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JO. When CHOCOCAM s market segmelifestyle, values, and personality, sh T i°''i* b3,A Geographic segmentation ’ sPf«ctit^;
B Behavioural segmentation
C Demographic segmentation
D Psychographic segmentation

identify tar£et "wbS?
A To focus Bimiff1"? efforts

customers
B To minimise distribution
C To increase production capacity
D To reduce competition

Jno dcKir* for
(0 Mong to a family group,

and a socia.1 club cnts*hich lcvel of

shierarchyv/ ncĉ
on

sports team
needson Shslow*

A Self-actualisation
n Safety
C Esteem
D Social

I

: Tb.e min idei of the Holistic Marketing Concept is

A Integrating all marketing activities and
stakeholders

B Internal marketing
C Prioritizing profit
D Short-Term goals

3. A market situation having many buyers and sellers,
u .ih ro single entity to influence the price is known as

A Monopoly
B Oligopoly
C Monopolisticcompetition
D Pcn'eci competition

OnagrouPof
cost

12. Identify a market positioning strate^T
A Market segmentation
B Targeting
C Brand re-positioning
D Product differentiation

13. “People” element in the additional 3Ps refers t<T
A Customers of a product
B Partners responsible for distribution
C Suppliers providing raw'materials
D Employees re$p$$tble for production•» .** > •

a *
14. An example of an Acquisition stage tactic in the 4A’sis

A Providing free trials
B Offering loyalty rewards '

C Building brand loyalty
D Generating leads

4 Identify in internal environmental factor .
A Political environment
B Economic environment
C Organisational culture
D Legal environment

5 Consumer attitudes and values arc element belonging to
v»Li:h macro env ironmenta! factor?

A Political
B Socio- cultural
C Economic
D Demographic 15. Convenience in the 4C*s refers to

A Creating brand awareness
B Providing ease of access
C Differentiating a product
D Building customer relationship

6 Wbo s the author of the five forces model for analysingccctpeLtion in a market?
A Pti’ip Holler
B Peter Darker
C Pocur
D Igvf Ansoff situaUonPnf°frlan marketin£showing the presen!

stratepip L
irTn’goal t0 achieved, budge!and the

strategies to be appJied within a period of one year.
J Marketing p|an
° Operational plan
0 Annual p|an
D Market plan

thê mp!i,
C0J11*,0nent 0 marheting plan best describes

firm? ° S USCC* *°Qc^,cve the stated objectives of *

n Marketing objective
Marketing audit
Mar^ting strategics
tmplementmion

c<»mp!lnya|!)‘ina,ysl1 < M P,ann,n* MP**

H *^Vcf°P marketing strategy

c
,h financial pcrfyrniunce

D c,'"" f> *,v length and weakness*
' and objectives

* \r*riTLrj ugataaiien using a combination ofijvr-.cil ee.4 structures is calledA VUm tcird crgiflindono kUfict basedcryniuiionC b4.sed orpniiaiionD fr.-ijjr b4*4cf g-L-Zition
* kU ** f toi'I* rg dtpsftir.em IsA 'Aa/W icvci/vfcn 1wtfMnef senvocc > •,CJ.I:

D t> ir.v.
- ^ * c..rritr,
’*r
"r* liwCJ

> i i ‘ 4 MV*i • « J> M 4 »HWJVFnufifa.A
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* U Is a tool used in portfolio analysis
A BCG Matrix
B SWOT analysis
C Marketing mix
D PLC

28. B2B marketing is oulto
A Build long term relationships with businesses
B Meet consumers* needs
C Increase sales
D Market to a large audience .+*

M) if a person’s buying behavior is influenced by age and
tender. It is classified under

• • 9

A Technological factor
B Psychological factor
C Socio-cultural factor
D Demographic factor

29. The buyers in B2B sales are
A Individual customers
B Retail customers
C Organisations
D Wholesalers

30. T he major disadvantage of road transport is
A Traffic congestion
B High cost

_—C Low speed
D Rude drivers

21- 1 he ability to pay for a good or service is known as
A Availability
B Incentive
C Purchasing power
D Bonuses

y -

31. A document required for exportation of goods and a
proof of ownership is a

A Certificate of origin
B Bill of exchange
C Bill of Lading
D Consignment note

U In the consumers buying role, the person who first
>uggest the idea of buying a product is called

A Decider
B Initiator
C lnfluencer
D User

fr.
* .

