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1.“Benchmark‟ means ______
1. Benches for customers to sit
2. Benches for salesmen to sit
3. Products displayed on a bench
4. Set standards
5. All of the above
2.Home loans are granted to ___
1. Individuals
2. Institutions
3. Builders
4. All of these
5. None of these
3.The meaning of “Conversion” in sales is
1. Designing new products
2. Converting Purchasers into sellers
3. Converting sellers into purchasers
4. Converting prospective customers into
purchasers
5. Conversion of religion
4.A “Call‟ in Marketing language means _______
1. Calling On a salesperson
2. Calling on a customer
3. Making a phone call
4. Telemarketing
5. None of these

2. One is flushed with funds
3. One has no expenses to incur
4. One is illiterate
5. Income level is insufficient to meet the
expenses
9.The sales process begins with
1. Customer Identification 2. Lead Generation
3. Sales Presentation
4. Sales closure
5. Sales meet
10.Market Segmentation means
1. segmenting the salesmen
2. segmenting the employees
3. segmenting the customers as per their needs
4. segmenting the products
ts
5. All of these
11.A “Target Group‟ means
1. a group of sellers 2. a group of buyers
3. a group of products
4. a group of persons at whom sales should be
focused
5. all of these

4.A Safe Deposit Locker can be canvassed among
1. All Existing account holders
2. Persons below poverty line
3. Students
4. Jewelers
5. ATM Cardholders

12. Market information means
1. knowledge of industries
2. knowledge of households
3. knowledge of peers
4. knowledge of customers‟
customers tastes
5. All of these

5. “Value Added Services” implies
1. Additional Knowledge of marketing staff
2. Service beyond normal Hours
3. Service with extra facilities
4. Marketing Agencies
5. Overtime work

13. Digital Marketing is a way of
1. Direct Marketing
2. Indirect Marketing
3. A strategy of DSAs
4. All of these
5. None of these

6.Optimum Results in marketing are
ar possible
through
1. Increased Production
2. More number of Products 3. More sales staff
4. Motivated Staff
5. More ATMs

14. Sales forecasting involves study of
1. Proper selling price
2. Sales planning
3. Distribution outlet
4. Consumer needs and demands
5. All of the above

7.Mutual Fund business from existing customers
can be canvassed through
1. Coercion
2. Cross-Selling
Selling
3. Internal Marketing 4. Outdoor
or Marketing
5. Road-Shows

15. Market Research is needed for
1. Choosing the right sales person
2. Choosing the right products
3. Making proper marketing decisions
4. Deciding the sales incentives
5. None of these

8.Financial Planning is required when
1. One has no income

16. Marketing is termed as successful, when
1. There is a rise in the number of salesmen
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2. There is no need for post-sales
sales services
3. There is no need to give discounts
4. There is rise in sales through more clients
5. Marketing
ting is an ongoing process and hence, can
never be successful
17. Market Segmentation helps in
1. Identifying the target group
2. Focused marketing 3. Improved lead generation
4. Only 1.and 2.
5. All 1., 2.and
and 3.
18. Market share means
1. Market price of shares
2. Sensex
3. Share market
4. Share of business among peers
5. Market volatility
19. Direct Marketing means
1. Advertisements
2. Banners
3. Face-to-face selling
4. Selling by all staff
5. Achieving targets
20. The ultimate aim of Marketing is to provide
1. More business to the Company
2. More profit
3. More staff
4. More production 5. More products
21. Marketing Strategy means
1. Ideas for new employment
2. Old techniques of selling
3. Techniques for improving marketing activities
4. Techniques for increasing production
5. Networking
22. Digital marketing is similar to
1. Online marketing 2. Cold calling
3. Web designing
4. Market forecast
5. Outdoor marketing
23. DSA stands for
1. Delivery Staff Agency
2. Direct Selling Agency
3. Distributors and Supply Agency
4. Driving Sales Ahead
5. Direct Sales Authority
24. _________is the process of evaluating each
segment’s attractiveness and selecting one or more
segments
1. Targeting
2. Segmenting
3. Positioning
4. Distribution
25. Consumer information
tion sources are—are
1.Personal
Personal source and commercial source

2.Public source
4.All the above

3.Experiential
Experiential source
5.Only
Only 1.and 2.

26. Zero-Based
Based Budgeting (ZBB) means—means
1.A
A tool for marketing cost analysis
2.A
A tool for financial analysis
3.Each year, budgeting
ting starts from a scratch
4.A
A certain percentage of sales
5.Only 1.and 2.
27. The advantages of telephone-interview
telephone
are—
1.Relatively
Relatively low cost per interview
2.Good
Good for reaching important people who are
inaccessible
3.Securing co-operation
operation which is not always
al
possible
4.All of these 5.Only 1.and
and 2.
28. The abbreviation ISP stands for—for
1.International
International Spy Project
2.Indian Social Planning
3.Initial Service Provider
4.Internet Service Provider
5.None of these
29. The best advertisement is—–
is
1.Glow sign boards 2.On
On internet
3.T.V Media
4.Print
Print Media
5.Which satisfies a customer.
30. According to product life cycle theory, the profit
is maximum in—Early stage
1.Developed stage 2.Early
3.Matured stage
4.Declined
Declined stage
5.None of these
31. In banks ROA means—
—–
1.Rate of Allocation
2.Return on Assets
3.Return on Advances
4.Ratio of Assets
5.Only 2.and 3.
32. In the context of globalisation BPO means—means
1.British
British Petroleum Organisation
2.British Passport Office
3.Budgeting
udgeting Process Orientation
4.Business Process Orientation
ientation
5.Business Process Outsourcing
33. SWOT Analysis refers to——to
1.Marketing tool to understand constraints and
potentials of self and competitor
2.External
External environment analysis
3.Internal
Internal environment analysis
4.Strategic
Strategic planning for selling product
produ
5.South-west
west organisation for trade
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34. For an economic
ic organisation, MIS stands for
1.Middle Income Scheme
2.Management Information System
3.Management
Management of Information and Science
4.Marketing Information System
5.Only 2.and 3.
35.Planned cost service means1.costly products
2.extra profit on the same cost
3.extra work by seller 4.all of these
5.None of these
36.In Consumer behavior ‘Perception is a process
through which1.aa consumer make ultimate purchasing
2.a consumer is satisfied
3.a consumer’s mind
nd receives, organizes and
interprets physical time
4.Both 1 and 2
5.All
All of the above
37.Sale forecast implies1.an
an estimate of the maximum possible sales
opportunities present in a particular market
segment.
2.an
an estimate of sales, in physical units, in
i a future
period
Estimating the number of sales person required to
3.Estimating
sell a product.
4.Both 1 and 2
5.Neither
Neither 1 nor 2
38.A theory states that no matter how efficiently
goods/service are produced, if they cannot be
delivered to the customer in the quickest
quickes possible
time it is vain-this theory is called1.Quickest the best 2.Instant service
3.Service on time
4.Timely
Timely effort
5.Matter theory
39.In selling “Consumption” is the ultimate goal of
the sales while a marketer1.Identifies
Identifies consumer needs and wants.
wants
2.Develop
Develop an appropriate product/service to attain
customer satisfaction.
3.Accomplish
Accomplish organizational goals through
integrated marketing approach
4.all of the above
5.None
None of these
40.‘Casual’ research is basically concerned withwith
1.Establishing cause and
nd effort relationship
2.Arriving
Arriving at a forecast or prediction of interest.
3.measuring
measuring and estimating the frequencies with
which of things occur
4.all of above 5.None of these

41.A method in which brand equity is measured by
comparing difference between the
t retail price of the
brand and the retail price of an unbranded product
in same category is calledcalled
1.Brand
Brand goodwill method
2.price premium method
3.Production method 3.Both
Both 1 and 2
4.Neither 1 nor 2
42.ESOP stand for1.Efficient
Efficient Service of Promises
2.Effective
Effective System of Projects
3.Employee Stock Option Plan
4.Essential
Essential Security of Project
5.Equity
Equity Stock Option Plan
43.Acid Test of a brand isis
1.Brand preference 2.Brand
Brand awareness
3.Brand loyalty
4.Brand
Brand equity
5.Band acceptability
44.Of the following pricing methods—–
methods
is not for
new product1.Market skimming
2.Penetration
3.Discriminatory pricing
4.None of these
5.All of the above
45.Under which of the following in marketing
DAGMAR APPROACH comes?
1.Market Segmentation
2.Advertising
3.Pricing Decisions
4.Marketing Strategy
5.Marketing Ethics
46.Which among the following generally does not
come under Corporate BANKING ?
1.Structured Finance 2.Government
Government Banking
3.FI,Capital
FI,Capital Markets & Custodial Services
4.Debit Cards
5.None
None of them
47.Which among the following does not come
under the organizational objectives of the bank in
India?
1.To Earn Profit
2.To
To play a developmental role in Rural India
3.To Provide employment to maximum people
4.To
To Improve Customer Relationships
5.All
All of above are organizational
organizati
objectives of the
bank in India
48.Without which of the following a bank can not
survive?
Computers 3.Customers
1.Cash
2.Computers
4.Credit
5.Competitors
Competitors
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49.Marketing is complex in Banks compared to
other commercial concerns. Which among the
following justifies this statement?
1.Bank
Bank Marketing is a service Marketing
2.The
The focus of the bank marketing is customer
3.The Bank marketing is doubly oriented
4.Banking products are intangible
5.None of them
50.What has been the effect on banks by the
increased role off capital markets in mobilizing
funds ?
1.It
It increased the importance of Banks
2.It decreased the importance of Banks
3.It
It did not affect the importance of Banks
4.It
It provided an opportunity for banks to earn more
5.None of them
51.Which of the following Bank India is known to
be the first Indian Bank to adopt the concept of
Market Segmentation?
1.Punjab National Bank
2.State Bank of India
3.ICICI
ICICI Bank
4.Bank of Baroda
5.Canara
Canara Bank
52.A group of Blue collar customers of a bank will
be placed in which of the following segments?
1.Profession segment 2.Gender
Gender based segment
3.Income segment
4.Institutional
Institutional Segment
5.None of the above
53.Many
Many banks offer Project Counseling in their
products portfolio. Product counseling can be
placed in which of the followingg product categories
of Banks?
1.Deposits
2.International
International Banking
3.Consultancy
4.Advances
5.Guarantees
54.Telephone inquiries, letters, responses to
advertising or direct mail, are kept in which of the
following categories?
1.Sales Leads
2.Sales Kits
3.Sales Literature
4.Sales
Sales Manual
5.Sales Planning
55.What is Microsoft Pink ?
1.A software under development
2.A smart phone
3.A
A search engine under development
4.A laptop under development
5.None of them
56.Which among the following
responsibility of personal selling?

is

not

a

1.Creating Demand
3.maintaining demand
5.None of them

2.Increasing Demand
4.Diminishing Demand

57.Nichemanship comes under which of the
following in Marketing?
1.Marketing Mix
2.Market Segmentation
3.Market Planning
4.Adv
Advertisements
5.None of them
58.Which among the folllowing plays an important
role in Psychographic Segmentation?
1.Profession
2.Sex
Sex
3.Personality
4.Demography
5.Location
Location
59.Occupation invloves
1.Administrator
3.Chartered accountant

2.Trader
4.All of these

60.Who may be the customer of the bank ?
1.Teacher
2.Professor
Professor 3.Advocate
4.All of these
61.Lifestyle of a customer includes
1. social status
2. cultural value of customer
3. perception of customer
4. All of these
62.Behavioural basis of market segmentation
s
includes
1. loyalty or brand loyalty
2. attitude
3. buying occasions
4. All of these
63.In case of saving deposits in a bank , the
customer status will be
1. second customer 2. regular customer
3. potential investor 4. first time depositor
4.Which are the factors relating to target market?
64.Which
1. goals of the firm 2. image of the company
3. company resources
4. products characteristics and product variety
5. All of the above
65.Which is the basis of psychographic
segmentation ?
1. Personality
2. values in life
3.life
life style of the customer 4. All of these
66.Distribution channels are
1. systems of economic institution through which
a producer of goods delivers them into hands of
their users
2. system of pricing 3. costing system
4. branding
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67.Which is the channel of direct distribution
1. Own sales showrooms
2. Own salesmen
3. Own sales group
4. Mail order
5. All of these

1. Product
2. Place
3. Price
4. Promotion
Promotion includes – advertising, personal selling,
public relation, and sales promotion.

