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English Version [Max. Marks: 50]
Q.1 Choose right options from given options 15
(1) Pride is type of buying motive.
a) Rational b) Emotional
c) Operational d) All of these

(2) Nationality is the part of
a) Cultural factors b) Social factors
c) Sub Cultural factors d) None of these

(3) The psychological factors influence consumer behavior are
a) Motivation, perception, learning, beliefs, attitude
b) Sub culture, culture, social class
c) Reference group, family, roles and status
d) All of these

(4) The first need of Maslow's hierarchy theory is

a) Safety needs b) Self-actualization needs
c) Self-esteem needs d) Basic Physiological needs
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(5) Which one is not the model of organization behavior
a) Custodial b) Supportive
c) Economical d) Autocratic

(6) Which one is the external factors affecting organizational behavior

a) Technology b) Social changes
c) Marketing conditions d) All of these
(7) Centralization of power is a characteristic of model.
a) Collegial b) Autocratic
Cc) Supportive d) Custodial
(8) changes reflect in terms of people's aspiration, needs and their
way of working.
a) Social b) Political
c) Cultural d) Geographical

(9) The cognitive process meant for interpreting the environmental stimuli
in a meaning way is referred as
a) Evaluation b) Learning
c) Perception d) All of these

(10) To maintain good relation with customer, frequent in touch with
customer is known as
a) International marketing b) National Marketing
c) Service marketing d) Relationship Marketing

(11)  After selling the product the encourages the customer to report their
comment, compliments, complaints and suggestions is called
a) Partnership marketing b) Reactive marketing
c) Basic marketing d) Proactive marketing

(12) The relationship marketing
a) Improves customer experience b) Builds your referral
c) Leads to new Business ideas d) All of these.

(13) Baby soap and diaper products are examples of which type of
market segmentation
a) Demographic b) Geographic
c) Cultural d) None of these
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(14) Market segmentation is done to know about
a) Active customers b) Foreign customers
c) Target customer d) None of these

(15)  Using eco friendly product for marketing functions is called

a) Brown marketing b) Pink marketing
c) Black marketing d) Green marketing

Q.2  Write down answers in brief:

l. What do you mean by Driver Buyers?

. What do you mean by self- actualization needs?
1. Give definition of organization behavior.

IV.  What do you mean by internal forces?

V. What is basic marketing?

VI.  What do you mean by target customer?

VII. Explain accessibility in market segmentation.
VIIl. What do you mean by B2B marketing?

Q.3  Explain buying decision making process in detail.
OR

Describe various bases of market segmentation.

Q.4 A) Write Short Notes (any two)

Buying motives

Custodial and supportive model
Levels of relationship marketing
E-Business

Wb

B) Give reasons (any one)

1. Why decision-making process is complexed in nature
2. Why green marketing is better than traditional marketing
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Gujarati Version [Max. Marks: 50]

Q.1 w4 [dscdlHig] ¥loy [asall ue s21 15

(1) 2d ) usiell Wil &q 8.
a) d5old b) ala1fleilg
c) Hlu3Qlsid d) AL oy

(2) A¥U ] @121 B
a) Aixs[ds uRwo) b) ALHL[ss ulReiol
c) Vel Aixslds uRwo) d) w4Hiel syl e

(3) HellASlL[els URGMO) AlsSell ddeial Ueilldd 53 ®
a) URALL, YRALL (21818l Hisid ). g8l
b) GU As(d, Adxs(d, AHLlys aol
c) Aeel agel, 530, (s wa Reuld
d) 1 oiyes

(4) Hirdlell UelolsH Riegidefl uaH aeRUuld B
a) 48l A RYULdL
b) ¥d-clld[A 55+l AU
c) UlHYH Lolof] ¥eR B
d) Hae4d ARIRS weRULA)

(5) %8 ¥@llstl ddelo] H134 o1e])
a) s2lsug b) ASIUS
SEMGE d) (1352l

(6) dcdelol AU 5L Wlel URWAN sUL B

a) 25e11el%) b) ALHL[ss 38120
c) HI5(291 212\ d) AL oYy
(7) U(5ds] Fedl 5L A H13ds] alelQsdl 8.
a) 514%)Uq b) (252l
c) MelUS d) s2l(sud
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(8) URddell dl1slefl viLsiell, e RULd)l o AHedl 514 sl
ol AeolHi uldoifold a1y 8.

a) AML(xS b) AU
c) Aslds d) loN(Es

(9) Udlaei1y Gaoyella 14eyRl 1A ueleies s2cl Hizel StlellcHs
Ulsdld  di5 2laudiHiwid 9.
a) Y& isel b) 2llwg
c) HIR8LL d) V41 oiyes

(10)  AULES UL URL Aoid 2oddl HIZ, Alss UL& dIRdIR YUSHI
e la dls wlwdid 114 8.

a) widA¥d 1532l b) Aeleld HIE(3L
c) Actl HI5(3a1 d) RAglel [y HI5(3a1
(11)  Geculest AL ULl ALesa AUl (2wl uidl, sRuUlel Aal
Yellofl AL sdl VlRdLled 52 8 s&dlU 8.
a) |1l 13 HIB (3oL b) uld(sateild His(2a
c) ed HI5(3aL d) Uz U531

(12) RAgli(wu HI5(321
a) ALSS Wo™d YUIR B
b) dHL> 352¢ Geild B
c) sldl cUdULRLS [AAR] dRs €13 wU B
d) AL o1y,

(13)  od] AU A SIYUR UISsH A $UL USIReLl G [cl64|%elell

GelsWIl B
a) ddl (AN s b) o0l [Gs
c) Aslds d) 24l W syl e
(14) (A9l oLl Hi2 WosiRe] [deiloset saAlHi #1d &
a) A(sU Alss) b) (d&2il Ales)
C) @&y ALSS d) 241l U5yl e
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15)  HIE[Ra s HIR 98] Fosel Vlssestl Gualal s&dlY 8

a) WilGet HIE(321 b) daled]l HIE(3al
c) uds HI5(391 d) Al 1531
Q.2 Adlauuiwalell qwl. 8

i, SIOd WlesllR 1) &l duIR) w48l 9 B2
i, -dld(dsdlefl eRULL &l dHIR) w18 ] B?
i, eUlell ddelsf] catul W),
iv.  uidRs ¢l &l dHIR) viel 9f B2
v.  Haed 15[l g 82
vi.  ded Alss &l duIR) el 9f 87
vii.  WoR (A1t YEeidl qHldl,
viii.  B2B HI5(321 <1l el 9] B?

Q.3  WlElell (AR Adlef]l UlsU e [Clold R MH1C), 13
NI
wios12 (A6 oeloll [QUEH UlRle] dulet 531, 13
Q.4 ) &Sl «lldl quil. (516 Bl o)) 8
1. &gl wil€l
2. 52U[SUH va YsIYS HISE
3. ¥oit HIS[Balell 2R
4. ©-[WHY
of) 1211 WYL (518 UL W) 6

1. AL HIR (R Adlefl ulsal usldHix(ed 8
2. L HIR Alel HI5(32L UL HIS(32L 52l dy UI> B

*****E N D*****
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