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EXAMINATION FEBRUARY-MARCH 2024
BACHELOR OF COMMERCE (FOURTH SEMESTER)
MARKETING - 111

[Time: As Per Schedule] [Max. Marks: 50]

Instructions: Seat No:
1. Fill up strictly the following details on your answer book
a. Name of the Examination : BACHELOR OF COMMERCE
(FOURTH SEMESTER)
b. Name of the Subject : MARKETING - 111
c. Subject Code No : 2308000104051007 / 2008000104060004 /
2008000104050041
2. Sketch neat and labelled diagram wherever necessary.
3. Figures to the right indicate full marks of the question.
4. All questions are compulsory. Student’s Signature

SECTION |

Q.1 Choose right options from given options 15

1. o{lAeiiHiell 586 dadllanas URuol 61191 «1efl B WileelR ddigsa

AU 52 B?
Which of the following is not a Part of Demographic factor Affecting
Buyer Behaviour?

A) GHR B) ild$
Age Income

C) cUdAIY D) c(Sdcd
Occupation Personality

2. Wile ddys UlsAls udlg AR «{lAs el 53 82
Which of the following is Step four of Buying behavior Process?

A) UHRIL AW B) W3lElell [ARlU (dds)
Problem Identification Purchase Decision (Behavior)

C) HL(&d 2Ny D) W3lEl Ugslef cdel
Information Search Post-Purchase Behavior

2308000104051007 [1 of 6]



3. AWIel3(2s HI3aHI, (1l Aclef] ulsuiHi sHUIZIA) AlHL A 58

¢ M5l Mwd B2
In the Autocratic Model, what role do employees typically play in the
decision- making process?

A) UlsY sl B) (13[4 Qeil2124)
Active participants Decision-Makers

C) [«3leis) D) ¥dlssIRl
Observers Consultants

4. $1[SUE HISEH SUL USIReAL AxllcudSRa UlcdLlEd SCLH

314 87
What type of communication is encouraged in the Custodial Model?
A) d2sd B) Slxleed
Vertical Horizontal
C) AUUULRS D) SIALleid
Formal Diagonal

5. 421&elles ofl () ddetal 3] Ad AR 530 23 B2
How can organizational policies affect behavior?

A) ddst U AHefl S16 YR <]
They have no impact on behavior

B) dudl A(ds wWIAR HI2 HIlE[RISL 155] 53 D
They set guidelines for ethical conduct

C) Al ols3lell AdlN e21s &
They reduce job satisfaction

D) ¥l ZlHdsq (2121 52 8
They discourage teamwork

6. o Wd| dlslell e dlE sE&alHi w1d B % YUl

o1 [RULAL Ao 69 B 22 53] Wl B.
is called as group of People who are sharing similar
needs and wants.

INDERE] B) a&ils.l (2131(3a1)
Segment Targeting

C) Ull»eLl-iat D) duisil 51¢5 «l€l
Positioning None of them
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7. AUSIALLSS Ao 2lelo] Ul (HS Lol 2] 87
What is the primary focus of psychographic segmentation?

A) QLA ellel B) )ds12ldl, (U u4el YR
Geographic location Lifestyle, interests, and values
C) GHR A4 (6ol D) Al Se] 2R
Age and Gender Income levels

8. de HIE[a1e0) (21dle HIB(3a) &4 2f B2
What is the purpose of target marketing?
A) st defdd Ales) Yl uelual Hie
To reach all potential customers
B) ALSSlsil ALSSY elal HIE[EoL Udllal efxy Wstlddl
To tailor marketing efforts to a specific group of customers
C) ALES UA e\ 121l HI2
To ignore customer preferences
D) Gellgstell (Aldudla HUl(Ed s2dl
To limit product variety

9. Al sSUlsUL B 5 Beil Gl UlSAB] dHefl BeRULANA AdlNdlL
Guleell 208 8, WE & Wa dell GUlIL 52 8?2
What is the process through which individuals search, purchase and use
products to satisfy their needs?

A) HIE[2 2% B) SeopyHR W16l [W&lduR
Marketing Strategy Consumer Buying Behavior

C) Ulsse Saguise D) ¥sdele 5l v3(seday
Product Development Advertising Effectiveness

10. HI1E\oll S1ARUST Yosod, 58 e RUIAHT LU H Lo, vl (AR LY

Wol Wof] UL NG 8?
According to Maslow's Hierarchy, which needs involve self-esteem,
confidence, and the recognition of others?

