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Q1. Choose correct alternative from the following
................. Involves the designing of product and transfer of ownership from producer to customer

i) Selling ii) Marketing
iii) Consuming iv) None of the above
Green marketing emphasis on protection of long term ............. of consumers and society
i) Habits ii) Welfare
iii) Nature iv) None of the above
Recent development in marketing emphasis on ............ marketing
i) Personal ii) Concentrative
iii) Online iv) None of the above
In place of mix ............ refers to point of sale
i) Place ii) Customer
iii) Goods iv) All of the above
Consumer behaviour is basically ............... in nature
i) Social ii) Simple
iii) Political iv) All of the above
................ Income is the income which available after meeting the basic needs of living
i) Disposable ii) Family
iii) Discretionary iv) None of the above
Behavour of rural consumer is different and less .............
i) Challenging i) Significant
iii) Reliable iv) Predictable
................. is a process of dividing market into smaller homogenous market.
i) Targeting ii) Positioning
iii) Focusing iv) Segmentation
Consumer behaviour is very ................
i) Dynamic ii) Complex
iii) Social in nature iv) All of the above
Product ............. is the final step in market targeting
i) Segmentation ii) Positioning
i) Selling iv) None of the above

Q2. Short Answer Questions

Marketing Environment

Marketing Concepts

Positioning

Online Marketing

Difference between Marketing and Selling



Q3. Long Answer Questions

What is marketing? Explain the scope and importance of marketing
What are the various factors influencing consumer behaviour?
State the meaning and nature of marketing

Explain the social marketing; State its applications and advantages
Explain the marketing mix planning of rural marketing

What is Rural Marketing? Explain its characteristics

Explain the various basis of market segmentation

Describe in detail the consumer buying decision process
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