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1. iz'u&iqfLrdk dks rc rd u [kksysa tc rd vkils

dgk u tk,A

2. iz'u&iqfLrdk esa 100 iz'u gSaA ijh{kkFkhZ dks 75

iz'uksa dks dsoy nh xbZ OMR vkUlj&'khV ij gh

gy djuk gS] iz'u&iqfLrdk ij ughaA lHkh iz'uksa

ds vad leku gSaA

3. iz'uksa ds mÙkj vafdr djus ls iwoZ iz'u&iqfLrdk

rFkk OMR vkUlj&'khV dks lko/kkuhiwoZd ns[k

ysaA nks"kiw.kZ iz'u&iqfLrdk ftlesa dqN Hkkx Nius

ls NwV x, gksa ;k iz'u ,d ls vf/kd ckj Ni x,

gksa ;k mlesa fdlh vU; izdkj dh deh gks] mls

rqjUr cny ysaA
4. iz'u&iqfLrdk esa izR;sd iz'u ds pkj lEHkkfor

mÙkj& A, B, C ,oa D gSaA ijh{kkFkhZ dks mu pkjksa
fodYiksa esa ls lgh mÙkj Nk¡Vuk gSA mÙkj dks
OMR mÙkj&i=d esa lEcfU/kr iz'u la[;k esa
fuEu izdkj Hkjuk gS %
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1. Marketing Myopia means :

(A) To understand customer needs

(B) To sell products at less cost

(C) Consider only selling products and

ignoring customer needs

(D) None of the above

2. ........... is a short, striking and memorising

phrase used in advertising.

(A) Slogan

(B) Mission

(C) Vision

(D) Brand Image

3. Digital Marketing includes all, except :

(A) SEO

(B) PPC

(C) Content Marketing

(D) Bill Boards

4. Brand Loyalty means the customers :

(A) change Brand frequently

(B) do not know the brand

(C) buy same brand repeatedly

(D) buy the cheapest product

5. If customers recognise a brand when they

see its logo or packaging, it is :

(A) Brand Loyalty

(B) Brand Awareness

(C) Brand Preference

(D) Brand Unawareness

1. ekdsZfVax ek;ksfi;k ls rkRi;Z gS %

(A) xzkgd vko';drkvksa dks le>uk

(B) de dher ij mRikn cspuk

(C) dsoy oLrqvksa dks cspus ij /;ku

nsuk] xzkgd vko';drk dks utjvankt

djuk

(D) mijksDr esa ls dksbZ ugha

2. ------------ ,d okD;ka'k gS] tks foKkiu esa

iz;qDr gksus okyk NksVk] vkd"kZd ,oa ;kn

j[kus ;ksX; gksrk gSA

(A) Lyksxu

(B) fe'ku

(C) fot+u

(D) czkaM Nfo

3. fMftVy ekdsZfVax eas lHkh lfEefyr gSa] flok; %

(A) SEO

(B) PPC

(C) dUVsUV foi.ku

(D) fcycksMZ

4. czkaM yk;YVh ls rkRi;Z gS] xzkgd %

(A) ckj&ckj czkaM cnyrs gSa

(B) czkaM dks ugha tkurs

(C) ckj&ckj ,d gh czkaM [kjhnrs gSa

(D) lcls lLrk mRikn [kjhnrs gSa

5. ;fn xzkgd fdlh czkaM dks mldk yksxks ;k

iSdsftax ns[k dj igpku ysrs gSa] -------

dgykrk gSA

(A) czkaM yk;YVh

(B) czkaM tkx:drk

(C) czkaM izkFkfedrk

(D) czkaM vtkx:drk

[P.T.O.]
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6. Government Policy of Minimum support

price is ............. policy.

(A) Price Skimming

(B) Competition Pricing

(C) Price Ceiling

(D) Price Floor

7. Introduction of New product at a higher price

to get benefit of maximum price is .........

policy.

(A) Price Skimming

(B) Price Floor

(C) Price Ceiling

(D) Competitive Pricing

8. ........... is the most important factor affecting

pricing decision.

(A) Cost

(B) Competition

(C) Government Policy

(D) Demand

9. In India, a brand receives legal protection

under :

(A) Trade and Merchandise Act, 1956

(B) Trade and Merchandise Marks Act,

1958

(C) Trade and Merchandise Act, 1948

(D) None of the above

10. Which function ensures continuous supply

of goods to the market ?

(A) Advertising

(B) Selling

(C) Warehousing

(D) Branding

6. ljdkj dh U;wure leFkZu ewY; uhfr]-----

uhfr dk mnkgj.k gSA

(A) izkbl fLdfeax

(B) izfr;ksfxrk ewY; fu/kkZj.k

(C) dher lhek

(D) izkbl ¶yksj

7. ubZ oLrq ds izos'k ds le; vf/kdre ewY; ds

}kjk ykHk ds mn~ns'; ls mPp dher izkIr

djuk] ------ uhfr dk mnkgj.k gSA

(A) izkbl fLdfeax

(B) izkbl ¶yksj

(C) dher lhek

(D) izfr;ksfxrk ewY; fu/kkZj.k

8. ewY; fu/kkZj.k fu.kZ; dks izHkkfor djus okyk

lcls egRoiw.kZ dkjd -------- gSA

(A) ykxr

(B) izfr;ksfxrk

(C) ljdkjh uhfr

(D) ek¡x

9. Hkkjr esa fdlh czkaM dks fof/kd lqj{kk -----

ds vUrxZr izkIr gksrh gSA

(A) Trade and Merchandise Act, 1956

(B) Trade and Merchandise Marks Act,

1958

(C) Trade and Merchandise Act, 1948

(D) mijksDr esa ls dksbZ ugha

10. cktkj esa oLrqvksa dh fujarj vkiwfrZ dkSu&lk

Qyu lqfuf'pr djrk gS\

(A) foKkiu

(B) foØ;