68.Which among the following is a marketing
strategy that focuses on spreading information and
opinions about a product
uct or service from person to
person, especially by using unconventional means
such as the Internet or email?
1. Social Media Marketing 2. Drip Marketing
3. Green Marketing
4. Viral Marketing
Viral Marketing is marketing by the word of the
mouth, having a high pass rate from person to. The
best example for this is creating a ‘buzz’ in the
industry.

73.It is an effective communication is and known as
1. Good Vocabulary
2. A sine–qua–non
non for marketing
3. Not required of demand exceeds supply
4. None of these
A Sine-Qua-Non
Non is an essential condition; a thing
that is absolutely necessary.

69.It is designed to capture market share by entering
the market with a low price relative to the
competition to attract buyers.
1. Penetration Pricing
2. Economic
Econ
Pricing
3. Premium Pricing
4. None of these
Penetration pricing is the practice of offering a low
price for a new product or service during its initial
offering in order to attract customers away from
competitors.
70.Which among the following is not involved in
the life cycle of the product?
1. Introduction
2. Growth
3. Maturity
4. All are involved
The product life cycle (PLC) depicts a products
sales history through 4 stages: Introduction,
Growth, Maturity and Decline. One thing should be
clear too us that adjustment and changes must be
made in the product’s marketing mix as it moves
through its life cycle because of changes in the
competitive environment, buyer behavior, and the
composition of the market.
71.TQM stands for
1. Total Quantity Management
2. Total Quality Maintenance
3. Total Quality Management
4. Total Quantity Management
It is a management approach to long–term
long
success
through customer satisfaction. In a TQM effort, all
members of an organization participate in
improving processes, products, services, and the
culture in which they work.
72.It is a part of 4P’s of marketing and also
represents the different methods of communication
that are used by marketer to inform target audience
about the product.

74.Textiles refer to which kind of goods?
1. Shopping Goods 2. Special Goods
3. Unsought Goods 4. None of these
Shopping goods: Goods which are occasionally
purchased,cost
cost is moderate.
moderat People invest time and
efforts.Brand
may
be
considere
considered.
Ex:Textiles,watches,costumes.
75.Political campaigns are which type of
marketing?
1. Cause marketing 2. Organization marketing
3. Event marketing 4. Person marketing
Person Marketingg is marketing activity aimed at
creating target market awareness, and a favorable
opinion, of a particular person.
76.Marketing refers to
1. New product concepts and improvements
2. Advertising and promotion activities
3. Philosophy that stresses on customer
cust
value
and satisfaction
4. Planning campaigns
Marketing is the process of planning and executing
the conception, pricing, promotion and distribution
of ideas, goods and services to create exchanges
that satisfy individual and organizational goals. It is
i
the delivery of customer
er satisfaction at a profit.
77.Which among the following is not an important
component of PROMOTIONAL MIX?
1. Total quality Management
2. Publicity
3. Sales Promotion
4. Advertising
There are five important components in promotional
promoti
mix‐
1. Advertising
2. Personal Selleing
3. Sales promotion.
4. Publicity and public relations.
5. Direct Marketing
78.The target group for Tractor Loans is
1. Farmers with large land holding
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2. Farm laborers
3. Vegetable vendors
4. Cold Storage Plants
Target marketing is the most current method of
marketing to consumers based on research into their
interests, hobbies, and needs, and it didn’t spring
from nothing. Advertisers and marketers were using
cohort marketing, and before that they were using
us
generational marketing. Target marketing is
essentially a refinement of these ideas.
79.Meaning of Market Spacing is
1. Place where goods are sold
2. Road Shows
3. Scope available for selling
4. Competition
Market Space encompasses the various forces at
work in your industry, including competitive
dynamics, the actions of power players in the
industry, the types of solutions being offered in that
market, and the growth and driving forces shaping
the space. Whereas Market place encompasses your
market space as well as broader forces – such as
adjacent industries, political events, world issues,
and the broader economic climate.
80.Savings Account with Insurance benefit is
1. Non-fund facility
2. Value-added deposit account
3. Running Overdraft facility
4. Along term loan account
8 Insurance Schemes Modi launched and how they
benefit you
1. Atal Pension Yojana
2. Pradhan Mantri Suraksha Bima Yojana
3. Pradhan Mantri Jeevan Jyoti Bima Yojana
4. Pradhan Mantri Jan Dhan Yojana
5. Post office time deposits and bank FDs
6. Kisan Vikas Patra
7. Sukanya Samriddhi Scheme
8. Health insurance
81.Telemarketing campaigns are an alternative of
1. Avoid Buyer Resistance
2. Increase Cold Calls
3. Reach a larger Clientele
4. Avoid face-to-face interactions
Telemarketing
ng is a marketing strategy that involves
connecting with customers over the telephone or,
more recently, through web--based video
conferencing. It is one of the most divisive
strategies in modern marketing. One of the most
negatively-perceived versions of telemarketing
elemarketing is
known as “robo-calling,”
calling,” a practice that involves
using a pre-recorded
recorded message delivered through an

automatic dialing machine that
thousands of people every day.

can

contact

82.Communication skills in the case of a DSA
means
1. Being Talkative
2. Sending SMS
3. Lengthy Speeches
4. Ability to convince with the right choice of
words
The Direct Selling Association (DSA) is the name
of several similar trade associations in the United
States, United Kingdom, Australia, Malaysia,
Singapore, and New Zealand that represent direct
selling companies, including those that use multimulti
level marketing compensation plans or party plan
product demonstrations.
83.USP of a current account is
1. Low TDS
2. No restrictions on transactions
3. No need for KYC norms
4. High minimum balance
The unique selling proposition (USP) or unique
selling point states that such campaigns made
unique propositions to customers that convinced
them to switch brands.
84.A good marketing strategy involves good and
proper
1. Product distribution
2. Network of branches
3. High pricing
4. Relationship Management
Relationship marketing is a facet of customer
relationship management (CRM) that focuses on
customer loyalty and long-term
long
customer
engagement rather than shorter-term
shorter
goals like
customer acquisition and individual sales. The goal
of relationship marketing is to create strong, even
emotional, customer connections to a brand that can
lead to ongoing business, free word-of-mouth
word
promotion and information from customers that can
generate leads.
85.Mutual fund business from existing bank
customers can be mobilized by
1. Cross-selling
2. Road Shows
3. Carpet Bombing 4. Telemarketing
Cross selling is one of the easiest and most effective
methods of marketing. In the financial services
servi
arena, cross selling can mean selling different types
of investments to investors, or even insurance to
investors, or tax preparation to retirement planning
clients.
86.USP stands for
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1. Uniform Selling Practices
2. Unique Selling Person
3. Useful Sales Person
4. Unique Selling Proposition
Here is a killer example of USP
Many companies past and present use USPs as their
slogans, so that they can put them in front of as
many prospective customers as possible.
possibl
e.g.
Avis(We’re number two. We try harder.)–This
harder.)
USP
does a remarkable job of turning what seems like a
negative quality into a benefit. For many years,
Avis was in the unfortunate position of being the
second-largest
largest car rental company, while Hertz
claimed the #1 spot. In fact, Avis was having
trouble
uble just staying solvent. So Avis decided it was
time for a total image makeover and hired the
famous ad agency Doyle Dane Bernbach to come
up with a new ad campaign.

3. Staff strength of the company
4. Share capital of the company
comp
Out of total purchases of a customer of a product or
service, what percentage goes to a company defines
its market share. Out of total purchases of a
customer of a product or service, what percentage
goes to a company defines its market share.
shar In other
words, if consumers as a whole buy 100 soaps, and
40 of which are from one company, that company
holds 40% market share.

87.Aggressive marketing is required due to
1. Increased staff
2. Increased competition
3. Increased Production
4. Increased Job opportunities
With the number of promotions and advertisements
consumers see on a daily basis, aggressive
marketing strategies allow brands to solidify their
image in the minds of viewers, and achieve
immediate recognition.

92.Marketing is more required when
1. There is monopoly 2. Supply equals demand
3. Supply exceeds demand 4. Staff in excess
When introducing high-value,
value, high-priced
high
products,
more sales interaction is required.
require When placing a
price on an item or service, it is crucial to accurately
assess demand. Simply put, a shortage of an item
nearly always leads to higher prices, while
whil an
overabundance—or
or just fierce competition–will
competition
drive prices down. As prices go down, more people
are able to buy the product; thus the demand will
usually rise.

88.Which type of marketing involves selling of
mere goods?
1. Guerilla Marketing
2. Viral Marketing
3. Transaction Marketing 4. None of these
Transactional marketing is a business strategy that
focuses on single, “point of sale” transactions. The
T
emphasis is on maximizing the efficiency and
volume of individual sales rather than developing a
relationship with the buyer.
89.Channels of marketing means
1. Outlets from where sales take place
2. Focusing sales on one single group
3. Home delivery
4. Courier Service
There are basically four types of marketing
channels: Direct selling; Selling through
intermediaries; Dual distribution; and Reverse
channels. Essentially, a channel might be a retail
store, a web site, a mail order catalogue, or direct
personal communications by a letter, email or text
message.
90.The share of market means
1. Share price quoted in the market
2. Percentage share of business of the company,
as compared to peers

91.For an ATM-cum-Debit
Debit card the target group is
1. All prisoners
2. Firms
3. All existing and prospective customers
4. All School Children
It is a plastic payment card that provides the
cardholder electronic access to their bank account(s)
at a financial institution.

