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TILAK MAHARASHTRA VIDYAPEETH, PUNE 
MASTER OF COMMERCE (M.COM.) (EXTERNAL) 

EXAMINATION : MAY - 2015   
FIRST SEMESTER 

Sub:  Marketing Techniques (MCM - 111) 

Date : 18 /5/2015 Marks: 60 Time: 2.00 pm to 4.30 pm 

Instructions:    1) All questions are compulsory. 
 2) Figures to the right indicate full marks. 

Q.1 Answer the following questions. (Attempt any two)  (32) 

 1. Elaborate the concept of Marketing Mix & its importance in Marketing.  

 2. Discuss the role & responsibilities of Marketing Manager.  

 3. 'Rural Marketing has opportunities as well as challenges ' Elaborate this statement.  

 4. Explain the functions of Middleman in Marketing   

   
Q.2 Answer the following. (Attempt any one) (8) 

 1. Explain the merits and demerits of Telemarketing.  

 2. Explain the key objectives of Pricing.  

 3. Explain the concept of 'Product Life Cycle.'  

   
Q.3 Write short notes. (Attempt any two) (10) 

 1. Key objectives of Advertising  

 2. Merits & demerits of Geography oriented Marketing Organization  

 3. Important functions of Packaging  

 4. Benefits of E-Marketing  

   

Q.4 Select the Correct Alternatives. (Attempt Any Ten) (10) 

 1. Product promotion is all about --------------------.  

 
a)  Customer solution b) Customer cost 

 
c)  Convenience to customers d) Communicating with customers 

 
2. Advertising is a paid form of ---------------------- communication of ideas, goods, or 

services through media by an identified sponsor. 

 

 
a) Non personal b) Personal 

 
c)  Individual d) Dual 

 3. The scheme ‘25% cash back offer on purchase of Television’ is an example of ----------.  

 
a) Advertising b) Personal selling 

 
c) Sales Promotion d) Public Relations 
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 4. In Personal Selling the -----------is doing face to face communication with customer.  

 
a) Salesman b) Supplier 

 
c) C&F Agent d) Advertiser 

 5. In Marketing it is essential to understand the -------- & wants of the customers.  

 
a) Hopes b) Ambitions 

 
c) Needs  d) Dreams 

 6. The key function of---------is storage.  

 
a) Warehouse b) Supplier 

 
c) Transporter d) Marketer 

 7. The most economic mode of transport is ----------------  

 
a) Rail  b) Road 

 
c) Air  d) Sea 

 8. The key focus in the Marketing process is on the ---------------------.  

 
a) Target Consumers b) The Competitor's product 

 
c) Suppliers d) Production  

 9. A -------------------- store is a big retail store with only one category of Products.   

 
a) Specialized  b) Departmental  

 
c) Super  d) Discount 

 
10. When a producer  sell the products to the consumers through only retailers , it is termed 

as 

 

 
a) Zero level channel b) Two level channel 

 
c) One level channel d) Three level channel 

 11. The value of the product in -------------- terms is called as the price of the product.  

 
a) Monetary b) Monopoly  

 
c) Managerial  d) Major  

 
12. Market segmentation on the basis of Attitude, Interests & Opinion is an example of -----

----------------- segmentation. 
 

 
a) Geographic b) Psychographic 

 
c) Behavioral d) Demographic 
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