(C) HkaMkj.k

(D) czkafMax
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11. SEO ls rkRi;Z gS %

(A) Standard Engine Organisation

(B) Search Engine Organisation

(C) Search Engine Optimisation

(D) Standard Engine Optimisation

12. jsfM¶Q rFkk ;kgw ------ ds mnkgj.k gSaA

(A) bZ&esy

(B) osc ist

(C) osc lkbV

(D) lpZ batu

13. PPC ls rkRi;Z gS %

(A) Present  Per Click

(B) Pay Per Click

(C) Paid Per Click

(D) People Per Click

14. i;kZoj.k vuqdwy oLrqvksa rFkk lsokvksa dk

mRiknu dgykrk gS %

(A) izR;{k foi.ku

(B) fMftVy foi.ku

(C) gfjr foi.ku

(D) mijksDr esa ls dksbZ ugha

15. xzkeh.k foi.ku ds vUrxZr pkj 'A' ls rkRi;Z gS%

(A) Affordable, Achievable, Adoption,

Awareness

(B) Affordable, Approachable,

Available , Awareness

(C) Affordability, Availability,

Acceptability , Awareness

(D) mijksDr esa ls dksbZ ugha

11. SEO stands for :

(A) Standard Engine Organisation

(B) Search Engine Organisation

(C) Search Engine Optimisation

(D) Standard Engine Optimisation

12. Rediff and Yahoo are examples of :

(A) E-mail

(B) Web Page

(C) Website

(D) Search Engine

13. PPC refers to :

(A) Present  Per Click

(B) Pay Per Click

(C) Paid Per Click

(D) People Per Click

14. Producing Eco-friendly goods and

services is :

(A) Direct Marketing

(B) Digital Marketing

(C) Green Marketing

(D) None of the above

15. Four ‘A’ of Rural Marketing are :

(A) Affordable, Achievable, Adoption,

Awareness

(B) Affordable, Approachable,

Available , Awareness

(C) Affordability, Availability,

Acceptability , Awareness

(D) None of the above

[P.T.O.]
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16. A Box containing Hair oil bottle is an

example of :

(A) Primary Packaging

(B) Secondary Packaging

(C) Transport Packaging

(D) None of the above

17. USP in Marketing refers to :

(A) Unique Selling Point

(B) Unique Selling Preposition

(C) Unique Sales Preposition

(D) Unique Sales Point

18. .............. goods are purchased frequently

with minimum effort.

(A) Industrial

(B) Speciality

(C) Convenience

(D) Shopping

19. Niche Marketing means marketing :

(A) to the entire market

(B) to a small and specific segment

(C) without segmentation

(D) Only through online platform

20. Marketing Myopia was introduced by :

(A) Theodore Levitt

(B) Philip Kotler

(C) Pyle

(D) Paul Mazur

16. ,d ckWDl ftlesa ds'k rsy dh cksry gksrk gS]

------- dk mnkgj.k gSA

(A) izkFkfed iSdsftax

(B) f}rh;d iSdsftax

(C) ;krk;kr iSdsftax

(D) mijksDr eas ls dksbZ ugha

17. foi.ku esa USP ls rkRi;Z gS %

(A) Unique Selling Point

(B) Unique Selling Prepositon

(C) Unique Sales Preposition

(D) Unique Sales Point

18. ---------- mRikn vDlj U;wure iz;kl ls

[kjhns tkrs gSaA

(A) vkS|ksfxd

(B) fof'k"V

(C) lqfo/kk

(D) 'kkfiax

19. uh'k foi.ku ls vFkZ gS %

(A) iwjs cktkj dks yf{kr djds foi.ku

(B) NksVs vkSj fo'ks"k cktkj [k.M dks

foi.ku

(C) fcuk foHkktu ds foi.ku

(D) dsoy vkWuykbu IysVQkeZ ds ek/;e

ls foi.ku

20. foi.ku ek;ksfi;k ------}kjk izLrqr fd;k

x;kA

(A) Fkh;ksMksj ysfoV

(B) fQfyi dksVyj

(C) ikbZys

(D) ikWy etwj
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21. foKkiu dk eq[; mn~ns'; gS %

(A) dher fu/kkZj.k j.kuhfr

(B) mRiknksa dh fcØh

(C) HkaMkj izca/ku

(D) xzkgdksa dks tkudkjh nsuk] izsfjr djuk

vkSj ;kn fnykuk

22. ---------- ,d nks&rjQk lapkj gSA

(A) O;fDrxr foØ;

(B) foØ; lao/kZu

(C) foKkiu

(D) lkoZtfud lEcU/k

23. -------- cM+h la[;k esa n'kZdksa rd igq¡pus ds

fy, lcls ykxr&dq'ky gSA

(A) lkoZtfud lEcU/k

(B) foKkiu

(C) O;fDrxr foØ;

(D) foØ; lao/kZu

24. DAGMAR  ekWMy lEcfU/kr gS %

(A) foKkiu ls

(B) izLrqfrdj.k ls

(C) foØ; lao/kZu ls

(D) u, mRikn dh izLrqfr ls

25. Wal-Mart---------- dk ,d mnkgj.k gSA

(A) vkS|ksfxd forjd

(B) ,tsUV

(C) QqVdj foØsrk

(D) Fkksd foØsrk

21. Advertising primarily aims at :

(A) Pricing strategy

(B) Selling of products

(C) Managing inventory

(D) Informing, Persuading and

reminding customers

22. ______is a two-way communication.

