TILAK MAHARASTRA VIDYAPEETH, PUNE

BACHELOR OF COMMERCE (B.COM.) (NEW)
MAY — 2012 EXAMINATION

THIRD YEAR
Subject: Marketing Management - Il (C -318)

Date: 19/5/2012 Marks :80 Time: 10.00 am to 1.00mp

Instruction: 1) All questions are compulsory.

2) Figures to the right indicate full marks.

Q.1 Answer the following in 20 words each. (Any 10) (20)
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Write trends in social marketing.

Explain Social responsibilities of marketing mamage
What is international market?

What is direct exporting?

What is joint venture?

Write two Functions of retailing.

Define marketing management.

What is Customer satisfaction? Explain.

What is attracting and retaining customer.

. How can a market by segmented?

. What do you mean by customer relationship managgmen
. Write only steps of organizational buying process.

13.

Define product oriented approach.

Q.2 Answer the following in 50words each. (Any 2) (10)

1.
2.
3.
4.

What are the elements of market segmentation?

Define marketing management? What are the functtbasmarketing manager?
Write a note on social responsibilities of markgtmanager?

What are the determinants of buyer behavior? Enplai

Q.3 Answer the following questions in 150 words ebc(Any 2) (20)

1.
2.

3.
4,

Give the various steps involved in the consumeirtgugrocess.

Bring out the role of customer satisfaction in sliecess of business organization in today’s
modern business world.

State & explain the characteristic of industriabds.
Bring out the points of difference between domestizketing and international marketing.

Q.4 Answer the following in 300 words each(Any 2) (30)

1.
2.

3.

What is C.R.M.? Explain process of creating andaexiing consumer relationship.

Explain responsibilities and challenges before mi@ng manager. State qualities and skills
required for good manner.

State meaning and characteristic of retailing. Bixptlassification of Retail marketing.

What is organization behavior? Give the varioupstavolved in organizational buying
process.
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