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Bottom of Form

 FINALTERM EXAMINATION 
Fall 2009
MKT501- Marketing Management (Session - 1)
 

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

What is the duration of a short-range marketing plan?
► One year or less
► Two years or less
► Three years or less
► Four years or less
 Ref: William M. Pride, Robert J. Hughes, Jack R. Kapoor - 2009 - Business & Economics - 627 pages
The marketing plan describes the firm's current position or situation, ... Short-range plans are for one year or less, medium-range plans cover from over
 

 
 

Question No: 2( Marks: 1 )- Please choose one
A market leader firm can expand the total market through: 
► Decreasing distribution of the product
► Introducing the new usage of the product
► Eliminating some features of product
► Increasing cost
 
Question No: 3( Marks: 1 )- Please choose one
Any tangible thing that can be offered to a market for attention, acquisition, use, or consumption that might satisfy a want or need is called:
► Service
► Product
► Demand
► Idea
Ref: Anything that can be offered to a market for attention, acquisition, use, or consumption and that might satisfy a want or need. Includes: physical objects, services, events, persons, places, organizations, ideas, or some combination thereof. (slide from the book of principle of management)
 
Question No: 4( Marks: 1 )- Please choose one
Which of the following factor plays a large and vital role in the adoption of a new ice cream?
► Global changes
► Market influence
► Personal influence
► Fashion
Ref:
Personal influence play a key role
In case of some of the products, depending to which category they belong to , personal influence and
selling is very important. Demonstrations, experimentation, and even free use is given to influence the change in product or its innovation. Cosmetic items, food items and items in use of household are subject to personal selling. (handouts)
Question No: 5( Marks: 1 )- Please choose one
Gift baskets are the example of which one of the following types of packaging?
► Decorative
► Secondary
► Shipping
► Primary
 
Question No: 6( Marks: 1 )- Please choose one
Which of the following is a brand created and owned by a large retailer of a product after purchasing in large quantity from manufacturer? 
► Co-brand
► Private brand
► Manufacturer's brand
► Licensed brand
Ref: When large Retailers buy products in bulk from manufacturers and put their own brand name on them, this is called Private Branding, store brand, or private label. 
 
Question No: 7( Marks: 1 )- Please choose one
A brand targeted to a high price elasticity market segment is called: 
► Premium brand
► Economy brand
► Fighting brand
► Costly brand
Ref: An Economy brand is a brand targeted to a high price elasticity market segment. (handouts)
 
Question No: 8( Marks: 1 )- Please choose one
Which of the following is an indicator of high quality of the product?
► Psychological price
► Penetration price
► Premium price
► Low price
Ref: People will buy a premium priced product because:They believe the high price is an indication of good quality; (handouts)
 
Question No: 9( Marks: 1 )- Please choose one (pending)
Mr. A, marketer of XYZ Co. is selling his ice-cream in the market at Rs.20, 20% more than his competitors’ price. Still his sales are increasing. Now his aim is to maintain same pricing. He enjoys which type of leadership?
► Promotion leadership
► Price leadership
► Cost leadership
► Product leadership
 Price leadership
A situation in which a company sets a price for a product and this company's market share and/or brand loyalty is so strong that other companies are compelled to match or beat the price. The company that first changes the price is said to show price leadership
Product leaders are companies that dominate their markets because they continuously offer the best and most innovative products or services in their industry. These companies display the ability and determination to make products that customers consider superior, products that deliver more benefits than others.
Question No: 10( Marks: 1 )- Please choose one
Which of the following is an example of variable cost? 
► Materials consumed during production
► Rent of factory
► Wages of permanent employees
► Depreciation of building
 
Question No: 11( Marks: 1 )- Please choose one
 

When a company sells a product or service at two or more prices that do not reflect the promotional difference in cost, what is this referring to?
 ► Promotional pricing
► Differentiation price
► Price discrimination
► Variation pricing
 
Question No: 12( Marks: 1 )- Please choose one
Which of the following is NOT the purpose of mass media?
 ► Advocacy
► Journalism
► Broadcoding
► Entertainment
Ref: Mass media can be used for various purposes •Advocacy •Entertainment •Journalism.Pg no. 67,68 of MKT501 H.outs
 
Question No: 13( Marks: 1 )- Please choose one
Of the following, what refers to raising awareness about specific issues and to modify public attitudes?
 ► Public service announcement
► TV commercials
► Enrichment and education
► Public relations
Ref: The main concept is to modify public attitudes by raising awareness about specific issues. 
  