(A) Personal Selling

(B) Sales Promotion

(C) Advertising

(D) Public Relations

23. _____ is most cost-effective for reaching a

large audience.

(A) Public Relations

(B) Advertising

(C) Personal Selling

(D) Sales Promotion

24. DAGMAR Model is related to :

(A) Advertisement

(B) Presentation

(C) Sales Promotion

(D) Introducing a new product

25. Wal-Mart is an example of :

(A) Industrial Distributor

(B) Agent

(C) Retailers

(D) Wholesalers

[P.T.O.]
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26. dkSu&lk foKkiu VsªsUM Alexa ;k Siri tSls

vflLVsaV ij vk/kkfjr gS\

(A) fizaV ekdsZfVax

(B) Vsyh ekdsZfVax

(C) vkmVMksj ,MojVkbftax

(D) okWbl lpZ ekdsZfVax

27. gkbij&ilZuykbts'ku ds vUrxZr foi.ku esa

-------- dk mi;ksx fd;k tkrk gSA

(A) fcx MsVk rFkk AI

(B) jSaMe lans'k

(C) lkekU; foKkiu

(D) dsoy ikjEifjd ehfM;k

28. ---------- ǹf"Vdks.k uSfrd rFkk fVdkÅ izFkkvksa

ij tksj nsrk gSA

(A) O;kid foi.ku

(B) vkØked foi.ku

(C) lrr foi.ku

(D) izkbl fLdfeax

29. ekdsZfVax esa AI&tfur daVsUV dk mi;ksx eq[;r%

fdl fy;s gksrk gS\

(A) v[kckj Nkiuk

(B) rsth ls daVsUV cukuk

(C) eSuqvy foKkiu

(D) Vsyh foi.ku

30. vkiwfrZ Ükà[kyk izca/ku dk dk;Z gS %

(A) xq.koÙkk esa lq/kkj

(B) ykHk vtZu esa lq/kkj

(C) mRiknu Lrj esa o`f)

(D) ekax rFkk iwfrZ izcU/ku dk ,dhdj.k

26. Which Marketing Trend focuses on

assistants like Alexa or Siri?

(A) Print Marketing

(B) Telemarketing

(C) Outdoor Advertising

(D) Voice Search Marketing

27. Hyper-Personalization in marketing uses :

(A) Big data and AI

(B) Random Messaging

(C) Generic Advertising

(D) Traditional Media Only

28. _____ approach emphasizes ethical and

sustainable practices.

(A) Mass Marketing

(B) Aggressive Marketing

(C) Sustainable Marketing

(D) Price Skimming

29. AI – Generated content in marketing is

mainly used for :

(A) Printing Newspapers

(B) Faster Content Creation

(C) Manual Advertising

(D) Telemarketing

30. The Function of supply chain management

is to :

(A) Improve quality

(B) Improve profit-making

(C) Increase production level

(D) Integration of supply and demand

management
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31. Marketing intermediaries help company

to :

(A) Produce goods

(B) Promote and distribute products

(C) Control government

(D) Increase taxes

32. A Firm's Internal Departments such as :

Finance, HR, and Production are parts of :

(A) Political Environment

(B) Macro Environment

(C) Micro Environment

(D) Cultural Environment

33. Reduction in price for early payment is

called :

(A) Trade Discount

(B) Cash Discount

(C) Seasonal Discount

(D) Promotional Discount

34. Setting a low price to attract a large number

of customers is called :

(A) Price Penetration policy

(B) Price Skimming policy

(C) Premium Pricing policy

(D) Competition Pricing policy

35. Maximum Price Policy in case of Products

like LPG, Petrol, and Diesel by Government

is :

(A) Price Floor Policy

(B) Penetration Pricing Policy

(C) Price Ceiling Policy

(D) Price Skimming Policy

31. foi.ku e/;LFk --------- esa dEiuh dh enn

djrs gSaA

(A) oLrqvksa ds mRiknu

(B) mRiknksa ds izpkj vkSj forj.k

(C) ljdkj dks fu;af=r djus

(D) dj c<+kus

32. fdlh dEiuh ds vkarfjd foHkkx tSls foÙk]

ekuo lalk/ku rFkk mRiknu ------ dk Hkkx

gksrs gSaA

(A) jktuhfrd i;kZoj.k

(B) O;kid i;kZoj.k

(C) lw{e i;kZoj.k

(D) lkaLd`frd i;kZoj.k

33. tYnh Hkqxrku djus ij nh tkus okyh NwV

dgykrh gS %

(A) O;kikfjd NwV

(B) udn NwV

(C) ekSleh NwV

(D) izpkjkRed NwV

34. vf/kd xzkgdksa dks vkdf"kZr djus ds fy;s de

dher r; djuk dgykrk gS%

(A) izos'kd ewY; uhfr

(B) eykbZ mrkjus okyh ewY; uhfr

(C) izhfe;e ewY; fu/kkZj.k uhfr

(D) izfr;ksfxrk ewY; fu/kkZj.k uhfr

35. ,yihth] isVªksy rFkk Mhty tSls mRiknksa ds

lEcU/k esa vf/kdre ewY; uhfr] ljdkj dh

,d ------ uhfr gSA

(A) izkbl ¶yksj

(B) izos'k ewY; fu/kkZj.k

(C) dher lhek

(D) izkbl fLdfeax

[P.T.O.]
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36. ................. used to manage stock levels.

