FALL 2009 FINAL-TERM mc090403280
MARKETING MGT301 LONG QUESTIONS

64 MCQs and following Descriptive Questions
Question No. 65 (Marks 3)
Personal selling varies from company to company.  Why a company depends on personal selling?

Question No. 66 (Marks 5)
What are the purposes of salesperson performance evaluation? Briefly explain.

Question No. 67 (Marks 10)
What do you understand by direct marketing, discuss advantages of direct marketing.
Question No. 68 (Marks 10)
Pricing decisions can have important consequences for the organization and the attention given by the marketers to pricing just as important as the attention given to more recognizable marketing activities. Discuss those reasons due to which price due to which price is considered MOST important?
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Best of Luck!!!

FALL 2009 FINAL-TERM mc090409597
MARKETING MGT301 LONG QUESTIONS

64 MCQs and following Descriptive Questions
Question No. 65 (Marks 3)
What are the basic three basic sales tasks?
Question No. 66 (Marks 5)
Define briefly integrated marketing communication. Discuss three major elements of it.
Question No. 67 (Marks 10)
Promotional pricing is one of the Price Adjustment Strategies that is a temporary adjustment, it only involves price reductions. How many ways companies price their product by applying the strategy of “Promotional Pricing”, and do you think that promotional pricing can have adverse effects, if yes then explain it giving your views.
Question No. 68 (Marks 10)
How would you explain the Public Relations, also identify some points which differentiate from advertising?
Best of Luck!!!
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