Question No: 14( Marks: 1 )- Please choose one
Which of the following way of advertising can be used to attract passing pedestrian?
► Sponsorships
► Commercials
► Billboards
► Catchy jingles
Ref: Billboards show large advertisements aimed at passing pedestrians and drivers Pg no. 69 of MKT501 H.outs
 
Question No: 15( Marks: 1 )- Please choose one
Which of the following communication activities are likely to be most effective for a local hairdressing service?
 
► Public relations
► Word-of-mouth
► Sales promotion
► Radio advertisements
 
Question No: 16( Marks: 1 )- Please choose one
All activities of selling, transferring and marketing the products through agents and middleman is called:
 
► Persuasive marketing
► Indirect marketing
► Direct marketing
► Direct mail
 Ref: Exporting your products through middleman who assumes all risks internationally is called indirect marketing in the international business.
 http://books.google.com.pk/books?id=UBQa1YlJ0R8C&pg=PA426&lpg=PA426&dq=%22through+middleman%22%22indirect+marketing%22mcq&source=bl&ots=4JylsDD6w1&sig=su5i9lQaunvABDeLIQBeDdHN8ps&hl=en&ei=CldVTNy0IIKgvQONmv0Y&sa=X&oi=book_result&ct=result&resnum=3&ved=0CBQQ6AEwAg#v=onepage&q&f=false
 
Question No: 17( Marks: 1 )- Please choose one
Nido has advertised that get 5% extra milk for the same price. Identify the type of consumer sales promotion technique used by Nido.
 
► Cents-off deal
► Price deal
► Loyalty rewards program
► Price-pack deal
Ref: The packaging offers consumer a certain percentage more of the product for the same price (for example, 25 percent extra). Pg no. 60 of MKT501 H.outs
Question No: 18( Marks: 1 )- Please choose one
What comes in phase three of negotiation?
► Reviewing and recapping the agreement
► Reviewing and exploring the agreement
► Exploring underlying demands and needs
► Recapping and exploring the agreement
Ref: Step 3: Exploring Underlying Needs. Pg no.77 of MKT501 H.outs
 
 
Question No: 19( Marks: 1 )- Please choose one
What is an outcome of communication and co-operation between sales personnel?
► More productivity
► Successful selling
► More market growth
► Successful team selling
Ref: Better communication and co-operation between sales personnel facilitates successful team selling Pg no.79
Question No: 20( Marks: 1 )- Please choose one
Identify the old name for marketing public relation.
 
► Public reaction
► Advertising
► Publicity
► Press release
 
Question No: 21( Marks: 1 )- Please choose one
 

Which of the following is NOT the base of contractual relationship?
 ► Time
► Quantity
► Law
► Space
 Not sure
Question No: 22( Marks: 1 )- Please choose one
What was the purpose behind the creation of supply chain management?
► Less control and more supply chain partners
► More control and less supply chain partners
► More control and more supply chain partners
► Less control and less supply chain partners
 Less control and more supply chain partners led to the creation of supply chain management concepts P#91
Question No: 23( Marks: 1 )- Please choose one
Which of the following selling technique relates to actions taken by the sales person to gain agreement to the sale?
► Closing
► Empathy
► Presentation
► Prospecting
 One of the most important stages of selling is closing the deal, which is the actions taken by the sales person to gain agreement to the sale. There are many closing techniques in sales, which are prescribed actions that sales people take to persuade the customer to make the necessary commitment.
Question No: 24( Marks: 1 )- Please choose one
Which of the following is NOT the function of wholesaler?
 ► Risk bearing
► Financing
► Bulk breaking
► Production
 
FUNCTION OF WHOLESALERS
• Selling and promotion to retailers        • Buying and assortment
• Bulk breaking                       • Warehousing              • Transportation     
 •Financing                   • Risk bearing  • Market information
Question No: 25( Marks: 1 )- Please choose one
Which of the following is NOT included in logistics?
 