(A) Market Research

(B) Inventory Control

(C) Advertising

(D) Sales Promotion

37. Which distribution strategy involves keeping

minimum inventory levels?

(A) JIT System

(B) Bulk Storage System

(C) Mass Production System

(D) Centralised Marketing System

38. Logistic management in marketing mainly

deals with :

(A) Designing Products

(B) Recruiting employees

(C) Determining product quality

(D) Planning, implementing and

controlling the flow of goods

39.  Michael Porter is best known for :

(A) Marketing Myopia

(B) Competitive strategy and five forces

model

(C) 4P's of Marketing

(D) Customer Relationship

Management

40. _____is a component of promotion mix.

(A) Packaging

(B) Product Planning

(C) Public Relations

(D) Pricing

36. --------- LVkWd Lrj dks izcaf/kr djrk gSA

(A) cktkj vuqla/kku

(B) HkaMkj fu;a=.k

(C) foKkiu

(D) foØ; lao/kZu

37. dkSu&lh forj.k iz.kkyh U;wure LVkWd Lrj

cuk, j[kus ls lEcfU/kr gS\

(A) JIT iz.kkyh

(B) Fkksd HkaMkj.k iz.kkyh

(C) lkewfgd mRiknu iz.kkyh

(D) dsUnzhÑr foi.ku iz.kkyh

38. foi.ku esa ykWftfLVd izca/ku eq[; :i ls

fdlls lEcfU/kr gS\

(A) mRiknksa ds fMtkbu ls

(B) deZpkfj;ksa dh HkrhZ ls

(C) mRikn dh xq.koÙkk r; djus ls

(D) oLrqvksa ds izokg dh ;kstuk] dk;kZUo;u

vkSj fu;a=.k ls

39. ekbdy iksVZj lcls vf/kd----- ds fy;s tkus

tkrs gSaA

(A) foi.ku ek;ksfi;k

(B) izfrLi/khZ j.kuhfr ,oa ik¡p cyksa dk ekWMy

(C) foi.ku ds 4P

(D) xzkgd lEcU/k izca/ku

40. --------- izkseks'ku feJ.k dk ,d ?kVd gSA

(A) iSdsftax

(B) mRikn ;kstuk

(C) lkoZtfud lEcU/k

(D) dher fu/kkZj.k
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41. Retail supply chain includes all, except  :

(A) Distributors

(B) Regulators

(C) Manufactuers

(D) Retailers

42. Good marketing is not an accident but a

result of careful planning and .............. .

(A) Promotion

(B) Selling

(C) Policies

(D) Execution

43. Advertising is a form of..............

communication.

(A) Personal

(B) Non-Personal

(C) Direct

(D) Internal

44. ____is not a traditional promotion technique.

(A) Newspaper

(B) Television

(C) Social Media

(D) Personal Selling

45. Hoarding and Billboards are the  examples

of .............. .

(A) Digital Marketing

(B) Direct Marketing

(C) Online Promotion

(D) Outdoor Marketing

41. QqVdj vkiwfrZ Ük`a[kyk ds vUrxZr lHkh vkrs

gSa] flok; %

(A) forjd ds

(B) fu;ked ds

(C) fuekZrk ds

(D) QqVdj foØsrk  ds

42. vPNk foi.ku dksbZ nq?kZVuk ugha gS] cfYd

lkoËkkuhiwoZd ;kstuk vkSj-----dk ifj.kke gSA

(A) lao/kZu

(B) foØ;

(C) uhfr

(D) fu"iknu

43. foKkiu ---------- lapkj dk :i gSA

(A) O;fDrxr

(B) xSj O;fDrxr

(C) izR;{k

(D) vkarfjd

44. -----------ikjEifjd izpkj rduhd ugha gSA

(A) lekpkj i=

(B) Vsyhfot+u

(C) lks'ky ehfM;k

(D) O;fDrxr foØ;

45. gksfMZax vkSj fcycksMZ ------ ds mnkgj.k gSaA

(A) fMftVy foi.ku

(B) izR;{k foi.ku

(C) vkWuykbu izpkj

(D) vkmVMksj foi.ku

[P.T.O.]
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46. ............ is the stage superior to brand

preference.

(A) Brand Loyalty

(B) Brand Awareness

(C) Brand Recognition

(D) Brand Unawareness

47. The Marketing Communication Mix of

company is also called :

(A) Promotion Mix

(B) Sales

(C) Advertising

(D) Image Mix

48. A retailer is an example of ....... element of

Place Mix.

(A) Branding

(B) Pricing

(C) Intermediary

(D) Promotion

49. INS refers to :

(A) Indian Newspaper Services

(B) Indian National Services

(C) Indian Newspaper Society

(D) None of the above

50. A container along with a product is an

example of .......... technique.

