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Examples of business markets include which one of the following 

options? 

A. Manufacturers 

B. Service providing company 

C. Government institutes 

D. All of the given options 

2Which of the following markets deal with few customers and generate 

more revenue? 

A. Business markets 

B. Consumer markets 

C. Financial markets 

D. Capital markets 

3 The business markets have ____________ buyer and seller 

dependency on each other as compared to consumer markets. 

A. Weak 

B. Strong 

C. Moderate 

D. Little 

4 The business buying process is more complex than consumer buying 

process because it requires: 

A. Formal documentation 

B. Product specifications 

C. Proposal writings 

D. All of the given options 



5 In business buyer behavior model, which of the following marketing 

stimuli affect the buying organization which leads to generate buyer 

responses? 

A. Price 

B. PLACE 

C. Promotion 

D. All of the given options 

6 In which of the following buying situations, the buyer purchases a 

product or service for the first time? 

A. Straight rebuy 

B. Modified rebuy 

C. New task 

D. None of the given options 

7 In which of the following buying situations, the buyer wants to amend 

product specifications, prices, terms, or suppliers? 

A. Straight rebuy 

B. Modified rebuy 

C. New task 

D. None of the given options 

8 In which of the following buying situations, the buyer routinely 

reorders something without any amendments? 

E. Straight rebuy 

F. Modified rebuy 

G. New task 

H. None of the given options 



9 Which of the following participants are involved in the business 

buying decision process? 

A. Users 

B. Influencers 

C. Buyers 

D. All of the given options 

10 All of the following participants are involved in the business buying 

decision process EXCEPT: 

A. Buyers 

B. Deciders 

C. Rack jobbers 

D. Gatekeepers 

11 Marketing stimuli consist of: 

A. Product 

B. Price 

C. Place 

D. All of the given options 

12 Which of the following is not an environmental stimulus? 

A. Economic factorS 

B. Price factor 

C. Technological factors 

D. Cultural factors 

13 Which of the following is the part of buyer’s black 
box? 

A. Buyer’s characteristics 



B. Consumer behavior 

C. Buyer attitude 

D Buyer’s personality 

14  Which of the following is NOT the part of cultural 
factors? 

A. Sub culture 

B. CULTURE 

C. Social class 

D  Family 

15  Which of the following is NOT the part of social 
factors? 

A. Family  
B. Social class 
C. Roles and status 
D. Reference Groups 

16 Which of the following is NOT the part of personal 
factors? 

A. Self-concept 
B. Lifestyle 
C. Age and life-cycle stage 
D. Roles and status  

17 Which of the following is NOT the part of psychological 
factors? 

A. Motivation 
B. Perception 
C. Learning 



D. Self-concept 

18  Which of the following best describes Upper class? 

A. Social elite who live on inherited wealth 
B. Professionals 
C. Unskilled labors 
D. Independent businesspersons 

19  The group which has a direct impact on consumer’s 
purchasing behavior is called: 

A. Membership group 
B. Brand community 
C. Reference group 
D. Social networking group 

20  Which of the following best describes the group 
which the consumers  are inspired with, compare 
themselves with them and want to be like them? 

A. Membership group 
B. Brand community 
C. Reference group 
D. Social networking group 

21 Which of the following needs does not belong to 
Maslow’s hierarchy of needs? 

A. Cultural needs 
B. Self-actualization needs 
C. Self-esteem needs 
D. Safety needs 



22 Which of the following best describes the process by 
which people select, organize, and interpret information 
to form a meaningful picture of the world? 

A. Motivation 
B. Perception 
C. Learning 
D. Self-concept 

23 The tendency of people to interpret information in a 
way that will support what they already believe is called: 

A. Selective distortion 
B. Selective retention 
C. Selective attention 
D. None of the given options 

24 The tendency of consumers to remember good points 
made about a brand they favor and forget good points 
made about competing brands is called: 

A. Selective distortion 
B. Selective retention 
C. Selective attention 
D. None of the given options 

25 Which of the following buying behavior is undertaken 
by buyers when they are highly involved in purchase 
process and there are significant perceived differences 

among brands? 

