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TILAK MAHARASHTRA VIDYAPEETH, PUNE

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

THIRD/SIXTH SEMESTER
Subject: Marketing Management - II (BCOM 19-308M / BCMM - 602)

Date: 26/12/2022 Total marks: 60 Time: 10.00 am to 12.30 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. The movement was started almost in the second half of the 20" century
in India.
a) Consumer b) Buyer
c) Supplier d) Education
2. International Marketing plays an important role for any country.
a) under- developing b) big
c¢) growth d) developing
3. AMA means Marketing Association.
a) Analytical b) African
¢) American d) Affirmative
4. Retailer is an intermediary between and customer.
a) buyer b) manufacturer
¢) wholesaler d) none of these
5. Consumer Behavior is related to behavior.
a) psychological b) social
¢) physical d) none of these
6. International marketing plays an important role for any country.
a) under developed b) developed
c¢) developing d) none of these
7. MNC means corporations.
a) management b) multi-trade
¢) marketing d) multi-national
8. Firms face a number of when globalization takes place.
a) challenges b) problems
c¢) changes d) None of these
9. means customer can shop and order through internet and merchandise are
dropped at doorstep.
a) vending machines b) super market
c¢) general store d) e-teller

10.  Door to door selling is a part of

a) direct selling b) direct marketing
¢) industrial marketing d) none of these
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11.  According to Peter Drucker, should produce customers and not
consumers.
a) Buyer b) Consumer
c) Seller d) Customer
12. A marketing strategy is based on customer behavior in a certain market.
a) strategic b) un-strategic
¢) unexpected d) expected
13. CRM is a tool of customer
a) satisfaction b) achievement
¢) interaction d) knowledge
Q.2 Write Short Note (Any 3) (15)
1.  Customer Service.
2. Buyer Behaviour.
3. Significance of CRM.
4.  Limitations of Market Segmentation.
5. Social Responsibility of Markets.
Q.3 Answer the following question in 150 words. (any 2) (20)
1. What are the steps involved in Market Segmentation?
2. State the various forms of organized and unorganized retailing.
3. Explain the need for International Marketing.
4.  State the functions of marketing management.
Q.4 Answer the following question in 300 words. (any one) (15)
1.  What are the skills and qualities desired by Marketing Manager?
2. What is Industrial marketing? What are the characteristics of industrial goods.
Elaborate the future of industrial marketing.
3. Explain the significance of CRM & state the difficulties involved in CRM.
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