(A) Salesmanship

(B) Publicity

(C) Advertising

(D) Sales Promotion

46. ----------- fLFkfr czkaM izkFkfedrk ls csgrj

gksrh gSA

(A) czkaM yk;YVh

(B) czkaM tkx:drk

(C) czkaM dh igpku

(D) czkaM vtkx:drk

47. dEiuh ds ---------- dks foi.ku lapkj feJ.k

Hkh dgk tkrk gSA

(A) lao/kZu feJ.k

(B) foØ;

(C) foKkiu

(D) Nfo feJ.k

48. ,d QqVdj foØsrk LFkku feJ.k ds --------

rRo dk mnkgj.k gSA

(A) czkafMax

(B) ewY; fu/kkZj.k

(C) e/;LFk

(D) lao/kZu

49. INS ls rkRi;Z gS %

(A) Indian Newspaper Services

(B) Indian National Services

(C) Indian Newspaper Society

(D) mijksDr esa ls dksbZ ugha

50. mRikn ds lkFk fn;k tkus okyk ik= ------

rduhd dk mnkgj.k gSA

(A) foØ; dyk

(B) izpkj

(C) foKkiu

(D) foØ; lao/kZu



C010402T-B/2585 (  13  )

51. ............ factor is not a part of PESTLE

analysis.

(A) Economic

(B) Ethical

(C) Political

(D) Environmental

52. A product can be a /an :

(A) Tangible good

(B) Intangible good

(C) Idea

(D) All of the above

53. ........... is not a function of  marketing.

(A) Buying

(B) Selling

(C) Manufacturing

(D) Transportation

54. Market Research helps in:

(A) Understanding Customer Needs

(B) Increasing Cost

(C) Reducing Sales

(D) Eliminating Promotion

55. The process of moving goods from

producer to consumer is called :

(A) Pricing

(B) Distribution

(C) Promotion

(D) Packaging

51. ---------dkjd PESTLE fo'ys"k.k dk Hkkx

ugha gSA

(A) Economic

(B) Ethical

(C) Political

(D) Environment

52. ,d mRikn gks ldrk gS %

(A) ewrZ oLrq

(B) vewrZ oLrq

(C) fopkj

(D) mijksDr lHkh

53. ------- foi.ku dk dk;Z ugha gSA

(A) Ø;

(B) foØ;

(C) fofuekZ.k

(D) ifjogu

54. cktkj 'kks/k lgk;d gS %

(A) xzkgd vko';drkvksa dks le>us esa

(B) ykxr c<+kus esa

(C) fcØh ?kVkus esa

(D) lao/kZu lekIr djus esa

55. mRiknd ls miHkksDrk rd oLrqvksa dks igq¡pkus

dh izfØ;k dgykrh gS %

(A) ewY; fu/kkZj.k

(B) forj.k

(C) izpkj

(D) iSdsftax

[P.T.O.]
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56. Paul Mazur defines and introduced ……….

approach of Marketing.

(A) Buying and Selling

(B) Need

(C) Standard of living

(D) None of the above

57. External Marketing Environment includes:

(A) Political factors

(B) Economic factors

(C) Technological factors

(D) All of the above

58. In ………. concept  of marketing, the main

aim is to reduce cost of production.

(A) Product

(B) Production

(C) Selling

(D) Social

59. For services, marketing mix has……..

elements.

(A) 4

(B) 5

(C) 6

(D) 7

60. ………… introduced 4P’s of Marketing.

(A) E.J. McCarthy

(B) Pyle

(C) Paul Mazur

(D) Philip Kotler

56. ikWy etwj us foi.ku dk -------- vk/kkfjr

n`f"Vdks.k izLrqr fd;kA

(A) Ø;&foØ;

(B) vko';drk

(C) thou Lrj

(D) mijksDr esa ls dksbZ ugha

57. foi.ku ds ckºî okrkoj.k esa lfEefyr gS%

(A) jktuhfrd dkjd

(B) vkfFkZd dkjd

(C) rduhdh dkjd

(D) mijksDr lHkh

58. foi.ku dh -------- vo/kkj.kk esa] mRiknu

ykxr de djuk izeq[k mn~ns'; gSA

(A) mRikn

(B) mRiknu

(C) foØ;

(D) lkekftd

59. lsokvksa ds lEcU/k esa] foi.ku feJ.k esa

--------- rRo gSaA

(A) 4

(B) 5

(C) 6

(D) 7

60. ------- us foi.ku dh 4P vo/kkj.kk dks

izLrqr fd;kA

(A) bZ-ts- eSdkFkhZ

(B) ikbys

(C) ikWy etwj

(D) fQfyi dksVyj
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61. Products that consumers compare before

buying are called :

(A) Raw Material

(B) Shopping Product

(C) Convenience Product

(D) Industrial Product

62. .......... is the basic property of services

which differentiate it from goods.

(A) Shape

(B) Size

(C) Intangibility

(D) Expensive

63. At .............. stage of product life cycle,

sales volume is maximum.

(A) Introduction

(B) Decline

(C) Growth

(D) Maturity

64. Tubes of Fairness Cream are the example of :

(A) Primary Packaging

(B) Secondary Packaging

(C) Transport Packaging

(D) None of the above

65. A good brand name is not easy to ..........

(A) Memorize

(B) Forget

(C) Recognise

(D) Pronounce

61. ftu mRiknksa dks [kjhnus ls igys xzkgd rqyuk

djrs gSa] dgykrs gSa %

(A) dPpk eky

(B) lkSnk mRikn

(C) lqfo/kk mRikn

(D) vkS|ksfxd mRikn

62. ------ lsokvksa dh ,d fo'ks"krk gS tks mls

oLrqvksa ls vyx djrh gSA

(A) vkd`fr

(B) vkdkj

(C) vewrZ

(D) eg¡xkbZ

63. mRikn thou pØ ds ------ pj.k esa foØ;

ek=k lokZf/kd gksrh gSA

(A) ifjp;

(B) fxjkoV

(C) fodkl

(D) ifjiDork

64. Qs;jusl Øhe ds V~;wc mnkgj.k gSa %

(A) izkFkfed iSdsftax ds

(B) f}rh;d iSdsftax ds

(C) ;krk;kr iSdsftax ds

(D) mijksDr esa ls dksbZ ugha

65. ,d vPNs czk.M dks -------vklku ugha gksrkA

(A) ;kn j[kuk

(B) Hkwyuk

(C) igpkuuk

(D) mPpfjr djuk

[P.T.O.]
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66. .......... is a factor used in geographic

segmentation.

