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4 (Sem 5) MKMM

Full Marks — 80

Time — Three hours

The figures in the margin indicate full marks
for the questions.

Answer either in English or in Assamese.

Tel ]G WA SHATAS FRA! |

1. Answer the following as directed : 1x10=10
P RTaersy Be frmt s

(1) Chocolate.is an example of

WWE’%W@W@%@@?

(a) Impulse goods

B Sg© 9
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(iii) Which is not a part of brand concepts ?

b) Speciali oods
eR e e (SN AT o™ T2 2
RoEg I3 w3y
(a) Product mix
(c) Unsought products a e
A CIEACIRT
(b) Brand franchise
(d) Emergency goods A A=

TR [Bletel 1)

il o (c) Brand image
(ii) Marketing refers to the A AfoRT
fAtare @GR Rema 31 g @

(d) Brand recognition

(a) Goods distribution S .
Ty Roxd |
. (iv) Which one of the following is not a
(b) G;ods and services are exchange to each component of political-legal environment ?
other
ftae @Rt et o Ris SaAme
G|l O B9 ARRE ©oim Rfdwy o o &

(a) Stability of government

CEEane I EA]

(c) Sales of product
w1 R

(b) Foreign policy
RS IS

(d) All of the above
Q2i<e Tl witi3me
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COLLPULITIL 01 poliical-ieégal environinelit 7

fUae (@MWt ot o Rfers SoAme
T2 2

(a) Stability of government
CEEAEE M E]

(b) Foreign policy
Rl FifS
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(c) Law ofthe land o : -
(b) Competition orientation

TR 2AbfeTo oIz iy efscaiprel gl

(d) Per capita COTIC (c) Customer orientation

SEERRUIE e Ayl
(v) Which is/are the element(s) of promotion (d) All of the above
mix ? - | @olge SERe WGIRER

Fesre @G Somm e Somi = o

(a) Public relation

(vii) For each target market, the firm develops a
, the offering is positioned in the

Qe TR minds of the target buyers as delivering some
central benefit(s).
(b) Trade fairs and exhibitions AfSCH! =7 FRiRS IaRe AP DR ARFH
AT o o ARy R AR e PRC WORIS (PIRCGH M3
I = 2
(c) Advertising
S (a) Value offering
¥ W
(d) All of the above i ;
5 (b) Niche offering

> AT

(vi) The marketing concept involves
G 4= A (PG AR og o
(a) Organization integration

AkstoRE HeFTwel

(c) Market offering
IS AFIRAL

(d) Segment offering

Segment TR
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(viii) Which is the factor of pricing decisions ?
T ke Praes o @me =@ 2

(a) Economic and political environment of

the country

iR SffeT o qoafes sifRce

(b) Trade traditions

SIERAI R B hace Ol

(c) Competition
afscaifaret

(d) All of these
SGIRER

(ix) The concept of unique selling proposition

was evolved by

wﬁzﬁ“wa@«aﬁmﬁm@@mmm ’

o SRR ¢

(a) Rosser Reeves
(b) Philip Kotler

(c) Ben. M. Enis
(d) W. J. Stanton
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(x) Product diversification is essential to meet
changing tastes and desire of

w3 afbassd Foge @R ARTS e +h
e SR AR I 2

(a) Consumer

RIS

(b) Market
SIIE]

(c) Sellers
(&[4

(d) Policy makers

NS e
2. Answer the following qhestions briefly (any
five) : 4x5=20
oes Srae e 1 e Ao oY Tew
forat ¢

(i) What is co-branding ?
AT ARSI A & gom ¢

ii) Explain test marketing with the help of an

1N

example.

SuimeR TICe AR RS g 10
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(iii) Distinguish between line extension and
product extension.

aﬁamqwmm«mwm@
[y )

(iv) State the advantages of e-commerce.

e-commerce-3 JRAPTIZ Srmal 41 |

(v) Explain the concept of customer oriented
marketing.

AP &Y Remam «ixe Fay

(vi) State the differences between brand name and
tradc mark.

TP ARBT ww AT Boy wos <
ey

(vii) What is product modification ? Give ex-
amples.

B3I ARCNEI 5 & 2 Swimmem oce By

(viii)Briefly explain the challenges of rural
marketing.

Ay RoAARS oI Ao Iy Sl
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Explain briefly various functions of marketing.

Also state the current marketing trend in India.
10

Roi ST TIGRET T 4 | WP SReTES
Roiwe oS S STaTsN T4

Or / Tt

Explain the growth of marketing in India and its

importance.

oRerds R Jfa oI% I 0 1

What is consumer behaviour ? What are the major
itural and social factors that influence
cu

consumer behaviour ? Give examples. 10

s wibee T [ @ ¢ [ s aw
e BolMie 2IEH Wb eSIRS FF 2

Or / 34t

Describe the various methods used in sales

forecasting.

fr SRAIN I A RS afosTE T 70

Contd.
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AAEE BAMIC HRPY NBF A[[T© (I ?
Or / 93t

\ n
. CO// “‘\\ Describe the various methods used in sales

forecasting.

) SRYAIT F319 A [ieq mforg 34 F41 |

4 (Sem 5) MKMM/G 9) Contd.




5. Explain the steps to be followed in new product
introduction process. 10

T T WER CFaS )7 ol e I
|

Or / g2t

What are the different types of distribution

channels ? Explain each of them with suitable
example.

6. i
What are the various methods of pricing a new
product ? 10

mmm%%ﬂﬁmmﬁﬁ‘?

Or / 313y
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7. Explain promotional mix. Explain the advantages
and disadvantages of personal selling. 10

¥ 25e AR I 901 IfEee eid RER
ARy ST SFRYFER Iyt A

Or / 51411

Write short notes on : 5+5=10
5Y Ot ferat ¢

(a) Undifferentiated marketing
wEReA Reem

(b) Product simplification.

TG AIRE |
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