93.If the market share falls then it implies that
1. Competition has increased
2. Sales have gone up
3. Profit has gone up
4. Business is wound up
Market shares can be value or volume.
volum Value
market share is based on the total share of a
company out of total segment sales. Volumes refer
to the actual numbers of units that a company sells
out of total units sold in the market.
94.In marketing a cold call means
1. Sales talk 2. A futile exercise
3. Old product with new wrapping
4. Calls made without prior appointment
Cold calling typically refers to phone calls but can
also entail drop-in visits, such as with door-to-door
salespeople. In finance, cold calling can refer to a
method by which brokers obtain new business by
making unsolicited calls to potential clients.
95.A ‘Push’ marketing strategy necessitates
1. Good pushing strength
2. Lengthy talks
3. Collective effort 4. Aggressive marketing
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Push marketing is a promotional strategy where
businesses attempt to take their products to the
customers. For example in department stores that
sell fragrance lines. The manufacturing brand of the
fragrancee will often offer sales incentives to the
department stores for pushing its products onto
customers. This tactic can be especially beneficial
for new brands that aren’t well-established
established or for
new lines within a given brand that need additional
promotion.
96.Meaning of Buyer Resistance in marketing is
1. Exchange of products
2. Fight between buyer and seller
3. Buyer retracting the sale
4. Buyer’s hesitation in buying the product
Buyer resistance refers to the deployment of
procurement resources by a buyer
yer in an attempt to
obtain lower prices from suppliers. When
confronting unexpectedly high prices from
suppliers, a procurement division may devote
resources to resist the price increase.
e. For example
efforts by buyers to identify, invite, and encourage
qualification of additional bidders.
97.In any marketing the best promotional tool is
1. Word of mouth publicity 2. Newsletters
3. Pamphlets
4. Viral marketing
Word-of-mouth
mouth marketing (WOMM, WOM
marketing), also called word of mouth advertising,
differs from naturally occurring word of mouth, in
that it is actively influenced or encouraged by
organisations (e.g.
g. ‘seeding’ a message in a
network)
98.A competitor that reacts swiftly and strongly to
any assault in marketing is
1. Tiger competitor
2. Soft competitor
3. Typical competitor
4. None of these
It is a Competitor with A Quick and Strong
Reaction to its counterpart for any type of assaults
pocketed in the line of business he is entered into.
99.Consumers who buy one brand all the time
1. Hard core loyals 2. Split loyals
3. Shifting loyals
4. Switchers
When consumers become committed to your brand
and make repeat purchases over time.
e. Brand loyalty
is a result of consumer behavior and is affected by a
person’s preferences. Loyal customers will
consistently
istently purchase products from their preferred
brands, regardless of convenience or price.
pric

100.It is a form of individual marketing where the
customer takes more responsibility for determining
which products and brands to buy.
1. Self marketing
2. Mass marketing
3. Segment marketing
4. Niche marketing
Self marketing helps individuals improve their
image and reputation to advance their careers. Self
marketing is sometimes called personal branding
because it uses branding tools to create an image
around ann employee rather than a product. It gives
candidates more opportunities to effectively
communicate their values, skills, experiences, and
vision to potential employers. Successful self
marketing helps employees separate themselves
from the hundreds of other
oth applicants who may be
competing for the same job.
jo
101.Which among the following is one of the 7 O’s
in Framework in Marketing?
1. Orthodox 2. Occupation 3. Obnoxious
4. Operations
Seven O’s Framework
1. Occupants – who constitutes the market?
2. Objects – what does the market buy?
3. Objectives – why does the market buy?
4. Organizations – who participates in the buying?
5. Operations – how does the market buy?
6. Occasions – when does the market buy?
7. Outlets – where does the market buy?
102.It is a measure to rectify the situation arising
out of the dumping of goods and its trade distortive
effect.
1. AIDA Marketing 2. Anti-competitive
Anti
practice
3. Anti-dumping
4. Branding
The use of anti dumping measure as an instrument
of fair competition is permitted
permit
by the WTO. In
fact, anti dumping is an instrument for ensuring fair
trade and is not a measure of protection for the
domestic industry. It provides relief to the domestic
industry against the injury caused by dumping. Anti
dumping measures do not provide
prov
protection per se
to the domestic industry. It only serves the purpose
of providing remedy to the domestic industry
against the injury caused by the unfair trade practice
of dumping.
103.BEP stands for
1. Break Event Point
2. Board Even Point
3. Benefit Effect Point
4. Break Even Point
The break-even
even point (BEP) is the point at which
cost or expenses and revenue are equal: there is no
net loss or gain, and one has “broken even”. The
breakeven point is reached when the total revenue
exactly matches thee total costs and the business is
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not making a profit or a loss. If the firm can sell at
production levels above this point, it will be making
a profit.
104.Which among the following is the term used to
describe a large company that consists of seemingly
unrelated business sections?
1. Conglomerate
2. Breccia
3. Holding Copmany
4. Corporation
A conglomerate is a corporation that is made up of a
number of different, seemingly unrelated
businesses. In a conglomerate, one company owns a
controlling stake in a number of smaller companies,
which conduct business separately. Each of a
conglomerate’s
subsidiary
businesses
runs
independently of the other business divisions, but
the subsidiaries’ management reports to senior
management at the parent company.
105.TARPS stands for
1. Total audience rating points
2. Target audience rating points
3. Transaction anti rating points
4. Target action rating points
It is the number of people or percentage of people
reached in your target audience.
ne sample for free, after
106.When consumers get one
their trial and then could decide whether to buy or
not then that is called
1. Advertising
2. Sampling
3. Couponing
4. Trading
In market research, sampling means getting
opinions from a number of people, chosen from a
specific group,
roup, in order to find out about the whole
group. Let’s look at sampling in more detail and
discuss the most popular types of sampling used in
market research. It would be expensive and timetime
consuming to collect data from the whole
population of a market. Therefore, market
researchers make extensive of sampling from
which, through careful design and analysis,
marketers can draw information about their chosen
market.
107.AIDA stands for
1. Asynchronous Interest Digital Action
2. Attention Interest Desire Action
3. Acquired Interest Desire Active
4. Alternate Industrial Desire Action
AIDA is used in marketing and advertising that
describes a common list of events that may occur
when a consumer engages with an advertisement.
A – Attention (Awareness): attract the attention of
the customer.

I – Interest: raise customer interest by focusing on
and demonstrating advantages and benefits
D – Desire: convince customers that they want and
desire the product or service and that it will satisfy
their needs.
A – Action: lead customers towards taking action
and/or purchasing.
108.The physical distribution involves which
activities?
1. Sales force costing 2. Retail warehousing
3. Customer service 4. All of these
The basic elements of specific functions that make
up physicall distribution include (i) Materials
handling; (ii) inventory planning and control ; (iii)
order processing ; (iv) transportation ; and (v) a
communication system to integrate the physical
distribution process.’
109.Marketing management is the process of
product planning, pricing, promotion and
_________ along with the services to generate
transaction that satisfies the organisational and user
objectives.
1. Distribution
2. Reward
3. Goals
4. None of these
Marketing management is the organizational
discipline
ine which focuses on the practical application
of marketing orientation, techniques and methods
inside enterprises and organizations and on the
management of a firm’s marketing resources and
activities.
110.Which among the following is NOT motivation
models?
1. Economic model
2. Learning model
3. Psycho-analytic model
4. All of these
One of the most important factors to achieving
success with your small business is the ability to
motivate your employees. No two workers are alike;
it can be a challenge to understand what makes each
one tick so that you can apply the appropriate
motivational technique. A number of motivational
theories have been developed over time that can
help you get the most out of your workers.
111.Decentralisation refers to the systematic
system
efforts
to delegate to the lowest levels all authority except
that which can be exercised at central points” Who
said it?
1. Lavis a Allen
2. Stanton
3. Still and Scwaff
4. None of these
In decentralized organizations, there is more
freedom and autonomy
my when multiple marketing
departments are responsible for promoting the
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products/services of the different BU’s (Business
Units) of the organization.
112.Buying situations may be caused by ________.
1. Awareness about competing brands in a product
group.
2. Customer has decision criteria
3. Customer is able to evaluate and decide on his
choice
4. All of these
Business buyer behavior refers to the buying
behavior of the organizations that buy goods and
services for use in production of other products and
services that are sold, rented, or supplied to others.
113.The sum of direct materials and direct labour
costs is called
1. Prime cost
2. Factory cost
3. Overhead cost
4. Value of stock
A business’s expenses for the materials and labor it
uses in production.
ion. Prime cost is a way of
measuring the total cost of the production inputs
needed to create a given output. By analyzing its
prime costs, a company can determine how much it
must charge for its finished product in order to
make a profit. By lowering its prime costs, a
company can increase its profit margin and/or
undercut its competitors’ prices.
114.Product plays a ________ role in the activities
of a business.
1. a secondary
2. a collateral
3. a central
4. none of these
In marketing, a product is anything
ything that can be
offered to a market that might satisfy a want or
need. In retailing, products are called merchandise.
merchandis
In manufacturing, products are bought as raw
materials and sold as finished goods.
115._________ costs are those costs which are
incurred
red to perform the marketing functions.
1. Distribution costs 2. Full costs
3. Sale of goods
4. Total cost
Cost or expense incurred in moving goods from the
point of production to the point of consumption.
Also called distribution expense.
116.Which one off the formula may be used for
setting prices under cost plus pricing method?
1. Selling price = Unit total cost +desired unit
profit
2. Selling price = Unit total cost + profit
3. Selling price = Unit total cost + selling expenses
4. None of these

Cost-pluss pricing is a pricing strategy in which the
selling price is determined by adding a specific
dollar amount markup to a product’s unit cost. Mark
ups are when you add a % to the cost to set the
price. An alternative pricing method is value-based
value
pricing.
117.The process of advertising in business begins
with market situation analysis conducted to assess
the marketing _______ for the product in the
existing state of business in the market
1. opportunities
2. assessibility
3. Difficulty
4. Functioning
F
An advertising
vertising strategy is a campaign developed to
communicate ideas about products and services to
potential consumers in the hopes of convincing
them to buy those products and services. This
strategy, when built in a rational and intelligent
manner, will reflect
ect other business considerations
(overall budget, brand recognition efforts) and
objectives as well.
118.Sources of verbal information include
1. Radio and Television Reports
2. Customers and Consultants
3. Financial Institutions
4. All of these
ring of information between individuals by
The sharing
using speech. Individuals working within a business
need to effectively use verbal communication that
employs readily understood spoken words, as well
as ensuring that the enunciation, stress and tone of
voice withh which the words are expressed is
appropriate.
119.Retailing includes all activities incident to
selling to the ultimate __________.
1. consumer
2. Firm
F
3. agents
4. Wholesaler
Retailing is a distribution channel function where
one organization buys products
pr
from supplying
firms or manufactures the product themselves, and
then sells these directly to consumers. A retailer is a
reseller (i.e.,, obtains product from one party in
order to sell to another) from which a consumer
purchases products.
120.Decision- making is a future oriented activity.
It involves forecasting and planning. The function
of decision-making
making is to choose alternatives for the
1. future
2. Present
3. Profit
4. Loss
Decision-making
making process consists of five steps,
which are need recognition,
nition, information search,
evaluations of alternatives, purchase and postpost
purchase behavior. These steps can be a guide for
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marketers to understand consumers communicate
effectively to them. One note is that consumers do
not always move in the exact order through the
process; it can depend on the type of product, the
buying stage of the consumer and even financial
status.
121.Product market integration may be defined as a
state wherein both product image and consumer
self-image
image are in focus, there is a match
ma
between
product attributes and consumer expectations both
economic and _________.
1. social
2. political
3. non-economic
4. none of these
Market integration is a term that is used to identify a
phenomenon in which markets of goods and
services that aree somehow related to one another
being to experience similar patterns of increase or
decrease in terms of the prices of those
products.The term can also refer to a situation in
which the prices of related goods and services sold
in a defined geographical location
ocation also begin to
move in some sort of similar pattern to one another.
122.Which of the following is not factors of the
demand variable, according to Fillip Kotler?
1. customer variable 2. competition variable
3. environment variable
4. all of these
Philip
hilip Kotler (born in Chicago, Illinois) is an
American marketing author, consultant, and
professor.
He is the author of over 55 marketing books,
including Principles of Marketing, Kotler on
Marketing: How to Create, Win, and Dominate
Markets, and Marketingg 3.0: From Products to
Customers
to
the
Human
Spirit.
Kotler describes strategic marketing as serving as
“the link between society’s needs and its pattern of
industrial response.”
123.A good control system should active correct
action no sooner _______ occur.
1. flexible
2. deviations
3. Controllable
4. none of these
An effective marketing control system:
•Set matching standards
•Guaranteed quick detection of deviations and
prompt action
•Match with organisation pattern
•Make it understandable
•Make it flexible
•Make it economical