(A) Personality

(B) Climate

(C) Attitude

(D) Lifestyle

67. .......... segmentation considers buying

habits.

(A) Psychographic

(B) Demographic

(C) Geographic

(D) Behavioural

68. First stage of product development is :

(A) Product Testing

(B) Idea Generation

(C) Commercialisation

(D) Marketing

69. Prototype means :

(A) Advertisement

(B) Final Product

(C) First Model of a Product

(D) Packaging

70. Product Planning includes all, except :

(A) Product Design

(B) Product Pricing

(C) Product Branding

(D) Product Packaging

66. -------- dkjd dk mi;ksx HkkSxksfyd foHkktu

ds fy;s gksrk gSA

(A) O;fDrRo

(B) tyok;q

(C) n`f"Vdks.k

(D) thou 'kSyh

67. [kjhnkjh dh vknrsa -------- foHkktu ds

vUrxZr vkrh gSaA

(A) euksoSKkfud

(B) tulkaf[;dh;

(C) HkkSxksfyd

(D) O;kogkfjd

68. mRikn fodkl dk igyk pj.k gS %

(A) mRikn ijh{k.k

(B) fopkj l̀tu

(C) O;olk;hdj.k

(D) foi.ku

69. izksVksVkbi dk vFkZ gS %

(A) foKkiu

(B) vafre mRikn

(C) mRikn dk igyk ekWMy

(D) iSdsftax

70. mRikn fu;kstu esa lHkh lfEefyr gSa] flok;%

(A) mRikn fMtkbu

(B) mRikn dher fu/kkZj.k

(C) mRikn czkafMax

(D) mRikn iSdsftax
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71. .............. is not one of the main functions of

Marketing.

(A) Pricing

(B) Human Resource Management

(C) Product development

(D) Market Research

72. Four 'P' of the Marketing Mix are :

(A) Production, Place, Price and

Promotion

(B) People,Place, Price and Plan

(C) Product, Price, Place and

Promotion

(D) Production, Price, Physical

distribution and Promotion

73. Marketing is a :

(A) Continuous process

(B) Goal-oriented Process

(C) Social Process

(D) All of the above

74. ............. is not a part of Micro Environment.

(A) Producer

(B) Economy

(C) Competitor

(D) Supplier

75. Modern form of marketing starts with and

ends on :

(A) Economy

(B) Business

(C) Customers

(D) Company

71. ---------foi.ku ds eq[; dk;ksZa esa ls ugha gSA

(A) dher fu/kkZj.k

(B) ekuo lalk/ku izcU/ku

(C) oLrq fodkl

(D) cktkj 'kks/k

72. foi.ku feJ.k ds pkj 'P' gSa %

(A) Production, Place, Price and

Promotion

(B) People,Place, Price and Plan

(C) Product, Price, Place and

Promotion

(D) Production, Price, Physical

distribution and Promotion

73. foi.ku ,d --------- gSA

(A) lrr izfØ;k

(B) y{; vk/kkfjr izfØ;k

(C) lkekftd izfØ;k

(D) mijksDr lHkh

74. ------- lw{e i;kZoj.k dk Hkkx ugha gSA

(A) mRiknd

(B) vFkZO;oLFkk

(C) izfr;ksxh

(D) iwfrZdkj

75. vk/kqfud foi.ku dk izkjEHk rFkk var -----

ij gh gksrk gSA

(A) vFkZO;oLFkk

(B) O;olk;

(C) xzkgd

(D) dEiuh

[P.T.O.]
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76. .......... is an example of a brand.

(A) Rice

(B) Sugar

(C) Lux

(D) Wheat

77. Brand Mark  is :

(A) Symbol of Brand

(B) Size of Product

(C) Colour of Product

(D) Weight of Product

78. Grading means :

(A) Packing Products

(B) Sorting Products into different

quality groups

(C) Selling Products

(D) Transporting Products

79. Who provides AGMARK in India ?

(A) RBI

(B) BIS

(C) SEBI

(D) Directorate of Marketing and

Inspection

80. .................. is not an example of Brand.

(A) Crocin

(B) Paracetamol

(C) Cipla

(D) Sun Pharma

76. -------- ,d czkaM dk mnkgj.k gSA

(A) pkoy

(B) phuh

(C) yDl

(D) xsgw¡

77. czkaM ekdZ dk vFkZ gS %

(A) czkaM dk fpºu

(B) mRikn dk vkdkj

(C) mRiknksa dk jax

(D) mRiknksa dk otu

78. xzsfMax dk vFkZ gS %

(A) mRiknksa dh iSfdax

(B) mRiknks dks xq.koÙkk ds vk/kkj ij

oxksZa eas ck¡Vuk

(C) mRikn dks cspuk

(D) mRikn dks LFkkukUrfjr djuk

79. Hkkjr esa AGMARK dkSu iznku djrk gS\

(A) RBI

(B) BIS

(C) SEBI

(D) Directorate of Marketing and

Inspection

80. ----------- czkaM dk ,d mnkgj.k ugha gSA

(A) Crocin

(B) Paracetamol

(C) Cipla

(D) Sun Pharma
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81. Product concept emphasizes on :

(A) Product Quality and Features

(B) Low Price

(C) High Promotion

(D) Mass Production

82. ............. concept focuses on customer

satisfaction.