 
  
 

   

► Purchasing
► Transporting
► Storage
► Financing
 
 Logistics is about the
• Purchasing,  • Transport,     • Storage,
• Distribution,   • Warehousing of raw materials,
 
Question No: 26( Marks: 1 )- Please choose one
Which of the following is NOT a method of retailing?
► Counter-service
► Cross-selling
► Self-service
► Online shop
 There are three major types of retailing.
• The first is counter-service, once the only type of shop, but now rare except for selected items.
• The second, and now more widely used method of retail, is self-service.
• Quickly increasing in importance are online shops, the third type, vuzs where products and services can be ordered for physical delivery, downloading or virtual delivery.
  
 

Question No: 27( Marks: 1 )- Please choose one
Which of the following is TRUE for opportunities in the SWOT analysis?
 ► Internal and harmful in achieving the objectives
► Internal and helpful in achieving the objectives
► External and helpful in achieving the objectives
► External and harmful in achieving the objectives
 Opportunities are external conditions that are helpful to the achievement of the objective.P#106
Question No: 28( Marks: 1 )- Please choose one
Some of the internal attributes are harmful for the organizations in achieving the objectives. Identify these attributes.
► Strengths
► Weaknesses
► Opportunities
► Threats
Weaknesses are attributes of the organization that are harmful to the achievement of the objective. P#106
 

 

 

 

Question No: 29( Marks: 1 )- Please choose one
Which of the following is defined as the process of converting concepts into specific observable behaviors that a researcher can measure?
► Operationalization
► Conceptualization
► Generalization
► Formalization
 Operationalization is the process of converting concepts into specific observable behaviors that a researcher can measure. Precision refers to the exactness of any given measure.
Question No: 30( Marks: 1 )- Please choose one
Which of the following technique is used by depth interviewers in which you start with questions about external objects and external social phenomena, and then proceed to internal attitudes and feelings?
► Hidden issue questioning
► Laddering
► Symbolic analysis
► Focus groups
 
Laddering is a technique used by depth interviewers in which you start with questions about external objects and external social phenomena, then proceed to internal attitudes and feelings
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Question No: 31( Marks: 1 )- Please choose one
High Tec products are distributed through:
► Three-level channel
► Two-level channel
► One-level channel
► Zero-level channel
 
Question No: 32( Marks: 1 )- Please choose one
Companies distinguish between external and internal customer to establish which of the following?
► Selling price
► Market price
► Cost price
► Transfer price
Ref: 
Pg 87
Many of the marketing principles and techniques which are applied to the external customers of an
organization can be just as effectively applied to each subsidiary's, or each department's, 'internal' customers.
In some parts of certain organizations this may in fact be formalized, as goods are transferred between
separate parts of the organization at a `transfer price'.
 
Question No: 33( Marks: 1 )- Please choose one
If a retailer needed help with store design and training sales personnel, it would most likely use the services of which of the following?
► Cash-and-carry wholesaler
► Full-price wholesaler
► Full-service wholesaler
► Brokers and agents
 
Question No: 34( Marks: 1 )- Please choose one
Companies that are involved in selling mass consumer goods and services are found in which of the following markets?
► Business markets
► Consumer markets
► Global markets
► Government markets 
Ref:
Pg 2
CONSUMER MARKETS
Selling of mass consumer goods and services such as soft drinks, tooth pastes, TV sets etc. Great time is
spent in establishing superior brand image to be successful in vuzs consumer product marketing. It requires clear
understanding of target consumers, the product, which meets their needs, communicating brand positioning
more forcefully and creatively etc. All this will help them establish number one or two positions.
 
 

 

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

Global markets are engaged in all of the following decisions EXCEPT:
► What country to enter in?
► How to enter?
► How to adopt their product and services?
► What to sell to governmental organization?
Ref:
Pg 2
GLOBAL MARKETS
This is when we talk beyond frontiers; marketers are faced with tougher decisions for global markets.
Export of product is in itself a major undertaking. Which country to enter? How to enter? How to Price?
How to communicate? are just a few important and underlying decisions. Legal system, styles of
negotiation; currency situation, political situation etc a few others to be considered by the marketer.
 