124.A departmental store offers a wide range of
products in an organised fashion and is easily
accessible to the _________.
1. consumers
2. Firm
F
3. suppliers
4. Governments
A departmental store is a large retail trading
organization.
nization. It has several departments, which are
classified
and
organized
accordingly.
•Departments are made as per different types of
goods
to
be
sol
sold.
•For example, individual departments are
established for selling packed food goods, groceries,
garments, stationery, cosmetics, medicines, sports,
furniture, etc.,, so that consumers can purchase all
basic household requirements under one roof.
•It provides them maximum shopping convenience
and therefore, also called as ‘Universal Providers’
or ‘One spot shopping’.
ping’. The concept of a
departmental store first originated in France.
Franc
125.The net profit will be maximised when
_______.
1. fixed cost remains same
2. contribution is maximised
3. fixed is increased
4. contribution is minimized
The net profit margin is a more accurate measure of
a company’s profitability, as it reveals the
percentage of revenue that actually reflects a
company’s
profit
per
dollar
of
sales.
•The formula for net profit margin is “Net profit
margin = (revenue – cost of goods – operating
expenses – other expenses – interest – taxes) /
revenue”
126.Those cost items which attach or cling to units
of finished goods are called ________.
1. full costs
2. product costs
3. fixed costs
4. variable costs
Product cost refers to the costs used to create
crea a
product. These costs include direct labor, direct
materials, consumable production supplies, and
factory overhead.
•Product cost should include all costs related to a
service, such as compensation, payroll taxes, and
employee benefits.
•The calculationn is: (Total direct labor + Total direct
materials + Consumable supplies + Total allocated
overhead) / Total number of units = Product unit
cost)
127.The contribution approach to pricing is based
on the incremental _______.
1. market force
2. cost systems
3. trade customs
4. cost principle
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The cost principle is one of the basic underlying
guidelines in accounting. It is also known as the
historical cost principle. The cost principle requires
that assets be recorded at the cash amount (or its
equivalent) at the time that an asset is acquired.
acquire
128.What is TARPS ?
1.Target Audience Rating Points
2.Total Audience Rating Points
3.Target Average Regular Process
4.Total Access Rating Point
TARPS: Target audience rating points that is, the
number of people or percentage of people
reached in your target audience

134.What is CRM ?
1.Customer Related Marketing
2.Concept Regular Marketing
3.Commerical Relationship Marketing
4.Customer Relationship Marketing
CRM- Customer Relationship Marketing. Building
loyalty through your relationship with a customer.
135.Which term is used to describe a large company
1.Company 2.Conglomerate
Conglomerate
3.Group
4.Companionship
A conglomerate is the term used to describe a large
company that consists of seemingly unrelated
business sections. This term may also be referred to
as a multi-industry
industry company.

129.SWOT Analysis is related to
1.Analysis of the internal and external environment
2.Identifying and evaluating opportunities
3.Identifying the strengths and weaknesses
4.Analyzing markets and selecting target markets
SWOT Analysis – Identifying the strengths and
weaknesses, which are internal to the organisation
or project and the opportunities and threats, which
come from outside the organisation.

136.Distress Rates is a cheaper rates for
f advertising
at
1.Short notice
2.Long notice
3.No time limit
4.All of these
Distress Rates is a cheaper rates for advertising at
short notice, i.e. When newspapers have spaces to
fill shortly before their deadlines.

130.………………. is a proposal-either
either verbal
verb or
written-to enlist the engagement
3.Order
1.Ranges
2.Offer
4.Pitch
Pitch is a proposal-either
either verbal or written-to
written enlist
the engagement or support of a third party.

137.Which h tool used by companies for the
purpose of expanding their operations ?
1.Merging
2.Acquisitions
3.Agreements
4.Strategy
A merger is a tool used by companies for the
purpose of expanding their operations often
aiming at an increase of their long term
profitability.

131.Buying of one company by another is known as
1.Acquisition
2.Mergers
3.Joint Ventures
4.Selling
An acquisition is also known as a takeover, is the
buying of one company (the ‘target’) by another.
132.SEM stands for
1.Special Electronic Marketing
2.Search Enrolment Marketing
3.Strategy Electrical Marketing
4.Search Engine Marketing
Internet Marketing is also known as i-marketing,
i
web-marketing, online-marketing,
marketing, Search Engine
Marketing (SEM) or e-Marketing
133.Unconventional marketing intended to get
maximum results from minimal resources is which
type of marketing?
1.Guerilla Marketing
2.Direct Marketing
3.Indirect Marketing
4.Digital Marketing
Guerilla Marketing: Unconventional marketing
intended to get maximum results from minimal
resources is nothing but Guerilla Marketing.

138.Which h tool used by companies for the
purpose of expanding their operations ?
1.Merging
2.Acquisitions
3.Agreements
4.Strategy
5.None of these
A merger is a tool used by companies for the
purpose of expanding their operations often
aiming at an increase of their long term
profitability.
139.Who
Who developed the Marketing 4Ps model or
Marketing Mix ?
1.Karl Max
2.Amartya Sen
3.Adam Smith
4.Jerome McCarthy
5.None of these
A marketing expert named e. Jerome McCarthy
created the Marketing 4Ps in the 1960s. This
classification has been used throughout the world.
worl
Business schools teach this concept in basic
marketing classes. The marketing 4Ps are also the
foundation of the idea of marketing mix.
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140.SWOT Analysiss is a tool for auditing an
organization and its environment. In SWOT, T
denotes
1.Trends
2.Threats
3.Technology
4.Trading
5.None of these
SWOT
Analysis
(Strengths,
Weaknesses,
Opportunities, and Threats) is a tool for auditing an
organization and its environment.

1.Milton Friedman 2.Deborah Mac Innis
3.Theodore Levitt 4.Richard Viguerie
5.None of these
‘Marketing myopia’ is a term coined by Theodore
Levitt. A business suffers from marketing myopia
when a company views marketing strictly fromthe
standpoint of selling a specific product rather than
from the standpoint of fulfilling customer needs.

141.Which
Which of the following is the non-physical
non
part
of the product ?
1.Machines 2.Warranty 3.Goods
4.All of these 5.None of these
The Augmented product is the non-physical
physical part of
the product. It usually consists of lots of added
value, for which you may or may not pay a
premium. So when you buy a car, part of the
augmented product would be the warranty, the
customer service support offered by the car’s
manufacturer and any after-sales
sales service.
servic

146.Which
Which is the first element of marketing mix ?
1.Place
2.Promotion
3.Price
4.Product
5.None of these
The first element of marketing
arketing mix is product. A
Product is anything that can be offered to a market
for attention, acquisition, use, or consumption that
might satisfy a want or need.
nee

142. ____ is focuses on customer needs
1.Marketing
2.Selling
3.Advertising
4.Branding
5.None of these
The purpose of marketing is to fulfill the needs of
the customers while selling focuses on seller needs.
143.MkIS stands for
1.Marketing Investment System
2.Marketing Information System
3.Management Information System
4.Manging Investment Segment
5.None of these
A marketing information system (MkIS) is a
management information system (MIS) designed to
support marketing decision making. Jobber (2007)
defines it as a “system in which marketing data is
formally
lly gathered, stored, analysed and distributed
to managers in accordance with their informational
needs on a regular basis.”
144.Which
Which type of marketing is an Unconventional
marketing intended to get maximum results from
minimal resources ?
1.Viral Marketing
2.Mixed Marketing
3.Guerilla Marketing
4.Drip Marketing
5.None of these
Guerilla Marketing is an Unconventional marketing
intended to get maximum results from minimal
resources (Maximum results from Minimum
resources)
sed in marketing,
145.Marketing Myopia is a term used
which is coined by whom ?

147.Database
Database
marketing
is
a
form
of
_____________ marketing
1.Indirect
2.Stimulation
3.Direct
4.Demarketing
5.None of these
Database marketing is a form of direct marketing
using databases of customers or potential customers
to generate personalized communications in order to
promote a product or service for marketing
purposes. The method of communication
com
can be any
addressable medium, as in direct marketing.
148._____________
_____________ is defined as positive feelings
towards a brand
1.Brand Trends
2.Brand Loyalty
3.Brand Equity
4.Brand Name
5.None of these
Brand loyalty is a pattern of consumer behavior
where consumers become committed to brands and
make repeat purchases from the same brands over
time
149.Which segmentation divides the market into
groups based on not-so-visible
visible characteristics, such
as personality traits, lifestyles and attitudes ?
1.Behaviouralistic
2.Psychographic
3.Geographic
4.Life Style
5.None of these
Psychographic segmentation involves dividing your
market into segments based upon different
personality traits, values, attitudes, interests, and
lifestyles of consumers. This segmentation
segmen
is
advantageous because it allows you to engage in
product design and marketing in a focused manner.
All marketing efforts towards one well-defined
well
150.All
segment of the population is known as
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1.Niche
2.Targeting 3.Channeling
4.Pitch
5.Reach
A niche market is the subset of the market on which
a specific product is focused. The market niche
defines as the product features aimed at satisfying
specific market needs, as well as the price range,
production quality and the demographics that is
intended to impact. It is also a small market
segment.
Ex. Nano Car
151.‘Bad
‘Bad money drives out good’ is a monetary
principle of______________
1.Stylized Fact
2.Say’s law
3.Okun’s Law
4.Gresham’s law
5 None of these
In economics, Gresham’s law is a monetary
principle stating that “bad money drives out good”.
For example, if there are two forms of commodity
money in circulation, which are accepted by law as
having similar face value, the more valuable
commodity will disappear from circulation
152.Which of the followingg relate unemployment
rate with GDP ?
1.Okun’s law
2.Iron Law of Wages
3.Hotelling’s Law
4.Gresham’s law
5.Say’s law
Okun’s law states that a one point increase in the
cyclical unemployment rate is associated with two
percentage points of negative growth in real GDP.
The Segmentation based on age, income,
153.The
family size, socio-economic
economic status is known as
1.Generational segments
2.Demographic segmentation
3.Psychographic segmentation
4.Geographic segmentation
5.Attitudinal segmentation
Demographic
segmentation
ation
according
to
demography is based on consumer-- demographic
variables such as age, income, family size, sociosocio
economic status, etc
154.According
According to Maslow’s hierarchy, customer
needs categorised into how many types ?
1.3 2.4
3.5
4.6
5.None of these
Maslow’s
slow’s hierarchy of needs is a theory in
psychology proposed by Abraham Maslow in his
1943 paper.Maslow categorized customer’s needs
into 5 types
1. Physiological needs : food , drink , sleep
2. Safety needs : protection from threatening
situation and economic security.
3. Social needs : friendship , affection and sense of

