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Seat No.: _____                                                      Enrolment No.______ 
   

GUJARAT TECHNOLOGICAL  UNIVERSITY 
Diploma Engineering Sem. - IV - Examination – June- 2011 

Subject code: 345402 

Subject Name: Marketing Management  
Date:06/06/2011                      Time: 02:30 pm – 05:00 pm 

                                Total Marks: 70 

Instructions: 
1. Attempt all questions.  

2. Make suitable assumptions wherever necessary. 

3. Figures to the right indicate full marks. 

4. English version is Authentic 
 

Q.1 (a) Define Marketing Mgt. and also discuss its characteristics. 07 

 (b) Explain the functions of Marketing Mgt. 07 

Q.2    

 (a) Define consumer’s behavior. Discuss its importance.  07 

 (b) Explain the meaning of Market research and state the procedure of 

it. 

07 

  OR  

 (b) State the types of consumers. What factors affect consumer’s 

behavior? 

07 

Q.3    

 (a) State the stages of new product development. What factors affect 

Product failure? 

07 

 (b) State the Life Cycle of the product. What strategies are to be applied 

on decline stage. 

07 

  OR  

Q.3 (a) State the importance of marketing information and also discuss 

various systems of marketing information. 

07 

 (b) State the importance and reasons of branding. 07 

    

Q.4    

 (a) State the objectives of pricing in market and pricing procedure. 07 

 (b) Explain the term “sales promotion” Explain different sales 

promotion tools. 

07 

  OR  

Q. 4 (a) Explain the term channels of distribution and state its objectives. 07 

 (b) State the different channels of distribution and also discuss factors 

affecting it. 

07 

    

Q.5    

 (a) What is advertisement? Discuss its importance. 07 

 (b) Differentiate advertisement and publicity. 07 

  OR  

Q.5 (a) Explain Product-Mix and Product Depth 07 

 (b) Explain the importance of personal selling. 07 
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5|`Gv!5|`Gv!5|`Gv!5|`Gv!    V DFS["8L\U D[G[HD[g8 GL jIFbIF VF5L T[GL ,F1Fl6STFVM RRM"P 07 

 A DFS["8L\U D[G[HD[g8 GF SFIM" ;DHFJM 07 

    

5|`GvZ5|`GvZ5|`GvZ5|`GvZ    V U|FCS JT"6]S GL jIFbIF VF5MP T[GF DCtJGL RRF" SZM 07 

 A AHFZ ;\XMWG GM VY" ;DHFJL T[GL lJlW ;DHFJM 07 

  VYJFVYJFVYJFVYJF  

 A U|FCS GF 5|SFZ H6FJM P U|FCS JT"6]S G[ V;ZSZTF 5lZA/M RRM"P 07 

5|`Gv#5|`Gv#5|`Gv#5|`Gv#       

 V 5[NF; lJSF;GF lJlJW TASSFVM H6JMP5[NF; lGQO/TF GF SFZ6M H6FJM 07 

 A 5[NF; lHJG RS| ;DHFJMP38TF TASFDF\ S. Z6 lGlT V5GFJJL HM.V[ 07 

  VYJFVYJFVYJFVYJF  

5|`Gv#5|`Gv#5|`Gv#5|`Gv#       

 V AHFZ DFlCTL G]\ DCtJ H6FJM TYF lJlJW AHFZ AHFZ DFlCTL 5NWTLVM RRM 07 

 A  A|F\0L\U G]\ DCtJ TYF SFZ6M H6FJM 07 

    

5|`Gv$5|`Gv$5|`Gv$5|`Gv$       

 V AHFZ DF\ lS\DT lGWF"Z6 GF pN[XM H6FJL lS\DT lGWF"Z6 GL ZLT H6FJM 07 

 A ;[<; 5|DMXGsJ[RF6 J°lWf GM bIF, ;DHFJL J[RF6 J°lW GF lJlJW ;FWGM ;DHFJM 07 

     VYJFVYJFVYJFVYJF  

5|`Gv$5|`Gv$5|`Gv$5|`Gv$       

 V lJT6 GF DwIDMsR[G<;  VMOl0:8|LaI]XGf GM bIF, ;DHFJM TYF T[GF pN[XM H6FJM 07 

 A lJlJW lJT6 GF DwIDM sR[G<;  VMO l0:8|LaI]XGf H6FJM TYF T[G[ V;Z SZTF 5lZA/M 
RRM"P 

07 

    

5|`Gv55|`Gv55|`Gv55|`Gv5       

 V HFC[ZFT V[8,[ X]\ m T[G] DCtJ RRM"P 07 

 A HFC[ZFT VG[ 5|l;lwWGF[ TOFJT VF5MP 07 

  VYJFVYJFVYJFVYJF  

5|`Gv55|`Gv55|`Gv55|`Gv5       

 V 5[NFX lDz6 VG[ 5[NFX p\0F6 RRM"PP 07 

 A jIlSTUT J[RF6G]\ DCtJ ;DHFJMP 07 
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