bW pacsrailer

e
hung it to the pack of an existing product

lion?

Cuestion MNo:- Marks: 1} - Please choose ong

ludes a wide assortment of tools. Which one of the following 15 NOT

P Coupons

Quisstion No: 13 Marks: |} - Please choose ong

Communication process has different elements that are helpful for commumcating
message W andience. One of the communicetion tools i the decoding. Which one of the
following statements relers o the “Decoding™



> Intem:'ui of the transmission h&mmstmnﬁ

P Souree atlemply o converd signs mlo concepls and dsas
P Receiver filters noise from the feedback

Ciestaon No: |4 I: M;Irl:ﬂ.. I j ] Fll.‘:..u{& chooge ong
Which oae of the ﬁ::llamng concepts is considered as th:: basié rofe of promition?
» Information

- h‘hﬂlﬁlﬂllﬂﬂ Q,\‘

P Interpretiation

Question No: 15 Marks: | ) - Please choose one i
Location is extremely impartant 1o a retailer due to which one of ﬂw)wing rensons?
[ ]

P Suppliers charge mote 1o service stores in certain Lndﬁﬁ&;_
P A desirable location appeals 0 consumers” enmiiﬂwﬂ wourages them to buy.

Question MNo: |6 | Marks: | ) - Please ch e
Which of the following is considered agh perstores, perhaps as karge as six football

P Depanment siore
P General merchandwe retmler
@

Q\}

1) - Please choose one
‘holesaler would be expected to:

idle triarspon ation

v i wide varety of products
P 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
retaalers, but also provides the service of placing products on retwlers' shelves?

> Truck wholesaler



P Cash-and-carry wholesaler

¥ Mail-order wholesaler
Rack jobbers or service merchandisers are similar to truck wholesalers but they
provide the extra serviee of plaging products on retailers’ shelves.

Qm‘:&_ﬁuuﬂu: 18 ]'-.-{arh;q" 1} i'Flensi_': ::I:[_ur_:na_ﬁm:_ﬁr _
Which one of the following statement BEST describes a merchant wholesaler?

P Takes tithe and

P Does nol ke Gitle and possession of poods bul may faci litatgs between
any T parties.

= Carry a limited line of fast-moving goods and sell ::HTQM for cash
i

Question No: 20 ( Marks: 1 ) - Please choose onge
Which one of the following concepl reflects the term ' ] T

ke

P Is the second stage in a phwaical Avsiem
kit paiooks google et phihosks T d = IF L3O Ww C& pp=PAY K pe =P AT dg
=la+thedt recelp =and-+trapsmbEsinn-alS e by torder-Hinformation&ssiror=hil& siv=w
BIISLC 2V B&EsH= RITer MPHZY odW 600 TeMrAHOIBEb»enXel=8 16 TdDERX
galrM T ol p&na= X &al=hoak resuli&er=rpiull & ressam=1 & ved =00 BOOQGAEWAA
By =iiiep ek a=le%e 20ihe Ve 2hrcee it Ve 208 nd % e 20Ersina s s b 2061 s les e 20

» s the same as order handling
P 15 chameterized by electronic

o rder e 20 lor g bops & fe Cabae

{ 52 1) - Please choose one
1 channel member depends on the pedformance of which of the

Question No: 21
The success
following?

hannel members

» The manufacturer
P The wholesaler
The suceess of each channel member depends on the performance of the entire

supply chain.Page# 145

Question No: 22 ( Marks: 1 ) - Please choose one
When Mr. A 18 using a channel with only one intermediary, that intermediary s



clagsified as which of the following?

= Wholesaler
» Broker

P Producer

Question No: 23 ( Marks: 1) - Please chﬁusn: (415 J
Relationships among channel members, e producers, wholesalers and mmil;—;@v
usually:

P Short-term commitments :\

P Expensive mesource conumm timenis
» Only minor commi tments

Question No: 24 ( Marks: | ) - Please choose ane m ”
Which one of the followmg 15 the function of & direct u]m&n istribution?