belonging
4. Esteem needs : self respect , recognition , status
and success
5. Self – actualization : self – fulfillment.
155.Comparing
Comparing one’s business processes and
performance metrics with
w
other companies
processes and performance is known as
1.Strategy
2.Analysing 3.Researching
4.Benchmarking
5.None of these
Benchmarking is comparing one’s business
processes and performance metrics to industry bests
and best practices from other companies.
compa
Dimensions typically measured are quality, time
and cost.
156.MDSS
MDSS stands for _____________________
1.Marketing Demand Support System
2.Multiple Decision Support System
3.Money Decision Supply System
4.Marketing Distribution Support System
5.None of these
A marketing decision support system (sometimes
abbreviated MKDSS) is a decision support system
for marketing activity. The system is used to help
businesses explore different scenarios by
manipulating already collected data from the past
events.
157.Which
Which law states that ‘supply creates its own
demand’ ?
1.Stylized Fact
2.Say’s law 3.Okun’s Law
4.Gresham’s law
5 None of these
The Say’s law of markets is an economic rule that
says that production is the source of deman4.
deman
According to Say’s Law, when an individual
produces a product or service, he or she gets paid
for that work, and is then able to use that pay to
demand other goods and services.
158.Which
Which segmentation is based on knowledge,
attitudes, uses and responses to the product ?
1.Behaviouralistic 2.Psychographic
3.Demographic
4.Socio
4.Socio-Cultural
Behavioural segmentation divides the market into
groups based on their knowledge, attitudes, uses
and responses to the product. The following are
commonly applied behavioural segments
159._______________ is as a collection of buyers
and sellers who transact over a particular product or
service.
1.Shopping 2.Trade
3.Business
4.Market
5.None of these
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Economists describe a market as a collection of
buyers and sellers who transact over a particular
product or service.
160.Which
Which of the following is not a feature of
Marketing ?
1.Marketing is a connecting link between the
consumer and the producer
2.Marketing helps to increase National Income
3.Marketing increases Employment Opportunities
4.Marketing is recognized
ized as the most important or
significant activity in our society.
5.All of these
All the statements are importance of Marketing
given by economist
161.In
In which pricing method, some percentage of
profit is added to the cost price of the product?
1.Value-based Pricing
2.Competition-based Pricing
3.Demand Based Pricing
4.Cost-Based pricing
5.None of these
based pricing refers to a pricing method in
Cost-based
which some percentage of desired profit margins is
added to the cost of the product to obtain the final
price.
The price of a product is fixed according to the
162.The
prevailing price trends in the market is known as
1.Going Rate Pricing 2.Target Return Pricing
3.Transfer Pricing
4.Value Pricing
5.None of these
Implies a method in which an organization sets the
price of a product according to the prevailing price
trends in the market. Thus, the pricing strategy
adopted by the organization can be same or similar
to other organizations.
163.____________
____________ is a pricing method in to win
loyal customers by charging
rging low prices for their
high- quality products
1.Transfer Prising
2.Value Pricing
3.Return Pricing
4.Product Prcing
5.Index Pricing
Value pricing is a method in which an organization
tries to win loyal customers by charging low prices
for their high- quality
ality products. The organization
aims to become a low cost producer without
sacrificing the quality.
Which pricing is also known as average cost
164.Which
pricing ?

1.Cost-plus pricing 2.Mark-up
2.Mark
pricing
3.Cost based pricing 4.Demand based pricing
5.All of these
Cost-plus
plus pricing is also known as average cost
pricing. This is the most commonly used method in
manufacturing organizations.
165.Which
Which model establishes a relationship between
risk and expected returns of a security ?
1.Double Win Strategy
2.Balancing Asset Pricing Model
3.Cost Pricing Model
4.Capital Pricing Model
5.Capital Asset Pricing Model
Capital Asset Pricing Model(CAPM) developed by
William Sharpe (1964) and John Lintner(1965), the
theory establishes a relationship between risk and
expected returns
rns of a security and is used to price
risky securities.
The markup per unit is expressed by
166.The
1.Q/X
2.X/P
3.P/Q
4.X/Q
5.None of these
P = AVC + AFC + X/Q
AVC is the average variable cost
AFC is the average fixed cost
X/Q is the markup per unit
167.What is Markup ?
1.The difference between the cost price and
selling price
2.The ratio between the cost price and selling price
3.The ratio between the selling price and cost price
4.The difference between the selling price and cost
price
5.None of these
Markup pricing or cost--plus pricing is a pricing
strategy where the price of a product or service is
calculated by adding together the cost of the
products and a percentage of it as a markup
168.The
The process of selling of goods and services
within the departments of the organization is related
with which pricing method ?
1.Initial Pricing
2.Consumer Pricing
3.Transfer Pricing 4.Product Pricing
5.None of these
Transfer pricing is the setting of the price for goods
and services sold between controlled (or
(o related)
legal entities within an enterprise.
enterpris For example, if a
subsidiary company sells goods to a parent
company, the cost of those goods paid by the parent
to the subsidiary is the transfer price.
pric
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169.An extreme type of inferior good is called as
1.Convenience Goods
2.Shopping Goods
3.Unsought Goods
4.Giffen Goods
5.None of these
In economics and consumer theory, a Giffen good is
a product that people consume more of as the price
rises and vice versa violating the basic law of
supply and demand in microeconomics.
170.Which of the following is essential for Blue
ocean strategy ?
1.Innovation 2.Communication
3.Skills
4.Motivation 5.All of these
Blue ocean strategy requires communication
skills,innovation skills and motivation.
171.Cross Selling is related
elated with ____________
1.Sellers
2.Customers 3.Consumers
4.Employers 5.None of these
Cross-sell
sell is the practice of selling or suggesting
related or complementary products to a prospect or
customer. Cross selling is one of the easiest and
most effective methods
ethods of marketing.
172.Which of the following is used in customer
relationship management (CRM) ?
1.Data Mining
2.Web Mining
3.Product Mining
4.Clustering
5.None of these
Web mining is a type of data mining used in
customer relationship management (CRM)
(CRM
173._______________is an analyzing the data
stored with back-office staff
1.WalMar
2.Pattern Discovery
3.Data Warehouses 4.Data Mining
5.None of these
Data mining is a process used by companies to turn
raw data into useful information. By using software
softwar
to look for patterns in large batches of data,
businesses can learn more about their customers and
develop more effective marketing strategies as well
as increase sales and decrease costs.
174.Relationship marketing activities are like
as______________ marketing
1.Service
2.Internal
3.Direct
4.All of these 5.None of these
Services marketing typically refers to both business
to consumer (B2C) and business-to-business
business
(B2B) services, and
includes marketing of services such as
telecommunications services, financial
inancial services, all
types of hospitality, tourism and
entertainment services, car rental services,
services leisure

services, health care etc.Relationship
Relationship marketing is
based on the tenets of customer experience
management (CEM), which focuses on improving
customer
er interactions to foster better brand loyalty.
175.What is USP in Marketing ?
1.Unique Source Programme
2.Under Sales Progress
3.Unique Selling Proposition
4.Uniform Selling Proposition
5.None of these
Unique selling proposition(USP) is a quality feature
design which is available only in one product which
is not in other products.
176.Which types of can be best canvassed
among individuals who want to buy a house ?
1.Home loan 2.Small loan 3.Personal laon
4.All of these 5.None of these
Home loan is a loan advanced to a person to assist
in buying a house or flat.
177.Which of the following is not included in 4 Cs
of Marketing ?
1.Consumer 2.Communication
3.Cost
4.Customer Needs
5.Channel
4 Cs of Marketing:
Customer needs & wants ,Cost to the customer,
Communication
munication and Channel
178.Personal loans can get by who among the
following ?
1.Pensioners 2.Salaried Persons 3.Foreigners
4.All of these 5.None of these
Personal loans can be canvassed among Salaried
persons
Which of the following is the major element
elem
of
179.Which
marketing planning appraisal process ?
1.Forecasting
2.Gap Analysis
3.Internal Appraisal 4.SWOT Analysis
5.All of these
The marketing planning appraisal process consists
of the following major elements – Internal
Appraisal, External Appraisal SWOT Analysis, Gap
Analysis and Forecasting
180.____________
____________ is the center point of banking
concept
1.Interest
2.Loan
3.Potential of the Country
4.Potential of Customer
5.None of these
A bank is a financial institution that accepts
deposits from the public and creates credit. The
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center point of bank concept is based on potential
customer of bank
181.The
The action of an organization or government
selling or liquidating an asset or subsidiary is
known as
1.Investment
2.Disinvestment
3.Capital expenditure 4.Commoditization
itization
5.None of these
Disinvestment is the action of an organization or
government selling or liquidating an asset or
subsidiary. Absent the sale of an asset,
disinvestment
also
refers
to capital
expenditure reductions, which can facilitate the rere
allocation
cation of resources to more productive areas
within an organization or government-funded
government
project
182.___________
___________ is/are methods of forecasting
demand of product in market.
1.Plausibility 2.Simplicity 3.Availability
4.All 1 , 2 and 3
5.Only 2 and 3
There are various methods of forecasting demand of
product in market. They are Plausibility, Simplicity,
Economy and Availability
183.The
The gap analysis is used to determine the gap
between ________ and _________
1.Desired situation and Target Situation
2.Current situation and Desired situation
3.Target situation and Sales situation
4.Sales situation and Marketing situation
5.None of these
Gap analysis: It helps in understanding the gap
between the current situation and the desired
situation. Broadly there are three
ree types of gap
analysis: (i) Profit gap, (ii) Sales gap, and (iii) Risk
gap.
184.Which
Which types of goods are used for further
production ?
1.Capital goods
2.Consumer goods
3.Derived goods
4.Initial goods
5.None of these
Capital goods are tangible assets such
ch as buildings,
machinery, equipment, vehicles and tools that an
organization uses to produce goods or services in
order to produce consumer goods and goods for
other businesses.
185.The
The Center point of marketing concept is
1.Customer 2.Consumer 3.Product
3.Produc
4.Profit
5.None of these
Marketing is the customer at the centre–point
centre
of
strategic focus.

186.Which
Which is the first level of a product ?
1.Core
2.Actual
3.Augmented
4.All of these 5.None of these
Core Product – The dominant benefit or satisfaction
that a customer expects from a good or service he or
she buys.
Ex: Hotel Halting
187.Which
Which of the following is an example of
convenience goods ?
1.Mobile phones
2.BMW Cars
3.Fastrack watches 4.Shampoo
5.None of these
The convenience product is bought most frequently.
frequ
A convenience product is a consumer product or
service that customers normally buy frequently,
immediately and without great comparison or
buying effort. Examples include articles such as
laundry detergents, fast food, sugar and magazines
188.Marketing
ting is ________________ oriented
1.Consumer 2.Product
3.Channel
4.Profit
5.None of these
Consumer orientation establishes and monitors
standards of customer satisfaction and strives to
meet the clientele’s needs and expectations related
to the product or service sold by the business.
189.The task of any business is to deliver which of
the following value ?
1.Customer Value 2.Consumer Value
3.Product Value
4.Market Value
5.None of these
The task of any business is to deliver customer
value at a profit.
190.The
0.The phrase ‘This is what I want, won’t you
please make it?’ reflects the _________ concept
1.Production
2.Sales
3.Business
4.Marketing
5.None of these
‘This is what I want, won’t you please make it?’ is
one of the phrase reflects the Marketing concept
191.Which of the following is not included in the
service marketing mix ?
1.People
2.Placement 3.Process
4.Physical evidence
5.None of these
The product marketing mix consists of the
4 P’s which are Product, Pricing, Promotions and
Placement. The extended
extend service marketing
mix places 3 further P’s which include People,
Process and Physical evidence.
evidenc
192.______________ is the marketing of products
that are presumed to be environmentally safe.
saf
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1.Green Marketing 2.Bench Marketing
3.Direct Marketing 4.Mass Marketing
5.None of these
Green marketing is the marketing of products that
are
presumed
to
be
environmentally
saf5.Thus green marketing incorporates a broad
range of activities, including product modification,
changes to the production process, sustainable
sustainabl
packaging, as well as modifying advertising.
193.The development of marketing mix to influence
a customer’s perception of a brand is called
1.Prospect
2.Promotion 3.Production
4.Positioning 5.None of these
Positioning refers to the place that a brand occupies
in the mind of the customer and how it is
distinguished from products from competitors. In
order to position products or brands, companies
may emphasize the distinguishing features of their
brand or they may try to create a suitable image
through the marketing mix
194.Each transaction will takes place at
predetermined intervals is known as ________
1.Indirect Market
2.Time Market
3.Share Market
4.Call Market
5.None of these
A call market is a type of market in which each
transaction takes place at predetermined intervals
and where all of the bid and ask orders are
aggregated and transacted at once
195.In the PEST analysis, S denotes which of the
following factor ?
1.Study
2.Selling
3.Sociocultural
4.Society
5.None of these
PEST Analysis is very important
portant that an
organization considers its environment before
beginning the marketing process
P – Political Factors
E – Economic Factors
S – Sociocultural Factors.
T – Technological Factors
196.Which tool is used to identify the ways to
create value for your customers ?
1.Value Assets Analysis
2.Gap Analysis
3.Feedback Analysis 4.Value Chain Analysis
5.None of these
Value Chain Analysis is a useful tool for working
out how you can create the greatest possible value
for your customers. Value Chain Analysis helps
you identify the ways in which you create value for
your customers, and then helps you think through

