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GENERAL INSTRUCTIONS:
1. Please read the instructions carefully.
2. This question paper contains 24 questions in two sections - Section A & Section B.
3. Section A has Objective Type questions whereas Section B contains Subjective type questions.
4.All questions of a particular section must be attempted in the correct order.
5.SECTION A – OBJECTIVE TYPE QUESTIONS (30 MARKS):
i.This section has 06 questions.
ii.There is no negative marking.
[bookmark: _GoBack]iii.Do as per the instructions given.
iv.Marks allotted are mentioned against each question/part.
6.SECTION B – SUBJECTIVE TYPE QUESTIONS (30 MARKS): 
i.This section contains 18 questions.
ii.A candidate has to do 11 questions.
iii.Do as per the instructions given.
iv.Marks allotted are mentioned against each question/part.

	
	SECTION A: OBJECTIVE TYPE QUESTIONS
	Marks

	Q.1
	Answer any 4 out of the given 6 questions on Employability Skills (1*4 = 4 Marks)

	

	i
	Which type of sentence is the following?
“Where are you going?”
A. Interrogative
B. Assertive
C. Imperative
D. Exclamatory
	1

	ii
	Riya is a Grade 12 student who repeatedly checks whether the classroom door is locked, even after confirming it several times. She feels very anxious if she does not check it again and again. This behaviour affects her studies and daily activities. Which condition is Riya most likely experiencing?
A. Obsessive-Compulsive Disorder (OCD)
B. Time Management
C. Effective Communication
D. Self-Motivation

	1

	iii
	Meera always tries to be the centre of attention during school activities. She often behaves dramatically and exaggerates her achievements so that others will notice her. She becomes upset when people do not praise her and is extremely sensitive to criticism. She is also easily influenced by the opinions of her friends. Which personality disorder does Meera’s behavior indicate?
A. Antisocial Personality Disorder
B. Borderline Personality Disorder
C. Histrionic Personality Disorder
D. Narcissistic Personality Disorder

	1

	iv
	The Government of India launched the _____________________________ in June 2008 to deal with climate change and related issues.

	1

	v
	___________________set up by the government, can be utilized to provide support activities like technology dissemination, training awareness to the local youth and farmers for collection, storage and reuse of agro-waste.

	1

	vi
	Which of the following is characterized by an extreme feeling of self-importance?

A. Narcissistic personality disorder
B. Borderline personality disorder
C. Dependent personality disorder
D. None of the above

	1

	Q.2
	Answer any 5 out of the given 7 questions (1*5 = 5 Marks)

	

	i
	Which of the following is a marketing strategy used by a company during the Maturity Stage of the Product Life Cycle?

A. Creating awareness about the product for the first time
B. Modifying the market, product and marketing mix to face competition
C. Stopping all marketing activities
D. Immediately withdrawing the product from the market

	1

	ii
	A company manufactures packaged food products and wants to make them available to customers across different cities. Instead of selling directly to consumers, it appoints wholesalers and retailers who help move the products from the manufacturer to the final consumers.Which element of the marketing mix is primarily concerned with this decision?
A. Product – deciding the features and quality of the product
B. Price – deciding the amount to be charged from customers
C. Place – selecting appropriate channels of distribution to make the product available to consumers
D. Promotion – communicating the benefits of the product to customers

	1

	iii
	List the two examples of Psychological Pricing.

	       1

	iv
	________________ is the brand mark/symbol and an essential aspect of the product, extending its support to the brand effectively.

A.The Brand Name
B.The Brand Mark
C.The Logo
D.Trademark

	1

	v
	A large automobile company launches a new car and advertises it through television, newspapers, radio and billboards to reach a large number of people across the country. The company wants to create widespread awareness about the new model.Which type of promotional approach is being used?
A. BTL Promotion
B. ATL Promotion
C. Personal Selling
D. Direct Marketing

	       1

	vi
	This concept has four elements: Payment, non-personal, Identifiable source, and Ideas, products and services. Identify the concept.


	1

	vii
	He/She is an independent individual or company whose main function is to act as the primary selling arm of the producer and represent the producer to users. They are called as ______________________.

