2308000104051008
EXAMINATION FEBRUARY-MARCH 2024
BACHELOR OF COMMERCE (FOURTH SEMESTER)
MARKETING - IV LEVEL 5

[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 - IV LEVEL 5
c. Subject Code No : 2308000104051008

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
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Answer in the following

1) A il 53 uHllels] ded o1efl?
a) AULRL Ul LEsl b) U [Scddld AULLL
c) %s1&21d d) o182 Aea(5al

Which of these is not an element of promotion?
a) Sales Promotion b) Personal Selling
c) Advertising d) Public Networking

2) silAsiiMiell 53 culSddld AuLRLs] ALY cerl 82
a) WselAsAUS  b)uel AR
c) WAool d) »sul dylal

Which of the following is a correct feature of personal selling?
a) One to one contact b) Indirect communication
c) Planning d) Quick Sales
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3) oilAetiHiel] s WES2Ucoll G «1ei]?
a) iy wjud) b) «idl Wlsse 2% 531 @&l 1A
C)uiles 1% (dsAldd] d) Hiledl A1udl

Which of the following is not an objective of advertising?
a) Building relationship b) Introducing a new product
c) Developing a brand image d) Providing information

1) Y»A2, 3edlol wa Al GIR1UINLESd §Ads2yell
AR N ofl  HI5(30 sy gl 418 Alef] oA seil
AsnRdl .

Newsletters, catalogues, and invitations to organization-sponsored
events are most closely associated with the marketing mix activity of

5) UHlQlel AleS 2Ls5HI dlR) 52 8 (A1 / V1)
Promotion increase customer traffic (True/False)

6) UH12let Sl yHele W1 B Ud cU(Sddld AU oAS]. (U1 /
ull)

Promotion supports advertising but not personal selling (True/False)

7) WSl s165-51[Ed1e0) AHIAL U AS B, (U1 / ViLE)

Prospecting can involve cold-calling (True/False).

8) &2l Yuucd Alesl UR U 59,
a) HelldSiLle5 b) UM QU
o)Ll d) 2sleis4
Advertising mainly has a impact on consumers.
a) Psychological b) Sociological
¢) Economical d) Technical
9) AEUd U LHS, UHMDe11R AL IHLIBSR defl &leS
A5 8.
a) dwsly  b) Gaulest
c) ALSS d) eULlels
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advertising may be formative, persuasive or reminder

oriented
in character.
a) Institutional b) Product
c) Consumer d) Local
10) ARl el el AULRL W lci oA el vt ellel Jogd $3 O
Ul WsHIA &g dULLL S lell B.
a) vllsUS b) UElSSIR
c) % el d) Gulest qeil

selling styles where the sales representative stays highly
Focused and the only intention is to sell.

a) Aggressive b) Consultative

c) Need oriented d) Product oriented

11)cdd 1) WRledlofl UlsAIH, & Gllgsisll GUALIL 52 & da s&dIU
wld 8
a) duzlelsdl
b) UGLldS
o) [ARllus 14 A2slu

d) WilesdlR

In business buying process, one who uses product is called
a) User

b) Influencer

c) Decider and gatekeeper

d) Buyer

12)cd U 1A Wiledlefl UM, Ay Hog?l viiudlsfl uefludllRs
eld] AIUULRS 25 Hlddl e sULelH gLl dolsd sdIMi
1d B
a) duzlelsdl
b) Ueilds
0) [HQlus wa Jeslu
d) wileddlR

In business buying process, group having informal or formal power of

Approving suppliers is classified as
a) User
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b) Influencer
c) Decider And Gatekeeperd)

d) buyer

13) SUL AWML d%el el HIUstl (144, 1977 |19, USdL «tefl?
a) Ry wa 51HR
b) q&dlu
c) WitlHlel Wal [AS1wIR
d) Gusduiell 516 «ifs

In which of the state Standards of Weights & Measures Rules, 1977 is

not applicable?

a) J&K

b) Lakshadweep

¢) Andaman & Nicobar
d) None of the above

14)dn {154 512151 [UUR HIR2 wonRe 3l 2ld adilsd s3] 215l 912

a) B2C b) B2B
c) C2C d) C2B
How might you categorise the market for office photocopiers?
a).B2C b) B2B
c) C2C d) C2B
15)H15(291 Sy [A321t As(Eus Lot Q) 87
a) UHLlsl b) &-1d
c) QUL YAl d) (54d ulel
What is 'marketing communications' an alternative term for?
a) Promotion b) E-mail
c) Sales talk d) Price lists

Q.2  2sMidled ¥Vl (518U UIR)
Answer in short (any four)

1) uHlelel g 82
What is promotion?

2) UURLIHS [Hlell g2 s) wLldl.
State the elements of promotional mix.
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3) UR [alay usleil m&Udleil ulel weildl.
List four different types of Advertising.

4) B2B el B2C dsi| ¢ dsldd WUl
Give two differences between B2B and B2C.

5) Aldsil sl s&dl 8?
Who are prospects?

6) Alsseil Hndll uuendl.
Explain customer retention

7) W&Udeil cuiual ),
Give the definition of Advertising

8) B2B Hl5ee{l clua] W),
Give the definition of B2B market

Q.3 U GeleW A1 [cldy uHlleid Ueg[dadlsfl (adalR AL 53, 13
Discuss the various promotional methods in detail with suitable examples.

wql
OR

ALES) W AH A M S2Uclell SlALA] [AaAddlR uUL 53,
Discuss the benefits of Advertising to customers and society in detail.

Q4  (a) wlell UR &5l «ilu cuil: (slguwl ol) 8
Write Short note on: (Any two)

a) UsS sIHL(S2) (M) 1977
Packed commaodities rules 1977

b) <Usddld AL
Personal selling

c) W&Uddell USIR
Types of advertising
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d) Alss Yuleel
Customer acquisition

Q.4  (b) 3u 23| G3dl.

Bedi dedis auiell Sl wa Yaledlui Hl[SUlsfl ledlHi 3812 %l
Holl 260 8. s elASL USEL (Aol ) Holl3ogeto] Alell Ay Altlst
Hlsld M Hldd &d, Ud (3R, 5u04s, e 1ALH 92 Bdl [aldy Al(1ud
H1(Sulell udtefl dxiH Hl[SUlell U1l cledlss AL 8. 3124 % «teil,
2015 & 1l Hlw15d A a3t HiS Al dy W54 sd M
UL B, €q 26 [drel Wal s1Y22 WIHLRd Foel2 Wl %Y |13 B

Ac1)eA] 241 odedld] HISUL 2aui, Hidseda Auell sllesa UHle sdl HI2
5] 3l Yl 5297

Solve the case study:

From past few years there is change seen in media habits within teenagers and
youngsters. Before a decade television was the most considered entertainment
tool, but with the entry of different social media like twitter, Facebook,
Instagram etc. has changed the media consumption of all. This isn't the end,
Indians are been most explored to the mobile application since 2015, now
television and computer based internet seem too outdated.

In this changing media habits of Indians, how to do suggest marketers to
promote their brands?

*kkk*k
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