how you can maximize this value: whether through
superb products, great services, or jobs well done.
don
197.Products are ____________and Services are
__________in nature.
1.tangible, tangible 2.intangible, intangible
3.intangible,tangible 4.tangible, intangible
5.None of these
Products are tangible and Services are intangible in
nature. Intangibility of services is derived from the
fact that you cannot see or tough a service.
servic A
service is made and delivered on spot and hence it
cannot be measured as easily as a tangible product.
198.The mass market is the largest group of end
consumers for a specified product, which consists of
several ________________ market
1.Fitch
2.Macro
3.Micro
4.Niche
5.None of these
Today, the “mass market” is actually splintering
micro market into numerous segments, each with its
own wants, perceptions, preferences, and buying
criteria.
199.Market
Market segmentation as the subdivision
subdivisio of a
market into homogeneous subjects of customer’
said by whom ?
2.Thomas Rudolph
1.Dirk Morschett
3.Philip Kotler
4.American Marketing Association
5.None of these
Marketing Guru Philip Kotler defines market
segmentation as the subdivision of a market into
i
homogeneous subjects of customers
200.MRP stands for
1.Manufacturing Resource Planning
2.Manufacturing Resource Process
3.Making Retail Product
4.Material Resource Planning
5.None of these
Manufacturing resource planning (MRP II) is
defined as a method
od for the effective planning of
all resources of a manufacturing company.
201. ______________relates to several entity’s
control of a market to purchase a good or service.
1.Tripoly
2.Duopoly
3.Monopoly
4.Oligopoly 5.None of these
An oligopoly is a market
et form in which a market or
industry is dominated by a small number of sellers
(oligopolists). Oligopolies can result from various
forms of collusion which reduce competition and
lead to higher prices for consumers. Oligopoly has
its own market structure.
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202.In
In marketing Monopsony relates with
___________ seller and ______________ buyer
1.Many, Many
2.Many, One
3.One , Sellers
4.Two, Many
5.None of these
Monopsony a market situation in which there is
only one buyer. A monopsony occurs when a single
firm
m has market power in employing its factors of
production.

1.Internal secondary data
2.External secondary data
3.Internal Primary data
4.External Primary data
5.None of these
Internal secondary data is the Data available within
the organisation – for example, accounting records,
management decision support systems, and sales
records.

In MRTP, P represents _________________
203.In
1.Process
2.Product
3.Practices
4.Production 5.None of these
The Monopolies and Restrictive Trade Practices Act
(MRTP Act) was passed by Parliament of India
I
on
18 December 1969 and got president’s assent on
December 27, 1969. This act is not in force in India
currently as it was repealed and was replaced by
Competition Act 2002 with effect from September
1, 2009.

The Concept of Goriila Marketing is introduced
208.The
by __________
1.J.C. Levinson.
2.Gene Simmons
3.Dennis Theodore Avery
4.Seth Godin
5.None of these
In 1984, marketer Jay Conrad Levinson introduced
the formal term in his book called, “Guerrilla
Marketing.” Guerrilla Marketing is an advertising
strategy that focuses on low-cost
low
unconventional
marketing tactics that yield maximum results.

204.Who
Who created the Marketing 4Ps in the 1960s ?
1.Rom J. Markin
2.E. Jerome McCarty
3.William D. Perreault
4.Philip Kotler
5.None of these
Jerome McCarty proposed a classification of
marketing mix in four key areas:
1. Product
2. Price
3. Place
4. Promotion

209. ___is/are concept of Marketing
1.Customer is always right
2.Your Satisfaction is our profit
3.Customer is a King of Market
4.Only 1 and 3
5.All of these
The concept of Marketing are,
are Customer is a King
of Market, Your Satisfaction is our profit
Customer is always right

The Method of sending promotional items to
205.The
clients is called ______________
1.Concentrated Marketing
2.Differnatiation Marketing
3.Bench Marketing 4.Drip Marketing.
5.None of these
Drip marketing is a communication strategy that
sends, or “drips,” a pre-written
written set of messages to
customers or prospects over time.
206.The
The systematic recording of human cultures is
called as ____________
1.Historiography
2.Arteriography
3.Anthropology
4.Ethnography
5.None of these
Ethnography is the systematic study of people and
cultures. The ethnographic approach
pproach to qualitative
research comes largely from the field of
anthropology
Which of the following data available within
207.Which
the organisation ?

210.RSS stands for
1.Really Simple Syndication
2.Regular Source Saving
3.Real Simple System
4.Random Source Segmentation
5.None of these
RSS or Really Simple Syndication uses
u
a family of
standard web feed formats to publish frequently
updated information: blog entries, news headlines,
audio, video.
211.____________
____________ is/a re pillars of the modern
marketing concept
1.Profitability
2.Target Market
3.Integrated Marketing 4.Consumer
4.Cons
Orientation
5.All of these
There are four pillars of the modern marketing
concept – consumer orientation (may be said as
consumer satisfaction), target market, integrated
marketing, and profitability.
According to Pyle, Marketing comprises of
212.According
1.Only Buying
2.Only Selling
3.Only Production
4.Both buying & Selling
5.None of these
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According to Pyle, “Marketing comprises both
buying and selling activities.
213.The
The Customer relationship management(CRM)
is used for ___________
1.Selling
2.New Product
3.Purchase
4.Branding
5.Both 1 & 2
CRM(Customer relationship management) is being
used to launch new products as well as used for
sales marketing and customer support.
214.What
What is/are used as a tool for promotion ?
1.Sales promotion
2.Public relation
3.Advertising
4.Direct Marketing
5.All of these
The four main tools of promotion are advertising,
sales promotion, public relation and direct
marketing.
215.____ is /are example of Bank’s product mix
1.Saving Account
2.ATM card
3.Bank Draft
4.Mutual Funds
5.All of these
Example of Bank’s product mix are Saving account,
current account, fixed deposit, Debit card, ATM
card, Bank Draft, Consultancy service & Mutual
funds, etc.
Product line is a series of which of the
216.Product
following ?
1.Related Product 2.Different Product
3.Same Product
4.All of these
5.None of these
A product line is a group of related products under a
single brand sold by the same company.
217.The term Marketing Mix was developed by
1.Neil Borden
2.James Culliton
3.Philip Kotler
4.Martin Marshal
5.None of these
The term Marketing Mix was developed by Neil
Borden who first started using the phrase in
1949.The concept of Mareting mix is developed by
James culliton
218.In ECRM, E denotes ______________
________
1.Economic 2.Experts
3.Evolution
4.Electronic 5.None of these
Electronic customer relationship management (ECRM) is the application of Internet-based
Internet
technologies such as emails, websites, chat rooms,
forums and other channels to achieve CRM
objectives.

1.Sell more products 2.Create new products
3.Increase the profits 4.Increase the growth
5.All of these
The sole purpose of marketing is to sell more to
more people, more often and at higher prices.
pr
220.A product lifecycle is very much similar to
human life cycle said by whom ?
1.Philip Kotler
2.Arch Paton
3.Simon Clift
4.Malcolm McLaren
5.None of these
Arch Paton said ‘a product lifecycle is very much
similar to human life cycle’
221.Which of the following is the market where
investments are made ?
1.Scarcity Marketing 2.Investment Market
3.Button market
4.Drip Market
5.None of these
‘Button market’ is where investments are made.
mad If
refers to online buying and selling of investments.
222.CTA stands for ________________
1.Consumer To Assest
2.Customer To Action
3.Call To Action
4.Collection To Arrival
5.None of these
In marketing, a call to action (CTA) is an
instruction to the audience to provoke an immediate
response.
223.The first step of new--product development is
1.Idea Screening
2.Product Development
3.Concept Development
4.Idea generation
5.None of these
The new product development (NPD) consists of 7
stages:
Idea generation, Idea Screening, Concept
Development and Testing,
ing, Marketing Strategy
Development, Product Development, Test
Marketing and Commercialization
224.Which is a detailed version of the idea stated in
meaningful consumer terms ?
1.Product Concept 2.Product Image
3.Product Idea
4.Product Flow
5.None of these
A product concept is a detailed version of the idea
stated in meaningful consumer terms. This is
different again from a product image, which is the
consumers’ perception of an actual or potential
product.
225.According to Kotler, Marketing research
consists of ___________

219.The sole purpose of marketing is to
20

www.maruthischoolofbanking.com, V.K.K.Menon Road,Gandhipuram,Coimbatore-44.9600342223
www.maruthischoolofbanking.com,
Road,Gandhipuram,Coimbatore

1.Systematic design for collection 2.Analysis
3.Reporting of data 4.Both 1 and 3
5.All of these
Philip Kotler, Marketing research consists of
systematic design for collection, analysis, and
reporting of data and findings relevant to specific
spe
marketing situation facing company.
226.According to whom , A product exists in
different stages and in different competitive
environment ?
1.Willian J. Stanton 2.Arch Paton
3.Neil Borden
4.Philip Kotler
5.None of these
Willian J. Stanton says From its birth to death, a
product exists in different stages and in different
competitive environment. Its adjustment to these
environments determines to a great degree just
successful its life will be.”
227.In which of the following situation Marketing is
required ?
1.Supply Exceeds Demand
2.Supply Equals To Demand
3.Demand Exceeds Supply
4.All of these
5.None of these
Marketing is definitely required when supply
exceeds demand.
228.In which stage of NPD(New Product
Development), new product is introduced to
t the
market ?
2.Commercialization
1.Product Development
3.Test Marketing
4.Concept Development and Testing
5.None of these
Commercialization – The final step in new product
development is Commercialization. Introducing the
product to the market-it will face
ce high costs for
manufacturing and advertising and promotion.
229.Which of the following elements are related
with Micro environment ?
1.Publics, Economic forces
2.Company, Suppliers, Customers
3.Demographic forces, Cultural forces
4.Marketing Intermediaries,
ries, Natural forces
5.All of these
Micro Environment facors: Company, Suppliers,
Customers,
Competitors,Publics,
Marketing
Intermediaries
230.__________ refers to the successful selling of a
product or service in a specific market