	1

	Q.3
	Answer any 6 out of the given 7 Questions (1*6 = 6 Marks)
	

	i
	Packaging is an important component of a product as an attractive pack is the most important factor in impulse purchases. It is an essential tool for two categories of people – first, ___________________ and second, __________________.

	1

	ii
	The term _________________ refers to the route taken by goods as they flow from the Manufacturer to the consumer.
A. Transportation
B. Sorting
C.Channel of Distribution
D.Place and Distribution

	1

	iii
	Today, many companies from different countries try to improve their image through Trade Fairs. This is an example of __________.
A. Advertising
B. Sales Promotion
C. Public Relations
D. Hybrid Sales Promotion

	1

	iv
	List any(1) disadvantage of demand-based pricing.


	1

	v
	The prices of one or a few items may be cut temporarily to attract customers. Such 
products are called________________________.

A. loss leaders 
B. everyday low pricing 
C. follow the leader pricing 
D. discriminatory  

	1

	vi
	If the fixed expenses of a production unit are Rs. 90,000, the variable cost per unit is Rs. 20, and the selling price per unit is Rs. 35, find the BEP quantity.
A. 4,500 units
B. 6,000 units
C. 7,500 units
D. 9,000 units

	1

	vii
	One of the following is not true about shopping goods. 

A. They are durable in nature.  
B. They have high unit price and profit margin.  
C. The customer spends adequate time and compares products before making the 
final purchase.  
D. In certain cases, the companies may lease out the products rather than purchasing them due to high costs

	1

	Q.4
	Answer any 5 out of the given 6 Questions (1* 5 = 5 Marks)

	

	i
	Factors pertaining to product that affect the channel of distribution are _____________.

A. Price, Perishability, size and weight 
B. Design, comfort, size 
C. After sales services and technical nature 
D. Both a) & c)

	1

	ii
	The advantage of competitive pricing is that it avoids ____________________ that can damage the company.

	1

	iii
	True or False : To flaunt their status consumers generally buy cheaper goods.

	1

	iv
	Which of the following correctly differentiates between Regularly Unsought Products and New Unsought Products?
A. Regularly unsought products are newly introduced, while new unsought products already exist in the market.
B. Regularly unsought products are purchased frequently, while new unsought products are purchased regularly.
C. Regularly unsought products exist but consumers do not currently want to purchase them, whereas new unsought products require marketers to create awareness and stimulate demand.
D. Both regularly unsought and new unsought products are products that consumers purchase regularly.

	1

	v
	___________________________like other marketing activities is more than a century old. It entered the oxford Dictionary around 1930.

	1

	vi
	Which of the following best describes Capital Items?
A. Goods purchased by consumers for personal use
B. Raw materials used directly in manufacturing
C. Goods such as tools, machines and computers used in producing finished goods
D. Goods purchased only for resale to final consumers.

	1

	Q.5
	Answer any 5 out of the 6 Questions (1 * 5 = 5 Marks)

	

	i
	In _______________________, middlemen procure supplies of goods from a
variety of sources, which is often not of same quality, nature and size and groups them in homogenous groups.
A. Sorting
B. Assembling
C. Transportation
D. Both B and C
	1

	ii
	List any (2) limitations of Magazine Advertising 

	      1

	iii
	‘Breaking the bulk’ is function of ____________________________.

A. Wholesaler
B. Retailer
C.Both
D.None
	1

	iv
	Mention any two qualities of the fifth “P” of marketing mix.

	1

	v
	Push strategy of promotion is more appropriate when:
A. There is no brand loyalty
B. There is moderate brand loyalty
C. There is low brand loyalty
D. There is high brand loyalty

	1

	vi
	Generally pricing can be put into following four categories, Name (any 2)

	1

	Q.6
	Answer any 5 out of the given 6 Questions (1*5 =5 Marks)

	

	i
	What are Sweepstakes?

	1

	ii
	The package performs three essential roles, List any two


	1

	iii
	 Attractive packaging is an also an efficient point of purchase (POP), and stimulates ____________________for sales.

