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PREVIOUS YEAR QUESTIONS
MARKETING MANAGEMENT
Q.1 'GATA Ltd.' is a large multinational company and operates in many countries of the world. The company is in the business of Insurance, Health Care, Business Process Outsourcing, Computer Education, Security, etc. What is being marketed by the company? 
Ans. Services.
Q.2 Ginika, Tanish and Rohit were friends from college days and now they are doing different kinds of business. They regularly meet and discuss their business ideas and exchange notes on customer satisfaction, marketing efforts, product designing, selling techniques, social concerns, etc.
In one such meetings, Ginika drew the attention of Tanish and Rohit towards the exploitation of consumers. She told that most of the sellers were exploiting the consumers in various ways and were not paying attention towards the social, ethical and ecological aspects of marketing, whereas she was not doing so. 
Tanish told they were under pressure to satisfy the consumers, but stated that the consumers would not buy or not buy enough unless they were adequately convinced and motivated for the same.
Rohit stressed that a company cannot achieve its objectives without understanding the needs of the customers. It was the duty of the businessmen to keep consumer satisfaction in mind because business is run by the resources made available to them by the society. He further stated that he himself was taking into consideration the needs of the customers.
Identify the various types of thinking that guided Ginika, Tanish and Rohit in the marketing efforts of their business. Also, state one more feature of the various types of thinking identified that is not given in the above para. 
Ans Ginika - Societal Marketing Concept
Features of Societal Marketing Concept: (any one)
(i) It takes care of long term well being of the consumers as well as the society.
(ii) It uses integrated marketing as a means to achieve the objective.
(iii) Its objective is to earn profits through customer satisfaction and social welfare. 
(iv) The marketing efforts start from the identification of needs of the target market and the society.
Tanish-Selling Concept
Features of Selling Concept:
(i) It uses aggressive selling and promotional techniques like advertising, personal selling and sales promotion to achieve the objective.
(ii) It involves pushing the sale of existing products.
(iii) Its objective is to earn profits through increased volume of sales.
(iv) The marketing efforts start after the product is produced in the factory.

Rohit - Marketing Concept
Features of Marketing Concept: 
(i) It involves development of products for satisfying needs of the target market better than the competitors. 
(ii) Its focus is on satisfaction of customers needs.
(iii) It uses integrated marketing as a means to achieve the objective.
(iv) The marketing efforts start from the identification of needs of the target market.
Q.3 Which Marketing management philosophy lays emphasis on bringing continuous improvement in the quality of the product?
(a) Production concept 
(b) Product concept
(c) Marketing concept
(d) Societal marketing concept
Ans. (b) Product concept
Q.4 Which of the following functions of marketing can improve performance of the product and also give it a competitive advantage in the market by attracting the target customers?
(a) Marketing Planning
(b) Product Designing and Development
(c) Promotion 
(d) Branding
Ans. (b) Product Designing and Development
Q.5 Which of the following activities is not considered to be part of customer support service?
(a) After sales services.
(b) Handling customer complaints and adjustments.
(c) Procuring credit services.
(d) Identifying the needs of the customers and taking various marketing decisions
Ans. (d) Identifying the needs of the customers and taking various marketing decisions
Q.6 The process of classification of products into different groups on the basis of their important characteristics refers to which of the following marketing function?
(a) Grading
(b) Standardisation
(c) Product designing
(d) Marketing planning
Ans. (a) Grading
Q.7 ABC Crackers Ltd., a fire cracker manufacturing company launched some new products on the eve of Diwali in the market, which attracted many buyers. To meet the increased demand the company employed people from nearby villages where there is a lot of unemployment. Because of the good behaviour of the management with the employees, more and more people wanted to join the company. As the products were in great demand in the market, a competitor imitated the products. The products of the competitor were not accepted by the consumers as it was a status symbol to buy the products of ABC Crackers Ltd., because of their quality.
(a) Identify and explain the product related decision because of which consumers preferred the products of ABC Crackers Ltd. 
(b) Also, identify any two values, which ABC Crackers Ltd., wanted to communicate to the society. 