1.Substantiality
2.Pene
2.Penetration
3.Compettion
4.Marketing
5.None of these
Market penetration refers to the successful selling
of a product or service in a specific market, and it is
measured by the amount of sales volume of an
existing good or service compared to the total target
market for that product or service.
servic
231.Which is a product or service with a committed
customer base ?
1.Branding
2.Fashion
3.Brand Loyality
4.Cult Brand 5.None of these
A Cult brand is a product or service with a
committed customer basee. The attainment of such
true believers or ‘near fanatical’ customers is made
possible because cult brands sell more than a
product, they sell a lifestyle.
lifestyl
232.___________ is the key objective for Internet
marketing
1.Online revenue contribution
2.Online promotion contribution
contribu
3.Online Product Contribution
4.All of these
5.None of these
The key objective for Internet marketing is the
online revenue contribution. It is an example of
anticipating customer requirements
233.Which of the following term refers to a
reduction in sales volume, sales revenue ?
1.Commercialisation 2.Customisation
3.Cannibalization 4.Captualization
5.None of these
In marketing strategy, cannibalization refers to a
reduction in sales volume, sales revenue, or market
share of one product as a result of the introduction
of a new product by the same producer.
234.The price skimming policy is related with
which type of pricing ?
1.Initial Price
2.Marginal Price
3.Market Price
4.Cost Price
5.None of these
Price skimming is a product pricing strategy by
whichh a firm charges the highest initial price that
customers will pay. As the demand of the first
customers is satisfied, the firm lowers the price to
attract another, more price-sensitive
price
segment.
235.Direct
Direct material and direct labor are called as
1.Prime Cost
2.Conversion Cost
3.Variable Cost
4.Product Cost
5.None of these
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Direct labor and overhead are often called
conversion cost. while direct material and direct
labor are often referred to as prime cost
236.______________ is the process of marketing
m
a
product or service using the Internet.
1.E-Marketing
2.E-Business
3.E-Commerce
4.E-Trading
5.None of these
E-Marketing
Marketing (Electronic Marketing) are also known
as Internet Marketing, Web Marketing, Digital
Marketing, or Online Marketing. E-marketin
marketing is the
process of marketing a product or service using the
Internet. It not only includes marketing on the
Internet, but also includes marketing done via ee
mail and wireless media.
237.PV Ratio is also known as Contribution to
Sales Ratio. PV stands for
1.Product Validity
2.Product Value
3.Profit Volume
4.Product Value
5.None of these
The Profit Volume Ratio (PV Ratio) is the
relationship between Contribution and Sales Value.
Valu
It is also termed as Contribution to. Sales Ratio.
238.The internet version of word of mouth
marketing is a types of which marketing ?
1.Guerrilla marketing 2.Viral Marketing
3.Drip Marketing
4.Bench Marketing
5.None of these
The internet version of word of mouth marketing is
termed as Viral marketing.
239.What is SCM ?
1.Source control management
2.Source chain management
3.Supply control management
4.Supply chain management
5.None of these
Supply chain management (SCM) is the oversight
of materials, information, and finances as they
move in a process from supplier to manufacturer to
wholesaler to retailer to consumer.
240.In the product concept, profit is earned through
1.Pressure Selling
2.Price
3.Satisfication of customers 4.Quality
5.None of these
Production concept: Profits through lower product
cost and price
Product Concept: Profit through quality products
241.Which research Surveys are used to address
specific marketing issues ?

1.Exploratory research
2.Descriptive research
3.Ad Hoc research
4.Causal research
5 None of these
Ad Hoc Research is a full-service
full
marketing,
communications and social research firm offering a
wide range of customised qualitative and
quantitative services.
242.The person who actively made a purchase in
the last one year period is known as _________
1.Active consumer 2.Active seller
3.Active buyer
4.Active customer
5.None of these
An active buyer is someone who is considered to be
‘active’ because they have made a purchase within
the past 12 months
243.__________ is an intermediary entity in the
distribution channel that buys in bulk and sells to
resellers rather than to consumers.
1.Consumers 2.Wholesaler 3.Retailers
4.Sellers
5.None of these
Wholesaler is the party that buys large quantities of
a product from manufacturers and sells it to
retailers. Wholesalers sell goods to other businesses,
busin
they do not sell directly to consumers.
244.Which of the following is promotional items ?
1.Premiums 2.Rewards
3.Revenue
4.Spiff
5.None of these
Premiums are promotional items toys, collectables,
souvenirs and household products that are linked to
a product, and often require box tops, tokens or
proofs of purchase to acquire.
acquir The consumer
generally has to pay at least the shipping and
handling costs to receive the premium.
245.ZBB stands for _____________
1.Zone Based Budgeting
2.Zero Bidirect Business
3.Zero Based Budgeting
4.Zone Budget Business
5.None of these
Zero-based
based budgeting (ZBB) is a method of
budgeting in which all expenses must be justified
for each new period. Zero-based
Zero
budgeting starts
from a “zero base,” and every function within an
organization is analyzed for its needs and costs.
246.Banking service market is segmented based on
___________ and __________
1.Density & Customers
2.Customers & Products
3.Products & Density
4.Geography & Products
5.None of these
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In Banking service market
et is segmented on the
basic of density and customers
247.In AAU, U stands for which of the following ?
1.Usage
2.Uses
3.Under
4.Utility
5.None of these
AAU(Awareness,
Attitudes,
and
Usage)
uses market research
to
understand
brand
recognition, feelings, and
nd who uses a brand.
bran
248.The organisation that sells products directly to
consumers and end users are known as
1.Retailers
2.Manufactures
3.Wholesalers
4.Sellers
5 None of these
Retailers is the organisation that sells products
directly to consumers
onsumers and end users. As they are
selling to consumers for personal use, the goods are
usually sold in small quantities.
Which product is sold on the name of the
249.Which
product instead of its brand name ?
1.Intagible product 2.Generic product
3.Potential product 4.Green product
5.None of these
Generic product is a good that is sold using the
name for the type of good that it is, rather than a
brand name.
250.In
In marketing, TTM stands for ________
1.Time to Money
2.Target to Market
3.Time to Market 4.Target to Manager
5.None of these
Time to Market (TTM) is the length of time it takes
from a product being conceived until its being
available for sale. TTM is important in industries
where products are outmoded quickly.
251.Which
Which technique used to identify the least
costly combination of raw materials to produce a
product ?
1.Product Analysis 2.Value Analysis
3.Customer Analysis 4.Quality Analysis
5.None of these
value analysis is the technique used by an industrial
buyer to identify the least costly combination
combinatio of raw
materials or components required to produce a
product, without any reduction in the quality of the
finished good.
252.The
The leading source for market data,
independent perspective and objective analysis in
today’s ophthalmic marketplace is known as

1.Market Scope
2.Market Sole
3.Market Aim
4.Market Outlook
5.None of these
Market Scope is the leading source for market data,
independent perspective and objective analysis in
today’s ophthalmic marketplace.
marketplac
253._________
_________ is the one of the communication
market to promote or sell a product, service or idea
1.Rewarding 2.Branding
3.Advertising
4.Promoting 5.None of these
Advertising is an audio or visual form of marketing
communication that employs an openly sponsored,
nonpersonal message to promote or sell
sel a product,
service or idea.
254.Which
Which of the following is an example of FastFast
moving consumer goods ?
1.Alcohol
2.Vegetables 3.Diary products
4.Baked goods 5.All of these
FMCG products meat, fruits and vegetables, dairy
products, and baked goods, are highly
hi
perishable.
Other goods, such as alcohol, toiletries, prepre
packaged foods, soft drinks, chocolate, candies, and
cleaning products, have high turnover rates.
255.__________
__________ is the most common source of
business contains a telephone directory.
1.Yellow pages
2.White pages
3.Business Pages
4.Business Magazines
5.None of these
Yellow pages refers to a telephone directory of
businesses, organized by category.This is the most
common source to generate leads for all companies
256.A
A ____________is the way consumers
con
perceive
an actual or potential product.
1.Source image
2.Company image
3.Product Image
4.Brand Image
5.None of these
A product idea is an idea for a possible product
A product concept is a detailed version of the idea
stated
in
meaningful
consumer
terms
A product image is the way consumers perceive an
actual or potential product.
257.Who
Who will leave the market due to poor margin ?
1.Producers 2.Sellers
3.Retailers
4.Customers 5.None of these
In maturity stage of PLC, the market reaches
saturation. Producers
roducers begin to leave the market due
to poor margins
258.In
In which stage of Product life cycle shows a
negative figure ?
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1.Decline stage
2.Maturity stage
3.Growth Stage
4.Introduction stage
5.None of these
In introductory stage company’s profits shows a
negative figure because of huge cost but low sales
volume
259.What is prospect ?
1.Potential dealer
2.A likely Seller
3.Potential customer
4.Consumer head
5.None of these
A prospect is a potential customer or sales lead
which has been qualified as fittingg certain criteri1.
criteri
This may include: fitting the target market, having
buying authority and being a key decision maker.
260.___________
___________ is a risk management technique
that mixes a wide variety of investments within a
portfolio
1.Dissolution 2.Diversification
3.Investment
4.Disinvestment 5.None of these
Diversification is a risk management technique that
mixes a wide variety of investments within a
portfolio. – Companies sometimes diversify their
business activities to manage risk or expand into
new markets.
261.Which is the second process of sales process ?
1.Lead generation
2.Sale 3.Call
4.Presentation
5.None of these
The sequence of a sales process is Lead
generation, Call, Presentation and Sale
262.The
The characteristics of a target market is/are
1.Geographic
2.Demographic
3.Psychographic
4.Product Related
5.All Of These
The Different Characteristics of a target market are
geographic,
demographic,
psychographic,
behavioral, and product related
263.An
An individuals with taxable income is a target
group of which of the following ?
1.Business loan
2.Home loan 3.Car loan
4.Credit Card
5.None of these
Credit Card – An individuals with taxable income
Car Loan – any individual needing a car
Education Loans – all colleges , parents, Research
Scholars,
holars, meritorious students seeking higher
education
Agricultural loan – Any individual dealing in
agriculture or related activities
264.Which
Which is the first element of a marketing
strategy ?