	1

	iv
	The price setting method which most closely corresponds to the concept of product positioning is: 
A. Cost-Plus Pricing 
B. Going rate pricing 
C. Perceived Value Pricing 
D. Psychological Pricing 

	1

	v
	Dell Computers was founded by a college freshman Michael Dell. By 1985, the
company had developed its unique strategy of offering ‘made to order’. Along with a superior supply chain and innovative manufacturing, unique distribution strategy adopted by the company acted as a differentiator. Identifying and capitalizing on an emerging market trend. Dell became a strong seller, by using mail-order systems before the spread of the internet. After the internet became more mainstream, an online sales platform was also established. Early on in the internet era, Dell began providing order status reports and technical support to their customers online. Through careful analysis of the target market, a study of available channel options and effective use of a novel idea, Dell computers managed to reach early success in its industry. Identify the type of channel used by Dell Computers.


	1

	vi
	What is Resale Price Maintenance?
A. A policy where the manufacturer allows distributors to sell the product at any price
B. A policy where the manufacturer reduces the price below the production cost.
C. A policy where the manufacturer fixes the minimum price below which the product should not be sold by distributors.
D. A policy where consumers decide the final selling price.

	1

	
	SECTION B: SUBJECTIVE TYPE QUESTIONS
	

	
	Answer any 3 out of the given 5 questions on Employability Skills (2 x 3 = 6 marks) Answer each question in 20 – 30 words.

	

	Q.7
	Arun prefers to spend most of his time alone. He does not show much interest in making friends or developing close relationships. Even when his classmates invite him to social activities, he prefers to stay by himself. He appears emotionally cold and spends a lot of time in his own thoughts and imagination. Identify and explain the personality disorder described in the case.

	2

	Q.8
	Explain Intrinsic and Extrinsic Motivation with an example. 

	2

	Q.9
	State any 2 elements of a communication cycle.

	2

	Q.10
	Explain the first four stages of active listening 

	2

	Q.11
	List (any 2) Green jobs in Appropriate Technology

	2

	
	Answer any 3 out of the given 5 questions in 20 – 30 words each (2 x 3 = 6 marks)

	

	Q.12
	Define RPO’s 
a.Cash Rebates
b.Cash Share-out


	2

	Q.13
	List any (2) advantages of the pricing method where customer demand sets up the price of a product in the market.


	2

	Q.14
	Define E-Commerce

	2

	Q.15
	Organise the following products under different categories of consumer goods by preparing a flow chart  

a) Bread 
b) Watches 
c) Paintings 
d) Jewellery
 
	2

	Q.16
	Promotion is a fact of life and is essential for every business. Explain any (2) Merits of Promotion.

	2

	
	Answer any 2 out of the given 3 questions in 30– 50 words each (3 x 2 = 6 marks)

	

	Q.17
	Explain the three types of Prize Promotions 

	3

	Q.18
	At this stage, the product has been launched successfully with the sales beginning to increase rapidly in this stage, as new customers enter the market and old customers make repeat purchases. Identify the stage and list any (2) strategies used in this stage.

	3

	Q.19
	Enumerate any (3) factors pertaining to the company while selecting the channel of distribution.

	3

	
	Answer any 3 out of the given 5 questions in 50– 80 words each (4 x 3 = 12 marks)

	

	Q.20
	This method of pricing is most common and is desirable when sales volume of the
product is very sensitive to price, when a large volume of sales is to be affected, when
product faces a threat from competitors and when stability of price is sought for. Explain any (4) conditions favouring this type of pricing policy.

	4

	Q.21
	Explain any (4) Objectives of Sales Promotion.
	4

	Q.22
	Enumerate any (4) features of the products that are used as inputs to produce consumer products. 

	4

	Q.23
	You are leading manufacturer of consumer durables like washers, dryers, refrigerators, and air conditioners. Explain any (4) factors that will guide you in selecting the route to sell your products if the Middlemen are to be focused. 

	4

	Q.24
	When people think of out-of-home advertising they usually think of colourful billboards along the streets and highways. Included in the out-of-home classification, however, are benches, posters, signs and transit advertising (advertising on buses, subways, metros, taxicabs and trains). List any (2) Merits and (2) Demerits of OOH Advertising.

	      4
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