» Links producers to other marketing in

P Takes title to products and resells th
P Manapes transportation and WHJ‘EthLT%.LﬂL‘[[CH'IS

Questeon No: 253 Marks: 1) - Plesse S O
Three key 1ssues assocuted with milia price changes are, the circumstances, the

Lactics and:

P Sales tarpets
» Bad publicity
= Stuock levelsg

o2 { Marks: | ) - Please choose one
3 [1fn or store offers a price reduction ko customers who buy during ofT-peak
o chout the vear, the firm s giving which of the following discount?

» Functional

* Annnal
= Credil

Question No: 27 ( Marks: 1 ) - Please choose one
IF a retmeler form Islamabad orders o quantity of merchandise o be delivered to his store



in Lahore and is guoted o price that does not include transport costs, Lhe retailer 18 paying
a price called:

> F OB, destnation

B Geographic price
» Base-point price
Question Mo 28 Marks: 1) - Please choose ong
The Shirnt Company utilizes g push stratepy o seil the shirt line, I8 basic pre

ol 18 discount. These discounts offered to muddlemen gee referred Lo as ut' ihe
following discounts?

= Cumuolitive

» Non cumulalive \ »
P Cash &

Cuestion MNe: 29 | Maorks: | ) - Please cho
IT Pepsi sets the price of its six packs o ma
usmng whech of the lollowing pricing m::-'lhm!?;:

P Demand-orented
= Cost-onented i

P Experience curve 0

2 1) - Please choose one
r pHicing method is the simplest pricing method?

¢ price of Coca-Cola’s, Pepsi 15

Question No: 30 | Mar
Which one of the foll

{ Marks: 1 ) - Please choose one
Companies sel prices by selecting o general pricing approsch that includes one or more of
three sets of factors, One of these is the cost-based approech, which means:

» Valug-hased pricing and market-skimming poicing

» (ain ﬁmﬂ: sl sealed bid iri:;l'ni

P Competition-based pricing and market-penetration pricing



Ouesiion Mot 32 Marks: 1) - Please choose one

Which one of the following prcing objectives is rarely operationel because its
achievement s difTicull o measure?

* Eeturn Ly el
» Market share

» Survival
hitpe/Iboaks. poogle com phboolaid =R 12Rakel TeC &pp<TFASEI&Ipe=1"AS

it olypeetivesd i bmrely 4 gperal ol & sjinee-hi&ow .I- e L T3S s io Tl el p
NeWLaA3B3tnk odhl=enfoer—Clatd TTLY o LR et 1y ST S5 "i&@.-. reinltd
cirreatli i peanimn= | Eved=0C BoBAE wA A Re=miep ...-". e e criveath2h
Madhrreny 2 Do pernliodn] &= ilse ( J
Question No: 33 Marks: | ) - Please choose ane
Price is a key element in the marketing mix because il rel&h -::J.Ey to:

B The size of the sales force

» The speed of an exchange L!'

» The contral ufiml[li :H
Question No: 34 | Marks: lh -P S O

Less frequently purchased cons u::Lu and services which are compared by the
customer on different pmdu-::l at hu s refees 1o which one of the following product?

» Industrial

Question No: Marks: 1 ) - Please choose one

ing factors are often used for segmenting cusiiner groups?
i fdtors

ographic factors

avioral factors

Question No: 36 ( Marks: 1) - Please choose one
What is the stage of the buyer décision process in which the consumer usés information
to evalunte brands in the choice set?



> The situational stape

» The experimental slage

P The mivrmalive stape
Evaluation of Alternatives: This is the stage of the buver decision process in which
the consumer mses information fo evaluate native brands in the choice set
it/ . lll?n*r o Skt ot o lndeUnb o Basde s B8 ol L LTS

decfon-procogs

Question No: 37 (Marks: 1) - Pléase chaose one /‘\,
The factors such as the buyer's age, life-cyele stage. occupation, economic siidatiag
lefestyle, personality and self-concepl that influences buyer's decisions re davhich

one al the followinge characteristic?
* A

» Psvchological chameteristios
P Behavioral charae leristics

[ V
B Demographical characteristics \ °
Questeon No: 38 Marks: 1 ) - Please choose one &

Marketers sre interested in the rales and influgnee band, wife and children on
the purchase of different products and services. Wi e of the following segment is
beng studied by the marketer?