32. It is a mode of transport commonly used for
international marketing.

A Air transport
B Rail transport
C Road transport
D Water transport

* A buying behavior whereby Esther buys goods
frequently at a low cost and without much involvement
in the decision making is known as

A Routine response
B Dissonance reducing
C Complex buying
D Normal buying 33. Firms are obliged to act in the best interest of the

society. This is referred as
A Marketing behaviour
B Social responsibility
C Consumers ethics

> D Consumer protection

21. The act of safeguarding consumers from possible
dangers that can occur as production get more and more
complex is referred to as

A Consumerism
B Consumer sovereignty
C Trade unions
D Consumer protection

34. A set of moral principles guiding consumer's behaviour
is known as

A Consumers responsibility
B Consumers right
C Consumer protection
D Consumers ethics •

/ 25. What consumer right allows individuals to express their
desires and preferences?

A Right to safety
B Right to choose .
C Right to be informed
D Right to be heard

35. Which term best describes a firm’s voluntary efforts to
improve social and environmental conditions?

A Corporate social responsibility
B Consumers social responsibility
C Environmental protection
D Firms’ obligation

:

feel
26. In which stage of the consumer adoption process does

the consumer seek information about a product?
A Interest
B Evaluation
C Awareness
D Purchase

&i\f

a) 36. The utilization and adaptation of best marketing
practices for the purpose of conducting commerce in
other countries is known as

A International commerce
B International business
C International marketing
D International organization

'MS

27. A t)pe of organizational buying decision whereby
CHOCOCAM buys cocoa from TELCA COCOA for
the scry first time can be described as

A Modified rebuy
B Straight rebuy
C New usk buying
D Complex buying
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44. How different might the selling process of
item be from that of an inexpensive item?

1 ^
A Shorter sales preparation

Difficult to discover customer needs
C Easiei .tQ P°^en^a ^ customers
D More difficuu f° close sa,e*

45. Which in-store sales technique invoJ'/es asking
customers questions to best understand then *eeds?

A Product demonstration
B Consultative selling
C Visual merchandising
D Reactive selling

37. It acts as a barrier when promoting products in the
international market.

A Culture and disease
Region and purchasing power

C Tariffs and restriction
D Money and political barriers

B
B

38. What role does cultural adaptation play in the
international marketing strategies^A Relevant for product design

Affects pricing strategies
C Helps in understanding local consumer

behaviour
D Has no significant impact

B

46. An examn!c cf ZT.?"t’5tnre sales is
A Online sales
B Trade shows sales
C Wholesale store
D Retail store sales

39. Services cannot be stored, l his describes which service
characteristics.

A Inconsistency
B Variability
C Inseparability
D Heterogeneity

40. The process of creating, communicating, delivering and
exchanging offerings that satisfy the needs/wants of
customers is known as

A Product marketing
Sellers service

C Retail sendees
D Service marketing

47. Identify a customer service before sales
A Welcoming the customer
B Product presentation
C Sales pitch
D Cost leadership

48. A warrantee is a ‘ ^A Customer serviceB
B Service during sales
C Service before sales
D Service after-sales

41. An advantage of a straight commission compensation
plan is

A ‘ It offers fixed salary
B Bonuses will be minimise
C Income is directly related to productivity
D It increase the number of sales force

49. When a company produces and promotes products that
are environmentally friendly and sustainable, it is
practicing

A Environmental marketing
B Green marketing
C Traditional marketing
D Societal marketing42. “Motivating high level selling efforts encourage the

sales success”. Which component is suitable for this
objective?

A Commissions
B Fixed salary
C Bonus
D Benefits

43. The emphasis put on each phase of the selling process
varies according

A Laws and customs
B Seasons and market conditions
C Product and customer
D Geographic and economic factors

50. Define relationship marketing.
A Marketing that focuses on customer

satisfaction
Marketing that focuses on building trust and
loyalty.

C Marketing that focuses on company
satisfaction

D Marketing that is viral

B

END.
GO BACK AND CHECK YOUR WORK.
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