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SECTION - I 

Q.1 Fill in the blanks. (5)  

 1.  In Marketing more stress is given on the need of the --------------------. 

 a) Seller   b) Buyer  c) Supplier   d) Trader                                                                                                                        

 

 2.  In flat organization policy decision making is ----------------------. 

 a) Slow   b) Fast   c) Vary slow   d) Can't say   

 

 3.  ------------------is not the method of collecting the primary data. 

 a) Personal Interview   b) Postal survey  

 c) Telephonic interview   d) Information from News paper.  

 

 4.  ---------------is a short term incentive to the consumer to buy a product. 

 a) Sales Promotion    b) Advertising  

 c) Publicity     d) All of the above  

 

 5.  The strongest form of brand loyalty is called ----------------- 

 a) Brand awareness    b) Brand recognition  

 c) Brand Insistence    d)  None of the above                                                                                                        

 

Q.2 Answer the following. (Any Two) (20) 

 1) Explain various types of Pricing methods used in Marketing.   

 2) Discuss the characteristics of Industrial Buying.  

 3) What do you mean by Personal selling? Discuss the advantages and limitations of 

Personal Selling.                                                                                                                    

 

 4) Explain the steps involved in planning of a Marketing Research Project.  

Q.3 Write notes on (Any Two) (10) 

 1) Objectives of Advertising  

 2) Rights of Consumer as per Consumer Protection Act .                                                                           

 3) Test Marketing                                                                                                                                                                                                   

SECTION - II 

Q.4 Case Study. 

Aditya Foods is a small scale recently established company engaged in the marketing of 

Mushrooms in the city of Pune. Company has started its marketing operations since a 

(15) 
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month. Company has appointed two marketing executives for handling the marketing of 

mushroom in Pune City. 

 Having learnt of the future conventional foods, the company has decided to venture into 

mushroom cultivation.  

Today mushroom is the best option for vegetarians. By taking into consideration high 

nutritional value of mushrooms & growing health awareness among the people, Aditya 

foods has decided to enter into this business. But still there is a need of developing 

consumer awareness about the mushroom as a good alternative for vegetables because 

consumption of mushroom is still very low. Hence tremendous untapped potential is there 

for the mushroom business. 

In the first month the first trial batch of mushroom produced was supplied to 3 renowned 

star category hotels in Pune. Further they have received confirm orders for supply of 100 

kgs every day from the same hotels. Encouraged due to positive response, the company also 

set up its own cold storage facility as the product is perishable in nature. 

Due to encouraging response at the initial stage, the company is planning to go aggressively 

in the 2 more cities in Western Maharashtra region. Aditya foods plan to achieve the daily 

sales volume of mushrooms up to the level of 1500 kg. in the short term period.  

Questions  

1) Developing high consumer awareness about benefits of Mushroom consumption is a 

major challenge before the Aditya foods to increase its demand. Suggest how Aditya 

foods should develop the consumer awareness. 

2) Explain who should be the target customers for the Aditya foods apart from the star 

category hotels? Suggest suitable Marketing Channel set up for Mushroom distribution. 

3) Suggest suitable Sales Promotion Techniques for promoting mushrooms. 

Q.5 Answer the following.  (10) 

 a)  What are the criteria for effective segmentation? Explain the different types of market  

      segmentation. 

 

 OR  

 b) What do you mean by Related and Unrelated Diversification? Explain with the help of a  

      few examples.                                                                                                                          

 

 