» Social class :

» Opinion leader ;

S 1‘\}'
Question No: 39 | Marks: 1

- Please choose ang

Marketing siimuii@m:f tHe four Ps. Which is NOT one of these Ps?

= Product

Quest do: 40 Marks: 1) - Please choose one

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

» Developing the meseamch budget
P Chomsmg the research agency
P Chodsing the research method



.. | -

Cieston Noc 4] ( Marks: 1) - Please choose one
Which one of the following environment is made up of institutions and other forces

alTecrjni suciu,ti‘.t; basic values, perceptions, préferences and behaviors?
P Fictitious environment
P MNatural environment

b Pilitieal environmment /‘\r

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

Which one of the following 1s NOT a part of marketing channel firms (i iries)?
-
» Physical distribation firm 'l. J
[ ]

» Marketing service agency
B Financial intermediary {\ °
Question No: 43 Marks: | ) - Please chogge « .
Advertising agencies are an example of whi owing marketing
intermedianaes? i

P Insurance company
® Financial intermediar

» Phyvsical distribution firm

Ly - Please choose ane

Question No: 44 | Mar
it is ¥ chiefl goal of the implementation function in marketing

Which one of the foll

[FE

Quest o045 Marks: 1) - Please choose one

Developing and muintaining a strategic fit between the organization’s goals and
capabilitics and i3 changing marketing opporunitics represent which one of the
following concepl?

= Marketim i cﬂ:r'| erhves

P Marketing activities



P Corporale strategies

Caestion Noc 46 ( Marks: 1) - Please choose one
Which one of the followmyg options 15 best o explain the purpose of intranets?

B Buving and selling provesses
» Business-to-busin

P Maintaining customer relations

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

A network of networks that consists of millions of smaller domestic, ac , Dusiness,
and government networks, which together carry various informati I..E'!- Which
one of the loflowing networks represents 117 t II

PR {\'
» Exlranet ‘b’
R—— {4

Questeon MNo: 48 | Murks: 1) - Please ch
Which one of the following staterments @8 an & of a problem that may urise m the
implermentation of the marketing concept? ™

P Dissalisfaction of ong ﬁejg:nm;hcla the satisfaction of other segments
» Consumers do not understand what the marketing concept is
B Dealers do not support theinarketing concepl
A product may Dithe needs of oo many segments
8

Cuesiion MNo: 49 % I ) - Please choose one

Which one of thel[olldWing option is NOT a benelit of intemet marketing?
B Cost 4,4%

> Tu

s

W weTne

Quisstron No: 30 Marks: [) - Please choose ong

Which one of the followmg oplion is NOT a benefit for buver with E-commerce?
B Convenience

P Easv dnd privide

- Greater product aceess
FINALTERM EXAMINATION
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Paper 08
Oueston MNo: 1 { Marks: 1) - Please choose one
Areas of concern i marketing ethies inelude:

B Dustnbutor relations

» Advertising standards

P Cusiomer service

Duestion™No: 2 Marks: 1) - Please choose one X
Through sales management supenvision, what does the company do for @'ﬁ et do
i better job?

P Coaches
i3

» Influences \ -

P Forces ’{
Throngh supervision, the company directs and mnlh'ntes the sales foree o do a
better job. Page# 189 I U“

Questeon Mo: 3 Marks: 1 ) - Please cho
All of the followsng are the questions that mmtn a compelitor changes the price

EXCEPT: d

» Why did the compelitor ¢ price?
» [sthe price change Voo permanent
P Are other companies iy respond?

Question No: 4 | ksy | 3 ¥~ Please choose one
i the cumpm:mr 1 1 harm the company®s sales and profit then what should your

incresse or decrease the price

Omnee the company has determined that the competitor has cut s price and that this
price reduoction is likely to harm company sales and profits, it might simply decide
to hold its current price and profit Page#130

Duestion Mo: 5 f Marks: 1) - Please choose one
Which of the following option is NOT related with envirenmental sustainability
strategies?

» Pollution preventon
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