(A) Product

(B) Production

(C) Selling

(D) Marketing

83. 'Place' in marketing mix refers to :

(A) Production Location

(B) Distribution Channels

(C) Sales Promotion

(D) Market Research

84. ........... philosophy focuses on aggressive

selling.

(A) Production

(B) Selling

(C) Marketing

(D) Societal

85. .......... is not an element of any Marketing

Mix.

(A) Price

(B) Process

(C) Physical Evidence

(D) Profit

81. mRikn vo/kkj.kk ------- ij cy nsrh gSA

(A) mRikn dh xq.koÙkk vkSj fo'ks"krk,a

(B) de ewY;

(C) vf/kd izpkj

(D) cM+s iSekus ij mRiknu

82. ------- vo/kkj.kk xzkgd larqf"V ij dsfUnzr

gksrh gSA

(A) mRikn

(B) mRiknu

(C) foØ;

(D) foi.ku

83. foi.ku feJ.k esa 'Place'  dk vFkZ gS %

(A) mRiknu LFkku

(B) forj.k pSuy

(C) foØ; lao/kZu

(D) cktkj vuqla/kku

84. -------- vo/kkj.kk vkØked fcØh ij cy

nsrh gSA

(A) mRiknu

(B) foØ;

(C) foi.ku

(D) lkekftd

85. ------- fdlh Hkh foi.ku feJ.k dk Hkkx

ugha gSA

(A) Price

(B) Process

(C) Physical Evidence

(D) Profit

[P.T.O.]
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86. CDM stands for :

(A) Customer Development Model

(B) Customer Decision Making

(C) Customer Decision Mix

(D) Customer Development Mix

87. Everyone is a marketing expert, except :

(A) Pyle

(B) Philip Kotler

(C) David Ricardo

(D) Paul Mazur

88. PESTLE  is related to :

(A) External Environment

(B) Internal Environment

(C) Marketing Mix

(D) None of the above

89. 7P's of Marketing is given by :

(A) James Culliton

(B) E. J. McCarthy

(C) P. Kotler

(D) Booms and Bitner

90. As per ........ concept, sales promotion

techniques are used for Marketing.

(A) Product

(B) Production

(C) Selling

(D) Marketing

86. CDM ls rkRi;Z gS %

(A) Customer Development Model

(B) Customer Decision Making

(C) Customer Decision Mix

(D) Customer Development Mix

87. lHkh foi.ku fo'ks"kK gaS] flok; %

(A) ikbys

(B) fQfyi dksVyj

(C) MsfoM fjdkMksZ

(D) ikWy etwj

88. PESTLE lEcfU/kr gS %

(A) ckºî i;kZoj.k ls

(B) vkarfjd i;kZoj.k ls

(C) foi.ku feJ.k ls

(D) mijksDr esa ls dksbZ ugha

89. foi.ku ds 7P dks--------------us izLrqr fd;kA

(A) tsEl dqfYyVu

(B) bZ-ts- eSdkFkhZ

(C) ih- dksVyj

(D) cwEl ,oa fcVuj

90. -------- vo/kkj.kk ds vuqlkj] foi.ku ds

fy;s foØ; lao/kZu rduhd iz;ksx dh tkrh

gSA

(A) mRikn

(B) mRiknu

(C) foØ;

(D) foi.ku
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91. The Marketing Mix concept was popularised

by :

(A) Paul Mazur

(B) Neil Borden

(C) Philip Kotler

(D) Peter Drucker

92. Marketing Mix decisions are taken by :

(A) Production Manager

(B) Marketing Manager

(C) Finance Manager

(D) Personnel Manager

93. Dividing the market based on age, gender

and income is called :

(A) Geographic Segmentation

(B) Psychographic Segmentation

(C) Demographic Segmentation

(D) Behavioural Segmentation

94. Market segmentation is helpful in ........... .

(A) Target Market Identification

(B) Mass Production

(C) Reducing Cost

(D) Price Reduction

95. Market Segmentation improves :

(A) Marketing Efficiency

(B) Production Cost

(C) Transportation Cost

(D) Accounting Work

91. foi.ku feJ.k dh vo/kkj.kk dks ----------

us yksdfiz; cuk;kA

(A) ikWy etwj

(B) uhy cksMsZu

(C) fQfyi dksVyj

(D) ihVj Mªdj

92. foi.ku feJ.k fu.kZ;ksa dks ------- }kjk fy;k

tkrk gSA

(A) mRiknu izca/kd

(B) foi.ku izca/kd

(C) foÙk izca/kd

(D) dkfeZd izca/kd

93. vk;q] fyax vkSj vk; ds vk/kkj ij cktkj dk

foHkktu dgykrk gS %

(A) HkkSxksfyd foHkktu

(B) euksoSKkfud foHkktu

(C) tulkaf[;dh; foHkktu

(D) O;kogkfjd foHkktu

94. cktkj foHkktu--------- esa lgk;d gSA

(A) xarO; cktkj fu/kkZj.k

(B) cM+s iSekus ij mRiknu

(C) ykxr de djus

(D) ewY; ?kVkus

95. cktkj foHkktu ------- esa lq/kkj djrk gSA

(A) foi.ku n{krk

(B) mRiknu ykxr

(C) ifjogu ykxr

(D) ys[kkadu dk;Z

[P.T.O.]
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96. Labelling means :

