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PART ONE: TRUE/ FALSE 

Write “True” if the statement  correct and “False” if the statement is in correct   

1. The central question for marketers is; how do consumers respond to various marketing 

stimuli that the company might use. 

2. Consumer purchases are influenced strongly by cultural, social, personal and 

psychological characteristics. 

3. Price is the amount charged for a product or service. 

4. The reseller market consists of people and institutions organizations that buy goods and 

services for the purpose of reselling or renting them to others at a profit. 

5. In a modified rebuy the buyer wants to modify product specifications, prices, terms or 

suppliers. 

6. Through market segmentation, companies divide large, heterogeneous markets into 

smaller segments that can be reached more efficiently with products and services that 

match their unique needs. 

7. A product's position is the place the product occupies in consumers' minds relative to 

competing products. 

8. Product refers to the goods and services offered by the organization. 

9. Impulse goods are purchased with little planning or search effort. 

10. A brand is a name, term, sign, symbol, design or a combination of these, which is used to 

identify the goods or services of one seller or group of sellers and to differentiate them 

from those of competitors. 



PART TWO: MULTIPLE CHOICES 

Choose the best answer from the given alternatives in each question and write your answers in the 

answer sheet attached.  

1. Cultural factors includes all, except 

a. Culture            b. subculture                       c. social class                      d. social factor 

2. People can form different perceptions of the same stimulus because of perceptual 

processes: 

a. Selective attention      b. Selective distortion             c. Selective retention       d. All 

 

3. The major types of industries that make up the producer market are following: 

a. Manufacturing     b. Banking         c. Construction               d. All 

4. ______consists of people and institutions organizations that buy goods and services for 

the purpose of reselling or renting them to others at a profit. 

a. Producer market     b. government market    c. reseller market    d. All 

5. _______ buying situation where the buyer reorders something without any modifications. 

a. Straight rebuy        b. modified rebuy           c. reciprocal rebuy    d. new task 

6. Who participates in the business buying process? 

a. User       b. Influencers              c. Buyers           d. Deciders        e. All 

7. Main influences on business buying behavior includes all, Except 

a. Environmental Factors            c. Organizational Factors 

b. Individual Factors                   d. Interpersonal Factors           e. None 

8. From the following Levels of Market Segmentation which one practices no segmentation 

a.  Mass marketing           b. micro marketing     c. segmented marketing     d. All 

9. All are drawbacks of local marketing, Except 

a. It can drive up manufacturing and marketing costs by reducing economies of scale.  

b. It can also create logistical problems as companies try to meet the varied 

requirements of different regional and local markets.  

c. A brand's overall image may be diluted if the product and message vary in different 

localities. 

d. None 

10. Demographic segmentation consists of dividing the market into groups based on 

variables  

a. Age            b. gender              c. income         d. occupation     e. all  

11. Behavioral Segmentation includes all, Except 

a. Occasion               b. Usage Rate        c. Loyalty Status      d. User Status   e. None 

12. To be useful, market segments must have the following characteristics: 

a. Measurability      b. Accessibility        c. Substantiality      d. Actionability     e. All 

13. Which of the following is not type of consumer good? 

a.  Convenience products b. shopping products   c. specialty products d. Unsought products 

e. All 



14. The product life-cycle has the following distinct stages, Except 

a. Product development   b. Introduction   c. Growth      d. Maturity    e. None 

15. A channel of distribution performs the following functions: 

a. It helps in establishing a regular contact with the customers and provides them the 

necessary information relating to the goods. 

b. It provides the facility for inspection of goods by the consumers at convenient points to     

make  their choice. 

c. It facilitates the transfer of ownership as well as the delivery of goods. 

  d. It helps in financing by giving credit facility. 

e. It assists the provision of after sales services, if necessary. 

f. All 

     16. _____ is a currently accepted or popular style in a given field. 

a. Fads           b. Fashion             c. Brand      d. Discount     

     17. In evaluating different market segments, a firm must look at the following dimensions; 

a. Segment Attractiveness          b. Business Strengths      c. A & B       d. None 

  18. Which one of the following are source of information for consumers? 

a. Personal sources    b. Commercial sources    c. Public sources      d. All 

  19. External factors that affect pricing decisions include; 

a. The Nature of the Market and Demand 

b. Competition 

c. Economic conditions 

d. All 

 20. Which one is best pricing approach? 

a. Cost-based approach (cost-plus pricing and break-even analysis) 

b. The buyer-based approach (perceived-value pricing); and  

c. The competition-based approach 

d. None 

 

Part three: Blank space: write an answer based on each question  

1. ___________ is the activities a person is expected to perform according to the people around 

him or her. Status is the general esteem given to a role by society. 

2. __________ buying behavior occurs under conditions of low consumer involvement and little 

significant brand difference. 

3. _________ consists of all the individuals and organizations who acquire goods and services that 

enter into the production of other goods and services that are sold, rented, or supplied to others. 

4. _________ Segmentation consists of dividing the market into groups based on variables such as 

age, gender, family size, family life cycle, income, occupation, education, religion, race and 

nationality. 

5. ________ People who have formal or informal power to select or approve the final suppliers. 

 

 



Part four: short answer part  

Write a short answer clearly for each question given below (2.5 each) 

 

1. List and explain the Types of Buying Decision Behavior? 

2. Describe the organizational/business market major categories? 

3. Precisely explain the levels of Market Segmentation? 

4. Shortly explain the four ps( marketing mix) ? 

Part five: work out (5 point) 

Given  

Variable cost $10 

Fixed cost $300,000 

Expected unit sales 50,000 

20 per cent mark up 

 Find  

1. Using Cost plus pricing illustrate mark-up pricing? 

2. Using Break even analysis find break even volume? 

  

  

  

  

  

  

  

  

  

  

  



AAnnsswweerr  SShheeeett    

 

Short Answer  

 

True/ False Item 
Questions (10%) 

Choose part  Fill in the blank  

No. True/False 
Item 

No. Choose  No. Choose  NO. Choose  

1  1  11  11 

2  2  12  12 

3  3  13  13 

4  4  14  14 

5  5  15  15 

6  6  16    

7  7  17    

8  8  18    

9  9  19    

10  10  20    