1.Total Available Market
2.Target Market
3.Served Available Market
et
4.Target Available Market 5.None of these
A target market is a group of customers a business
has decided to aim its marketing efforts and
ultimately its merchandise towards. A well-defined
well
target market is the first element of a marketing
strategy
265.In
In SPOC, P stands for __________
1.Process
2.Producer
3.Products
4.Prospects 5.None of these
SPOC – Suspects Prospects Opportunities
Customers
Who among the following will provide the
266.Who
information about the marketing policies of
competitors ?
1.Dealers
2.Sellers
3.Retailers
4.Consumers 5.None of these
Dealers can provide the information about the
marketing policies of competitors
267.When
When disinvestment or sale of its equity capital
by the Government exceeds __________ then the
enterprise is transferred to private enterprise
1.25%
2.50%
3.75%
4.100%
5.None of these
When disinvestment or sale of its equity capital by
the Government exceeds 50 per cent so that the
majority ownership and therefore control and
management of the enterprise is transferred to
private enterprise.
268.The
The deployment of procurement resources by
a buyer in an attempt to obtain lower prices from
suppliers is known as ___________
1.Consumer Resistance
2.Buyer Resistance
3.Product Resistance
4.Supplier Resistance
5.None of these
Buyer resistance refers to the deployment of
procurement resources by a buyer in an attempt to
obtain lower prices from suppliers. When
confronting unexpectedly high prices from
suppliers, a procurement division may devote
resources to resist the price increase
269.The
The MRTP commission was replaced by which
commission ?
1.Competition Commission of India
2.Finance Commission
Shah commission
3.Nanavati-Shah
4.National Statistical Commission
5.None of these
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The Monopolies and Restrictive Trade Practices
Act, 1969 [MRTP Act] repealed and is replaced by
the Competition Act, 2002, with effect from 01st
September, 2009
MRTP Act was enacted in which year ?
270.MRTP
1.1997
2.1969
3.1996
4.1970
5.None of these
On the basis of recommendation of Dutt
Committee, MRTP Act was enacted in 1969 to
ensure that concentration of economic power in
hands of few rich. The act was there to prohibit
monopolistic and restrictive trade practices.
271.The
The minimum number of people involved in the
exchange marketing is _____________
1.One
2.Two
3.Four
4.Six
5.None of these
A marketing exchange is what happens any time
two or more people trade goods or services. In
marketing theory, every exchange is supposed to
produce “utility,”
Which of the following center is also known as
272.Which
‘decision-making units’ (DMUs) ?
1.Marketing Center 2.Shopping Center
3.Sales Center
4.Buying Center
5.None of these
A buying center brings together “all those members
of an organization who become involved in the
buying process for a particular product or
service”.Buying centers
ters are also known as
‘decision-making units’ (DMUs)
273.In
In which type of exchange, only two parties are
involved ?
1.Restricted Exchanges
2.Generalized Exchanges
3.Complex Exchanges
4.All of these
5.None of these
Simple or “restricted” exchanges are those
tho in which
there are only two parties to the exchange.
exchang
Restricted exchanges are one-on-one
one relationships,
so both parties must receive approximately equal
utility if the exchange is to be repeated.
repeate
274.Market
Market orientation business focused on which
of the following ?
1.Distributors 2.Retailers
3.Salesman
4.Customers 5.None of these
Market orientation is a company philosophy
focused on discovering and meeting the needs and
desires of its customers through its product mix.

275.… is the Trade value between
betw
two parties
1.Exchange 2.Business
3.Marketing
4.Transaction 5.None of these
Trade value between two parties denotes transaction
of money between two parties in direct and indirect
way.
276.Who
Who will control(s) the flow of information in
to and out of the company ?
1.Gatekeepers
2.Managers 3.Executives
4.Sales Head
5.None of these
The gatekeeper(s) control(s) the flow of information
in to and out of the company and buying
center/team
_______________
contributes
to
the
277._______________
formulation and determination of the specifications
of the product or service.
1.Buyers
2.Users
3.Influencers
4.Sellers
5.None of these
The influencer contributes to the formulation and
determination of the specifications of the product or
service. The influencer evaluates and recommends
recommen
which potential supplier satisfies the specific needs
of the organization.
278.Who
Who will make a request to purchase a product
or service in buying center?
1.Buyers
2.Initiators 3.Deciders
4.Sellers
5.None of these
The initiator(s) make a request to purchase
purch
a
product or service or recognizes the problem, with
this action they start the decision-making
decision
process.
e.g.
g. maintenance manager
279.USP stands for

1.Uniform Selling Progress
2.Unique Selling Point
3.Unique Successful Point
4.Under Selling Process
5.None of these
The unique selling proposition (USP) or unique
selling point is a marketing concept first proposed
as a theory to explain a pattern in successful
advertising campaigns of the early 1940s.
280.The Market Share of the companies are
increased by increasing
1.Sales Volumes
2.Number of Staff
3.Number of Products
4.Profit Percentage
5.None of these
market
share through
Companies increase
innovation, strengthening customer relationships,
smart hiring practices, and acquiring competitors. A
company’s market share is the percentage it
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controls of the total market for its products and
services.
281. ___is the USP of Saving Account
1.Easy to return
2.Rate of Interest
3.Security
4.Easy to operate
5.None of these
The unique selling proposition (USP) or unique
selling point of a Saving Account is Easy to operate
282.The marketing is the art of
1.Product Protection 2.Buying Product
3.Selling Product
4.All of these
5.None of these
The marketing is the art of selling product which
whic is
depend on each other contribution.
283.Marketing of services is resorted in which of
the following sectors ?
1.Banking process
2.Manufacturing business
3.Education sectors 4.Insurance business
5.None of these
Services marketing is a specialised branch
branc of
marketing . Marketing of services is resorted in
Insurance business and Hostels
284.The
concept
of
Management
by
objectives (MBO) is given by who ?
1.Peter Drucker
2.Philip Kotler
3.John Caples
4.David Ogilvy
5.None of these
Management by objectives (MBO), also known as
management by results (MBR), was first
popularized by Peter Drucker in his 1954 book The
Practice of Management.
285. ___ is a small and newly developing market
1.Scarcity Market
2.Guerrilla market
3.Nascent Market 4.Viral
iral Market
5.None of these
Nascent Market is a new, developing market.
Smartwatch for example is a new avenue for the
smartphone makers.Companies and entrepreneurs
always look for a nascent market as they can get
ahead in the learning curve of the market.
286.What is BTL ?
1.Buyers To Leads 2.Below The Line
3.Business To Lender 4.Best To Lend
5.None of these
Below-The-Line(BTL)
Line(BTL) advertising is an advertising
strategy in which a product is promoted in mediums
other than radio, television, billboards, print and
film.

287.Buyer resistance refers to the deployment of
procurement resources by ___________
1.Owners
2.Seller
3.Consumer
4.Buyer
5.None of these
Buyer resistance refers to the deployment of
procurement resources by a buyer in an attempt to
obtain lowerr prices from suppliers. When
confronting unexpectedly high prices from
suppliers, a procurement division may devote
resources to resist the price increase.
increas
288.In which year, Consumer Protection Act was
passed ?
1.1992
2.1986
3.1990
4.1988
5.None of these
thes
Consumer Protection Act, 1986 is an Act of the
Parliament of India enacted in 1986 to protect the
interests of consumers in Indi1.
Indi It makes provision
for the establishment of consumer councils and
other authorities for the settlement of consumers’
disputes
es and for matters connected therewith also.
A market created around some activity or
289.A
probability is known as
1.Decision Market
2.Prediction market
3.Virtual Market
4.Information Market
5.All of these
Prediction markets (predictive markets, information
informati
markets, decision markets, idea futures, event
derivatives, or virtual markets) are exchange-traded
exchange
markets created for the purpose of trading the
outcome of events. The market prices can indicate
what the crowd thinks the probability of the event
is.
290.A
A prediction market contract trades between
__________% and __________%
1.0, 100
2.10,100
3.50,100
4.0, 50
5.None of these
A prediction market contract trades between 0 and
100%. It is a binary option that will expire at the
price of 0 or 100%.
291.Which
ch of the following is primary cost
elements ?
1.Material costs
2.Personnel costs
3.Energy costs
4.All of these
5.None of these
Primary cost elements are like material costs,
personnel costs, energy costs
292. _____ is/are Secondary cost elements
1.Material overheads
2.Production costs
3.Production overheads
4.All of these
5.None of these
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Secondary cost elements are like production costs,
material overheads, production overheads, they can
be created and administered in only CO.
293.The service
rvice marketing related with
1.Promises 2.Goods
3.Products
4.Customers 5.None of these
Services Marketing Triangle are activities revolve
around making and keeping promises to customers.
294.What
What is the first stages of a consumer in
arriving at a decisionn to purchase or reject a new
product ?
1.Interest
2.Trial
3.Evaluation
4.Awareness 5.None of these
Four alternatives showing stages of a consumer in
arriving at a decission to purchase or reject a new
product –Awareness,
Awareness, Interest, Evaluations and Trail
295.A
A basic and distinctive mode of expression is
known as
1.Fashion
2.Style
3.Trend
4.Fads
5.None of these
A style is a basic and distinctive mode of expression
296._____________refers
_____________refers to a craze that is
unpredictable, short-lived,
lived, and without social,
economic, and political significance.
1.Fashion
2.Style
3.Fad
4.Brand
5.None of these
A fad is something that comes and goes frequently
and erratically. They tend to have a huge surge in
popularity, and then disappear into oblivion
297.An exchange of goods between two parties is
called as
1.Exchange Purchase 2.Counter Purchase
3.Trade Purchase
4.Business Purchase
5.None of these
Counter purchase is the agreement of an exporter to
purchase a quantity of unrelated goods or services
from a country in exchange for
or and approximate in
value
298._________is
_________is a currently accepted or popular
style in a given field
1.Fashion
2.Familiar
3.Famous
4.Trend
5.None of these
A fashion is a currently accepted or popular style in
a given field
299.What is HNI ?
1.Highly Needed Incentives
2.Highest Net Income
3.Human Narrow Innovation

4.High Networth Individuals
5.None of these
High net worth individual (HNI) is a classification
used by the financial services industry to denote an
individual or family with high net worth.
300.In Double-Win
Win strategy, the salesperson and
customers are personally and professionally
satisfied with the ___________
1.Income of sale transaction
2.Outcome of sale transaction
3.Passive income
4.Portfolio income
5.None of these
Double-win strategy refers to the use of winwin approach where salesperson and customers are
personally and professionally satisfied with the
outcome of sale transaction.
301.Which of the following is the most
powerful marketing channel ?
1.Advertising
2.Ongoing Marketing
3.WOM marketing 4.Immediate Marketing
5.None of these
Word-of-mouth
mouth
marketing (WOMM,
WOM marketing), also called word of mouth
advertising, differs from naturally occurring word
of mouth, in that it is actively influenced or
encouraged by organizations (e.g.
(
‘seeding’ a
message in a networks rewarding regular consumers
to engage in WOM, employing WOM ‘agents’).
302.____ is an income generated by selling an
investment at a higher price than you paid for it
1.Gain
2.Portfolio 3.Profit
4.Earning
5.None of these
Portfolio income is any income generated by selling
an investment at a higher price than you paid for it.
Some people refer to portfolio income as “capital
gains,” because that’s how the money is taxed by
the federal government.
303.Rental income is an example of
1.Passive income
2.Profit income
3.Ongoing income
4.Portfolio income
5.None of these
Passive income is money you get from assets you
have purchased or createdd. For example, if you were
to buy a house and rent it out for more
mor money than
it costs you to pay your mortgage and other
expenses, the profit you make would be considered
passive income
304. ___ is a component of customer satisfaction
1.Cost price 2.Value price 3.Transfer price
4.Fair price 5.None of these
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Fair price is a component of customer satisfaction.
Fair market price is the price of something at which
both a seller and a buyer are willing to strike a deal.
305.The consumer of a bank comes under
____________ environment
1.Internal
2.Direct
3.Indirect
4.External
5.None of these
An external environment is composed of all the
outside factors or influences that impact the
operation of business. The business must act or
react to keep up its flow of operations. The external
environment can be broken down into
in two types:
the micro environment and the macro environment.
306. ____ is the smallest retailing unit
1.Convenience store 2.Grocery store
3.General store
4.Departmental store
5.None of these
A convenience store is a small retail business that
stocks a range of everyday items such as groceries,
snack foods, confectionery, soft drinks, tobacco
products, over-the-counter
counter drugs, toiletries,
newspapers, and magazines
307.Marketing mix is a combination
tion of factors that
can be controlled by

1.Consumers 2.Customers 3.Company
4.All of these 5.None of these
Marketing mix is a combination of factors that can
be controlled by a company to influence consumers
to purchase its products.
308.Planned cost service
ice means __________
1.Extra profit on the same cost
2.Extra profit on the price cost
3.Extra profit on the selling cost
4.Extra profit on the market cost
5.None of these
Planned cost service means extra profit on the same
cost
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