(A) Product design

(B) Providing information on Product cover

(C) Advertising of Product

(D) Packing of a Product

97. Label is attached to :

(A) Package

(B) Product

(C) Brand

(D) Advertisement

98. Packaging refers to :

(A) Storing Goods

(B) Transporting Goods

(C) Designing and producing the

container or wrapper of a product

(D) Packing of a Product only

99. Who regulates Food Labelling in India?

(A) TRAI

(B) FSSAI

(C) BIS

(D) SEBI

100. A Group of related products is called :

(A) Product Depth

(B) Product Demand

(C) Product Width

(D) Product Line

96. Labelling ls rkRi;Z gS %

(A) mRikn fMtkbu

(B) mRikn doj ij tkudkjh iznku djuk

(C) mRikn dk foKkiu

(D) mRikn dh iSfdax

97. yscy yxk;k tkrk gS %

(A) iSdst ij

(B) mRikn ij

(C) czkaM ij

(D) foKkiu ij

98. iSdsftax ls rkRi;Z gS %

(A) oLrqvksa dks lxzghr djuk

(B) oLrqvksa dk ifjogu

(C) mRikn ds daVsuj ;k jSij dks fMtkbu

djuk vkSj cukuk

(D) oLrq dh iSfdax djuk

99. Hkkjr esa [kk| yscfyax dkSu fu;af=r djrk

gS\

(A) TRAI

(B) FSSAI

(C) BIS

(D) SEBI

100. lEcfU/kr mRiknksa ds lewg dks dgrs gSa%

(A) mRikn xgjkbZ

(B) mRikn ekax

(C) mRikn pkSM+kbZ

(D) mRikn ykbu
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Rough Work @ jQ dk;Z



Example :

Question :

Q.1

Q.2

Q.3

5. Each question carries equal marks.
Marks will be awarded according to the
number of correct answers you have.

6. All answers are to be given on OMR
Answer Sheet only. Answers given
anywhere other than the place specified
in the answer sheet will not be
considered valid.

7. Before writing anything on the OMR
Answer Sheet, all the instructions given
in it should be read carefully.

8. After the completion of the examination,
candidates should leave the examination
hall only after providing their OMR
Answer Sheet to the invigi lator.
Candidate can carry their Question
Booklet.

9. There will be no negative marking.

10. Rough work, if any, should be done on
the blank pages provided for the purpose
in the booklet.

11. To bring and use of log-book, calculator,
pager & cellular phone in examination
hall is prohibited.

12. In case of any difference found in English
and Hindi version of the question, the
English version of the question will be
held authentic.

Impt. On opening the question booklet,
first check that all the pages of the question
booklet are printed properly. If there is any
discrepancy in the question Booklet, then
after showing it to the invigilator, get another
question Booklet of the same series.

mnkgj.k %

iz'u %

iz'u 1

iz'u 2

iz'u 3

5. izR;sd iz'u ds vad leku gSaA vkids ftrus mÙkj
lgh gksaxs] mUgha ds vuqlkj vad iznku fd;s tk;saxsA

6. lHkh mÙkj dsoy vks0,e0vkj0 mÙkj&i=d
(OMR Answer Sheet) ij gh fn;s tkus gSaA
mÙkj&i=d esa fu/kkZfjr LFkku ds vykok vU;=
dgha ij fn;k x;k mÙkj ekU; ugha gksxkA

7. vks0,e0vkj0 mÙkj&i=d (OMR Answer

Sheet) ij dqN Hkh fy[kus ls iwoZ mlesa fn;s x;s
lHkh vuqns'kksa dks lko/kkuhiwoZd i<+ fy;k tk;sA

8. ijh{kk lekfIr ds mijkUr ijh{kkFkhZ d{k fujh{kd

dks viuh OMR Answer Sheet miyC/k djkus

ds ckn gh ijh{kk d{k ls izLFkku djsaA ijh{kkFkhZ

vius lkFk iz'u&iqfLrdk ys tk ldrs gSaA

9. fuxsfVo ekfdZax ugha gSA

10. dksbZ Hkh jQ dk;Z] iz'u&iqfLrdk esa] jQ&dk;Z ds
fy, fn, [kkyh ist ij gh fd;k tkuk pkfg,A

11. ijh{kk&d{k esa ykWx&cqd] dSYdqysVj] istj rFkk lsY;qyj
Qksu ys tkuk rFkk mldk mi;ksx djuk oftZr gSA

12. iz'u ds fgUnh ,oa vaxzsth :ikUrj.k esa fHkUurk gksus

dh n'kk esa iz'u dk vaxzsth :ikUrj.k gh ekU;

gksxkA
egRoiw.kZ% iz'uiqfLrdk [kksyus ij izFker% tk¡p dj
ns[k ysa fd iz'uiqfLrdk ds lHkh i`"B HkyhHkk¡fr Nis
gq, gS aA ;fn iz'uiq fLrdk es a dk sbZ deh gk s ] rk s
d{kfujh{kd dk s fn[kkdj mlh fljht dh nwljh
iz'uiqfLrdk izkIr dj ysaA

A C D

A D

A C D

B

A C D

A D

A C D

B