A. Complex buying behavior 
B. Variety seeking buying behavior 
C. Dissonance reducing buying behavior 
D. Habitual buying behavior 



26 Which of the following buying behavior is undertaken 
by buyers when they are highly involved with an 
expensive, risky and infrequent purchase but there are 
few perceived differences among brands? 

A. Dissonance reducing buying behavior 
B. Habitual buying behavior 
C. Complex buying behavior 
D. Variety seeking buying behavior 

27 Which of the following buying behavior is undertaken 
by buyers in purchase of grocery items? 

A. Complex buying behavior 
B. Variety seeking buying behavior 
C. Dissonance reducing buying behavior 
D. Habitual buying behavior 

28 Which of the following buying behavior is undertaken 
by buyers in purchase of carpet? 

A. Complex buying behavior 
B. Variety seeking buying behavior 
C. Dissonance reducing buying behavior 
D. Habitual buying behavior 

29 Which of the following buying behavior is undertaken 
by buyers in purchase of sports car? 

A. Complex buying behavior 

B. Variety seeking buying behavior 

C. Dissonance reducing buying behavior 

       D. Habitual buying behavior 



30 Which of the following buying behavior is undertaken 
by buyers in purchase of biscuits? 

       A. Complex buying behavior 

B. Variety seeking buying behavior 

      C. Dissonance reducing buying behavior 

D. Habitual buying behavior 

31 What is the most important C among 5 C’s of 
marketing? 

A. Collateral   
B. Customer 
C. Convenience 
D. Cost 

32 Customer is the most important C among how many 
C’s of marketing. 

A. 3 C’s 
B. 7 C’s 
C. 4 C’s 
D. 5 C’s  

33 All of the following are the surces of secondary data 
EXCEPT: 

A. Newspaper 
B. Government databases 
C. Survey 
D. Magazines 

34 Newspaper is the source of which type of data? 



A. Secondary data 
B. Primary data 
C. First hand data 

D. Critical data 

35 Marketing Environment consists of which of the following? 

A. Marketing Channels 

B. Competitors 
C. Microenvironment forces 

D. All of the given options  

36 In which step of marketing research process problem is defined and 

objectives of the research are designed.   

A. First 
B. Second 

C. Third 

D. Fourth 

37 Organizations collect information through various sources about their 

customers’:   

A. Culture 

B. Desire 

C. Needs 

D. Wants 

38 Which research is among the three types of Marketing Research? 

A. Exploratory research 

B. Causal Research  

C. Experimental research 

D. Descriptive research 

39 Which research is among the three types of Marketing Research? 



A. Descriptive research   
B. Exploratory research 
C. Experimental research 

D. Descriptive research 

40 Which research is conducted to test hypotheses about cause-and-

effect relationship?    

A. Exploratory research 

B. Causal Research  

C. Experimental research 

D. Descriptive research 

41 Which research assesses the effect of one variable on the other? 

A. Exploratory research 

B. Experimental research 
C. Descriptive research 

D.  Causal Research 

42 All of the following are sources to collect the primary information 

EXCEPT: 

A. Government databases 
B. Experiments 

C. Surveys 

D. Interviews 

43  _________ is the process of developing and maintaining a strategic 

fit between the organisation's goals and capabilities. 

A. Strategic planning   

B. Environmental analysis 

C. Internal analysis 



D. SWOT analysis 

44 _______ is the process of studying actors, factors and forces outside 

marketing. 

A. Environmental analysis 

B. Internal analysis 

C. Strategic planning 

D. SWOT analysis 

45 Which of the following is NOT a tool of environmental analysis? 

A. Political 
B. Economic 
C. Scientific 
D. Technical 

46 ________ is the process of studying actors, factors 
and forces inside organisation. 

A. Environmental analysis 

B. Internal analysis 

C. Strategic planning 

D.SWOT analysis 

47 _______is a major activity in strategic planning whereby 

management evaluates the products and businesses that make up the 

organisation. 

A. Strategic analysis 
B. Portfolio analysis 

C. Environmental analysis 

D. SWOT analysis 

48 _______ depicts what an organisation wants to be in future. 



A. Vision 
B. Mission   

C. Strategies 

D. Objectives 

49 ______ depicts organisation's purpose; what it wants to accomplish in 

the larger environment. 

A.VISION 

B. Mission   

C. Strategies 

D. Objectives 

 

 50  _______ depicts what an organisation wishes to achieve precisely. 