A) [s(Ald) (54 o{ls B) dd S (WP «{ls
Physiological needs Love and belongingness needs
C) WM «ils D) 452l «ils
Esteem needs Safety needs
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11. 2Qui5(321 9f 87

What is telemarketing?

INERICRITRIERT B) Slot A»s HI5(321
Email marketing Phone-based marketing
C) Al(2rud Hl(suL 153l D) (Ue2 HI5(321
Social media marketing Print marketing

12. o] 2 o] HIB(3ole] YRl ey 9f B2
What is the full form of B2B Marketing?

A) [Py 2 [G{naY B) A5 2 Ws
Business to Business Back to Back

C) Wl 2 uiles D) (MY 2 [wes
Buy to Build Business to Build

13. 11502214 ofl 2 ] 9] B2
What does B2C stand for in marketing?

A) [UAAY 2 SoopyHR B) W§ 2 SepyHR
Business-to-Consumer Back to Consumer
C) i1 2 SWulRe D) S16UQL ot &S]
Buy to Consumer None of them

14. RA- (AU HI5[321o] L5 talel Q) B2
What is the primary focus of relationship marketing?
A) 251 3l10L1stL o§l Hsd
Maximizing short-term profits
B) Giodl AL01lell ALSS Aoitle] (AH[QL WA ]l
Building and maintaining long-term customer relationships

C) UlH[E5 MEUd Gl WReil uslyua [daqd sdl
Expanding market reach through mass advertising

D) A s UHYs1| g UlRils
Encouraging one-time transactions
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15. A lds H13aH (A ddlell 3d] Ild us sd1Mi w1d 82
How is decision-making approached in the Supportive Model?
A) 3eglsd (e dd)
Centralized decision-making
B) slA2Us[sd [«1ely Ad)
Hierarchical decision-making

C) sHULR Uss12 U8 (A3 (ed (1Rl ad)
Decentralized decision-making with employee involvement

D) < (5clold (1Y Ad)
Individual decision-making

SECTION 11
Q.2  lauui wdlull dull (18 ULl UIR)

a) A 18Dl 6{lSlU2 (16l dddel) UL 53
Define Organization Behavior

b) WL (& (U (WL (M&(dUR) WREL ddet culuALRld 52
Define Buying behavior

¢) W3LElell ddelal UL $2cll URW el L€ 6deilc
List down factors affecting Buying behavior

d) Arellstl ddyseil slazud HI3d lL dHIR) 4l Q)
What do you mean by Collegial model of Organization behavior

e) RALst (31U HIS(Balefl UlsULeA] ULE] Kiotld)
List down Process of Relationship Marketing

f) Hide QolNeRell GUALILA] ULE] watld)
List down uses of Market Segment

g) Al HIB (3oL AR 52
Define Green Marketing

h) Hlodlod 15291 clluallld 520
Define Mobile Marketing
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Q.3 R A2 HI2 (alcy wW1EIR ([Adldd R AHxtdl 13
Explain Various Basis for Market Segment in detail

g ql
OR

Q3  WREledl ddea WAUR S2dl [l UReoNA [dordelr dHemdl 13
Explain Various factors affecting Buying behavior in detail

Q4 A] &sl el qul (s1guwl ol) 8
Write Short Note( Any Two)

a) [afay WIlelell Squdl Aquemdl
Explain various Buying Motives

b) AdssilcHS dclets] UslUS HI3E
Supportive Model of Organizational behavior

c) RAgusi(2mu 1S3l
Relationship Marketing

d) ofl 2- ofl W ofl-g -] HI5(3oL Yuesd)
Explain B-2-B and B-2-C Marketing

Q.4 B] SIR8LL AUl (518Ul As) 6
Give Reasons (Any One)

a) 2L HI2 WIleLlR ddel wa ALes ddet Wso{lostel] w1dal &2
Why Buyer Behavior and Consumer behavior are different from each

other?

b) UL HI2 [Sfsed HIB[2L @IRdHI glegetl duiss) 87
Why Digital Marketing is at a growth stage in India?
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