Ans. (a) The product related decision because of which consumers preferred the products of ABC Crackers Ltd. is Branding. (Explain)
(b) The values which the company wants to communicate to the society are:
(i) Development of rural areas.
(ii) Providing employment opportunities to weaker section of the society.
(iii) Cordial relation between management and workers.
(iv) Fulfilling social responsibility of providing quality goods.
Q.8 Priya Seth, a fashion designer, has launched a new range of dresses by the name, Sukriti. To give her dresses a distinct image and to distinguish them from the competitor's products, she has designed a unique symbol with a distinct colour scheme. This symbol is available on all the labels, packaging and advertising campaigns of this new range of dresses. She has also registered this symbol to give it a legal protection against its use by other firms.
From the following, name the term used to denote the symbol designed by Priya Seth in the above case:
(a) Brand mark
(b) Trade mark
(c) Brand name
(d) Brand icon
Ans. (b) Trade mark
Q.9 Harshita Verma has set up a factory to manufacture herbal hand sanitizers in Meerut. The size and shape of the bottles in which the products are packed are specially designed so that it should be convenient to handle and use by the consumers. 
The bottles in which the sanitizers are packed is part of:
(a) Primary packaging
(b) Secondary packaging
(c) Tertiary packaging
(d) Both Secondary and Tertiary packaging
Ans. (a) Primary packaging
Q.10 Crackers Ltd., a fire cracker manufacturing company launched some new products on eve of Diwali which attracted many buyers. To meet the increased demand, the company employed children from nearby villages. Although the product was in great demand, appropriate safety warnings for use were not mentioned on the packets that led to many accidents.
Identify and explain the important product related decision that was not taken into consideration by the company. 
Ans. The important product related decision that was not taken into consideration by the company is labelling. (Explain)
Q.11 After acquiring the necessary knowledge and skills on starting an Aloevera Farm, Ashok wanted to be the leading manufacturer of Aloevera products worldwide. He observed that the products were expensive as the demand of the products was more than the supply. He was also keen to promote methods and practices that was economically viable, environmentally sound and at the same time protecting public health. Ashok's main consideration was about the amount of money paid by the consumers in consideration of the purchase of Aloevera products. He also thought that competitior's prices and their anticipated reactions must also be considered for this.
After gathering and analysing information and doing correct marketing planning, he came to know that the consumers compare the value of a product to the value of money which they are required to pay. The consumers will be ready to buy a product when they perceived that the value of the product is at least equal to the value of money which they would pay.
Since he was entering into a new market, he felt that he may not be able to cover all costs. He knew that in the long run the business will not be able to survive unless all costs are covered in addition to a minimum profit. He examined the quality and features of the products of the competitors and the anticipated reactions of the consumers. Considering the same he decided to add some unique features to the packaging and also decided to provide free home delivery of the products.
The above case relates to a concept which is considered to be an effective competitive marketing weapon. In condition of perfect competition, most of the firms compare with each other on this concept in the marketing of goods and services.
(i) Identify the concept.
(ii) Explain briefly any four factors discussed in the above case related to the concept so identified.
Ans. (i) Price. 
(ii) (a) Pricing objectives
(b) Product cost.
(c) The utility and demand.
(d) Extent of competition in the market.
Q.12 It is necessary that goods and services must be made available to the customers at the right place, in the right quantity and at right time.
Name and explain the concerned element of marketing mix given above.
Ans. Place/Physical Distribution: The physical handling and movement of goods from place of production to the place of distribution is referred to as physical distribution.
Q.13 Radha found a worm crawling out of newly opened tetra pack of a juice manufactured by reputed company, Zest Ltd.' She went back to the shopkeeper from whom the pack was purchased who directed her to call up the customer care centre. When all her efforts failed, she went to a consumer activist group to seek help. The group decided to help Radha and take measures to impose restrictions on the sale of the firm's products of the particular batch and urge customers to refrain from buying the products of the company. Zest Ltd.' lost its image in the market. The CEO gives the responsibility of bringing back the lost image of the company to a manager.
