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 Enrolment No/Seat No.: ___________________ 

 

R.N.G.PATEL INSTITUTE OF TECHNOLOGY-RNGPIT 
(An Autonomous Institute U/s UGC Act 1956) 

 

 

MBA SEMESTER-II, SEMESTER END EXAMINATION – WINTER 2025 

SUBJECT CODE:1MB1204  DATE: 22-01-2026 
SUBJECT NAME: MARKETING MANAGEMENT  
TIME: 09:00 AM to 12:00 PM  TOTAL MARKS: 70 

 

Instructions 

1. It is compulsory for students to write Enrolment No. /Seat No. on the question paper. 

2. Write answers of Section A and Section B in separate answer books. 

3. Attempt all questions from both Section A and Section B.  

4. Each section carries 35 marks, with a total of 70 marks for the examination. 

5. The figures to the right of each question indicate full marks, make suitable assumptions with justification.  

6. BL - Bloom’s Taxonomy Levels (R-Remember, U-Understanding, A –Application, N –Analyze, E – 

Evaluate, C -Create), CO - Course Outcomes. 

 

SECTION A 

  Marks BL CO 

Q.1 Multiple-Choice Questions [05]   

 

(a) Which of the following is a psychological factor influencing consumer buying 

behavior? 

1 U 1 

(i)  Culture (ii)  Occupation    

(iii)  Motivation (iv)  Income    

 

(b) Which of these is not part of the 4Ps of marketing? 1 U 1 

(i) Product (ii) Price    

(iii) Promotion (iv) Planning    

 

(c) What is the main purpose of segmentation in marketing? 1 U 2 

(i) To increase costs (ii) To divide products    

(iii) To divide the market into similar groups (iv) To reduce advertisements    

 

(d) Dividing a market based on age and income is called: 1 U 2 

(i) Behavioral segmentation (ii) Demographic segmentation    

(iii) Psychographic segmentation (iv) Geographic segmentation 

 

 

   



Page 2 of 4 

 

 

(e) Positioning helps a brand to: 1 U 2 

(i) Lower taxes (ii) Sell online only    

(iii) Stand out in the market (iv) Avoid advertising    

Q.2 Attempt Any Two  [10]   

 
(a) What are the key factors affecting consumer buying behaviour? Explain with examples 

how psychological and social factors influence purchasing decisions. 

5 U 1 

 (b) Explain the role of packaging in marketing. What are the different types of packaging? 5 R 2 

 

(c) A New brand of sports shoes is struggling to attract young customers. 

Suggest two changes in the marketing mix and one psychological factor they should 

focus on to improve sales. 

5 U 1 

Q.3 Attempt Any Two  [10]   

 
(a) Differentiate between convenience goods, shopping goods, and specialty goods with 

suitable examples. 

5 U 2 

 
(b) What is the STP model in marketing? Explain its three main components with 

examples. 

5 U 2 

 
(c) How does the product mix help in segmentation, targeting, and positioning? Explain 

the four dimensions with examples. 

5 N 2 

Q.4 Attempt Any Two  [10]   

 
(a) What is the marketing mix? Describe the traditional 4 P’s of marketing with relevant 

examples. 

5 U 1 

 
(b) What are the key factors affecting consumer buying behavior? Explain with examples 

how psychological and social factors influence purchasing decisions. 

5 R 1 

 
(c) Describe Porter’s Value Chain Analysis. How do primary and support activities 

contribute to value creation in an organization? 

5 U 1 
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SECTION B 

  Marks BL CO 

Q.5 Multiple-Choice Questions [05]   

 

(a) A company wants to use a self-service platform like an ATM. This is an example of: 1 R 3 

(i)  Hybrid service (ii)  Traditional service    

(iii)  Self-service technology (iv)  E-commerce platform    

 

(b) The final stage of new product development is: 1 R 3 

(i)  Market Testing (ii)  Concept Testing    

(iii)  Commercialization (iv)  Business Analysis    

 

(c) Which of the following is NOT a category of service? 1 U 3 

(i)  Self-service technology (ii)  Hybrid service    

(iii)  Offline social networking (iv)  Online platform    

 

(d) Which strategy would be most effective in building trust in e-services? 1 R 4 

(i)  Reducing website content (ii)  Using identical templates    

(iii)  Enhancing data security and transparent 

policies 

(iv)  Decreasing personalization    

 

(e) Which of the following refers to the price a consumer expects to pay based on past 

experience or market norms? 

1 R 4 

(i)  Discount price (ii)  Reference price    

(iii)  Premium price (iv)  Penetration price    

Q.6 Attempt Any Two  [10] 
  

 
(a) What is brand equity? Explain its components and significance in marketing. 5 R 3 

 
(b) Describe the Customer-Based Brand Equity (CBBE) model developed by Keller. 5 U 3 

 
(c) What are three strategies for differentiating e-services in digital markets? 5 R 3 

Q.7 Attempt Any Two  [10] 
  

 
(a) Explain the concept of reference pricing and its role in consumer psychology. 5 R 4 

 
(b) What are the key decisions involved in designing and managing distribution channels? 5 U 4 

 
(c) What is interactive marketing? Explain its advantages and disadvantages. 5 R 4 

Q.8 Attempt Any Two  [10] 
  

 
(a) Describe the role and importance of marketing channels in distribution. 5 R 3 

 
(b) Define direct marketing. Explain its benefits and different types of channels. 5 R 4 
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(c) Discuss how word-of-mouth influences consumer behavior in digital marketing. 5 U 4 

************** 
 

 


