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TILAK MAHARASHTRA VIDYAPEETH, PUNE

BACHELOR OF COMMERCE (B.COM.)
EXAMINATION - MAY 2022

THIRD/SIXTH SEMESTER
Subject: Marketing Management - 11 (BCOM19-308M / BCMM - 602)

Date: 19/05/2022 Total marks: 60 Time: 2.00 pm to 4.30 pm

Instructions: 1) Attempt all Questions
2) Figures to the right indicate full marks

Q.1)  Answer the multiple Choice questions. (Any 10) (10)
1. buyers are those who purchase items on behalf of their business or
organization.
a) Professional b) Industrial
C) Retail d) Wholesale
2. Door to door selling is a part of .
a) direct selling b) direct marketing
¢) industrial marketing d) none of these
3. The changing identity of Indian women & the structure of the family is driving
demand for
a) convenience b) money
C) power d) rest

4. Ethics is a science of

a) social b) claims
¢) morality d) employment
5. Buyer behavior is the process by which search for, select, purchase, use
and dispose of goods and services, in satisfaction of their needs and wants.
a) individual b) customer
C) group d) buyer
6. The two aspects of retail marketing are Retailing and Non-store Retailing.
a) Warehouse b) Store
¢) Direct d) Indirect
7. Goods involved in marketing are quite diverse in nature.
a) economic b) social
¢) industrial d) none of these
8. Consumer Behavior is related to behavior.
a) psychological b) social
¢) physical d) none of these
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CRM is a tool of customer

a) satisfaction b) achievement

c) interaction d) knowledge

WTO stands for :

a) ) World Trust Organization b) Wide Trade Organization
¢) World Tariff Organization d) World Trade Organization
A marketing strategy is based on customer behavior in a certain market.
a) strategic b) un-strategic

C) unexpected d) expected

A retailer is at the of the distributive channel.

a) first b) middle

c) end d) none of these

CRM stands for .
a) customer relationship management b) cost reduction management

¢) customer rush management d) none of these
Write Short Note (Any 3) (15)

Need of studying Buyer's Behaviour.
Skills of Marketing Manager.
Challenges of Globalization.
Significance of CRM.

Essentials of Market Segmentation.

Answer the following question in 150 words. (any 2) (20)

Describe the characteristics of retail marketing.

Explain the need for International Marketing.

State the functions of marketing management.

State the various forms of organized and unorganized retailing.

Answer the following question in 300 words. (any one) (15)
Describe in detail business ethics and social responsibility of a Marketing manager.

State and explain the importance of International Marketing.

What is Market Segmentation? State the benefits and limitations of market

segmentation. Describe the basis for good market segmentation.
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