Identify the concept of Marketing Management which will help the manager getting the firm out of the above crises. 
Ans. Public relations. 
Q.14 Name the term used to describe the combination of variables chosen by a firm to prepare its market offering.
Ans. Marketing Mix
Q.15 What is meant by trademark?
Ans. A brand or part of a brand that is given legal protection is called trademark.
Q.16 State the following functions of marketing:
(i) Gathering and analysing market information.
(ii) Marketing Planning
(iii) Product designing and development
(iv) Standardisation and Grading
(v) Customer support services
Ans. (i) Gathering and Analysing Market Information
· This involves making an analysis of the available opportunities and threats as well as the strengths and weaknesses of the organisation which helps in deciding the opportunities to be pursued by it. 
· Market information to gather customer's views and opinions is collected through interactive sites on the internet, SMS etc.
(ii) Marketing Planning
· This involves development of marketing plans to achieve the marketing objectives of the organisation. 
· A complete marketing plan will include important aspects like increasing the level of production, promotion of the products, etc.
(iii) Product designing and development
· Product designing and development helps to make the product attractive to the target customers. 
· A good design can improve performance of a product and also give it a competitive advantage in the market.
(iv) Standardisation and Grading
· Standardisation ensures uniformity and consistency in output reducing the need for inspection and testing of products.
· Grading ensures that the goods belong to a particular quality and helps in realising higher prices for better quality products.
(v) Customer support services 
· Customer support services include services like after sales services, handling customer complaints and adjustments, maintenance services, technical services etc. 
· These services are very effective in bringing repeat sales from the customers and developing brand loyalty for a product.
Q.17 What is brand name? State any four characteristics of a good brand name.
Ans. Brand name: It is that part of a brand which can be spoken.
Qualities/characteristics of a good brand name: (any five) 
(i) It should be short and easy to pronounce, spell, recognise and remember.
(ii) It should suggest the product benefits and qualities. 
(iii) It should be distinctive.
(iv) It should be adaptable to packaging and labelling requirements. 
(v) It should be versatile to accommodate new products,
(vi) It should be capable of being registered and protected legally.
(vii) It should have staying power.
(viii) It should not have different meanings in different languages and cultures.
Q.18 "Packaging has acquired great significance in the marketing of goods. In the light of this statement state any three functions of packaging 
Ans. Packaging refers to the act of designing and producing the container or wrapper of a product.
Functions of packaging: (Any three) 
(i) It helps in product identification.
(ii) It helps in protection of the product from spoilage, breakage, leakage, damage etc.
(iii) It facilitates use of the product to the consumers through appropriate sizes and shapes.
(iv) It helps in promotion of the product as a good package attracts the attention of the people at the time of purchase.
(v) It helps in preventing adulteration as the product is properly packed. 
Q.19 What is meant by 'Branding? State any three advantages of branding to customers. 
Ans. Branding is the process of giving a name, or a sign or a symbol to a product which helps in identifying and distinguishing it from the competitors' product.
Advantages of branding to customers: 
(i) Branding helps the customers in identifying the product as a customer who is satisfied with the product need not make a close inspection every time he has to buy the product.
(ii) Branding ensures quality as the customers can have recourse to the manufacturer or marketer if there is any deviation in quality.
(iii) Some brands become status symbols because of their quality. The consumer of these brands feel proud and satisfied by using them.
Q.20 Explain four important elements of marketing mix.
Ans. Elements of marketing mix: (Explain)
(i) Product Mix
(ii) Price Mix
(iii) Place Mix
(iv) Promotion Mix
Q.21 Kumar wanted to purchase a fuel efficient car having the latest standards regarding minimisation of pollution. He saw an advertisement offering such a car and visited the showroom of the company wherein the car was displayed. In his discussion, the Marketing manager told him that the company is providing credit facilities, maintenance services and many other effective services which are helping in bringing repeat sales and developing brand loyalty.
Identify the marketing function which the Marketing manager was discussing with Kumar. 
Ans. Customer Support Services.