A.VISION 

B. Mission 

C. Strategies 

D. Objectives 

 51 _________ is a unit of the company that has a separate mission and 

objectives that can be planned separately from other company 

businesses. 

A. Strategic business unit   
B. Simple business unit 

C. Strategic basic unit 

D. Strategic commercial unit 

52 Which of the following is NOT a part of strategic business unit? 



A. Star 
B. Cash cows 

C. Question mark 

D. Cats 

53 All of the following are the actors of micro environment EXCEPT: 

A. Company 
B. Suppliers 

C. Marketing intermediaries 

D. Demographic environment  

54  All of the following are the forces of macro environment EXCEPT: 

A. Economic 
B. Natural 

C. Technological 

D. Public  

 

55 All of the following are the types of public's EXCEPT: 

A. Financial   
B. Media   

C. Local   

D. Suppliers   

56 Which of the following is known as the providers of resources to 

produced goods and services? 

A. Suppliers 

B. Competitors 

C. Customers 

D. Public 

57 All of the following are actors of political environment EXCEPT: 



A. Laws 
B. Government agencies 

C. Pressure groups 

D. Marketing intermediaries 

58 All of the following are indicators of economic environment 

EXCEPT: 

A. Per capita income 

B. Inflation rate 

C. Interest rate 

D. Gender ratio 

59 All of the following are indicators of demographic environment 

EXCEPT: 

A. Density 

B. Life expectancy 
C. Median age 

D. Per capita income 

60 Which of the following micro environment actors help the company 

to promote, sell and distribute its products to final buyers? 

A. Marketing intermediaries 
B. Competitors 

C. The company 

D. Public 

61 In which of the following marketing channels no intermediaries 

involves to make their products available to final buyers? 

 

A. Direct channel 

B. Flexible channel 
C. Indirect channel 



D. Static channel 

62 In macro environment, 'pressure groups' and 'government agencies' 

are part of: 

A. Demographic environment 

B. Political environment 

C. Economic environment 

D. Cultural environment 

63 Expanding fields of health care, space, robotics, and bio-genetic 

industries refers to which of the following environment? 

A. Cultural environment 

B. Economic environment 
C. Technological environment 

D. Demographic environment 

64__________works on a supposition that consumers/customers buy 

products which fulfill their needs. 

A. Production Concept  
B. Marketing Concept    

C. Selling Concept 

D. Product Concept 

65 Which of the following options refers to the activities that are 
associated with planning, pricing, promoting and distributing the product 

or service? 

A. Marketing   

B. Selling 
C. Promotion   

D. All of the given options 

66_____________focuses on making every possible sale of the product, 

regardless of the need of the customer.   



A. Production Concept 

B. Marketing Concept 

 C. Selling Concept 

D. Product Concept 

67 __________focuses on making better-quality products for their 

customers.    

A. Production Concept 

B. Marketing Concept 

 C. Selling Concept 

D. Product Concept  

68 Marketing is a process which aimed at ________ 

A. Production    

B. Financial management   

C. Satisfaction of consumer needs/wants 

D. None of the given options 

69 The_________ is a marketing concept that holds that the company 

makes its marketing decision by considering consumer’s needs and, 

wants and society’s long-term interests. 

A. Product   
B. Production 

C. Selling 

D. Societal Marketing 

70 A transaction involves ____________. 

A. At least two Individuals/ Parties   



B. Both is capable to communicate and deliver 
C. Both are free to accept or reject the offer 

D. All of the above 

71  Delivering customer satisfaction in return of profit is known as: 

A. Management 

B. Marketing 
C. Selling 

D. Distribution 

72 Building, keeping and growing profitable value-laden relationships 

with all customers of a company refers to which of the following 

options? 

A. Customer lifetime value 

B. Customer perceived value 

C. Customer relationship management 

D. Societal marketing 

73 The 4 P’s of marketing are the product, price, place, and 

promotion. Occasionally marketers consider two more P’s.  These 

are: 

A. People and Processes 
B. Profits and Processes 

C. People and Profits 

D. Profits and Procedure 

 

 

 

 

 



 

 

 

 

 

 

 

 

 

 

 

 
 

 
 

 

 

 

 


