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11.

12.

13

14.

15.

16.

17

18.

19.

= is a place where buyers and sellers gathered to buy and sell goods?
a. Market b. Organisation
¢. Institution d. None of the above

The person who intentionally/unintentionally influences the decision to buy the
actual purchase and/or use of product or service.

a. Initiator b. User

¢. Buyer d. Influencer

Selling woolens in Kashmir is an example of

a. Geographic Segmentation b. Behavioral Segmentation

¢. Demographic Segmentation d. Socio Cultural Segmentation
People who are suspicious of change and innovations are referred as

a. Laggards b. Late adaptors

¢. Innovators d. None of the above

Which among the following is not a parameter of psychographic segmentation

a. Activities b. Interest

¢. Opinions d. Location

Sales are low during which phase of Product Life Cycle

a. Introduction Stage b. Growth Stage

¢. Decline Stage d. Botha&c

Total number of product variations in a product line is known as

a. Product Depth b. Product width

¢. Product length d. Product line

This method of pricing aims at high price at early stage of the product
a. Penetration Pricing b. Skimming Pricing

c. Cost Plus Pricing d. Demand based Pricing

If a product like ice cream is getting purchased on regular basis then it is important to

sell it through:

a. Personal Selling b. Many retailers

d. The producer gives it to the
wholesaler then they will sell it to the
consumers

Direct selling to the consumer from
ice cream factory

Wholesalers have all the rights related to the product except:

a. Break the bulk quantities into small b. Providing credit facilities to their
deliveries to supply the retailers. retailers
¢. Arrangement of delivery for the d. ; .
o L ry They can’t put the product on display
retailer so they can receive the E
& for the customers
product

Advertisement, direct selling, and sales promotion these all are the part of which P’s of
the market mix?

a. Product b. Promotion

¢. Place d. Physical Evidence
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20. In general, a company needs to avoid three major positioning errors. Which of the

following is not one of those errors?
b. Under positioning

a. Repositioning
¢. Over positioning d. Confused positioning
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