Q.22 Nayan Medicare Equipment Ltd. manufactures equipment for surgeons having a unique laser technique. The equipment can be used by the surgeons only after proper training. Even their maintenance requires guidance of specialised engineers. Because of this, the equipment is used in a limited number of hospitals. The company wants to increase the sale of the equipment. 
Suggest the promotion tool to be used by the company giving reason in support of your answer. 
Ans. Personal Selling.
This is because it is a complex product requiring technical details and is best sold through shorter channels.
Q.23 Jay is working as the Chief Executive Officer of a soft drinks company. The company is doing its business in collaboration with a soft drinks company of France. Jay's friend, Swami a teacher of Business Studies in a reputed college was discussing the 'Marketing' chapter with his students. He wanted clarity from Jay about the factors which affect the marketing decisions. Jay explained that there were a large number of factors affecting marketing decisions which may be divided into two categories:
(i) controllable factors, and (ii) non-controllable factors. Jay further explained that controllable factors became marketing tools that can be constantly shaped and reshaped by marketing managers, to achieve marketing success.
Identify and explain the set of marketing tools that can be constantly shaped and reshaped by marketing managers.
Ans. Set of marketing tools that can be constantly shaped and reshaped by marketing managers are: (Explain)
(i) Product
(ii) Price
(iii) Place
(iv) Promotion
Q.24 "Every time I travelled, people asked me to bring them chips, khakhra and pickles from all over the country," says Anoushka. Finally, she and her colleague, Sumeet, decided to make a business out of it. They launched a facebook page, asked people what they wanted, and they came up with a list of about 100 places and tied up with two dozen vendors to begin with. They were servicing people from Jaipur who wanted spices from Kerala, people from Panipat who wanted halwa from Jammu and people from Delhi who ordered for fresh tea leaves from Darjeeling Through their business they wished to bridge the gap between sellers and buyers. The business is now worth millions. 
Explain any two important activities that Anoushka and Sumeet will have to be involved in for making the goods available to the customers at the right place, in the right quantity and at the right time. 
Ans. Activities/Components of Physical Distribution: (Explain)
(i) Order processing 
(ii) Warehousing
(iii) Transportation
(iv) Inventory control.
Q.25 A company was marketing water purifiers' which were very popular due to their quality and after sales services provided to the customers. The company was a leading company in the market and earning huge profits. Because of huge profits the company ignored the after sales services. As a result its relations with the customers got spoiled and the image of the company was damaged in the public. Top management became concerned when the profits for the current quarter fell steeply. On analysis it was revealed that ignoring the after sales services was its reason. Therefore, the company took all possible measures to protect and promote its favourable image in the eyes of the public. As a result, the goodwill of the company improved in the society. 
Name the communication tool used by the marketer in the above case to improve its image. 
Ans Public relations.
Q.26 Shreemaya Hotel in Indore was facing a problem of low demand for its rooms due to off season. The Managing Director (MD) of the hotel, Mrs. Sakina was very worried. She called upon the Marketing Manager, Mr. Kapoor for his advice. He suggested, that the hotel should announce an offer of ‘3 Days and 2 Nights hotel stay' package with free breakfast and one day religious visit to Omkareshwar and Mahakaleshwar Temples. The MD liked the suggestion very much.
Identify the promotional tool, which can be used by the hotel, through which large number of prospective pilgrimage tourists, all over the country and also abroad, can be reached, informed and persuaded to use the incentive.
Ans. Advertising
Q.27 'Bending the customer according to the product' and 'Developing the product according to customer-needs' are the two important concepts of marketing management. Identify the concept and differentiate between the two on any three basis.
Ans. "Bending the customer according to the product- Selling Concept.
"Developing the product according to customer-needs- Marketing Concept. 
Q.28. Amar is engaged in manufacturing of refrigerators. He surveyed the market and found that customers need a refrigerator with a separate provision of water cooler in it. He decided and launched the same refrigerator in the market. Identify and explain the marketing philosophy involved. 
Ans Marketing concept. (Explain)
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