 
Question No: 36( Marks: 1 )- Please choose one
Customer cost will be considered as which of the following Ps of marketing mix? 
► Product
► Price
► Place
► Promotion 
Ref:
http://university-essays.tripod.com/marketing_mix.html
 

 
 

Question No: 37( Marks: 1 )- Please choose one
Which of the following elements of marketing mix directly affects the value of sales? 
► Price
► Place
► Promotion
► Product 
Ref:
http://www.netmba.com/marketing/pricing/
 

 
 

 

 

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

Studying consumer behavior can provide clues about which of the following?
► Developing new product
► Product features
► Prices
► All of the given options 
Question No: 39( Marks: 1 )- Please choose one
Which of the following is NOT included in the financial summary of a marketing plan?
► Pro-forma income statement
► Month-by-month agenda  (this is the right options)
► Breakeven analysis
► Assumptions 
Pg 16
7. Financial Summary
Assumptions, pro-forma monthly income statement, contribution margin analysis, breakeven analysis. This
information must be very formally done at this stage
 
 

 

Question No: 40( Marks: 1 )- Please choose one
 

_______ are the sum of the _______ and _______ for any given level of production.
► Fixed costs; variable; total costs
► Fixed costs; total; variable costs

► Variable costs; fixed; total costs
► Total costs; fixed; variable costs 
 
Question No: 41( Marks: 1 )- Please choose one
At what point is profit maximized?
► Where total sales revenue equals variable cost
► Where average sales revenue equals average cost
► Where marginal sales revenue equals marginal cost
► Where total sales revenue equals total costs 
Question No: 42( Marks: 1 )- Please choose one
In BCG analysis, which one of the following options reflects the “question marks"?
► Products with low market share but high market growth
► Products with low market share in a low growth market
► Products with high market share and high growth
► Products with high market share but low growth
Ref: Products with low market share but high market growth are referred to as "question marks" Pg no. 54 of H.outs
 
Question No: 43( Marks: 1 )- Please choose one
Whenever bread comes in your mind; you usually think of a limited number of brand names. It reflects which one of the following concepts?
► Mind Share
► Dominant mind share
► Market share
► Relative market share 
Ref: When people think of examples of a type or category of product, they think of a limited list Pg no. 65 of H.outs
 
Question No: 44( Marks: 1 )- Please choose one
In which of the following group activities, compromise appears? 
► Influencing
► Decision making
► Negotiation
► None of the given options 
Ref: The purpose of the negotiating conference to seek to compromise the difference(s)
 
Question No: 45( Marks: 1 )- Please choose one
Which one of the following is NOT a tool of public relation to promote product towards its customers?
►Press Release        
►Telephone press conferences     
►In-studio media tours       
►Cash discount         
 
Question No: 46( Marks: 1 )- Please choose one
 
Which one of the following functions is being performed by the wholesaler when they achieve savings for their customers through buying carload lots and segregate it into smaller units?
►Bulk breaking 
►Selling and promoting        
► Financing       
►  Transportation       
Ref: http://www.slideshare.net/diarta/chapter-16-managing-retailing-wholesaling-logistics
Bulk breaking : wholesaler achieve savings for their customers through buying in large volumes and breaking the bulk into smaller units
Question No: 47( Marks: 1 )- Please choose one
 
Which one of the following professions is considered as an old age profession?
Mail order        
►Retailer        
►Wholesaler        
►Agent        
Question No: 48( Marks: 1 )- Please choose one
Which of the following retailers serve those customers who perform their own “locate-compare-select” process to save money?
► Self-service retailer       
►  Full-service retailer      
► Specialty-service retailer       
 ►Limited-service retailer   
Ref: http://wps.pearsoned.co.uk/ema_uk_he_harker_mktgintro_1/127/32608/8347778.cw/-/8347967/index.html see Q no. 2
 
Question No: 49( Marks: 3
List down at least six examples of sales promotion.
 
 
Question No: 50( Marks: 3 )
Why it is necessary for a marketer to understand the consumer behavior. Discuss it.
 Question No: 51( Marks: 5 )
How sales force automation system has increased the efficiency of sales manager?
 Question No: 52( Marks: 5 )
Explain safety need by giving at least four examples?
 
Question No: 53( Marks: 10 )
ABC Company wants to conduct a research to determine the attitude and emotions of customers towards its brand. Company is using projective techniques for this research. Explain any five projective techniques that company can use..
 Question No: 54( Marks: 10 )
List down the multiple aspects that stimulate the consumers to purchase a particular product. It has been observed that the revenue of ARIEL increased to great extent after its campaign for supporting the "Fatimid foundation" in which for every sale of ARIEL some amount was contributed to Thallaesemia patients, what sort of consumer-behavior model Ariel had adopted through the mentioned scenario?
